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Service Business 
For May Rises 


From Recession 


Automotive News Index 
Is 103 Pet. of April, 
But Trails Year Ago 


HE Automotive News Service 
Index shows that new-car deal- 
ers’ service and parts business in 
May was 95.7 percent of the total 
for May last year. The index also 
shows that May business increased 
to 103.1 percent of the April total. 

This is the first published re- 
port on the index. It is the prod- 
uct of a year and a half of stud- 
ies by Automotive News to set 
up some indicator that will show 
how the typical dealer’s service 
and parts business is going. 

The index — offered to give deal- 
ers and their service Managers a 
yardstick to measure their own 
service operations—will be an ex- 
clusive monthly feature of AuTomMo- 
TIVE News. It is believed to be the 
first effort to measure results in 
any major segment of the automo- 
tive service business, 

oe ok of 

ILE the index shows dealer 

service business in May at 95.7 
percent of the May, 1960, total, the 
figure is actually encouraging. 
Service business, although not as 
hard-hit as car sales, did suffer a 
recession drop this last winter and 
early spring. 

The May figure represents a 
big improvement over the figures 
gathered for April. That month’s 
service and parts business was 
only 90.6 percent of April, 1960, 

The figures from which the index 
is computed show that most seg- 
ments of parts and service business 
turned in gains between April and 
May. 

While the number of repair or- 
ders written showed no significant 

(Continued on Page 64, Col. 1) 


First Top NADA Honor 
To Go to GM’s Sloan 


NEW YORK.—fFor his out- 
Standing contribution to the auto 
industry in the quality-dealer 
program, Alfred P. Sloan jr., hon- 
orary chairman 
of General Mo- 
tors, will re- 
ceive NADA’s 
first Golden 
Wheel Award 
at the Waldorf- 
Astoria Hotel 
here July 11. 

In launching 
the quality- 
dealer program, 
which helped 
Alfred P. Sloan put the indus- 
try on its feet during the depres- 
sion of the 1930s, Sloan pointed 
out that the quality approach to 
merchandising was the difficult 
one, requiring more work and 
courage than the opportunistic 
approech, but having vastly more 
promise. 


















Service Index 


95.7" 


May ’61 
vs. 
May ’60 


May ’61 


vs. 
April ’61 
Repair Orders 


No 
Change 


— 4.3% 


Customer 
Labor Sales.. 


Shop 
Parts Sales .. 


Sales of All 
Parts and 
Accessories 38% + 4.9% 


* Survey by Automotive News shows 
that new-car dealers’ service and parts 
business in May, 1961, was 95.7 per- 
cent of business in May, 1960, How- 
ever, May, 1961 was 103.1 percent of 


April, 1961. 
Copyright, 1961 


4.9% + 3.3% 


— 59% + 1.0% 





L.A. Grand Jury Probes 
Disecount-House Shutoff 


By William Carroll 
West Coast Editor 

OS ANGELES—A Federal 
4 grand jury is reported conduct- 
ing a secret inquiry into the fac- 
tory-dealer relationship controlling 
retail and bootleg sales of new cars 

to other than franchised dealers. 
Though a spokesman for the 
antitrust section of the Depart- 
ment of Justice declined to deny 
or confirm such an investigation 





Early June Sales Ease 
10 Percent from May 


UTO dealers delivered an esti- 

mated 150,602 units in the first 
10 days of June, 9.8 percent under 
the 165,150 retailed in the com- 
parable period in May, according 
to factory reports last week. 

The daily rate in the first third 
of the month, based on nine sell- 
ing days, was 16,734, compared 
with 18,350 in the like period last 
month, which also had nine sell- 
ing days. 

The indicated totals for each of 
the five companies were down 
sharply from those in the final 
period of May, apparently reflecting 
the windup in May of a number 
of dealer sales contests. 

ok * * 

| Despina aman June 1-10 sales for 

each firm were: General Mo- 
tors, 80,271, or 53.3 percent of in- 
dustry; Ford Motor Co., 42,627, or 
28.3 percent; Chrysler Corp., 16,134, 
or 10.7 percent; American Motors, 
10,033, or 6.7 percent, and Stude- 
baker-Packard, 1,537, or 1 percent. 

Roland S. Withers, Buick gen- 
eral sales manager, said dealers 
delivered 8,518 cars between June 
1-10, a gain of 31.7 percent over 
the like period of last year and 
the highest total for any compar- 
able June period since 1957. 

He also said it was the highest 
total for the first 10 days of any 
month since last December. 

x * * 
AMBLER’S June 1-10 sales were 
the highest for any first 10-day 
period this year, according to Roy 
Abernethy, American Motors Corp. 
executive vice-president. 

He said 10,033 Ramblers were 
delivered during the period, a 9.6 
percent gain over the 9,137 for the 
first 10 days of May. The total 
exceeds the initial 10-day period 
of all months since last Decem- 
ber, when 10,084 units were sold, 
he added. 

However, the total for the first 
third of the month was 27 percent 
under the 13,751 units retailed in 
the first 10 days of June, 1960. 

* * 


ELIVERIES were down for 
some makes, apparently re- 


Inside Automotive News... 


First details: Ford’s new Countdown quick-serv- 
ice program. Page 30. 


La 


Sales meeting likened to nursery school. Page 14. 
Colbert’s view of Chrysler. Page 2. 
Latest from Europe about VW’s 1500 and Ford’s 


plans. Page 56. 


Salesmen’s union wins, loses. Page 6. 








flecting the windup in May of deal- 
er sales contests, 

Chrysler Corp. sales in the first 
third of month totalled 16,134 
units, compared with 22,094 in the 
last 10 days of May and 30,452 in 
the first 10 of June, 1960, a 
spokesman said. But the estimate 
was up from the 15,834 in the first 
third of May, he added. 

General Motors reported that its 
dealers sold 80,271 cars between 
June 1-10, down more than 10,000 
from the 94,620 units in the last 
10 days of the previous month. 

Lincoln-Mercury reported 10,307 
in the first third of «the month, 
compared with 11,630 in the last 
period of May and 10,921 in the 
first 10 days of June, 1960. The 
total was up slightly over the 9,816 
in the first period in May. 

Ford dealers retailed an esti- 
mated 32,320 units in the June 
1-10 span, well under the more 
than 55,000 estimated deliveries 
in the final 10 days of May, 
which marked the close of a sales 
contest. 

Studebaker-Packard reported 
1,537 sales in the first third, com- 
pared with more than 2,200 in the 
last period of May. 


is under way, reliable reports in- 

dicate nearly 100 subpenas have 

been issued to automotive busi- 
nessmen, 

Ford and Chrysler spokesmen re- 
port no factory personnel have been 
subpenaed, and, as far as they 
knew, no dealers of the two com- 
panies had been called upon to tes- 
tify. However, one Ford dealer 
commented that he expected to be 
subpenaed shortly. 

ok * * 
7 local General Motors public 
relations office was not able to 
verify Chevrolet participation in 
the inquiry prior to AUTOMOTIVE 
News’ deadlines. 

However, reliable reports indi- 
cate that a majority of the sub- 
penas were served on Chevrolet 
and Pontiac dealers. Several 
Chevrolet dealers contacted by 
Automotive News said they had 
been served. 

Those who have testified report- 
ed the jury's line of questioning 
concerned factory pressure to ac- 
cept unwanted cars and factory 
control of where and to whom new 
cars are sold. Subpenas specified 
witnesses should bring with them 

all books, copies of their franchise 
agreements and other pertinent 
documents “including tape record- 
ings and transcripts.” 
* * * 


UTOMOTIVE businessmen in 
the Los Angeles area are of the 
opinion the grand-jury investiga- 
tion revolves around reduction in 
the number of new cars available 
to discount houses for resale. 
Support for this contention lies 
in reports that discount-house 
car vendors were among the first 
to appear before the grand jury. 
It may be remembered that in an 
AUTOMOTIVE NEWS series on discount 
house sale of new cars, a discount 
vendor said, “The Detroit people 
may be violating antitrust laws by 
shutting off our supply of cars.” 
K * * 


| Paprerg legal experts point out 
that all Federal grand jury in- 


vestigations are ordered from 
Washington, and do not begin on 
the local] level. 

Several dealer associations and 
advertising groups have been 
served. Their files, minutes of meet- 
ings and daily entries have been 
requested, prior to appearance of 
association and group officers. 

Another franchise clause said 
to be of interest to the grand 
jury is that outlining dealership 
expansion into new, or satellite, 
locations. 

A highly qualified industry ob- 
server commented: 

“If the administration takes the 
position that automotive retailing 

(Continued on Page 61, Col. 1) 


FTC Chief Sees 
Dealer Solution 


Resting in Detroit 


ASHINGTON. — Auto dealers 

cited last week a statement 
made to the NADA Public Rela- 
tions Committee by Paul Rand 
Dixon, chairman of the Federal 
Trade Commission, as shedding 
light on Task Force committee ef- 
forts for dealer relief, either from 
Detroit or Washington. 

Dixon wag quoted as telling deal- 
ers that the Federal government 
would exert all its efforts to pro- 
tect the consumer from price fixing. 
He added: 

“And you shouldn’t be coming to 
us to solve your problems, Your 
problems are in Detroit. 

“If you gentlemen care to get the 
FTC law changed to empower me 
to act and provide me with $10 
million a year for enforcement, Ill 
solve your problems.” 

Dixon was said to have been 
referring to an amendment similar 
to the Wheeler-Lee amendment 
which empowers FTC to exercise 
jurisdiction in the drug and cos- 
metic industry. 





Production Climbs to Year’s Peak 


By Martin L, Whitmyer 
Staff Writer 


GROWENG no signs of a letup in 
assembly operations in the final 
weeks of the ’61 model run, the 
United States auto industry last 
week raced to its highest level of 
the year with an estimated 131,703 
car assemblies, The previous high 
for the year was established dur- 
ing the week ended May 13, when 
129,530 units were built. 

This, however, will be the last 
week that all U. S. makes are in 
production on current models. Stu- 
debaker will close out ’61 model 
assemblies Wednesday (June 21) 
and will not begin producing ’62 
models until early August. 

Last week’s’ car output com- 
pared with the 127,383 units 
turned out a week earlier, and 
was only 4.4 percent below the 
comparable week of a year ago, 
when 137,754 cars were produced. 

With an estimated 308,000 cars 
assembled through June 17, it is 
now apparent#that the industry 
will go well over the 500,000 mark 
this month, making June the sec- 
ond consecutive month that car 
production has topped that level. 
The industry turned out 542,865 


cars in May for the top production 
month of 1961. 
* * * 
IGHLIGHT of this week’s oper- 
ations will be the assembly of 
the 2% millionth car today (June 





Top Cars 


New-car registrations for four months 
{minus one state), plus two states for May: 
1961 1960 


Pos. Make Pos. 
1— 478,459 Chev. 559,669— 1 
2— 399,363 Ford 480,285— 2 
3— 114,768 Pontiac 134,062— 5 
4— 108,983 Rambler 136,286— 4 
5— 98,230 Olds. 117,501— 6 
6— 96,304 Plym. 150,388— 3 
I— 85,560 Buick 88,533— 8 
8— 172,707 Dodge 116,956— 7 
9— 52,111 Comet 20,754—13 

10— 48,454 Cadillac 51,930—10 

1li— 37,457 Mercury 54,951— 9 

12— 28,437 Chrysler 26,792—12 
13— 24,224 Stude. 38,631—11 
14— 10,400 Lincoln 8,606—14 
15— 3,835 Imperial 5,816—15 

123,803 Misc. 196,672 
Total All Makes 
1,783,095 2,187,948 





19). The corresponding car of a 
year ago was built on Apri] 27, or 
some seven weeks ahead of this 
year. 

Top producing group last week 
were the low-price standards 
with an estimated 58,600 assem- 
blies, good for 44.5 percent of 
total industry output. The com- 
pacts took 35.8 percent on 47,215 
cars; the mediums, 16.6 percent 
on 21,878 units, and the highest 
priced class, 3.1 percent on 4,010 
units. 

Only U. S. car assembly plant 
down all last week was the Ford 
unit at St. Paul. All other makes 
worked five days, except for Chev- 
rolet at Tarrytown, N. Y., and Lin- 
coln and Thunderbird at Wixom, 
Mich., and Studebaker at South 
Bend. Studebaker was down Wed- 
nesday due to a transmission short- 
age. It marked the second con- 
secutive week that the Lincoln- 
Thunderbird lines at Wixom have 
worked only four days. 

oe * * 
(ORR AL SAR output last 
week totalled an.estimated 
24,042 units, compared with 25,302 
trucks turned out the previous 
week, and 25,637 commercial ve- 
(Continued on Page 64, Col. 3) 
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Confirms Hunt for New President... . 





Still in Command, Colbert Says 


By Maynard M. Gordon 
News Editor 


L L. COLBERT made it plain 
e last week that he still is cap- 
tain of the S. S. Chrysler, although 
he disclosed publicly for the first 
time that a com- 
mittee of non- 
management 
directors is hunt- 
ing for a new 
president. 

The scope and 
candor of Col- 
bert’s remarks in 
a Detroit talk 
gave rise to spec- 
ulation that any 

“ey new president 
Se Es Comers would be serving 
with the embattled Chrysler chief 
remaining as chairman of the 
board. 

Colbert, who reached his 56th 
birthday last Tuesday, spoke of 
forward planning in a manner 
which supported the belief that 
he expected to maintain his long- 
standing ties with Chrysler. 

“Whatever decision is made with 
regard to a new president,” he told 
the advertising bureau of the 
American Newspaper Publishers 
Assn., “the job of pushing this 
company ahead in the business — 
the job of realizing its great earn- 
ing potential—must be accomplish- 
ed in the main by the many hun- 
dreds of men who now manage this 
company.” 





* * 


A§ COLBERT spoke, news reach- 
ed Detroit of the first steps to 
wage a 1962 proxy battle against 
the Chrysler management. Notice 
of proxy solicitation plans was filed 
with the Securities and Exchange 
Commission by Jim Bacaloff, Port- 
land (Ore.) building contractor and 
Chrysler shareholder, who nominat- 
ed William C. Newberg for presi- 
dent at the April annual meeting. 

“I have taken this action as a 
last resort, being ever mindful 
of the constant deterioration of 

Chrysler, and of the inability of 

the willingness of the board of 

directors to act during the past 
year,” Bacaleff declared. 

Newberg was dismissed as Chrys- 
ler president last June 30 after a 
two-month tenure. The _ litigation 
and investigations which Newberg’s 





ouster engendered drew singular 
mention from Colbert last week. 

“In the months that have elapsed | 
since June 30, 1960,” said Colbert, 
“Chrysler Corp. has been subjected 
to an almost uninterrupted bom- 
bardment of adverse publicity. 
There would be no point in burying 
our heads in the sand and pretend- 
ing that this has not hurt our pub- 
lic reputation or our sales.” 

* * * 
Lt ip daghersi Colbert was guard- 
edly optimistic in peering ahead 
from the depths of Chrysler’s prob- 
lems. He made these forecasts and 
announcements: 

1. Dealer inventories of ’61 
Chrysler Corp. cars will be down 
to a two-week supply by the end of 
September if the company’s market 
share stays at the January-May 
level. 

2. Chrysler is seeking to im- 
prove dealer performance with 
management and merchandising 
courses for 600 Dodge and Chrys- 
ler-Plymouth district managers. 

3. The company is strong enough 
financially tc need no additional 
borrowing “at this time.” A revolv- 
ing bank credit of $150 million was 
cancelled recently, and the more 
than 100 banks which approved the 
credit assured Chrysler they would 
meet any need for short-term bor- 
rowings that might arise. 

4. Economy moves this past 
model year, including the abandon- 
ment of the DeSoto and the dis- 
missal of more than 7,000 salaried 
employes, have cut costs “to a point 
where we can show very satisfac- 
tory profits on even a modest im- 
provement in sales.” 

* * ok 


See did not spell out 





Chrysler’s new profitability 


Ford Back at Office 


After Siege of Illness 


DEARBORN.—Henry Ford II is 
back in the chairman’s office at 
Ford Motor Co. after a bout with 
infectious mononucleosis. He has 
been ill since May 11, 

Mrs. Ford said that her husband 
still tires easily..Symptoms of the 
Gisease include fever, sore throat 
and swelling of the lymph nodes, 


Dealer Ads Turn Spotlight 


On Payments, 


oO’ THE eve of the cleanup, auto 
dealers in some areas are try- 
ing to soften their price advertising 
by stressing weekly or monthly 
payments or by quoting prices that 
prevail after deducting the tradein. 
Straight price ads still are nu- 
merous, of course, and some deal- 
ers are mentioning “discounts up 
to $1,000” on loaded cars. 

In El Paso, Tex., Kemp Ford said 
Falcons started at $39.83 per month, 
Galaxies at $52.31 and Thunderbirds 
at $93.81. Falcons were $38.33 
monthly and Fairlanes were $42.05 
at Gotham Ford, New York. 

* cd * 

eke NaS were $295 down and 

$61.39 per month at North 
State Chevrolet, Greensboro, N. C., 
and Blanton-Massey Ford, Fred- 
ericksburg, Va., offered Fairlanes 
at $46.38 “if your present car is 
worth $1,000.” 

Among dealers quoting weekly 
terms was Hull-Dobbs Ford, Louis- 
ville, which asked $14.85 for Falcon 
sedans and $16.90 for Fairlanes. 

Hull-Dobbs also courted trade- 
downers by listing a ’61 Falcon 
for $269 and a ’59 Ford or Chev- 
rolet hardtop “in average condi- 
tion with less than 50,000 miles 
and worth $1,500.” 

Jordan Ford, San Antonio, adver- 
tising 30 repossessed ’61 Fords and 
said, “Just take up the payments.” 
Steve Aloi Ford, Syracuse, request- 
ed a $150 downpayment and offered 
to give the buyer in cash the 
amount by which his tradein ex- 
ceeded that figure. 


THER dealers advertised the 
“difference’—the figure to be 
paid or financed after the tradein. 


‘Difference’ 


Dumas Milner Chevrolet, San An- 
tonio, asked $1,392 for Corvairs and 
$1,597 for Biscaynes, plus a $400 
trade. 


Hemphill Ford, Houston, priced 
(Continued on Page 66, Col. 3) 


point, but Wall Street analysts do 
not anticipate a plus earnings quar- 
ter for the corporation until the 
October period of this year. The 
company lost $21.9 million in the 
first quarter after a tax credit of 
$23.6 million. 

The chief executive of Chrysler 
gave no indication of when a new 
president's name might be an- 
nounced, Detroit newspapers spec- 
ulated that Colbert’s avowed deter- 
mination to stay at Chrysler en- 
hanced the promotional prospects 
of Lynn A , Townsend, administra- 
tive vice-president, and E. C. Quinn, 
automotive sales vice-president, 
both of whom are also directors. 

In acknowledging the impact of 

unfavorable publicity on Chrysler 
retail sales, Colbert said there 
were no illusions at the company 

“of making a sharp overnight im- 

provement in our market share. 

“At the same time, we are not 
experiencing the continuous slide 
and deterioration in our market 
position that our detractors and 
competitors might have thought 
possible,” he declared. 

* * * 


SS. paid tribute to the 
high volume of sales achieved 
by some Chrysler make dealers, 
coupling this with a salute to cor- 
porate market penetration “where 
we are well represented by strong 
and aggressive dealers. 

‘Knowing this,” he continued, 
“we have been turning a major 
part of our attention to taking the 
marketing resources and skills of 
the company out to the field to im- 
prove the performance of our deal- 
ers.” 

A two-week supply of carry- 
over models at the end of Sep- 
tember would be “a near-perfect 
inventory situation for this time 
of year,’ Colbert said. He said 
Chrysler production schedules 
have been set to achieve this 
goal, contingent upon an un- 
changed sales penetration for the 
rest of the summer, and added: 


“What this means is that our 
dealers will be in excellent shape 
to devote their full attention of the 
sale of our ’62 cars when they are 
introduced this fall.” 

Chrysler Corp. field stocks rose 
to an estimated 63-day supply at 
the end of May. The company’s 
share of new-car registrations in 
the January-April period was 11.3 
percent, compared with 14.19 per- 
cent in the first four months of 
1960. 

* * * 
OLBERT noted the fact that 
next January, Chrysler’s $250 
million, 100-year loan from Pru- 
dential Insurance Co. can be “trig- 
gered” into a 20-year payoff period, 
with a drop in interest from 3% 
percent to 3% percent a year. He 
(Continued on Page 63, Col. 2) 


Business Barometer 


Automotive News Economic Index — 


107.5 Percent 


of Last Week 


99.9 Percent of Like Week Last Year 


Auto Production 

Truck Production 

Auto Registrations—Year to date. . 

Truck Registrations—Year to date. 

Steel Production—Tons 

Lumber Production—Board feet... 

Paperboard Production—tTons.... 

Soft Coal Output—tons 

Oil Refinery Output—Barrels 

Electric Output—Kilowatt hours.... 

Barometer Freight Car Loadings 

Department Store Sales Index .. 

Stock Market Price Index 

U.S. Government Spending 
—Fiscal year to date 


Savings Deposits 
Used-Car Prices-—Average 
Business Failures 


Common 
Stocks June 14 June7 1961 Range 
17% 21Y%,-16% 
44Y%, 48 -37% 
873, 91%4-63% 
45 49%, -405% 


$92,178,191,000 


Commercial and Industrial Loans $31,479,000,000 
$28,200,000,000 


Percent of 

Percent of Like Week 

Last Week Last Year 
148.6 91.3 
151.1 101.6 
81.4 
85.8 
116.3 
102.0 


127,383 
25,302 
1,771,564 
269,631 
2,042,000 
220,943,000 
332,425 
7,660,000 
50,255,000 
15,004,000,000 
300,109 

132 

134.8 


99.5 
97.6 
110.5 
95.9 
101.0 
108.0 
89.7 
96.4 
99.9 


bist 105.1 
99.3 100.3 
100.2 
99.8 


137.4 


106.7 
123.3 


$1,034 
349 


Common 
Stocks June 14 June7 1961 Range 
53% 54 554-425 
48Y, 493,-32¥, 

7%e 9-7 


White..... 58% 58 602-40, 


(June 19, 1961) 











Signing to Build Ramblers in Argentina— 


In its first car-building venture in South America, American Motors Corp. has signed 
an agreement with Willys Motors and its affiliate, Industrias Kaiser Argentina, to 
build Ramblers in Argentina. At the contract signing are: Seated, James McCloud, 
left, 1.K.A. president, and George Romney, AMC president; standing, Richard T. Purdy, 
AMC treasurer, and William S. Pickett, AMC automotive export director. 


Renault Seeking Stability 
In Dealer Organization 


By John K,. Teahen Jr. 
Associate Editor 

A STABLE dealer organization, 

improved service and higher 
quality of product are Renault’s 
goals as it battles for a lasting 
place in the United States market, 
Vincent P. Grob told AUTOMOTIVE 
News last week. 

Grob is executive vice-president 
and general manager of Renault, 
Inc., U. S. subsidiary of the 
French firm. Accompanying him 
on his Detroit visit was Hubert 
Bechet de Balan, general sales 
and service manager. 

“Our plans are not based on new 
products but on better quality and 
service,” Grob said. 

Renault is sticking with its line- 
up of Dauphine and Gordini sedans 





Vincent P. Grob H. B. de Balan 


and the Caravelle sports coupe and 
convertible. The 4CV sedan also is 
available, but it accounts for only 
5 percent of U. S. sales. 
* * * 
E morale and confidence of the 
dealer organization has been ris- 
ing since the beginning of the yeur, 
Grob said. Renault now has about 
600 dealers, which Grob considers 
an adequate number. 

He said the company is starting 
a business management program 
for dealers and explained that this 
is a part of long-range planning. 
“If you choose a dealer and he has 
good facilities, you must try to help 
him and keep him,” he said. 

Renault also has inaugurated 
a dealer council system. There is 
a council in each of the eight re- 
gions, and a national dealer coun- 
cil will be formed. It is due to 
meet before the ’62 model year 
begins. 

Renault’s distribution setup now 
consists of independent distribu- 
tors in New York and Norfolk, Va., 
and company-owned subsidiaries in 
Boston, Chicago, Fort Lauderdale, 
Fla.; Dallas, Los Angeles and San 
Francisco. 

Touching on the inventory situa- 
tion, Grob said there now are 5,600 
Dauphines, 1,300 Gordinis and 1,200 
Caravelles in stock in the U. S. 
In May, the first shipment of Re- 
naults in a year arrived in this 
country. 

* * * 
QtEPs already have been taken 
to improve product quality, 
Grob said. He mentioned the paint- 
ing process, noting that bodies now 
are dipped instead of sprayed. 
He said that mechanical inspec- 





tion has improved and that cars 
are checked more closely before 
begin shipped from France and 
after arrival at U.S. ports of entry. 

Grob and de Balan differed in 
their estimates of the import 
market of the future. Grob looks 
for 350,000 to 400,000 sales this 
year, but he believes imports will 
climb back to the 400,000 to 500,- 
000 range. 

De Balan predicted that import 
sales won’t exceed 350,000, even in 
normal years. “The craze of 1956-59 
is finished,” he said. “Imports are 
no longer-sold on the basis of 
snobbishness. They are sold to peo- 
ple who want and appreciate a 
small car.” 

Explaining his higher estimate, 
Grob said, “In 1956-59, everybody 
wanted to buy and sell imports. 
There was no parallel between the 
import and domestic markets. Now 
there should be a parallel; the im- 

(Continued on Page 64, Col. 3) 


AMA Presidency 


Is Voted to Ford; 
Colbert Honored 


DETROIT.—Henry Ford II last 
week became the first Ford ever to 
head the Automobile Manufactur- 
ers Assn. Ford, chairman of Ford 
Motor Co. was elected AMA presi- 
dent at the organization’s annual 
meeting. Ford Motor Co. first join- 
ed AMA only five years ago. 

Ford succeeded L. L. Colbert, 
chairman and president of Chrysler 
Corp., as AMA president. Colbert, 
who had held the job since 1958, 
remains an AMA director. Other 
AMA officers elected were: 

John F. Gordon, General Motors 
president, and J. N. Bauman, White 
Motor president, vice-presidents; 
W. C. Schumacher, executive vice- 
president, International Harvester, 
secretary, and George Romney, 
president and chairman of Ameri- 
can Motors and onetime managing 
director of AMA, treasurer. 

Colbert was asked a year ago to 
serve an extra year as AMA presi- 
dent in addition to the customary 
two terms of one year each. A spe- 
cial tribute for his service to the 
association was presented to Col- 
bert at the annual meeting Thurs- 
day. 

Sherwood H. Egbert, Studebaker- 
Packard president, wag elected to 
the AMA board. Reelected for 
three-year terms were Roy D. 
Chapin jr., American Motors execu- 
tive vice-president; Frederic G. 
Donner, GM chairman, and Charles 
F. Moore jr., Ford public relations 
vice-president. 

The 300 executives from AMA 
member companies in attendance 
heard a talk by Federal Highway 
Administrator Rex M. Whitton. 


— i — 
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NIADA Endorses Divestiture .. . 


Testimony by Dealers 


Dealer Forum 


by Robert M. Finlay 


5 gone world is always on the move 
and so are its people. You 
notice this when you pause to look 
around. A reader wants to know 
if we’ll be reporting three sizes of 
cars next year. Chances are we will, 
and maybe four before the shifting 
tides of public demand settle down. 
The auto makers are feeling 
out public demand, seeking to 
find the size most attractive to 
the most people. That will be- 
come the mass production car, 
but, we feel, there will be another 
considerable market for a small, 
maneuverable car for short hops. 
The feel of the road in some of 
the smaller cars is fun, even though 
none but the young and the rugged 
want it for the song, Bane. 
* 


Changing Opportunities 
yen people are shifting around, 
too, as the profit opportunity 
changes in business. Of my closest 
neighbors, one has gone through 
two mergers in two months in the 
wholesale lumber business. Another 
has sold his plumbing supply busi- 
ness and is looking for a more pro- 
ductive field. 

He said price competition is too 
brutal to stand in plumbing sup- 
plies. I told him the auto industry 
is having some experience with 
that. 

“Based on your experience in 
the wild plumbing supply busi- 
ness,” I asked, “what do you 
think of seeking stability by low- 
ering the discount to a more 
realistic level?” 

He shook his head, asserting: 

“It just provides a lower point 


from which to start cutting.” 
* * * 


Sell Knowledge 

H= SAID the only chance to 
make a profit was to sell knowl- 

edge. ; . 

“For instance,” he said, “I spe- 
cialized in pumps. A plumber who 
always insists on a cut from nor- 
mal discounts came in one day for 
advice on a pump. 

“TI studied his needs and recom- 
mended a pump that would do the 
job. He said he’d take it but first 
he wanted to know how much off. 

“‘So you are buying my knowl- 

edge,’ I told him. ‘Why should 
you want something off the reg- 
ular wholesale price?’ ” 

“He told me: ‘You know I never 
buy unless there’s something off. 
So how much off?’ 

“ ‘Well,’ I said, ‘my special dis- 
count price to you is $150.’” 

“So, OK,’ he said, ‘as long as 
it’s discount.’ 

“Look,” I said, ‘the regular 
price is $65. So take it for $65 
and don’t ask for a discount.’” 

So pumps he didnt know. 


Assume Too Much 
FTEN auto salesmen assume 
shoppers have made up their 


Index 





minds, too, and know what they 
want, but a lot of them have made 
up their minds on limited knowl- 
edge, and the salesman who talks 
with them long enough to size up 
their, real needs will find it profit- 
able to offer the benefit of a 
broader knowledge of the auto of- 
ferings. 

The third close neighbor shifted 
within the year from a carefree 
sales executive to an owner of 
a business supplying mobile home 
builders. 

“Good heavens,” he said, “what 


a time to become a business owner. | | 


I had my eye on the tax savings 
possible to the small business man. 
It never occurred to me that first 
I'd have to beat my brains out 
making a profit.” 

ie 


Here to Stay 


HERE'S stability in some things, 

however. Martin Bury, the im- 
aginative Buick dealer in Philadel- 
phia, notes that the wheel is man’s 
oldest invention, going back to the 
days when the Elamites cut holes 
into rollers and inserted a wooden 
axle. 

And don’t worry about wheels 
going out of style, Bury said. In 
spite of publicity about wheel-less 
cars, the wheel is here to stay. 


* * * 
Flog Not Fog 


| Spree nes MUNRO writes that 
he doesn’t “fog’’ cars, as I mis- 
quoted him in a July 5 piece, he 
“flogs” them. 

“Probably my North Country ac- 
cent,” he said. 

Nope, it was either my _ type- 
writer, which drops “I’s or the 
typesetter who dropped one. But 
no one ever wins an argument with 
the composing room, so I'll admit 
I was wrong now. 


a * * 
Bitter Pill 


T’S a bitter pill, and I hesitate 

to offer it, but I don’t want to 
be a barrier between medicine and 
a potential patient. 

An auto executive suggests that 
the best cure for the ills of retail- 
ing is for the dealer to earn the 
salary he has listed in his financial 
statement. 


* 
Traditional 
OR the more adventuresome 
spirits, here’s a few words from 
a veteran engineer: 
“We mustn’t let tradition mislead 
us.” 


* * 


* * * 
Too See Opportunities 


ee an industry or an econ- 
omy is going through a transi- 
tion, there are always opportunities 
as well as problems. 

The obvious opportunities lie in 
the area of trimming out needless 
costs and deadwood. 

A less obvious one is in changing 
the whole approach toward the cus- 
tomer. A recent showroom visitor 
suggests that the man at the corner 
gas station, who at best is likely to 
sel] the visitor $5 worth of gas, has 








Greater Federal Role 
Hinted in Smog Study 


WASHINGTON. — The Depart- 
ment of Health, Education and 
Welfare is planning legislation 
for stepped-up air-pollution re- 
search. HEW Undersecretary 
Ivan A. Nestingen, in an address 
to the Air Pollution Control Assn., 
said the Federal government’s 
ability to assist states and local 
governments should be enlarged. 

“I see no reason to wait until 
every scientist in the country is 
absolutely certain that air pollu- 
tion is or may be one of the 
causes of rising rates of lung 
cancer before moving to minimize 
the danger,” he said, “I see no 
reason to wait until every city’s 
problem is as critical as that of 
Los Angeles before admitting 
that the problem is increasing 
elsewhere.” 





Urged on Finance Bill 


ASHINGTON.—Dealer support 
of Rep. Emanuel Celler’s auto- 
finance and insurance-divestiture 
bill was urged last week during 
hearings on the New York Demo- 
crat’s proposal before the House 
Antitrust Subcommittee. 
Testimony by dealers was sug- 
gested by Rep. Wright Patman, 
Texas Democrat, and Rep. Wil- 
liam McCulloch, Ohio Republi- 
can. A subcommittee spokesman 
said dealers had not been asked 
to testify, but that heads of auto 
manufacturers had been. 


Meanwhile, Robert McKinsey, 












Chrysler's Dealer Council Meets— 
Members of the Chrysler Dealer Council which met at White Sulphur Springs, Va., 


are, from left, Hamilton Lamont, Buffalo; Carl Hahn, Bremerton, Wash.; B. E. 
Kuhn, St. Clair, Mich.; T. E. Chambers, New Castle, Pa.; H. C. Munroe, Miami; 
Roy Burnett jr., Portland, Ore.; George H. Leitenberger, Johnstown, Pa., and James 
Murphy, Elizabeth, N. J. Middle row: C. J. Thompson, Pittsburgh; Paul M. Brown, 
Greensboro, N. C.; Irving Normandin, San Jose, Calif.; Lyle Harris, Worcester, 
Mass.; David A. Learner, Rock Island, Ill.; Fenner Tubbs, Lubbock, Tex., and John 
Montone sr., Philadelphia. Front row: Drew Smith, Chrysler dealer relations director; 
Tom O'Brien, Indianapolis; Lee A. Marshall, Salina, Kans.; George Harger, Los An- 
geles; Charles J. Whittey, Bismarck, N. D.; E. J. Craigo, Jackson, Miss.; W. L. Taylor, 
Springfield, Ill., and Charles A. Bott, Philadelphia. 


a more dignified approach toward 
the visitor than a salesman at a 
dealership who is aiming at a sale 
which in nearly every case will top 
the $2,000 figure. 

How come? 

There are many reasons, but 
basically the average salesman 
is without honor in his industry 
(he’s just passing through), and 
he in turn looks on the average 
showroom visitor as a cheap 
price chiseler. 

Neither need be what he seems 
to be. 


Minn. Car Tax 


Fails to Pass 
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Dealerships on Low Rung 
Of Retail Profit Ladder 


Eprror’s Note: This is the sec- 
ond of two articles inquiring into 
retailing practices in other fields. 


By Kenneth C. Kelley Jr. 
Staff Writer 


OW do auto dealers’ results 

compare with those of retailers 
in other lines? Not too well, judg- 
ing by limited figures available. 

Dun & Bradstreet makes a study 
of the operating ratios of retailers 
but the study for 1959 is the most 
recent available, 

For the five-year period end- 
ing with 1959, men’s and boy’s 
clothing stores had the best profit 
on sales for any of the seven re- 
tail lines studied—2.48 percent 
after taxes. 

Independent meat and grocery 
stores had the poorest showing of 
any of the seven—0.97 percent 
after-tax profit on sales. 

* * * 


T° BE comparable, the National 
Automobile Dealers Assn. re- 
port on dealer profits has to be 
cut in half because the NADA data 
on profits are before-tax figures. 
With the proper adjustments, the 
NADA figures show that dealers 
made 0.5 percent after taxes on 
sales from 1955 through 1959. 

Another measure of business 
success is profit on net worth. 
The NADA figures indicate that 
dealers made 5.4 percent on net 
worth in 1959. 

Of the seven groups studied by 
Dun & Bradstreet, four made a 
better showing than auto dealers 
in 1959, and three had a poorer 
year than auto dealers. At one ex- 
treme, women’s specialty shops 
made 7.23 percent on net worth in 
1959. At the other extreme, install- 
ment furniture stores made 3.03 


percent on net worth. 
cS * Eg 





stores have to say about meeting 
price cutting. 

2. The problems of appliance re- 
tailing, the business which is prob- 
ably most similar to auto retailing 
but still has some significant differ- 
ences, 

3. The problems of gasoline re- 
tailing, a business which is closely 
related to the auto business and a 
business which can make a strong 
claim of being the most confusing 
field of retailing. 

* * * 

AS teeta of some form of regula- 

tion, the established merchant 
has two courses open to him when 
he is faced with keen price compe- 
tition. He can ignore it or he can 
make an effort to meet the com- 
petition. 

In most industries, price com- 

(Continued on Page 8, Col, 1) 





On the House... 


general counsel for the National 
Independent Automobile Dealers 
Assn., filed with the subcommittee 
a resolution approving the measure. 

The bill, designated H. R. 71, 
would prevent auto manufacturers 
from financing or insuring the sales 
of their own products, 


“As the national representative 
of the thousands of independent 
automobile dealers throughout the 
United States, NIADA is a firm be- 
liever in the importance to our na- 
tional economy of a truly free and 
competitive market in the financing 
and insuring of automobile sales,” 
the resolution said. 

ok a * 

‘Soe a market is possible only 
if the many independent finance 
companies have a fair chance to 
compete on equal terms with the 
captive sales-finance companies of 

the automobile manufacturers. 
“Unfortunately,” the resolution 
continued, “recent years have 

seen a growing trend toward a 

monopoly in this field, a monop- 

oly fostered and nurtured by the 
overwhelming financial and other 
support given the wholly owned 
financial subsidiaries by their 
parent manufacturing companies. 


“Unless this trend is reversed im- 
mediately, nonfactory (independ- 
ent) financing sources may well 
be forced out of the automobile 
financing field,” the resolution said, 

* 


* 
ON THE third day of hearings, 
Senator Estes Kefauver, Ten- 
nessee Democrat and chairman of 
the Senate Antitrust and Monopoly 
Subcommittee, testified in favor of 
the bill. 


He said car makers’ finance 
subsidiaries hurt both the auto 
manufacturer who does not have 
finance and insurance arms, and 
the independent sales-finance 
company. 

Patman, who is chairman of the 
House Small Business Committee, 
also favored passage of the bill. 
He chided bankers for not testify- 
ing for divestiture of auto finance 
subsidiaries. Under questioning by 
the subcommittee, Patman said 
dealers should testify for the bill. 

Celler said there had been some 

letters from dealers, but that most 
of the correspondence opposed di- 
vestiture. He referred to a letter 
dated May 18 from GM to its dis- 
tributors and dealers. It gave GM’s 
reasons for opposing the bill, en- 
closed the GM statement to the 
Kefauver subcommittee in 1959, and 
asked dealers—if they agreed with 
GM—to write their congressmen. 

Celler described the letter as 
“something in the nature of a 
command,” and as “subtle persua- 

sion.” Patman agreed that it was 
“almost a mandate,” and not too 
subtle. ty 
* 


Mc CULLOCH thought that both 
large and small dealers should 
be asked to testify. Celler noted 
that Ford planned to present two 
(Continued on Page 66, Col. 1) 





Tom Jay, long-time Chevrolet dealer in Ajo, Ariz., 
is chairman of his county’s board of supervisors. 
He was assigned a county-owned car—a Ford, no 
less—for official business. But Jay wasn’t happy, 
for the car originally was purchased for the board 
clerk, so bids went out for a new car for the chair- 
man. The successful bidder? Holmes Tuttle, the 
Tucson Ford dealer .. . Gene Bordinat, Ford’s new 
styling director, won’t have his first baby out until 
the 1964 models, but realizes he’ll be blamed for 
everything as of now... 

Fred McNeil, who’s retiring after 33 years from 
McNeil Pontiae, Bethesda, Md., contends “the real 
problem in our business today is to attract young men into retail 
auto sales. The business must establish a good pay scale, retirement 
benefits, etc., or else we will be up the creek.” ... Vincent Grob, 
executive vice-president of Renault, Inc., visiting in Detroit, ex- 
pressed sincere confidence over the long-range possibilities of im- 
ported cars... 

All Ford dealers in the district have joined the Pittsburgh dealer 
association as a group . . . Dealers and makers are joining hands to 


















Wemhoff 










Prices, U. S. New-Car 
Production by Makes 
Service Highlights 
Turnings 

Used-Car Market Report 
Used-Car Notes 





ST, PAUL.—The Minnesota leg- 
islature has adjourned without pas- 
sing a 3 percent tax on new-car 
and truck purchases, which was 
proposed by Gov. Elmer L, Ander- 
son. 





block Illinois bill requiring laminated glass in all side windows after 





RATHaR than discuss the prob- 
lems of retailing generally, it 
might be well to look at three spe- 
cific problems: 

1. What some department 






brating its 30th anniversary. 


next Jan. 1... Powell Motor (Ford), Fort Lauderdale, Fla., is cele- 







—Pete Wemuorr, Editor, 
Automotive News 
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Ford, Studebaker, Willys Shares Up... 





New-Truck Sales Off 14 Percent 


EGISTRATIONS of new trucks 

in the first four months of this 
year totalled 268,635 units, down 
14.03 percent from the 312,458 new 
trucks sold in the like period of 
last year. 

Through the first four months, 
truck sales are running well be- 
hind the rate set in 1960 and 
1959 when sales for the year top- 
ped 940,000. On the other hand, 
current sales are well above the 
rate of the early part of reces- 
sion year 1958 when sales for 
the year numbered just above 
125,000. 

Among recent years, this year’s 
truck sales are most comparable to 
those in 1957. After a start com- 
parable to that in the first four 
months of this year, truck sales in 
1957 totalled 858,085 for the year. 

R. L. Polk & Co. reported that 
there has been a delay in receiving 
the truck-registration report for 
April from one state. Polk has esti- 
mated that state’s registrations for 
April of this year. 
* * * 

N THE first four months of this 

year, sales for all truck lines, 
with the exception of Studebaker, 
trailed the year-earlier pace. The 
Studebaker spurt can be traced, at 
least in part, to the fact that stocks 
and sales were unusually low in 
the early part of last year due to 
the steel strike. 

Studebaker’s 1,705 sales in the 
first four months of this year were 
good for 0.63 percent of the market, 
a gain of 0.29 percentage points in 


percent of the market, down 0.65 
points; International, 29,813 units, 
11.10 percent, down 0.69 points; 
GMC, 21,126 units, 7.86 percent, 
down 0.17 points; Dodge, 11,981 
units, 4.46 percent, down 0.17 points. 

White, 3,775 units, 1.41 percent, 
down 0.18 points; Mack, 2,817 
units, 1.05 percent, down 0.19 
points; Diamond T, 583 units, 0.22 
percent, down 0.08 points; Brock- 
way, 279 units, 0.10 percent, down 
0.02 points, and miscellaneous, 
10,331 units, 3.85 percent, down 
0.92 points. 

There was little to cheer about 
in the report on April truck sales. 
Registrations for the month num- 


bered 74,519, down 21.57 percent 


Rosenthal Signs 
FTC Pledge on 


‘Free’ Products 


WASHINGTON, — Robert M. 
Rosenthal and Rosenthal Motor Co. 
of Arlington, Va., have signed an 
agreement with the Federal Trade 
Commission, limiting the use of the 
word “free” in the dealership’s 
advertising, the FTC reported. 

In the agreement, the dealership 
pledges to discontinue practices 
which the FTC considers illegal. 
It does not constitute an admission 
by the firm that it has violated the 
law. 

The agreement bans the use of 
the word “free” in advertising un- 











market penetration over the like 
period of 1960. 

Two other lines were able to 
increase market penetration, de- 
spite a drop in unit sales in the 
first third of this year. 

Ford was the big gainer with 
penetration up by 2.56 points to 
32.64 percent on the sale of 87,671 
units. Willys sales numbered 8,763, 
good for 3.26 percent of the mar- 
ket and a gain of 0.22 points. 

* Ba 













less all terms and conditions on 
receiving the free product are 
clearly and conspicuously explained 
and when the customer must buy 
another product or pay a higher 
price for another product in order 
to receive the free product. 

Rosenthal and his dealership 
were cited by the FTC for offering 
free gas with new Renaults when 
the customer had to pay a higher 
price for the car in order to qualify 
A™ other producers suffered! for the free gas. 

losses both in sales and pene- 

tration. The producers, their unit 
sales, percent of market and per- 
centage-point losses in penetration 
were: 

Chevrolet, 89,791 units sold, 33.42 





By Martin L. Whitmyer 
Staff Writer 
TOLEDO.—Believing vinyl fab- 


Top Trucks 


New-truck registrations for four months: 


a. Make pw’ | rics offer untold possibilities in the 
1— 89,791 Chevrolet 106,439— 1 | future of both auto and other in- 
2— 87,671 Ford 94,003— 2 | dustries, Textileather Division of 
3— 29,813 Internat.  36,840— 3 | General Tire & Rubber Co. has put 
4— 21,126 GMC 25,081— 4 | into operation a $2 million giant 
5— 11,981 Dodge 14,468— 5 | calender which offers the automo- 
6— 8,763 Willys 9,512— 6 | tive industry a product which will 
I— 3,775 White 4,966— 7 | contribute to cutting-room and sew- 
8— 2,817 Mack 3,875— 8 | ing-room economies, according to 
9— 1,705 Studebaker 1,048— 9 J. D. Lippman, Textileather general 
10— 583 DiamondT 927—10 | Manager. 
1i— 279 Brockway 390—11 Introduced last week to the 
10,331 Misc. 14,909 press, the calender, which is 
Total All Makes capable of producing unsupported 
268,635 312,458 sheetings, supported vinyl fabrics, 
semirigid and rigid plastics, al- 





a eng ent ee 





Checked by Beta Rays— 


A workman is shown here making a visual check on Tolex vinyl fabric as it leaves 
the cooling drums which are a part of the modern calendar train at the Textileather 
Division of General Tire & Rubber Co., Toledo. The beta ray gauges can be seen 
performing their function of checking the weight of the vinyl to assure an even dis- 
tribution on the base fabric. 


from sales of 95,009 units in April 
of last year. 

It was the worst April since 1958 
when sales for the month totalled 
63,467. This year’s April registra- 
tions did top March sales of 72,487 
units’ by 2.80 percent. 

* * * 


Witt the exception of Stude- 
baker, all lines had fewer sales 
in April than in the like month of 
last year. Sales by line for April 
of this year and last were: 


April, April, 

1961 1960 
Chevrolet. ................ 24,545 31,944 
GN Dcesbesiscevscscinssases 23,720 28.309 
International .......... 9,387 11,289 
SINE sje Gloctvactssishivecsates 5,721 8,588 
NEED. 5 dvs sip scoastonbcsisia 3,448 4,556 
MEI otvcsasestevesdtesscoees 2,062 2,810 
IED. pavieegusxetiavecistoncs 1,105 1,381 
RS Sr 880 1,091 
Studebaker ............... 493 486 
Diamond T ............ 151 272 
Brockwygy .................. 51 93 
Miscellaneous ......... 2,956 4,190 
UE Gaisectescpasesass 74,519 95,009 


The one change in the sales race 
in April saw Chevrolet move back 
into first place for the month. 
Chevy had been second in February 
and March with Ford in the lead. 

* * 


ALIFORNIA was, as usual, the 

top truck-buying state in April. 
The top 10 states and their regis- 
trations for April of this year and 
last were: 


April, April, 

1961 1960 
1. California. .......... 7,756 10,419 
es IE, cocsendetcssveicsal 5,036 71,552 
3. New York ........... 3,877 5,123 
4. Pennsylvania ....3,299 3,154 
BD I sv essscicdicccaates 2,943 3,889 
6. Illinois _................ 2,859 3,641 
4. Michigan ............ 2,714 3,188 
8. Georgia ................ 2,416 4,486 
Di I oeacersstnicecss 2,294 2,373 
10. New Jersey ........ 2,192 2,323 


Reflecting the national drop in 
sales, 40 states and District of 
Columbia reported that April sales 
trailed the year-earlier figure. In- 
creases were reported in 10 states. 


—KENNETH C. KELLEY JR. 





General Tire Unit Unveils 
Vinyl Processing Machine 


ready is making its first impact 
on the automotive industry with 
the introduction of Leather- 
grain X, Lippman said. 

Leathergrain X is said to be the 
most authentic embossed reproduc- 
tion of quality leather ever pro- 
duced by the vinyl industry. 

The huge calender, weighing 275,- 
000 pounds is in sharp contrast with 
the early days of Textileather when 
pyroxlin-coated fabrics were pro- 


duced by the knife coating method, |i 


Lippman said. 





How They Fared... 
Commercial Car Registrations 


By Makes 


First Four Months, 1961 vs. 1960 


First 4 First 4 Percent Percent 
Months, Months, Share of Share of 
1961 1960 "61 Market ’60 Market 
106,439 33.42 34.07 
94,003 32.64 30.08 
36,340 11.10 11.79 
25,081 1.86 
14,468 4,46 
9,512 3.26 
4,966 1.41 
3,875 1.05 
1,048 63 
927 22 
390 -10 
14,909 3.85 


312,458 100.00 


*—White includes Autocar, Freightliner, Reo and Sterling. 
**—Miscellaneous includes imports, Corbitt, Divco, FWD, Kenworth, Marmon- 


Herrington, Peterbilt, etc. 
—Oompiled from R. L. Polk & Co, data. 


DiSalle Irks Lima (Q.) Lots 
With Sell-A-Thon Veto 


ed off some of its decadent laws 
pertaining to business practices, 
so that we can bolster our free- 


Make 
Chevrolet 
Ford 
International 


Studebaker 
Diamond T 
Brockway 

Miscellaneous** 





UTO dealers in Lima, O., were 

burned and puzzled over Gov. 
Michael V. DiSalle’s action in ban- 
ning the “Million Dollar Used Car| enterprise system.” 
Sell-A-Thon” scheduled at the; The dealers conducted the Sell-A- 
Westgate Shopping Center the first} Thon campaign on an individual 
week in June. basis in their own showrooms. 

Ray Laibe, vice-president, Lima Elsewhere, the New Car Dealers 
New Car Dealers Assn., said the | Assn. of St. Joseph (Ind.) County 
governor acted after someone in | opened a month-long June Sell-A- 
Lima had directed his attention | Thon with a three-day South Bend- 
to an obscure law barring the | Mishawaka Auto Show. 








sale of cars from one location by 
more than one dealer. 

“We cannot understand why the 
governor would take such an action 
when a genuine and sincere effort 
is being made by citizens to bring 
our economy out of its recession 
straits,” Laibe said. 

Ralph Lawell, shopping center 
president, offered the dealers five 
acres of space for the promotion. 

Both he and Laibe appealed to 
DiSalle to work for legislation to 
permit such a shopping-center sale, 
which they explained is in accord 
with the public’s “cries for conven- 
ience and greater ease in shop- 


* ” * 


eer said they would not seek 
to learn the identity of the per- 
son or persons who complained to 
DiSalle about the promotion. 
“We believe that the individual 
or individuals who did this have 
actually done the community and 
the state a favor,” Laibe said. 


“It’s time our legislature dust- 


The calender is capable of pro- ; y 


ducing materials up to 84 inches in|® 


width on its 92-inch calender rolls 
which are 32 inches in diameter. 
Control of the manufacturing proc- 
eSs igs through an elaborate elec- 
tronic panel which 
phases of the operation. 
Closed-circuit television also 
plays its role in the production 
of Tolex, the name given for Tex- 
tileather vinyl fabrics. The cam- 
era is poised above the polished 
calendar rolls and the receiver is 
located near a warm-up mill. This 
allows the mill operator to deter- 
mine the amount of vinyl on the 
top calender roll. 

The normal flow in the Tolex de- 
partment starts in the banbury 
department, where the vinyl resins 
are weighed and placed in the ban- 
bury for mixing. After the required 
time, the vinyl is moved to the first 


(Continued on Page 63, Col. 2) 


Trotter Switches to Ford 


CLEVELAND.—L, J. Trotter, a 
Dodge dealer in East Cleveland for 
six years, hag purchased the inter- 
est of James Mulgrew in Euclid 
Ford,.and will operate the dealer- 
ship in nearby Euclid as L. J. Trot- 
ter Ford, Inc. The Dodge outlet is 
being sold, Trotter said. 


indicates all 4 





Sales Roundup Time— 


Covered wagons, 10-galfon hats and 
sheriff badges add flavor to the ‘‘frontier"’ 
promotion at the Roger Dean Chevrolet 
dealerships in Charleston and Huntington, 
W. Va., as the firms go after sales West- 
ern style during June. Advertising also 
helped spread the sales roundup news, in- 
cluding TV, newspapers and radio, ‘Re- 
sponse has been good,” Dutch Miller, left, 
Huntington general manager, said. “It's 
pushed up our business by 20 percent.” 
Special tradein prices on new cars include 
$2,600 for a clean 1960 model, down to 
$500 for some older ones. Everyone who 
buys a new car is given a chance to rope 
a steer. If successful, the new owner gets 
100 pounds of meat free as part of the 
deal. 




























Some 200 autos were on display 
at a South Bend shopping center 
and there also were gifts and en- 
tertainment for the show visitors. 

Sports, classic and antique cars 
were displayed in the second an- 
nual Downtown Kalamazoo (Mich.) 
Assn, Auto Show on a downtown 
mall, Trophies were awarded for 
the top cars in the three divisions. 

In Hamilton, Ont. dealers in 
sports and compact cars joined in 
staging a show on the mall of a 
Hamilton shopping center, The 
winner in a drawing received a 
$1,000 discount on the purchase of 
@ new car. 


Dealer Accused 


Of Title Fraud 


LIBSON, O.—Robert H. Grove, 
president of Valley Motor Sales 
Co., East Palestine, waived pre- 
liminary hearing on charges of 
making false statements to obtain 
title to motor vehicles and was 
held for the grand jury under 
$2,500 bond. 

Earlier, an assignment for the 
benefit of Valley Motor Sales cred- 
itors was filed in Lisbon Probate 
Court. The court was asked to 
study the firm’s liabilities, amount- 
ing to more than $200,000, and es- 
tablish procedures by which cred- 
itors can be paid. 

The firm claims assets of $100,000, 
which have been transferred to its 
attorney, D. Barry Dickson. The 
company handles household appli- 
ances, Oldsmobile, Buick ang Stu- 
debaker cars and International 
Harvester trucks. 


Ford’s Canada Sales 


In May Set Record 


OAKVILLE, Ont.—Retail sales of 
cars and trucks in May by Cana- 
dian dealers of Ford Motor Co. of 
Canada set an all-time monthly 
record. 

Jack Kemp, general sales man- 
ager, said 16,068 new vehicles were 
retailed by the company’s dealers. 
“This is the largest volume single 
month in the Canadian market,” 
he said. The highest previous 
month for Ford sales in this coun- 
try was December, 1955, with a 
total 15,965 vehicles. 


N. Y. Auto Wreckers Unite 
SYRACUSE, N. Y.—The New 
York State Auto Wreckers Assn. 
was organized at a meeting here. 
Marvin Goldblatt, Veteran Auto 
Parts, Rochester, was elected tem- 
porary president. ‘ 
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Clerks Union Breaks Even... 
Akron Salesmen Sign, 
Californians Balk 





By Francis J. Gawronski 
Staff Writer 


ARTIAL success of one com- 

paign to organize auto salesmen 
and the apparent failure of a sec- 
ond were reported last week. 

In its bid to organize the sales- 
men at dealerships in the Akron 
area, the Retail Clerks Internation- 
al Union, Local 860, has won three 
out of four represen- 
tation elections con- 
ducted by the 
National Labor Re- 
lations Board. 

Universal Motor 
Co., an Akron Ford dealer, was the 
first to be organized by the union 
as the result of a consent election 
agreed to by the dealership. 

The union gained its second elec- 
tion victory in another consent 
election at Summit Buick Co., also 
in Akron. The salesmen voted 8-to-0 
in favor of the union. 

Salesmen also approved the 
union by a 5-to-4 vote in a third 
election conducted by the NLRB 
at Richard-Weallace, Inc. (Mer- 
cury), in nearby Barberton. 

After winning the three elections, 
the union lost its first NLRB de- 
cision at Laughman Motor Co. 
(Ford), Barberton, when the sales- 
men voted-5-to-4 against represen- 
tation. 

The union has filed petitions and 
is awaiting election hearings at 
seven more dealerships in the area. 

A campaign by Retail Clerks 
Local 1056 to organize salesmen in 
the San Fernando Valley area in 
California appeared headed for 
failure following a series of elec- 
tion withdrawals and setbacks. 

The NLRB has granted the 
union’s request to withdraw its 
petitions for elections at 16 more 
dealerships. The union originally 
asked for elections at 70 dealer- 
ships, 


LABOR 
FRONT 


* * * 


as union is expected to ask the 
board for permission to with- 


Superior Service 
Is Key to Customer 
Loyalty, Says Cole 


DETROIT.—The key role of the 
automotive service man in custom- 
er satisfaction was emphasized 
here last week by Edward N. Cole, 
Chevrolet general 
manager. 

Appearing 
before zone serv- 
ice managers 
brought to De- 
troit to equip 
them for broader 
responsibil- 
ities under the 
company’s own- 
er-relations pro- 

: gram, Cole de- 
E. N. Cole clared: 

“Tn the past, the wholesale serv- 
ice representative was the fellow 
who knew how to fix cars. He was 
the doctor summoned for critical 
mechanical operations. 

“This is true today, but in the 
rough competitive market that lies 
ahead he must command far more 
than a backshop knowledge. 

“We want him to be able to re- 
late the importance of the service 
department to the overall success 
of the dealership. Only if he is 
familiar with all retail problems 
can he promote effectively the 
cause of quality service and the 
development of the dealer service 
to its full potential.” 

More and more, Cole added, 
Chevrolet is impressed by the op- 
portunity of winning and holding 
customer loyalty through good 
service. One result he cited was the 
new special study course for service 
managers. Of the 32 subjects cov- 
ered in the course, all but one deal 
with nontechnical subjects. 

“If the franchise dealer system 
is to survive,” he said, “and we in 
General Motors are dedicated to 
this proposition, the factories must 
do everything possible to insure a 
strong and capable dealer organ- 
ization.” 
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draw from elections at most of the 
remaining dealerships. Unler 
NLRB rules in event of withdraw- 
als, the union cannot ask for an- 
other election at the dealership be- 
fore six months. 

In Baltimore; salesmen at Mar- 
shall Motors, Inc, (Ford), voted 
19-to-5 against representation by 
Retail Clerks Local 692 in an 
NLRB election. 

In Kankakee, Ill, garage em- 
ployes at K & S Motor Sales 
(Dodge), voted 5-to-0 in favor of 
representation by Lodge 2038, In- 
ternational Assn, of Machinists in 
an NLRB-conducted election. 


In New Orleans, employes of 
Bolton Ford Co. voted 18-to-1 
against the Teamsters Union in an 
NLRB election. 

On the factory front, short work 
weeks and fulltime layoffs have re- 
sulted in more supplemental un- 
employment benefits paid out to 
Chrysler Corp. workers in the first 
four months of 1961 than in all 
1960, according to Norman Mat- 
thews, United Auto Workers vice- 
president and director of the 
union’s Chrysler department. 

* * * 


Employment Up 
T THE same time, Matthews 
said separation pay to Chrys- 
ler’s production and salaried work- 
els Was approximately the same for 
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At the Factories ... 









DETROIT. — Late personnel 
changes announced by auto manu- 
facturers include the following: 


Lincoln-Mercury 


Thomas A. Coward has been ap- 
pointed sales manager of Lincoln- 
Mercury’s Cleveland district, Cow- 
ard, who had managed the Chicago 
district for three 


the January-April period of 1961 as years, succeeds 
for the whole 12 months of 1960. oe B. Mac- 
enzie. 


Chrysler production and sala- 
ried workers received $8,701,939 
in SUB payments from January 
through April, compared with a 
SUB total of $5,401,035 for the 
full 1960 year. 

In Canada, George Burt, Cana- 
dian UAW director, blamed short- 
sightedness in meeting competition 
from Europe for the depressed 
state of the auto industry. 

Burt said management has in- 
sisted on continuing “to produce 
monsters of chrome despite the 
buyers’ obvious preference for 

smaller cars.” 

Burt also criticized the Canadian 
government for a lack of planning 
and action to combat unemploy- 
ment. 

“If the government had shown 
greater initiative in retraining 
workers,” he said, “the effects of 
automation in displacing workers 
would not ave been as severe as 
they have proved to be.” 

% * OK 


BES SNwRILE, Michigan unem- 
ployment dropped by 130,000 
between March 15 and May 15, ac- 
cording to preliminary estimates 
by the Michigan Employment Se- 
curity Commission. Of this reduc- 
tion, 48,000 was in the Detroit area. 

Max M, Horton, MESC direc- 

tor, attributed the reduction to 
three factors—the spring up- 
turn in automotive production, a 
substantial upturn in construc- 
tion and other non-manufactur- 
ing industries and the effects of 
the commission’s Hire-Now cam- 
paign. 

Michigan’s employment ag of 
May 15 was 2,530,900, compared 
with 2,470,700 in April and 2,421,000 
March 15. 

State unemployment was esti- 
mated at 292,000 or 9.8 percent, the 
first time this year it has been 
under 300,000 or 10 percent; this 
compares with 348,000 or 12 percent 
in April and 422,000 or 14 percent 
in March. 


MacKenzie has 
been named as- 
sistant director 
of the Ford Mo- 
tor Co. Dealer 
Development Of- 
fice in Dearborn. 
In this position 
he will assist in 
oe ee the supervision of 
operations of the company’s Dealer 











Anderson Seeks 
Wiper Monopoly, 
Trico Charges 


BUFFALO.—Retrial of the multi- 
million-dollar Anderson Co. vs. 
Trico Products Corp. patent 
infringement suit in Federal Court 
turned into an area not covered 
in the first trial—a claim that An- 
derson is seeking to monopolize the 
windshield-wiper business. 

Anderson Co., Gary, Ind., and its 
president, John W. Anderson, 
charge that a Trico blade for a 
curved windshield infringes on 
their patent. Trico has asserted 
that the Anderson patent does not 
cover its commercial blade and was 
anticipated by earlier devices. 

However, in the new trial, Trico 
contended Anderson is abusing and 
thus rendering invalid its patent 
by using it to gain a monopoly by 
agreement with auto manufac- 
turers. 

Trico charged that an Anderson 
licensing agreement with Chrysler 
Corp. and negotiations with Gen- 
eral Motors and Ford Motor Co. 
are aimed at that end. 

In reserving decision on whether 
to permit Trico to study communi- 
cations between Anderson, Ford 
and GM, the court asked attorneys 
to outline their views on the abuse 
claim. 


Late Report... 


Used-Car Market 


The overall average of used cars sold at wholesale auctions held 
relatively level last week, showing a dip of only $2, according to 
Automotive News’ index. 

Greatest change took place among the ’60s, which rose $27. 
Other advances were scored by the ’59s, up $3; ’58s, up $9; ’55s, 
up $1, and ’54s, up $15. 

On the downside were the ’61s, off $4 after two large gains; 
57s, off $12, and ’56s, off $10. 

At a group of representative auctions last week, the sales ratio 
was 76.6 percent, compared to 74.9 percent a week earlier. 

Auction reports begin on Page 46. 





Face to Face with Citroen Ami 6— 

Identifying feature of Citroen’s new Ami 6 is new type of rectangular headlight 
designed by Cibie. The Ami 6 carries out in other details Citroen’s reputation for the 
unusual. All four wheels are independently suspended with arms moving in roller 
bearings. The arms pull, through rods, against a pair of coil springs which are 
mounted in a container lying parallel to the muffler. Each wheel has an “inertia 
damper” to keep it on the ground. Front drum brakes are mounted inboard. The 
engine is a two-cylinder, air-cooled unit with 36.6 cubic inches displacement, deliver- 
ing 25 horsepower. The spare wheel is mounted above the engine. 


Late Personnel News 





1961 













Development dealerships through- 
out the nation. 

Coward joined L-M in Buffalo in 
1950 as manager of the business 
management department. MacKen- 
zie joined Ford Motor in 1956. 

* K * 


Chrysler-Imperial 


Gordon H, Barnes has: been 
named sales-promotion manager of 
the Chrysler-Imperial Division, He 
has been with Chrysler Corp, since 
1953, and before 
joining Chrysler- 
Imperial wag on 
the sales-promo- 
tion staff of the 
General Sales Of- 
fice, Chrysler Mo- 
tors Corp. 

Barnes was 
trained as an ac- 
countant and op- 
erated an auto 
dealership in f 
North Dakota be- Gordon H. Barnes 
fore joining Chrysler Corp. as a 
district manager in Fargo, N, D. 















































Insurance Firm 


Sues Ford Over 
Credit Policies 


MIAMI.—A $150,000 antitrust 
damage suit growing out of Ford’s 
re-entry into the dealer financing 
and insurance business has been 
filed in Federal District Court here 
by American Bankers Life Assur- 
ance Co. of Florida, 

Named as defendants in the ac- 
tion were Ford Motor Co., Ford 
Motor Credit Corp. and Nationwide 
Insurance Co. 

Since January, 1960, according to 
the American Bankers complaint, 
the defendants conspired to sell 
only credit life insurance policies 
issued by Nationwide in trans- 
actions financed by FMCC. 

This had the effect of hurting 
American Bankers business with 
Florida Ford dealers at “loss of 
valuable agency relationships, pre- 
miums and profits,” American 
Bankers said. 

A Ford spokesman declined com- 
ment on the suit. 

In Columbus, O., a Nationwide 
spokesman said the possibility ex- 
isted that his company was wrong- 
ly named as a defendant because 
it had no formal] arrangements to 
handle Ford Credit policies in 
Florida. Ford and Allstate Life In- 
surance Co, have formulated credit 
life policy arrangements in most 
areas, it was stated. 

“Since the commencement of the 
defendants’ contract, combination 
and conspiracy, the various defend- 
ants have used their positions and 
respective powers in an unlawful 
fashion to exclude the plaintiff 
from competing for the sale of 
credit life insurance policies,” the 
complaint added. 

Dealers had little choice but to 
handle Nationwide policies, said 
American Bankers, because of 
Ford’s “great and coercive power 
over its distributors.” 



































































Cut in Discounts 


Seen of No Help 


Factory Executive 
Favors Present Rates 


By John K. Teahen Jr. 
Associate Editor 

Dare dealer discounts too high? 

And would a discount of 18 
percent or 15 percent help solve 
the industry’s pricing problems and 
eventually lead to higher profits for 
dealers? 

Some dealers say yes. In letters 
to Automotive News, they have 
advocated changes in the dis- 
count structure. Some of their 
suggestions are tied to territory 
security or increased holdbacks. 
Others favor a flat cut in the 

rate. They maintain that a nar- 
rower spread between invoice and 
sticker would halt the haggling that 
has become such an important part 
of car buying and that it would 
ease the cutthroat competition 
among dealers handling the same 
make of car. 
* * * 
OST dealers, however, would 
oppose violently any move to 
cut their discount, and a factory 
executive said last week that he 
agrees with them. This man, a vet- 
eran in the auto sales and distribu- 
tion fields, believes that dealer dis- 
counts should not be tampered 
with. 

“If you cut the discount,” he 
declared, “you are saying that 
dealers are not capable of han- 
dling their own money. And if a 
dealer can’t handle money, a low- 
er discount isn’t going to save 
him.” 

The auto man pointed to the 
used-car situation as another rea- 
son for the margin offered by the 
present discount structure. 

“When a dealer gives an over- 
allowance on a trade,” he said, “it 
comes out of his markup. And don’t 
forget, a dealer can’t guess right 
on every appraisal. He needs that 
cushion.” 

* co Bd 

E ALSO mentioned the many 

low-profit sales that dealers 

make and added, “The present dis- 
count gives the dealer the oppor- 
tunity to make some good deals to 
balance out the poor ones.” 

On the advertising side, he had 
harsh words for ads which show 
dealer invoices and those of the 
“save up to $1,000” variety. 

Some dealers have mentioned @ 
higher holdback— perhaps 3 per- 
cent or 5 percent, compared with 
the present one percent on most 
lines—as a means of solving their 
profit problems. 

This executive doesn’t think 
that is the answer. He explained 
that a higher holdback would in- 
crease the price of the car to 
the dealer. With a higher in- 
voice, a dealer would be starting 
from a higher base in figuring a 
selling price. 

In his opinion, the first steps to- 
ward solving the industry’s retail- 
ing problems are education, desire 
and determination. 

“Tt must be a joint effort by fac- 
tory and dealer all the way 
through,” he said. 





25th Anniversary— 


Pete Wemhoff, editor and general man- 
ager of Automotive News, is celebrating 
his 25th anniversary with the paper. 
Among those who honored Wemhoff at an 
anniversary dinner was Mrs. George M. 
Slocum, board chairman and president of 
Automotive News. Wemhoff joined the 
paper in 1936 as a reporter, He was 
named editor in 1943 and general man- 
ager in 1955. 





Rambler Dealers Sell... 


More Compact Cars Per Dealer Than Any 
Other Dealer Group In The Industry 


Rambler Dealers’ Profits... 


Are Well Above The Industry Average 


Rambler Dealers Have... 


The Lowest-Priced Line Of U.S.-Built Cars— 


The Rambler American Deluxe 2-Door Sedan Is Priced 
From $67 To $539 Less Than The Lowest-Priced Models 
Of The Other Compacts, According To Manufacturers’ 
Suggested Delivered Prices At Factory. 


Wouldn’t You Like To Be A Rambler Dealer. . . 
AND SHARE IN RAMBLER’S PROGRESS? 


SESS CED RAD ED GEN CED GERD ND GHD GND GUD CED OND ANN SNE GENE SEED QUE BERD GEES GD GED Cale Ga aay came cate aEES En ee a 
Director of Dealer Development 











Rambler Franchises Also Ava siete n Canada soit phiee Goemes sete 6-19 
PHONE NO. 
ag te eda, Wilhe tox ‘Ammartoun Mators. (Canada) ttd.,- Gan , Ontario. aimee ae 





. | 

We Have the Proved Product for the Exploding Moaua | 

Compact Car Market . . . There Are Still a Few informetion a abou! th ey "ember wenn undertone nd the 3 | 
* . ” am under no iga my inquiry wi n the 

Franchises Available in Select Markets .. . strictest confidence. | 
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But Auto, Store Methods Differ .. . 





Dealerships a Profit Laggard 


(Continued from Page 3) 

petition cannot be ignored. If the 
news gets around, the customers 
move to the outlet with the best 
prices. The established merchant’s 
reputation may slow the move to 
the competitor, but no retailer can 
go on losing sales very long. 

Some department stores have 
established a “we-won’t-be-under- 
sold” policy to meet price compe- 
tition. If a customer reports that 
he can get a given product for 
less at a competing store and 
the claim proves true, these de- 
partment stores are willing to 
meet the competition’s price. 
Such a policy might work or fail 
in the auto industry. Direct com- 
parisons between unlike industries 
generally are of little value. Auto 
dealerships are not department 
stores, and their business methods 
differ greatly. 

However, one department store 
gave this report. Before the store 
started meeting competing prices, 
its sales were declining. Since the 
policy of meeting the competition 





was adopted, the store’s sales and 
its penetration of its market have 
gone up from year to year. 
oe * * 
LOOK at the appliance field 
shows that dealers there feel 
that they have most of the prob- 
lems faced by auto dealers plus 
some problems that are peculiar to 
the appliance industry. 

Appliance dealers differ in one 
significant way from auto dealers. 
Appliance dealers handle many or 
most lines of appliances. When one 
factory’s line is cold or a dealer 
gets a rough time with a particular 
factory, he can lay off that line and 
push another, Appliance makers 
frown on this but generally have 
to live with it, 

Retailers’ discounts are becom- 
ing less of a factor in the appli- 
ance business. After more than 
a decade of price-cutting com- 
petition, some appliance makers 
have abandoned the practice of 
establishing retail list prices. 

With list prices out of the way, 


list” advertising. Those who have 
dropped list prices say these prices 
mean nothing—“they are just some- 
thing to come down from.” 
ok * * 

peas discounts in the appli- 

ance field vary by appliance, 
producer, location and the volume 
purchased. 

One major appliance firm sells 
its appliances to dealers for what 
amounts to a 28 percent discount 
when the dealer purchases one or 
a few. On purchases in truck load 
lots, the discount is 30 percent. 
When the dealer purchases a 
freight car load, the discount 
amounts to 32 percent. 

It all boils down to this: An ap- 
pliance may be expected to sell 
for $100 under ideal conditions. 
This figure may or may not be 
called a list price. The dealer who 
can purchase the appliance in 
quantity gets them for $68 apiece. 

In practice, some try to sell the 
appliance for as much over $68 as 
they can get, while most try to 


there can be no “25 percent off| move the maximum number of ap- 


It brings in 
new car 
— 
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FTC Agreement Signed 


By Universal Joint Firm 


WASHINGTON. — A Federal 
Trade Commission agreement, 
not to represent universal joints 
which were made in Japan and 
other foreign countries as made 
in the United States and to clear- 
ly disclose the country of origin 
of its universal joints, has been 
signed by a California company, 
the FTC announced. 

The agreement covers Super 
Co., Inc., La Brea, Calif., and 
Henry Mezori, an official of the 
company who also trades as M. 
D. Parts Mfg. Co., Pico Rivera, 
Calif. 





pliances on a thin gross profit, sup- 
porting their operations on volume 


sales. 


A 


* * * 


and floor-plan interest. 


The manufacturer’s warehouse 








or 90.000 MILES! 





@ It will help you sell more new cars. 
@ You'll get without cost an outstanding follow-up system 

handled entirely by Valvoline. 
@ You'll get powerful sales aids that won't cost you one penny! 
@ It will help your service department profits keep pace with your 

booming new car sales. 
There’s nothing like this Valvoline Guaranty! Start cashing in now. 
Call your Valvoline distributor, or contact Valvoline direct, today. 


Valvoline offers you the greatest new car Guaranty program in the 
world. Here’s how it will work for you: 


VALVOLINE OIL COMPANY 


Division of Ashland Oil & Refining Company 
Refinery — Freedom, Pennsylvania e Home Office—Ashland, Kentucky 


NUMBER of appliance dealers 
have a situation which some 
auto dealers might regard as ideal. 

The appliance manufacturer 
warehouses the dealer’s stock, so 
the dealer has no inventory prob- 
lems and no expenses for storage 








handles delivery and _ installation 
in some cases, after the dealer has 
made the sale. The manufacturer 
also has a service department 
which handles warranty claims and 
service work after the warranty 
period. 

The trouble is that the dealer 
who avails himself of these serv- 
ices gets a smaller discount. The 
dealer can have as many or as 
few factory services as he likes, 
and he is paid according to what 
he puts into the job of serving 
the customer, 

One department store executive 
said his firm was working hard at 
providing all of the services of re- 
tailing from warehousing to after- 
warranty service. He said studies 
showed that his company could 
provide the services for less than 
the appliance manufacturer could— 
that providing these services meant 
a greater discount and greater po- 
tential profits. 

* * * 
ee is no general agreement 
on pricing in gasoline retailing. 
The refiners say their dealers set 
prices while the dealers say the re- 
finers set prices. 

Gasoline has many routes on its 
way to the consumer. Refiners own 
and operate some stations. Other 
stations are leased from refiners by 
independent dealers. Some dealers 
own their own stations. In addition, 
a refiner may sell some of its gas 
to chains of gas stations which sell 
it under an independent brand 
name. 

When inventories of unsold gas 
begin to pile up in a given mar- 
ket, it is not uncommon for a 
gas war to break out. It is diffi- 
cult to determine just who de- 
cided to cut prices first. 

Gasoline retailing is certainly a 
diverse market with many outlets, 
many brands and keen competi- 
tion. A major factor is that about 
half of what the retail customer 
pays is tax. 


Litsinger Named 
To Succeed Evans 


As Head of CATA 


CHICAGO.—Fred G, Litsinger, a 
Ford dealer in Chicago for 40 
years, is the new president of the 
Chicago Automobile Trade Assn. 
He succeeds Max- 
well S. Evans 
(Oldsmobile), 

Litsinger’s first 
official action was 
to reappoint Don 
Cc. Mullery 
(Ford) chairman 
of the Chicago 
Automobile Show 
committee. The 
1962 Show, 54th 
in a series dating 
back to 1901, will 





Fred G. Litsinger 
be held Feb. 17-25 at McCormick 
Place. 

Michael Schwartz (Chrysler- 
Plymouth) was elected vice-presi- 
dent, and two other officers were 
reelected. They are Walter Gerwig 


(Buick), treasurer, and Joseph 
Levy (Chrysler-Plymouth), secre- 
tary. 

Members of the Board of Direc- 
tors, in addition to the four officers, 
are: Bernard Burke (Ford), Sam 
Caruso (Dodge), Evans, Larry Faul 
(Oldsmobile), Richard V. Lynch 
(Buick), James Mancuso (Chevro- 
let), James McManus jr. (Chevro- 
let), William S. Mougey (Pontiac), 
Mullery, Sam Treeze (Rambler), 
Frank H. Yarnall (Chevrolet), Nick 
Zasiebida (Studebaker), and Wil- 
liam Zimmerman (Lincoln-Mer- 
cury). 

Members of the Executive Show 
Committee besides Mullery and Lit- 
singer are holdovers from last year, 
Evans, Levy, Lynch, Schwartz and 
Yarnall. Edward L, Cleary wag re- 
elected executive vice-president. 


Tillinghast Heads 
AMA Committee 


DETROIT. — C. M. Tillinghast, 
general parts and service manager, 
American Motors Corp. Automotive 
Division, has been elected chair- 
man of the Service Managers Com- 
mittee of the Automobile Manufac- 
turers Assn. 

Tillinghast succeeds P,. B. Hop- 
kins, director of service develop- 
ment and training, Chrysler Corp., 
who has served a two-year term. 
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TURNINGS ... 


Fall Debut Set for Motor 


With Permanent Magnet 


By Joseph M. Callahan 


Engineering Editor 


A NEW permanent-magnet motor, the first major change 
in electric motors for autos, will make its debut on two 
cars this fall and very likely will spread to other cars in the 

oo  . 


near future. ¢ 
Permanent magnet motors 
have been around for more than 
a decade, but~their high cost has 
restricted their 
use largely to 
missiles and 
other military 
applications 
where cost is not 
so important, 
Now, Redmond 
Co, Owosso, 
Mich., longtime 
producer of elec- 
tric motors, has 
e completed a two- 
J. M, Callahan year development 
program and has come up with an 
inexpensive permanent magnet mo- 
tor that is ideally suited to low- 
power applications on autos. 
Initially, these motors will be 
used to drive heater and air-condi- 
tioning blowers, but they’ll also be 


suitable for driving power-window 
lifts, seat adjusters, antenna lifts, 
truck-vent blowers and electric fuel 
pumps. In addition, it has been pre- 
dicted that some new accessories 
will make their appearance shortly 
because of the arrival of this motor. 

These permanent magnet mo- 
tors ordinarily are suitable for 
applications which demand be- 
tween 1/100 and 1/8 horsepower, 
although they also will be usable 
on other applications which re- 
quire up to % horsepower for 
intermittent duty. Power seats 
would be such an application. 

A conventional electric motor is 








Trend in Colors 
Is to Deep Tones, 
Walker Reports 


DETROIT.Car colors, which 
within the last five years alone 
have ranged from bright red and 
tangerine to the more subtle 
shades, are undergoing still another 
“change of pace,” according to 
George W. Walker, retired Ford 
Motor Co. styling vice-president, 

Deeper shades in both the ex- 
terior and interior, together with 
fabrics in stripes and smaller pat- 
terns, have shown marked gains in 
popularity, Walker said. 

There seems to be one significant 
development as far as the growing 
popularity of striped fabrics is con- 
cerned, he added. 

“Automotive stylists admittedly 
have been influenced in the past 
by fashion trends. Now, car styling 
and fashion appear to have come to 
a parting of the ways, at least in 
one respect. The stripes currently 
favored by auto stylists are narrow, 
rather than the wide variety now 
being promoted in men’s clothing.” 

Walker also had something to 
say about another feature of car 
interiors that has come into prom- 
inence in recent months—the buck- 
et seat. 

“American automotive stylists 
can’t claim credit for having or- 
iginated them,” he said. “They’ve 
been available in some of the more 
expensivesforeign imports for a 
number of years. But it was the 
Thunderbird that popularized them 
in this country to the extent that 
domestic car-makers have found it 
expedient to offer them in the de- 
luxe versions of their compact 
cars.” 


Aircooled Motors 
Is Put on Sale 


SYRACUSE. — Aircooled Motors, 
Inc., a wholly owned subsidiary of 
Tucker Corp. which suspended pro- 
duction last December, is offering 
its assets for public sale, 

Cc. F. B. Roth, president, an- 
nounced that the trustee of Tucker, 
by authority and direction of 
United States District Court, has 
fully approved the proposed sale 
by Aircooled. 

Aircooled Motors produced small 
air-cooled aircraft engines under 
the Franklin brand name for many 
years until Dec, 31, when produc- 
tion was suspended to prepare for 
the sale of the company’s assets. 
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Van Winkle Names Two 


DALLAS. — Clyde Maddox has 
been named general sales manager 
and Warren King, Pontiac sales 
manager, for Van Winkle Motor 
Co. (Pontiac-Studebaker-Mercedes- 


Benz-DKW) here. Honolulu, Hawaii « 








driven by channelling current into 
it through two leads, which builds 
up a magnetic force in the arma- 
ture (which can rotate) and the 
field (which is fixed). When cur- 
rent magnetizes the armature and 
the field, the armature rotates and 
produces the motor’s torque. 

A permanent magnet motor func- 
tions much like this except that a 
pair of small permanent magnets 
take the place of the larger field, 
and no electric lead into the mag- 
nets is required because they are 
always magnetized. 


This results in a motor that is 
only 75 percent as large in weight 
and volume and one that draws 
10-20 percent less current. These 
electrical savings could be extreme- 
ly helpful in some current cars 
whose electrical demands are near 
the upper limits of their genera- 
tors’ output. 

* * * 


T= simplified permanent mag- 
net motor has fewer circuits to 
malfunction and it frequently per- 
mits totally enclosed construction, 
which also makes it more reliable. 

Because this motor operates 
more efficiently, Redmond engi- 
neers say that it runs much 
cooler than the conventional mo- 
tor. And because it is cooler 
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FALVEY MOTOR 


TOP QUALITY MEANS TOP SALES! 


There are more of these BMC sports cars on 
U.S. highways than those of all other makers combined. 


go iene | 





Magnet Comparison— 


The pair of permanent magnets, right, 
take the place of the multi-wired field, 
left, in the permanent magnet motor. Be- 
sides being smaller, the permanent mag- 
nets do not require an outside electrical 
lead as the field does. 

> aS 

running, it reportedly has a long- 
er life than other motors. 

Said one engineer: “The typical 
heater motor has a life of 1,000 
hours of operating, but this one will 
last 2,000 hours.” 

Another advantage is that these 
motors are reversed easier than 
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“wyprett | being produced for about the same 


money as regular motors, but the 


Redmond people feel that technical 


efforts now being made to reduce 
costs will eventually be successful. 

North American Phillips, a Neth- 
erlands corporation, developed the 
first permanent magnet about 17 
years ago and has licensed a num- 
ber of companies around the world 
to develop and produce technical 
applications with it. 

* * + 


PRASICALLY, a permanent mag- 
net consists of barium ferrite— 
a sintered compound of iron and 
ceramic—which is baked to develop 
its magnetic powers. It resembles 
gray iron, although it’s not as 
heavy as iron. Permanent magnets 
have been used on American refrig- 
erators (for closing the doors) and 
on electric can openers for years. 

Redmond engineers won’t say 
what the life of a permanent 
magnet is, although they do claim 
that it will maintain its full 
strength longer than the average 
car will last. 


At present, the permanent mag- 


regular motors. This is important| net doesn’t have enough power for 


in certain applications such as 
power windows, in which the action 
is back and forth. 

At present, these motors are 


a starter motor, although it could 
be developed for a generator. A 
permanent magnet alternator was 
recently introduced. 








SALES COMPANY 
Located at 22600 
Woodward Avenue, 
Detroit 20, Michigan. 
Distributors for BMC 
products in Michigan 








PAST... 
PRESENT... 
FUTURE! 


Fourteen years ago Sir 
Leonard P. Lord, Chairman 
of The British Motor Corpo- 
ration Ltd., stated —“BMC 
is in the American market 
place to stay.” From that 
time on we have been dis- 
tributing BMC cars in the 
state of Michigan with en- 
thusiasm and confidence. 


It was through BMC fran- 
chises that many of our 
dealers entered, and have 
prospered in, the imported car business. They, as well 
as we, look forward to a most successful future selling 
and servicing BMC products. We are particularly 
optimistic for sales of sports cars because BMC is 
undeniably the world’s largest and most respected 
maker of these popular vehicles. 


It was the British Motor Corporation which pioneered 
the twelve months warranty other manufacturers are 
now developing. In this respect, we and our dealer 
organizations are fortunate indeed in having the com- 
bined all-out support of BMC, England’s largest man- 
ufacturer of automobiles and their U.S. importers, 
Hambro Automotive Corporation and BMC distribu- 
tors and dealers throughout the nation. 

Today, and for the future, we sincerely believe that 


a BMC franchise offers a tremendous potential for 
aggressive, progressive dealers from coast to coast. 





LAWRENCE C., FALVEY 
President 

FALVEY MOTOR SALES COMPANY 
22600 Woodward Avenue 
Detroit 20, Michigan 


SPRITE 


Brighten Your Future with a BMC Franchise 
Distributors in the United States for products of The British Motor Corporation, Ltd.— 
S$. H. ARNOLT, INC., 2130 North Lincoln Ave., Chicago 14, Illinois * BRITISH MOTOR CAR DISTRIBUTORS, LTD., 
1200 Van Ness Ave., San Francisco 9, California * CONTINENTAL CARS DISTRIBUTORS, INC., 5615 Pershing 
Ave., St. Louis 12, Missouri * CRANDALL-HICKS COMPANY, 226 Worcester Turnpike, Wellesley Hills, Massa- 
chusetts * FALVEY MOTOR SALES CO., 22600 Woodward Avenue, Detroit 20, Michigan » HAMBRO AUTO- 
MOTIVE CORPORATION, 5009 Xerxes Avenue South, Minneapolis, Minnesota « J. S. INSKIP, INC., 304 East 64th 
Street, New York 21, N.Y.e OVERSEAS MOTORS CORPORATION, 2824 White Settlement Road, Fort Worth, Texas + 
ROYSTON DISTRIBUTORS, INC., 1601 Vine Street, Philadelphia, Pennsylvania * SHELLY MOTORS, 1017 Kapiolani, 
SHIP AND SHORE MOTORS, 701 South Flagler Drive, West Palnt Beach, Florida 
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Car buyers want steel bumpers for their greater strength and the way they take parking bumps 

and impacts without denting or dimpling. Automotive designers want the freedom of design 

that comes with steel’s ability to take deeper draws and more intricate forming than lighter , 
metals such as aluminum. Production engineers want steel’s superior fabricating qualities and That's the Beauty of | Steel : 


lower polishing costs. They a// want steel’s extra margin of safety. 


When it comes to bumpers (or other parts that require strength, design flexibility and low 
manufacturing costs), sttel is stronger—looks better longer. Great Lakes Steel Corporation, 
Detroit 29, Michigan. 


G R EAT LA K ES STE EL GREAT LAKES STEEL is a division of NATIONAL STEEL CORPORATION 
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Lawsuits Affecting Dealers... 





Court Decisions 


By Leo T. Parker 
Attorney at Law 

oe a higher court held 
that an auto dealer is respon- 
sible and liable for negligent in- 
juries caused by a prospective pur- 
chaser of an auto 
being driven by 
authority of the 
dealer’s salesman. 
For illustration, 
in Bendy v. Hall 
Chevrolet Co., 103 
N. W. (2d) 516, 
the testimony 
showed facts, as 
follows: A wo- 
man, named 
Manch, went to 
Leo T. Parker Hall Chevrolet 
Co.’s salesroom to buy an auto. She 
talked to a salesman named Stone. 


Stone took one of their demon- 
strator cars equipped with auto- 
matic shift for a drive to show 
Mrs. Manch how such a shift per- 
forms. After Stone had driven the 
car, he suggested that she try it 





for herself. Mrs. Manch got in the 
driver’s seat and within a few min- 
utes ran into one Bendy, a pedes- 
trian. Bendy sued Hall Chevrolet 
Co. for heavy damages. 

In the ensuing litigation, the 
higher court held Hall Chevrolet 
Co. responsible for the injury to 
Bendy caused by negligence of Mrs. 
Manch, who was driving the auto 
by authority of the salesman. The 
court said: 

“Hall Chevrolet Co. is an auto- 
mobile sales dealership. Manch 


came there as a prospective pur- 


Virginia Beach Dealers 
Name Adams President 

VIRGINIA BEACH, Va, — Rhae 
Adams, Rhae Adams Motors, has 
been elected president of the Vir- 
ginia Beach Automobile Dealers 
Assn, 

Murray Malbon, Malbon Motor 
Co., is the new vice-president, and 
Gene S. Meekins, Meekins Pontiac, 
secretary-treasurer. 


AUSCO ONE-END 


LIFTS SPEED UP SERVICE 


ON ALL 6/ CARS 


HERE’S A PROVEN ALL-AROUND JACK THAT 
SPEEDS UP DOZENS OF SHOP JOBS...SUCH AS 
ROTATING AND CHANGING TIRES... FRONT 
END AND BRAKE WORK. 


THE HIGH LIFT ATTACHMENT 
GIVES EXTRA WORK ROOM ON 
UNDER CAR JOBS. AVAILABLE 
ON HYDRAULIC AND AIR: 


POWERED MODELS. 






Hydraulic 
Hand 
Jocks 





AUTO SPECIALTIES MANUFACTURING CO. 
ST. JOSEPH, MICHIGAN ¢ WINDSOR, ONTARIO, CANADA 










chaser. The accident occurred dur- 
ing the course of an incident to a 
demonstration of Hall’s merchan- 
dise by and under the directions of 
the Hall salesman. It clearly arose 
out of an operation of the automo- 


bile sales dealership.” 
+ * * 


Policy Ruled Worthless 


oo higher court also held that 
an insurance policy held by Hall 
Chevrolet Co. was worthless to the 
latter because this policy contained 
a clause that the insurance policy 
was not applicable to injuries cases 
arising from operation of an auto 
dealership. In this respect, the 
court said: 

“The material thing is that the 
accident arose out of the operation 
of the sales dealership. The policy 
excluded coverage for an accident 
so arising.” ‘ 

* 


Serial Numbers Differ 


ECENTLY I received a letter 
from James Wilson, Chicago, 
as follows: “If a purchaser discov- 
ers that the serial numbers on his 
automobile differ from the serial 
numbers on his certificate of title, 
what are his legal rights?” 
The answer is: The purchaser 
may rescind the sale contract. 
For instance, in Martin v. Coff- 


% 
\ 









AND...WITH THE TRANSMISSION ADAPTER 
IN PLACE, YOU CAN RAISE, LOWER 
AND POSITION ALL CAR AND 

LIGHT TRUCK TRANSMISSIONS. 





THE AUSCO LIFT 
EASIEST TO MOVE 


Hunt Opens Sales Branch— 


Hunt Truck Sales has been opened as a St. Petersburg (Fla.) branch for sales, parts 
and service of GMC, White and Autocar trucks and Trailmobile trailers. The building 
occupies 20,000 square feet. Frank R. Hunt jr. is president of the branch. Hunt Truck 
Sales and Service, Inc., the parent firm, has headquarters in Tampa, Fla., and branches 
in Lake Worth and Miami. The Florida distributing firm sold $12 million worth of 
franchised trucks last year. 


man, 95 N. W. (2) 286, the higher 
court held that if both the en- 
gine number and serial number 
on the certificate of title differ 
from numbers on the car, the 
purchaser may either rescind the 
contract, or keep the car and 
maintain a suit against the seller 
for damages. 

In this case the testimony show- 
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ed that 2 dealer in new autos sold 
a tradein Buick to a used-car 
dealer who put $100 repairs on the 
car and then sold it to one Cales. 

Soon afterward, Cales became de- 
linquent and the car was repos- 
sessed by the finance company 
which had financed the deal. The 
finance company called upon the 
used-car dealer to pay the amount 
of the note endorsed with recourse. 
This was done. 

The auto then was redelivered to 
the used-car dealer and a certifi- 
cate of title was reissued to it. It 
was then discovered that both the 
engine number and serial number 
in the certificate of title differed 
from those on the auto. 

* * * 


Refund Demanded 


HE used-car dealer tendered the 

car back to the dealer in new 
autos and demanded a refund of 
the purchase price, plus the amount 
of the repairs. 

This being refused, suit was 
brought by the used-car dealer 
seeking damages in the amount 
of $644.72 from the dealer in new 
autos. The lower court held in 
favor of the latter, but the higher 
court reversed the verdict, say- 
ing: 

“If there was a breach of war- 
ranty by the seller, the Sales Act 
authorizes the buyer at his elec- 
tion to rescind the sale, offer to 
return the auto to the seller and 
recover any part of the price 
which has been paid; the buyer 
may, at his election keep the auto 
and maintain an action against the 
seller for damages for the breach 
of warranty.” 

x * * 


3 Accident Suits Settled 
By Dealer for $11,000 


An $11,000 settlement was agreed 
upon by a Rutherfordton (N. C.) 
dealership and plaintiffs in Ruther- 
ford County Superior Court suits. 
The settlement was the total of 
three separate suits filed against 
Matheny Motor Co., Joe Hamilton 
jr. and Roy Webb by Blake B. 
Bradley, Vester Walker and Bertha 
Walker Bradley. 

The cases grew out of a 1960 ac- 
cident in which the Bradley auto 
was involved with a vehicle owned 
by Matheny and operated by Ham- 
ilton. Settlements included: Brad- 


ley, $7,850, Walker, $2,250 and 
Bertha Bradley, $900. 
* * oe 


Tennessee Car-Key Case 


Returned to Trial Court 


NASHVILLE. —A motorist who 
leaves the keys in his parked car 
may be responsible for the conse- 
quences if the auto is stolen, ac- 
cording to a ruling by the State Su- 
preme Court. 

The ruling came in the case of a 
man whose stolen car was involved 
in an accident. The owner had left 
the keys in the vehicle. A lower 
court agreed with a defense con- 
tention that the owner was not re- 
sponsible for the mishap, but the 
high court reversed the decision 
and sent the case back for appro- 
priate proceedings. 


Dealers Elect in St. Pete 


ST. PETERSBURG, Fla. — Page 
Harris (Cadillac) has been elected 
president of the St, Petersburg 
Automobile Dealers Assn, Frank 
Scarritt jr. (Lincoln-Mercury) was 
named vice-president and Cedric 
Ringer (Dodge), secretary-treas- 
urer, 
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Sell PPG SOLEX? Safety Glass... 
~ and make an extra profit 


A couple of extra minutes of your time can result in extra profit for you. Just point out the benefits of 
PPG SoLEx Green Tint Safety Glass to your new car customers. They’ll appreciate it, because SOLEX 
makes driving safer and more comfortable and gives a car a “quality” look that appeals to car buyers. 








SOLEX IS BEST DEMONSTRATED OUTSIDE YOUR SHOWROOM. 
There, under the direct rays of the sun (or even on cloudy days), it’s easy 
to point out how SOLEXx cuts glare, thereby reducing the chance of eye- 
strain. This lessens driving fatigue; driving is safer. The green tint 
doesn’t alter the view outside. 


- 
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DON’T FAIL TO MENTION THAT SOLEX Green Tint Safety Glass absorbs CARS LOOK BETTER WITH SOLEX. It gives them a look of quality, in- 
about 50% of the sun’s heat. Anyone who drives or even rides in a car can creases their value. The days of selling quality are here again, and the 


appreciate the added comfort on hot summer days. In air-conditioned cars, 


SOLEX story will make sense to value-minded buyers. SOLEX will make 


SOLEX eases the load on air conditioning equipment, so it’s almost a must. your customers happy; the extra profit will make you happy. 


All PPG Automotive Safety Glass complies with every recognized safety code. 


@ SOLEX the best glass under the sun! 


G Pittsburgh Plate Glass Company 


Paints - Glass + Chemicals - Fiber Glass 


In Canada: Canadian Pittsburgh Industries Limited 
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f |. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 

{ 2. Every dollar of auto excise, gasoline and oil taxes, collected by states 
and U. S. governments, applied to building and maintenance of highways; 
J 3. Guard the precepts of individual freedom, which made the U, S. A. 
great and gave its citizens more of the better things of life than anywhere 
else in the world 
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Problems of Oversupply 
Call for Action 


OW often we hear the statement: “There’s nothing 
wrong with the auto market that couldn’t be cured by 
having a half-million or so fewer cars on the market.” 


Some veteran dealers have been skeptical of efforts to 
probe the problems of auto retailing. They say there is 
just one problem—overproduction. 


The difficulty is in determining what can be done about 
it. Auto makers have traditionally taken an aggressive view- 
point toward the auto market. They will fight any effort to 
impose production controls other than their own best esti- 
mates of what the market will take. 


The industry accepts the idea that it must orient its 
thinking to the consumer interest. Any other course points 
toward bureaucratic dictation of the market—something 
that would be poison to the nation’s auto dealers as well as 
to the makers and the public. 


So we can pretty well count on the makers building up 
to demand and beyond. The problem is what to do about 
the portion that is beyond the ability of the market to 
absorb. 


Under present conditions, the auto makers sell the over- 
supply to dealers with concessions in price. But no conces- 
sion can make up for the problems of the glut, for if one car 
in the oversupply warrants distress pricing, all cars in sup- 
ply will be on a distress basis. 


This is the area, we feel, which merits careful study and 
calls for action. The dynamics of the industry point to an 
oversupply. How much of a responsibility should the makers 
bear for the oversupply? 





Editorial Director—Robert M, Finlay. 


Coming 
Events 


% Epiror’s Note: To facilitate 
recognition, new items in this 
column will be starred and will 
appear in boldface type the first 
time they are used. 


Dealer Conventions 


June 29— Annual Outing, Rhode Island 
Automobile Dealers Assn., Metacomet 
Country Club, East Providence. 


Aug. 20-22—Colorado Automobile Dealers 
Assn. Harvest House, Boulder. 


Aug. 20-23—Automobile Dealers Assn. of 
West Virginia, The Greenbrier Hotel, 
White Sulphur Springs. 


Sept. 18-19—Wisconsin Automotive Trades 
Assn., Schroeder Hotel, Milwaukee. 


Oct. 2-4—l4th Annual Convention and Ex- 
hibit, Truck Body and Equipment Assn., 
Hotel Sherman, Chicago. 


Oct. 22-24—New Jersey Automotive Trade 
Assn., Chalfonte Haddon-Hall Hotel, 
Atlantic City. 


Oct. 22-24— New York State Automobile 
Dealers, The Concord, Kiamesha Lake, 
N. Y. 

Oct. 29-31 — Florida Automobile Dealers 
Assn., Galt Ocean Mile Hotel, Fort 
Lauderdale. 

Nov. 14—Connecticut Automotive Trades 
Assn., Statler Hilton Hotel, Hartford. 
Nov. 25-27—Arkansas Automobile Dealers 
Assn., Arlington Hotel, Hot Springs. 
Dec. 4—Utah Automobile Dealers Assn., 

Hotel Utah, Salt Lake City. 

Dec. 4-5—Minnesota Automobile Dealers 
Assn., Hotel Leamington, Minneapolis. 

Dec. 8-9— Montana Automobile Dealers 
Assn., Billings. 

Feb. 3-7— National Automobile Dealers 
Assn., Atlantic City, N. J. 


March 18-19—Louisiana Automobile Deal- 
ers Assn., Roosevelt Hotel, New Orleans. 


1962 
%& May 20-22—Oregon Automobile Dealers 
Assn., Sheraton-Cadillac Hotel, Portland. 


* * = 


Auto Shows 


Oct. 14-I8—Milwaukee Auto Show, Arena, 
Exhibit Hall and Market and Mechanics 
Halls, Milwaukee, 


Oct. 18-22—New England International 
Auto Show, Commonwealth Armory, 
Boston. 


Oct, 28-Nov. 5—Southern Automobile Ex- 
position, Merchandise Mart, Charlotte, 
N.C. 


Nov. 11-18—Philadelphia Auto Show, Phila- 
delphia. 


Feb. 17-25— Chicago Automobile Show, 
McCormick Place, Chicago. 
1962 
Oct. 19-28 — 1962 National Auto Show, 
Cobo Hall, Detroit. 


* * s 


General 
June 28-30 — International Truck, Trailer 
and Equipment Show, Brooks Hall, San 
Francisco. 


Aug. I1-I2—National Auto Auction Assn. 
Convention, Bismarck Hotel, Chicago. 


Oct. 8-13—American Trucking Assn. An- 
nual Convention, Statler and Mayflower 
Hotels, Washington, D. C, 


Oct. 23-26—Fleet Maintenance Exposition, 
Private Truck Council of America, Inc., 
New York Coliseum, New York, 


Oct. 29-Nov. | — National Lubricating 
Grease Institute, Rice Hotel, Houston. 


Nov. 8-10— Automotive Parts Rebuilders 
Assn. Annual Convention and Trade 
Show, Hotel Biltmore, Los Angeles. 
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"Well, this ought to help us get rid of the '61 leftovers." 


Letterbox 








Pep Rally Criticized 

I thought you might be interest- 
ed in the reactions of one who has 
recently entered the auto business 
to the factory promotional ap- 
proach, 

I have had many years of formal 
training in both psychology and 
religion, and I get a bit upset at the 
inconsistency represented by such 
a meeting as this. I am a future 
dealer (I hope). 

I have just returned from a pep 
rally for Chevrolet salesmen at the 
Drake Hotel here in Chicago. The 
program that followed aroused 
some deep concern. 

As I regularly read AUTOMOTIVE 
News, the NADA Journal and other 
automotive literature, I am heart- 
ened by the development of a much 
needed concept strengthening the 
prestige and integrity of the auto- 
mobile salesman. 

However, this concept did not 
present itself through a meeting 
of this kind. Instead of assisting 
salesmen in feeling that we were 
mature and competent adults in a 
dignified profession, we were ap- 
proached in a manner quite remi- 
niscent of grade school. 

Let me illustrate some of the 
areas that seemed so inconsistent 
with the high ideals of the above 
mentioned trend. (Incidentally, this 
was one of 22 similar meetings 
across the country.) 

1. Why must a meeting such as 
this be introduced with a risque 
story? It is difficult to respect those 
who sponsor such a program when 
it is begun with such obvious bad 
taste. Some of us salesmen react 
unfavorably to stories that mitigate 
against the home. 

2. Why must such a program 


The Big Stories 


35 Years Ago—1926 


For the seven-year period from 1917 to 1924, Ford Motor Co, net 
profits were $526,441,951 and gross profits totalled $876,176,230, Stock- 
holders approved the proposed dissolution of the Fisher Body Corp. 
and the sale of all its assets to General Motors Corp. 


20 Years Ago—1941 


Federal Price Chief Leon Henderson requested Chrysler, Ford, Stu- 
debaker, Nash and Hudson to rescind car-price increases, ranging 
from $10 to $53. An additional 30 percent curtailment of auto produc- 
tion—making a total of 50 percent for the 1942 model year and putting 
a ceiling of about 2,600,000 units for next season—was recommended 
by the War Department as a means of conserving steel for the de- 


fense program. 


10 Years Ago—1951 


The average new-car dealer had a potential inventory of 10.2 new 
cars on June 1, compared with 10.5 cars on May 1. 





‘Nursery School ...... 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used if you so request. Address Editor, Automotive News, Detroit 7, Mich. 












2 








appeal to immaturity rather than 
our intelligence? Let me illustrate: 
Twelve salesmen were asked to 
come to the platform. A playpen 
was brought on the stage and they 
were asked to try to get into it. 
With some effort, 12 men made it. 

Then, to illustrate the “one more 
sale” pitch, a scantily clad woman 
appeared, and the men were asked 
if they could make room for one 
more. Obviously she made it, and 
the 12 men were each dismissed 
with a dollar bill reward. 

This may illustrate a point but 
what does it do to the salesmen 
and their observing peers? Ade- 
quate, mature men do not need 
childish games to illustrate sig- 
nificant points. 

3. Why must such a meeting 
appeal so totally to the ego? I 
agree that one needs to feel ade- 
quate and capable but never at 
the expense of others. As a phi- 
losopher once said, “We cannot 
fulfill the T’ without an aware- 
ness of the ‘Thou.’” 

This is more than philosophy— 
it is economically sound. In this 
highly competitive business we are 
in, the only way to exist is as a 
team. True, the team is made up 
of individuals but these individuals 
are only effective when they are 
conscious of the “Thou’—the parts 
department, the house, other Sales- 
men, etc. 

Furthermore, much of the loneli- 
ness in a salesman’s life is based 
upon the fact that he does not feel 
a part of the total dealer organiza- 
tion, including the factory. If too 
much emphasis is given to the “TI,” 
one is limited to himself. Our pro- 
fession will grow in its significance 
only to the degree that we see our- 
selves as an integral part of our 
particular dealership. 

4. Why does this program put 
such tremendous emphasis on the 
great significance of the dollar? 
Money we need, but self respect 
we need much more. We are more 
than order takers or quota makers. 
We are human beings created in 
the image of God. 

Other industry is becoming in- 
creasingly aware that money alone 
is not an adequate motivating force. 
What about helping the salesmen 
to work for a shorter work week 
or assist them in setting up sales- 
men’s councils through which they 
could regularly and systematically 
express their concerns to both 
dealer and factory alike? 

The salesman who daily con- 
fronts a complex buying public 
may be in as good a position to be 
helpful to you as those who see the 
dealership primarily through a fi- 

(Continued on Page 17, Col, 2) 
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SALES FIGURES SHOW... 


~ YOWRE HRST WITH THE MOST 





etic eat EE eS 


WITH THE NEW FALCON WAGONS 





FALCON FORDOR WAGON: America’s station wagon specialists seat up—there’s room in a Falcon wagon for 6 adults. What’s 


give you the Falcon wagon . . . with the longest loadspace of any more, such “‘extras’’ as foam-padded seats, coat hooks, arm 
compact wagon... over 7 feet with the rear seat down! Rear rests and sun visors are provided at not one penny’s extra cost! 


FALCON TUDOR WAGON: America’s lowest-priced* 6-passenger, 6-cylinder 
wagon comes in a choice of trim styles. And both Falcon Tudor and Fordor 
Wagons have a handy swing-down tailgate with roll-down rear window as 
standard equipment. No other compact wagon line offers so much! 


You’re definitely first with the most when you sell Falcon 
wagons. For one thing, you’re selling a product that’s complete: Falcon 
wagon owners get, as standard equipment, many features that are not 
offered or cost extra on other compact wagons. You also have more 
economy to sell. . . the kind of economy that gave two Falcon sedans 
first and second place in the 1961 Mobilgas Economy Run. And you 
have a greater selection of wagons to sell, because nobody offers more 
basic body styles in the entire compact wagon field! Low price, top 
quality, great economy, biggest choice. . . it’s easy to see why you’ve 
made Falcon America’s best-selling compact wagon! 





FALCON STATION BUS: America’s most versatile 
wagon, this Station Bus seats eight in comfort . . . offers 
twice the cargo space of the biggest full-size wagons, 
yet it is priced* way below most compact wagons. 


*Based on a comparison of manufacturers’ suggested retail 
delivered prices 


FORD DIVISION 


BACKS YOU BEST 


Tard /glor Company, 
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How They're Pushing Sales... 


Dealer Ad Ideas 


Smith plan provides for the irreg- 
ular income of a farmer, Make no 
regular monthly payments until 
your crops come in, You need that 
truck or car now. So why wait?” 

3. “No-cash-down plan, This plan 
provides for those who have ability 
to meet monthly payments but do 
not have a cash reserve for a down- 
payment.” 

Wesley Slate, general manager, 
reported that John Smith Co. re- 
cently opened a new and used-car 
lot extending the entire block from 
West Peachtree to Spring Sts. A 
new revolving sign attracts atten- 
tion and directs customers into the 
yard. Hundreds of light bulbs make 
it one of the best-lighted sales 
areas in this region. 

* * * 
After the Sale 
: AT Happens After the Sale?” 
That was the theme of a 
newspaper ad by Bender Ford, Sy- 











































Aimed at Newlyweds 


one FORD, INC., Erie, Pa., 
participated in an unusual pro- 
motion sponsored by the Erie 
Times-News, designed to attract 
business from newlyweds in the 
Erie area. 

The promotion was launched with 
a@ special section of the newspaper 
devoted to a photo story about a 
young Erie couple shopping in Erie 
stores in preparation for their wed- 
ding. 

Harris Ford and other partici- 
pating merchants took quarter- 
page ads in the section. Each ad 
featured a photo of the young cou- 
ple inspecting merchandise in the 
particular store. 

ad * * 


The Lines Were Busy 


AMBLER salesmen in the Port- 

land (Ore.) zone recently made 
25,000 personal phone calls to auto 
and business owners throughout 
the Pacific Northwest. 

The object was “to prove that 
Rambler sales outlets in this area 
are serious about their intent to 
spark increased retail sales,” said 
F. A. Unger jr., Portland zone sales 
promotion manager for American 
Motors Sales Corp. 

The campaign was limited to 
“down-to-earth, businesslike ap- 
proach by Rambler salesmen using 
basic selling conversations,” Unger 
said, 


* * * 


Atlanta Firm 
Offers 3 Special 


Financing Plans 


John Smith Co., Atlanta, “The 
Old Reliable Since 1869,” observed 
its 93rd birthday in June by ad- 
vertising big savings on Chevro- 
lets and Corvairs. Three special 
financing plans were announced in 
ads in Atlanta newspapers: 

1. “Teacher’s plan. This provides 
for the interrupted income of 
teachers, with no monthly pay- 
ments during summer vacation. 
Payment starts when school starts 
. .. Stops when school stops. Trade 
now and enjoy a troublefree vaca- 
tion.” 

2.“Farmer’s plan. This John 


Retailing Shift 
To Suburbs Noted 


In Twin Cities 


MINNEAPOLIS.—A shift in re- 
tailing business from the “central 
business districts” of Minneapolis 
and St. Paul to outlying areas is 
highlighted in a recently completed 
Census Bureau study. The study 
compares retail trade statistics of 
1954 with those of 1958. 


Although the area of the central 
business district in this city was 
larger in 1958 than it was in 1954, 
retail sales were down .6 percent 
for the latest period studied. 

Biggest decline in sales in the 
Minneapolis district was’ noted for 
auto dealers, despite an increase 
in the number of dealerships from 
12 to 17. Sales in 1958 totalled $18,- 
069,000, down 26 percent from the 
1954 total. 

(An important factor in the de- 
cline no doubt is the fact that 
many dealerships have moved to 
suburban and neighborhood loca- 
tions. An example is the Southtown 
shopping area in suburban Bloom- 
ington. First to move there was 
Lindahl Oldsmobile. Recently 
Schmelz Brothers (Volkswagen) 
opened its new showroom and ga- 
rage. And it is reported that a 
Chevrolet dealer has an option on 
land in the area. Suburban Hop- 
kins also has several active dealer- 
ships.) 

Total retail sales in all of Minne- 
apolis showed an increase in the 
four-year period, from $751,979,000 
in 1954 to $800,631,000, In 1954, the 
central business district got 38 
percent of the total; four years 
later the percentage was down to 
35.5 percent. 


AL 








PROFIT! That’s a year’s p 
aligning job a day. Fast . . 


ramp installation. Works w 
inside or out—whether on a 


partment can handle with¢ 


CROSS ST 





ROLLING TOWARD $3,102 OF EXTRA 


to operate —the Alemite Cross-Sight Wheel 
Aligner needs no space-robbing, costly pit or 


EXTRA LUBE BUSINESS WITH EACH 
REPAIR JOB! Oil change, lube job, new oil 
filter, inflate and check tires are just a few of 
the “extras” the mechanics in this service de- 


Handy Alemite Strato-Line Lubrication Reels 
permit complete “personalized lubrication serv- 
icing” of every car in every stall. 


racuse, to stress the importance of 
follow-through by dealers on new- 
car purchases, 

Said ad ¢opy: “With - Ford’s 
famous 12,000-mile or one-year 
warranty, plus the most complete 
parts and service department, you 
are assured of the best care for 
your new car for safe wonderful 
driving. All our cars are Bender- 
ized for top quality service, and 
we care that your car is cared for 
right.” 


* * * 


Films of ‘500’ Races Shown 


At Dealer’s Open House 
 Digere films of the 1961 Daytona 

“500” stock-car races and the 
1960 Indianapolis “500” were fea- 
tures of an open house staged by 
Ace Wilson’s Royal Pontiac, Royal 
Oak, Mich, The event lasted two 
days, with door prizes and free 
refreshments. 

Other features were a color film 
of the 1960 National Championship 
Drags held in Detroit, and a special 
display of high-performance parts, 
“laid out and labelled to show how 
to make any Pontiac a champion- 
ship car,” said Ace Wilson jr., the 
operator. Customized Royal Pon- 
tiacs have been rated tops in the 
hot-rod racing world. 





profitably. 


WHEEL. 
AGNMENT 


rofit doing only one 
- accurate ... easy 


herever the car is— 
level surface or not. 


out moving the car. 








Rambler Dealers Launch Promotion— 


Discussing the month-long promotion by the Greater Detroit Rambler Dealers Assn., 
in which a Metropolitan “1500” will be awarded to a Detroit-area motorist, are Sonny 
Eliot, second from right, of WWJ-TV, and members of the association’s advertising 
committee. From left are Gene Pariseau, Coon Bros., Detroit; James Bertler, Nor'East 
Rambler, Mt. Clemens; Eliot, and Naiff Kelel, Greenfield Rambler, Detroit. Kelel is 
association vice-president and chairman of the ad committee. The car winner's name 
will be drawn by Eliot on his weather program July 7. Entries are made by filling 
out a blank at any of the 19 Rambler dealerships in the area. 





HOW ALEMITE TURNED A SPACE 
PROBLEM INTO A PROFIT PAYOFF! 


Lack of space was putting a crimp in this dealer’s operations. And it was putting 
a crimp in his profits. His service men were wasting too much time jockeying cars 
around because of the compactness of the building. Service was delayed. And 
expansion of the building was out of the question. Then he consulted Alemite. The 
solution: “Make use of your ceiling area.” A bank of Alemite lubrication reels was 
installed overhead for each stall. Now, mechanics handle all necessary lubrication 
right on the spot —after all other work has been completed. There’s no more jock- 
eying around of cars. Service is fast and prompt. Time and space are being used 


This is typical of the way Alemite helps dealers design their service depart- 
ments to fit their space and traffic requirements. If you’re looking for a better way 


to build better work flow. . 
Alemite “Ideas in Action” can be a big help. Ask your Alemite representative for 


a personal showing . . . or mail the coupon! 


. bigger profits ... into your service department, 
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Award Presented— 


Roger M. Greene, center, Philip Morris, 
Inc., advertising vice-president, accepts 
the 1960 Alfred P. Sloan Radio-TV Award 
for highway safety from Albert Bradley, 
left, chairman, Alfred P. Sloan Foundation, 
and former General Motors chairman. 
Looking on is William H. Lowe, National 
Safety Council chairman. 


In the Letterbox 





(Continued from Page 14) 


nancial statement or the local Ro- 
tary Club. We want to make money, 
but never at the expense of our 
integrity. Otherwise it, indeed, be- 
comes “the root of all evil.” 

5. Why did our speaker look 
down at those professions where 
people work with a straight sal- 
ary? Automobile salesmen would 
not have anything to sell if there 
were not millions of persons with 
a stable salary. We do not en- 
hance our profession by taking 
pot shots at those who make it 
possible. 

Moreover, the fact that so much 
of our income is commission is not 
all rosy. This can attract those 

who are less secure and who are 
unable to hold a steady job. The 
obvious high transciency of sales- 
men, particularly in larger cities, 
is both economically unsound and 
morally indefensible. This condition 
is an indictment of both personnel 
policies and personnel. 

Finally, the entire atmosphere of 
the meeting was more character- 


istic of a circus than a seminar. 
Even our breakfast music was 
harsh and loud. At such a program 
we need to take a more serious 
look at who we are, where are we 
going and how are we going to get 


Stromberg-Carlson Hikes 


Car-Radio Share 


ROCHESTER, N. Y.—An increas- 
ing share of the auto radio market 
has been gained by General Dy- 
namics-Electronics, Arthur J. 
Hatch, general manager of the 
Commercial Products Division, told 
distributors at a meeting here. 

He stated the share of the total 
auto radio sales for th « Stromberg- 
Carlson line tripled during the first 
quarter of 1961, compared to the 
similar period of 1960. Hatch at- 
tributed the increase to the wide 
range of models available, to the 
rapid growth in the number of S-C 
distributors and to the national ad- 
vertising and promotion effort 
placed behind the line. 


there. We need great ideas, not 
gimmicks. 

Let’s leave the scantily clad girls 
to the swimming pools, the juve- 
nile illustrations to the grade 
school, the carrot dangling to the 
donkey and the shouting to the 
evangelists. Our job is to sell prod- 
ducts of a basic industry with dig- 
nity and integrity, It igs my hope 
that in the future the quality of 
your promotional programs will be- 
gin to approach the quality of our 
product—Chevrolet. “Quality Con- 
trol” is needed there, too!—CLypE 
E. Weaver, Chicago. 4 

* * 


Circa 1941 


The car I own 

Is of ancient vintage— 
Not in a class 

With atomic mintage— 


When I seek parts 
The dealer is all out— 
So what I dread the most 
Is fall-out! 
—J. H. Reev, San Antonio 
oe * * 


One Customer for 55 Years 


The writer signed the first Cad- 
illac contract in 1906. On May 24, 
1906, Mr. Claude Murray, Canaan, 
N. H., purchased two one-cylinder 
Cadillacs and paid $730.50 each. 

Today, May 25, 1961, he purchas- 
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MOVES ANYWHERE—GOES ANYWHERE! Alemite “On-the-Car” Wheel 
Balancer is easily operated, self-contained, precision-built. Exclusive hand strobe 
light and pickup proves to your customers the need for balancing—shows perfect 
results when the job is done. Gives both up-and-down, and side-to-side correction. 
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Alemite Division 


Name 
Address 


City 





ORB 8U > 


DIVISION 


ONE LIFT FOR ALL CARS! Ever wonder what 
type of car will drive into your service department 
next? Whatever it might be—compact, foreign, sports 
job, standard or wide track—the Alemite Lift handles 
them all. It adjusts quickly and easily to every size and 
shape of car on the road today! 






STEWART- WARNER 


CORPORATION 


1850 Diversey Parkway, Chicago 14, Illinois 
in Canada: Stewart-Warner Corporation of Canada, Ltd. 
Belleville, Ontario 


Stewart-Warner Corporation, Dept. DA-61 
1850 Diversey Parkway, Chicago 14, Illinois 


Please send me more “Ideas in Action” information. 


State 


» 


Zone 





ed a new 1961 Cadillac Sedan de 
Ville, which makes the 24th Cad- 
illac. 

It is quite unusual for a customer 
to be doing business with the same 
person for 55 years.—G. H. Mier, 
Miller Automobile Co., White River 
Junction, Vt. 


* + 
For the Record 


I was highly interested in review- 
ing your article in the May 29 issue 
of Automotive News regarding re- 
placement glass. This article, while 
it dealt principally with Chrysler 
signing independents for replace- 
ment glass, also touched on plans of 
Ford Motor Co. The inference I 
received was that Ford Motor Co. 
does not now market replacement 
glass. 

For your information, several 
years ago the Glass Division of 
Ford Motor Co. inaugurated a plan 
to sell “Car Lite” replacement 
glass through the leading independ- 
ent glass distributors. Our custom- 
ers now total nearly 200 in the 
United States and Canada, and we 
market replacement glass going 
back to the year 1952. This program 
includes parts for General Motors, 
Chrysler and American Motors ve- 
hicles—Henry G. BLeexker, sales 
manager, glass and paint products, 
Ford Motor Co. Glass and Chemical 
Products Division. 

* ok K 


More Pontiacs 


On Page 75 of the 1961 AuTomo- 
TIVE News Almanac the total Pon- 
tiac cars in operation is listed as 
2,552,964. Shouldn’t it have been 
3,552,964 ? 

Eprror’s Norte: Yes. Sorry. 


54 Percent Fail 
Safety Check 
In St. Louis 


ST. LOUIS. — Fifty-four percent 
of the automobiles checked on 
Monday, the first day of the four- 
day safety drive here, were found 
to have mechanical] defects. 

The program is being conducted 
by the St. Louis Safety Council in 
cooperation with members of the 
Greater St. Louis Automotive Assn. 

Of 484 vehicles checked, 257 failed 
to pass all 10 points in the safety 
check made by mechanics from 
members of the Independent Ga- 
rage Owners Assn. 

Nine drivers returned to the safe- 
ty lanes later in the day for 
rechecking after having their de- 
fects corrected. The most wide- 
spread hazard was the problem of 
inadequate brakes. This made up 
31 percent of the defects found. 

Tires in dangerous conditions ac- 
counted for 29 percent, and improp- 
er steering 27 percent. 


Tufty Named to Head 
Sioux Falls (S. D.) Assn. 


SIOUX FALLS, S. D. — Duke 
Tufty, Hutton-Tufty Co., has been 
named president of the Sioux Falls 
New Car Dealers Assn, He suc- 
ceeds Paul McKean. 

Other officers include Dale Tut- 
tle, Sioux Imports, vice-president; 
Joe Zimprich, Ray Quinn Co., sec- 
retary, and Ardel Prather, Sioux 
Ford, treasurer. 














ADVERTISEMENT 








It's the Truth! 


How Often the public thinks of you, And 
WHAT they think of you, has a direct 
effect upon your P & L statement. Folks 
want to find the most 
honest dealer they can, 
so it follows that there 
can be no greater asset 
than an image of hon- 
esty and friendliness. 
How can you better 
reach more people 
with such an image 
than through a friend- 
ly, newsy, weekly col- 


umn in your local 
newspaper which 
makes many people 


think well of you 
EVERY WEEK? High 
moral tone, plus hu- 
man-interest subjects 
builds a reader fol- 
lowing so much larger than regular ad 
format there can be no comparison, and 
this is proven by results being enjoyed now 
by several hundred happy clients. (Format 
is similar to this ad, about same size, with 
your pneto in place of mine.) This service 
available to one dealer only in any one 
newspaper . . . an exclusive rights of in- 
estimable value! Details without obligation 
from Edward Fiske Company (Publi¢ Rela- 
tions) 2 Depot Plaza, White Plains, N. Y. 


Ed Fiske 
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Better Selection, Training Urged .. . 


Beef Up Sales Staffs, 
Texas Dealers Told 


SAN ANTONIO. — The import- 
ance of strengthening sales forces 
was emphasized by three speakers 
at the 44th annual convention of 
the Texas Automotive Dealers 
Assn. 

Calling the sales staff “the 
Achilles heel of an otherwise 
strong automobile industry,” Ben 
D. Mills, Lincoln-Mercury gen- 
eral manager, urged a more care- 
ful selection of recruits. 

“Give them better training and 
provide inducements or incentives 
that will make them stay with you 
for five, 10 or 30 years,” he advised. 

“Figures show that 25 percent of 
all auto salesmen quit by the end 
of three months, and 50 percent of 
them do so by the end of their first 
year,” Mills continued. 

“You cannot build a strong sales 


Dealer Units Elect 
In North Carolina 


RALEIGH, N. C.—Dealer associ- 
ations in Rocky Mount and Al- 
bemarle, N, C., have elected officers 
for 1961-62. 

Heading the Rocky Mount Auto- 
mobile Dealers Assn. is D. O. Bul- 
luck, Bel Air Chevrolet Co, Ed 
Bandy, Ray Bandy’s (Plymouth), is 
vice-president, and O. B. Smith jr., 
A-C Motors, Inc. (Lincoln-Mercu- 
ry), is secretary-treasurer. 

Sanford Davis, Davis Motor Co. 
(Cadillac), was named president of 
the Albemarle New Car and Truck 
Dealers Assn. Other officers are 
Tom Brooks, Albemarle Truck & 
Tractor Co., vice-president, and 
James R. Nance, Confederate Mo- 
tors (Chevrolet), secretary-treas- 
urer. 


a 


How to take the slack and 


bind out of idler arms! 


Ordinary idler arms with threaded or rub- 





organization with this sort of a 
turnover.” 

Mills also called for greater 
manufacturer-dealer cooperation to 
dispel “a growing miasma of sus- 
piciousness in the automobile in- 
dustry in the last decade.” 

Helen Sachs, Sachs & Sons, 
Downey, Calif., urged dealers “to 
make every salesman feel like— 
and be—a VIP, for he is a very 
important person where you are 
concerned. 

“Select the best men possible, 
train them well and let them know 
that they are a vital part of your 
organization,” Mrs. Sachs said. 
“And in return they will sell for 
you like they never did before.” 

Vince Baker, general sales man- 
ager, W. K. Hurd Pontiac Co., Pue- 
blo, Colo., called the salesman the 
key to the dealer’s organization. 
‘If you accept everyone who 
comes along, you will catch only 
the drifters, the lazy, the dis- 
gruntled,” he warned. “Or you may, 
as did one dealer of my acquaint- 
ance, catch a character most want- 
ed by the FBI.” 

In screening applicants, he urged 
dealers to check their driver’s 
license, credit rating, persona] hab- 
its and whether they have police 
records. 

“Nothing is so embarrassing as 
to hire a man and then find that 
he cannot get a driver’s license,” 
he said. 


Other speakers included James 


Hayes Is Appointed 
DALLAS.—Ear] Hayes, president, 
Earl Hayes Chevrolet, Ninth and 
Lancaster, announced the appoint- 
ment of Bob Hayes as executive 

vice-president of the rer 2 <I ee eee ee eee SR I 










How to make ball-joints fit 
| snug... and stay snug! 
: All ball-joints gradually become loose 


C. Moore, National Automobile 
Dealers Assn. executive vice- 
president; M. R. Darlington, Auto 
Industries Safety Committee, and 
Milton C. Denbo, a wage-hour 
attorney from Washington. 


The more than 400 dealers who Ms 


attended the meetings voted to re- 
place the “automotive” in the as- 
sociation’s name with the word 
“automobile,” making it the Texas 
Automobile Dealers Assn. 

Cc. C. Gunn, Gunn-Betts Oldsmo- 
bile Co., San Antonio, advanced 
from first vice-president to presi- 
dent, succeeding F. D. Mitchell, 
Central Motor Co., Waco. 

Other new officers are John 
Nash, Capitol Chevrolet Co., Austin, 
first vice-president, and Charles F. 


1961 


New VW Dealership in Florida— 


This is the new home of Hialeah Springs Motors, Inc. (Volkswagen), at 990 Hialeah 


Turbiville, Turbiville Motor Co.,| Drive, Hialeah Springs, Fla. Owner and general manager of the dealership is Stan 


San Antonio. H. C. Pittman, Austin, 
was renamed executive secretary. 


Schultz, who has been a VW dealer for seven years. The new building is an enlarged 
and improved version of Schultz's old dealership in Miami Springs, Fla. 








Legislature Pleases Ore. Assn. 


By Ernest W. Peterson 
Staff Correspondent 

EUGENE, Ore.—The 1961 session 
of the Oregon Legislature was “ex- 
tremely successful” in areas affect- 
ing auto dealers, the 27th annual 
convention of the Oregon Automo- 
bile Dealers Assn. was told here. 

A summary of the lawmakers’ 
actions was given by Charles W. 
Wentworth jr., association vice- 
president and Legislative Com- 
mittee chairman. 

He said most of the important 
proposals directly affecting the 
auto industry were either tabled or 
died in committee. 

These covered such things as a 
permanent license-plate system, 
barring dealers from selling insur- 
ance or receiving benefits, truth in 
lending, change in licensing age 
for young drivers from 16 to 18 
years, and a curb on turnback of 
odometers. 

A bill calling for seat belts on all 
new cars sold after July 1, 1962, 
was passed by the House and de- 
feated in the Senate. Wentworth 
said the OADA opposed the pro- 





How to keep tie rod ends 
lubricated for longer life! 
Ordinary tie rod ends develop ‘‘dry 


posal, contending that the use of 
seat belts “should come through 
education and not legislation.” 

However, he said the associa- 
tion supports the principle of seat 
belts and other safety equipment, 
and believes its members should 
encourage their sale and use. 

The only bill that passed both 
houses, Wentworth continued, re- 


lated “to removing a point of al- 


Claim Ex-Dealer Hid 


$50,000 in Bankruptcy 


DALLAS.—Morris Robinson, a 
former auto dealer, has been ac- 
cused of concealing more than 
$50,000 in bankruptcy proceedings 
by transferring assets of his com- 
pany to his wife and children. 

A hearing was scheduled for 
today (May 15) on a petition filed 
by Trustee Robert M. Ewing. Rob- 
inson filed for voluntary bank- 
ruptcy last August. He claimed 
debts of $84,000 to unsecured cred- 
itors and said his company’s only 
nonexempt assets were $9,852 due 


leged unconstitutionality in the re- 
tail finance act. 

“It meant, in effect, that signing 
by the customer of a retail contract 
did not conclusively mean that said 
customer received the completed 
copy,” he said. 

“The burden of proof is still on 
the customer to prove he did not 
receive the copy.” 

He also reported that efforts to 
enact regulations aimed at ending 
the gasoline price wars were futile. 

Unemployment  compensa- 
tion laws were liberalized slightly, 
but fell short of what labor leaders 
wanted, he said. 

Another casualty, he added, 
was a proposal to eliminate the 
Personal property tax and sub- 
stitute a 2.7 percent business tax. 
Wentworth said the Legislature 
approved a bill under which em- 
ployes of small firms will be allow- 
ed to hold NLRB-type elections to 
decide whether they want to have 
union representation or not, 

This is expected to strike a blow 
at organizational-ty pe picketing, 
he said. 


on open account, 





THESE SPECIAL M006 
“PROBLEM-SOLVERS’... 


build customer confidence 
by actually doing a better 
job than the parts they re- 
place. They often open the 
door to other types of under- 
car repairs...leading to bo- 
nus sales of MO0G’s complete 
line of coil action and other 
spring-suspension parts. 





ber-loaded bearings are often too tight 
when new, yet quickly wear too loose... 
resulting in (1) difficult, erratic steering 
(2) road wander (3) uneven tire wear 







MOOG STEERING STA- 


) BILIZER converts original 
equipment idler arm assem- 
blies from rubber or threaded 
bearings to smooth ball-bear- 
ing action. The car owner notices the dif- 
ference immediately in improved feel of 
the wheel, faster steering response and 
more effortless driving. Eliminates ex- 
cessive steering play, permits better 
wheel alignment, prolongs tire life. 





| due to the constant hammering of the 
. wheel. Many are loose even when new! 













Results in (1) excessive tire wear (2) 
front-end noise (3) wheel shimmy 


MOOG | ADJUSTABLE 

BALL-JOINT has a special 
threaded plug that adjusts 
down with the twist of an 
Allen wrench and locks out 
front-end play. Permits custom-tuning of 
the ball-joint for perfect front-end align- 
ment. Can be re-adjusted as necessary, 
thus providing a permanent solution to 
the loose ball-joint problem. And they pay 
for themselves through longer tire life! 


sockets’”’ due to improper lubrication 
and quickly become loose through wear 
. . . resulting in (1) front-end shimmy 
(2) erratic steering (3) uneven tire wear 








2 

as MOOG ‘GUSHER-BEAR- 
he 14 ING” TIE ROD END fea- 

a ae tures special porous bearings 
Cet that soak up oil like a sponge. 
wy They actually “breathe” lu- 
bricating oil to all bearing surfaces, thus 
preventing dry metal-to-metal contact 
for longer life of the unit. A MOOG Tie 
Rod End can’t pull out, burn out or blow 


out! Corrects front-end shimmy and 
erratic steering, increases tire life. 


Start ringing up your share 
of these profitable under- 
car sales. Contact your M006 
| jobber or distributor today! 


UNDER-CAR PARTS 


MOOG MEANS MORE 
UNDER-CAR BUSINESS 





MOOG INDUSTRIES Inc., St. Louis 33, Mo. 








WHEN CAR AND TRUCK OWNERS 
| SPEAK THEIR MINDS— 


The Chevrolet Owner Relations Program, first and 
only one of its kind in the industry, works in many 
different ways to find out what owners want in the 
way of products and services. Even at the Auto Shows 
and General Motors Motoramas, where the latest 
automotive products are displayed, owners of past 
and present Chevrolet models—and all other makes, 
for that matter—are sounded out on their opinions 
of Chevrolet products and services. By knowing 
what pleases today’s owners most, Chevrolet retains 
their loyalty and wins new customers for the future. 


In this most recent move by the Chevrolet 
Department of Owner Relations, auto show and 
Motorama visitors from New York to San 
Francisco were given questionnaires at a special 
booth. They were asked to give their frank 
opinions on Chevrolet and Chevrolet services— 
and to list features they would like to see on 
future models. We’re happy to say the majority 
of the opinions were most flattering to Chevrolet 
and dealers. But the compliments and criticisms 
alike are important guides toward strengthening 


nobody listens like Chevrolet 


our continued efforts to give customers the kind 
of products and services they want. 

Car owners know what they want and nobody 
knows it better than Chevrolet. Through customer- 
keyed programs like these, the Chevrolet Depart- 
ment of Owner Relations keeps working to 
maintain owner product and service preferences 
of today—and build even greater preferences 
for tomorrow. . . . Chevrolet 
Division of General Motors, Ay 


Detroit 2, Michigan. 


Chevrolet dealers are No. 1 with customers because customers are No. 1 with Chevrolet dealers 


eT Med ee ee eee 
CHEVY WANTS TO KNOW 








Robert M. Burch has been named 
an account executive in Electric 
Autolite Co.’s Detroit sales office. 

Burch will have responsibility for 
the sale of all Autolite products to 
Ford Motor Co., including spark 
plugs, batteries and starting, light- 
ing and ignition systems, 

ok * ok 


Beukema, Serjeant Named 


Muskegon Piston Ring Reps 


John R. Serjeant and Charles R. 
Beukema have been named factory 
representatives for the Replace- 
ment Division, Muskegon Piston 
Ring Co. 

Beukema will represent Muske- 
gon in the Midwest, and Serjeant 
will be assigned to the Pacific 
Coast area. 





Eye Catcher— 


A real stopper is this display of a 
} super-stripped, “no-door” 1961 Valiant 
for “only $877," as offered by Mackaig 

& Sons, Los Angeles. In addition to the 
absence of doors, the car doesn't have an 


engine, any wheels, seats or anything| Perfect Circle Picks Minshall 
else, either. These—the ‘‘makin's’’—are 


available for $1,129. Shown with this| 48 Marketing Vice-President 


} novel merchandising device is R. Mackaig, Drex D. Minshall has been 
dealership president. Mackaig is also| named to the newly created post 
president of the Plymouth Dealers Assn.| of marketing vice-president for 
of the Los Angeles Region. Perfect Circle Corp., Hagerstown, 


ci ! Sai 
and Repair Kits by 


nt 
STAINLESS STEEL 


Rocker Panel Repair Kits 


Cuts Rocker Panel Reconditioning Costs in Half! 


* * * 


ALOnLe 
ACCESSORIES 








Complete with attach strips to fit underneath gleaming stainless steel 
4 rocker panel to bridge dents and rotted out sections of old panel. 
Easily installed with only a drill and screw driver. No cutting or weld- 
ing. Telescopic design permits adjustments from 56"’ to 90''. No 
screws show. Four sizes fit most cars and station wagons. 


Use This Current Listing to Select Panels for Your Specific Needs 


RP 22 RP 31/2 RP 4 
Chevrolet 1949-57 Ford 1951-56 Buick 1948-60 
Chevrolet 1959-61 Lark 1959-60 Buick Special 61 
Buick 61 Mercury 1951-56 Cadillac 1959-61 
Dodge 1953-56 Nash 1951-56 Chevrolet 58 
Falcon 1960-61 Oldsmobile 61 Oldsmobile 1954-60 
Edsel 1958-59 Rambler 61 F-85 61 
Ford 1957-61 Thunderbird 1958-61 Pontiac 58 
Mercury 1957-60 English Ford 1959-61 Tempest 61 
Nash 1957-60 Opel 1959-61 RP 4-C 
Oldsmobile 1950-53 = Vauxhall 1959-61 Chrysler 1957-61 
Plymouth 1953-56 Volvo 1959-61 Corvair 1960-61 
Pontiac 1949-57 DeSoto 1957-60 
Pontiac 1959-61 Dodge 1957-61 
Stude/Hawk 1953-61 Plymouth 1957-61 

Valiant 1960-61 


This listing includes 2-Dr., 4-Dr. and Station Wagons 





STOCK ONLY FOUR PAIR TO FIT 9 OUT OF 10 CARS 


Stock No. Dealer's Cost 
RP-2'/2 2¥2” width . . . $10.56 a pair 
RP-3'/2 32” width - « « | 13.65 @ pair 
RP-4 4” width ee 13.65 a pair 
RP-4C 4” width . . . 13.65 a pair 


ORDER TODAY! WE PAY TRANSPORTATION 
CHARGES. FULL MONEY BACK GUARANTEE 


GROBOSKI INDUSTRIES, INC. 
319 W. Main Street, Dept. AN 619, Sheffield, Pa. 














| | 

BUY FROM | Immediately send following pairs of Universal Rocker Panels: | 
YOUR LOCAL : eae No. Pairs _—— No. No. — | 
JOBBER ! ne returned in full if you are not ‘met aia 

| Terms: C.0.D., Check or M. O. ; | 

| Name Ee | 

or write | Company | 
for | Address 
literature : City Zone___State | 
ee ee eS SS SS SS SE SS SS SS SY ce Se SS 4 
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he graduated from Harvard Lav 
School. He is a 1917 graduate of th: 
University of Notre Dame an 
holds honorary law degrees from 
Notre Dame and St. Mary’s College. 


* * * 
Cars Rental System Names 


Western Representative 


Cars Rental System, Fort Lau- 
derdale, Fla., has appointed Jack 
R. Lynch its 
Western repre- 
sentative with 
headquarters in 
Los Angeles. 

The new region 
will include the 
states of Califor- 
nia, Arizona, Ore- 
gon, Washington 
and New Mexico, 
with general of- 
fices at 611 South 
Gramercy Place, 


ada, he was general manager of 

Ford’s Aircraft Engine Division in 

Chicago. From 1949 to 1951, he was 

director of manufacturing of Ford 

International Division, Dearborn. 
+ + oe 






































Essex Wire Names Gerber 

Jack Gerber has been named 
sales manager, industrial-appliance 
wire products, Wire and Cable Di- 
vision, Essex Wire Corp., Fort 
Wayne, Ind. 


Ind., manufacturer of piston rings. 

Minshall has been with Gates 
Rubber Co., Denver, since 1939, His 
most recent position with Gates 
was automotive and hardware sales 
manager. 


* * * 
Stroker Named to Manage 


Collins & Aikman Unit 


Robert M. Stroker will succeed 
P. H. Chance as general manager 
of the Automotive Division of Col- 
lins & Aikman Corp. on June 30, 
it was announced 
by Ellis Leach, 
president. 

Chance is retir- 
ing after 42 years 
with the corpora- 
tion. He has been 
general manager 
of the Automo- 
tive Division 
since 1955, and 
before that was 
, in charge of cor- 
R. M. Stroker porate production 
planning. A vice-president and di- 
rector of the corporation since 
1933, he will continue as a director. 
Stroker joined Collins & Aikman 
in the sales department of the Au- 
tomotive Division in 1951, was ap- 
pointed sales manager for automo- 
tive fabrics in 1954 and became 
general sales manager in February, 
1960. 


* * * 
Capitani Joins Pullman 
L. Mason Capitani has become 
associated with the Pullman Sales 
& Engineering Co., St. Clair Shores, 


Mich., as general sales manager. 
* * - 


Voll and Omacht Join 


Board at Associates 

The election of Bernard J, Voll, 
president of Sibley Machine and 
Foundry Corp., South Bend, and 
George W. Omacht, senior counsel, 
Associates Investment Co., to the 
board of Associates was announced 
by Oliver C, Carmichael] jr., board 
chairman, 

A native of Zanesville, O., Voll 
has been president and director of 
Sibley since 1922, That same year 





Jack R. Lynch 
Los Angeles. 
a 


* * 
Bissinger Succeeds Rogosin 


As President of Tyrex 
Frederick Bissinger, president, 





Industrial Rayon Corp., Cleveland, 
has been elected president of 
(Continued on Page 21, Col. 1) 















; THE FIRST AND ONLY 
e REPLACEMENT OF ORIGINAL 
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ARPET over-TUNNEL 


THE MOST WANTED MAT FOR THE AFTER MARKET 


= * * 
Champion Names Davenport 
W. E, Davenport has been named 
merchandising director of Cham- 
pion Spark Plug Co. 
7 + * 
Ford Credit Names Mouton 
Grover E. Mouton jr. has been 
appointed manager of Ford Motor 
Credit Co.’s Lafayette (La.) branch 
office. 


EVERY MAT 
WITH 
FELT UNDERLAY 


* * * 
General Reassigns Robinson 


W. A. Robinson, former TBA 
manager for General Tire & Rub- 
ber Co., has been named South- 
western regional manager, TBA 
sales. 

* * * 

General Promotes Lynn 


Robert H. Lynn has been pro- 
moted by General Tire & Rubber 
Co. to manager, passenger tire 
sales, of the Detroit District. 

* * aK 


Ford Names Riley to Head 


Parts Promotion, Training 


Edwin J. Riley has been named 
parts and service promotion and 
training department manager, 
Ford Division, Ford Motor Co., 
Dearborn. 

Riley succeeds Rupert F. Lewis, 
who was appointed market rep- 
resentation department manager, 
general sales office. Riley, who 
joined Ford in 1950, has been su- 
pervisor, heavy-truck merchan- 
dising, general sales office, since 
May, 1960. 





DUPLICATES 
THE ORIGINAL MAT 


EXACT COLOR e RUBBER COMPOSITION 


e CARPET TEXTURE e CONTOUR AND FIT 


Average Weight: 10 Ibs. per box 

Label Classification 

Includes original part number 
and Pontiac fronts available at this time 


ORIGINAL 
COLORS 


INDIVIDUALLY BOXED 


@®eesee#2ee?e2¢e 





Only 1959 and 1960 Chevrol 
“ALSO AVAILABLE — A COMPLETE LINE OF 


‘AUTO CARPETS 


e ALL MODELS 















@& @ 8 


@® ALL MAKES 


® The quality, workmanship, custom 
® fit, selection of colors and range of 
® car coverage is incomparable at the 
® price. Deliveries are prompt. 


* * * 


Midland-Ross Elects 


L. Louis Malm has been elected 
a vice-president of Midland-Ross 
Corp. and appointed general man- 
ager of Industrial Rayon Co. The 
rayon company was merged into 


Co 
@ AVAILABLE IN 


Midland-Ross in April. Malm for-| ° ieee 
merly was vice-president for Indus- = 


trial Rayon. 


* * & 8 


Fansteel Elects Collinsworth 


President, Driggs Chairman 


Even T, Collinsworth jr., 39, has 
been elected president and chief 
administrative officer of Fansteel 
Metallurgical Corp. He succeeds 
Dr. Frank H. Driggs, who was 
elected chairman. 

Collinsworth was elected execu- 
tive vice-president of Fansteel and 
its subsidiaries when he joined the 
company last August. He later was 
named a director and a member of 





& 
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A LISTING OF SOME OF OUR DISTRIBUTORS 


> ® 


Fred A. Carleson, Salt Lake City, Utah 
Granitize Company, Atlanta, Georgia 
Ken Smith, Chattanooga, Tennessee 
Norwood Auto Trim, Norwood, Ohio 
Protecto, Canton, Ohio 

State Auto Supply, St. Louis, Missouri 
St. Paul Jobbing Company, St. Paul, 

Minnesota 


Thomas Cox & Company, Charlotte, 
North Carolina 


A & D Distributors, Des Moines, lowa 
Auto Rugg, Denver, Colorado 

@ Automotive Porter, Milwaukee, 

@ Wisconsin 

@ CC. P. Hunt, Oakland, California 


® Crown Auto Supply, Kansas City, 
© Missouri 

Custom Auto Carpet and Mat 
Company, Chicago, Illinois 

® — Dixie Auto Supply, Louisville, 


9 @ 


th ti ittee. o 
. er e Kentucky Wolfson Company, Omaha, Nebraska 
Ford of Canada Names e SOME CHOICE TERRITORIES ARE STILL AVAILABLE 


Moore a Vice-President 


A. C. Moore has been elected a 
vice-president of Ford Motor Co. 
of Canada. He will be in charge 
of manufacturing, succeeding R. S. 
Bridge, who has retired. Moore has 
been general manufacturing man- 
ager of Ford of Canada since Octo- 
ber, 1959. 

Prior to coming to Ford of Can- 


For further information and colorful catalogs write 


CUSTOM AUTO CARPET CO. 


PIVISION OF PROTECTO PRODUCTS 


SUBSIDIARY OF 


ee, 


MANUFACTURING CO 


714 WEST MONROE - CHICAGO 6, ILL. 
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(Continued from Page 20) 


son, who has retired after 44 years 
with Fisher Body. Weigand, who 
joined Fisher Body in 1940, has 
been manager of the division’s Los 
Angeles plant since 1956. 

* * * 


Ford Motor Credit 


Names Trio in Texas 


Three branch-office managers 
have been appointed by Ford Motor 
Credit Co. 

They are Everett E. Musick in 
Abilene, Tex.; W. Floyd Smith in 
Odessa, Tex., and Bill M. George 
in Lubbock, Tex. . 

Ed * 


Tyrex, Inc., an association of Tyrex 
rayon tire-cord producers. He suc- 
ceeds I. Rogosin, who recently re- 
tired as president and chairman of 
Beaunit Mills, Inc., New York. 
Other Tyrex officers elected 
were: Philip B, Stull, chairman and 
president, American Enka Corp., 
Enka, N. C., vice-president, and 
Hasting W. Baker, secretary and 
treasurer, Beaunit Mills, Inc., treas- 
urer. Philip E. Robinson continues 
as executive secretary. 
* * * 


Chrysler Names Borden 


Top Auto Research Engineer 


David M. Borden has been 
named chief automotive research 
engineer for Chrysler Corp.’s En- 
gineering Division. He will direct 
the division’s gas 
turbine, piston 
engine, drive 
train, chassis and 
body research ac- 
tivities. He also 
will be responsi- 
ble forthe re- 
search design and 
research mechan- 
ical department. 

Borden was as- 
sistant chief en- 
gineer for gas- 





































* 
Clark Equipment Division 


Promotes Bent in Sales 


C. W. Bent has been appointed 
product sales manager of attach- 
ments and container handling 
equipment for the Industrial Truck 
Division, Clark Equipment Co. 

Bent joined Clark in 1947, He 
served in the industria] engineering 
and plant layout departments be- 


David M. Borden 
turbine research prior to his ap- 
pointment. He joined the company 
in 1935 as an engineer in the struc- 
tures laboratory. 

* * 


Kaiser Promotes Heard 


B. J. Heard has been named ex- 
ecutive vice-president and general 
manager of Industrias Kaiser Ar- 
gentina, S. A., Buenos Aires, an 
affiliate of Willys Motors, Inc., and 
Kaiser Industrias Corp. Heard has 
been with the Kaiser automotive 
interests since 1947 and has served 
the Argentine company as general 
works manager and operations 


manager since 1954. 
* * ok 


Hilty Succeeds Wells 


William J. Hilty has been ap- 
Pointed exposition manager in the 
communications department of 
American Society for Metals. He 
succeeds Chester L, Wells, who will 


retire from ASM in June. 
* Ed * 


Ford Credit Appoints 


Albert E. Rohn has been appoint- 
ed manager of Ford Motor Credit 
Co.’s branch in Oak Lawn, Ill. The 
branch office is in the Ranch 
Manor Shopping Center, 111th and 
S. Crawford Ave. Rohn formerly 


was with General Finance Corp. 
* * * 


Ford Appoints Lewis 


District Sales Manager 


Rupert F. Lewis has been named 
Ford Division New Orleans dis- 
trict manager, succeeding Earl S. 
Davidson, who 
retired after 15 
years with Ford. 

Lewis had been 
market represen- 
tation manager 
at Ford’s general 
sales offices in 
Dearborn. He 
joined Ford in 
1947 as a business 
analyst trainee at 
San Jose, Cailif., 
and, after a se- 
became divi- 


Rupert F. Lewis 
ries of promotions, 
sional manager of parts and service 


promotion and training in 1960. 
eS * * 


Autolite Names Woods 


For AMC Sales Liaison 


Robert T. Woods has been named 
an account executive responsible 
for supervising sales relations with 
American Motors Corp. in Electric 
Autolite Co.’s original equipment 
sales office in Detroit. 

Woods continues as original 
equipment die-casting sales man- 
— 8-0 % 


Wiegand Succeeds Hanson 


In Fisher Body Position 
Glenn W. Weigand has been ap- 
pointed general factory manager 
of Fisher Body plants in the West- 
ern states assembling Chevrolet 


bodies. 
He succeeds Frederick H. Han- 


fore being named assistant super- 
intendent of manufacturing. When 
Clark entered the containerization 
field in 1954, Bent was appointed 
product manager of the Mobilvan 


Division, Prior to his new appoint-| | 


ment, he was product manager of 
container handling devices. 
* * * 


Thor Promotes Slater 


The appointment of Milton E. 
Slater as executive assistant to the 
president of Thor Power Tool Co. 
has been announced, Slater had 
been in the Thor sales department 
since 1948, 

* - 


* 

Higgins Takes U.S. Post 

James H. Higgins, Akron, who 
long has been identified with the 
rubber industry, has been named 
chief of the rubber branch, Chem- 
ical and Rubber Division, Business 
and Defense Services Administra- 
tion, United States Department of 
Commerce. 

* * 


Bostrom Elects Simons 
Allison K. Simons has been 
named vice-president of Bostrom 
A. G., a stock company which is 





Georgia Tech's "Ramblin' Wreck’— 


Georgia Tech's 1930 Model A Ford, purchased for $1,000, will be used as a mechan- 


an international affiliate of the Bos-| ical mascot at football games and other student rallies. The school sings of “a 
trom Corp., Milwaukee. Headquar-| ramblin’ wreck from Georgia Tech” but this is its first rambling wreck mascot. These 
ters for Bostrom A. G. are in Zug,| student leaders include two female cheerleaders who are among the 48 coeds now 


Switzerland. 





at the 76-year-old engineering school. 


Packard Wiring Systems 


SAVE 
ASSEMBLY 
OPERATIONS! 


Packard Electric engineers strive continually 
to make their products less expensive and 
faster to install. Now they have made it 
possible for the already efficient automotive 
wiring harness to become an even more com- 
plete sub-assembly. @ For example, the 
dome light of the Corvair is attached to the 
wiring harness at Packard and shipped ready 
to snap into the roof of the car along with the 
wiring. Single terminals are replaced by 
“Snap Fast” multiple connectors, fuse blocks 
and other cost-saving components. @ If your 
present wiring harnesses do not include these 
advantages ask Packard Electric engineers to 
help work out modern wiring systems for you. 
Packard Electric, the world’s largest producer 
of automotive wiring systems, has sales and 
engineering offices in Detroit and Chicago. 


Packard |} Electric 


CY 
, 


“Live Wire” division of General Motors 


Warren, Ohio oe 
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VALUE IN 


Here are some of the important features 
that give Borroughs Bins EXTRA appeal 
to parts dept. managers throughout the 
land. Get ALL the Borroughs facts 
before you buy another bin! 


Borroughs sliding dividers 
20 gauge, in 1%”, 3%”, 4%” and 
6%” heights. 3” base flange. Dividers 
snap over front and rear shelf flanges 
and hold by spring tension. Label 
holder attached. 





Sliding label holders 


Travel with dividers. 20 gauge steel. 
Holders snap over shelf at any point, 
utilizing spring tension. 3” black oxide 
label holder attached. 


Borroughs standard trays 


22 gauge one-piece flanged and hemmed 
body, for maximum strength. Formed pull. 
Lanced label holder and partition slots. 20 
gauge back stop spot welded to back of tray. 


Borroughs sliding shelves 


18 gauge steel. 357%” long with 7%” front and rear 
flange. Front flange has a ¥%” return flange, and is 
pierced at each end to receive 3” label holders. 


send fer Catalog TODAY! 





These Borroughs warehouse distributors are at your service.... 


ALEXANDRIA, VA.: 
ATLANTA: 
BROOMALL, PA: 
BUFFALO: 
CHICAGO: 
CINCINNATI: 
CLEVELAND: 
DALLAS: 
DENVER: 
DETROIT: 
FARGO: 

FORT WORTH: 
FRESNO: 


ONOLULU, Hawaii: 


Universal Equipment Co. 
2420 Oakville St. 


Bins & Equipment Co., Inc. 
1918 Buford Highway, N.E. 
East Coast Distributing Co. 
2010 Boxwood Dr. 


Automotive Bin Service Co., Inc. 


51 Isabelle 


Felix F. Loeb., Inc. 
8810 S. Vincennes Ave. 


Automotive Bin Service Co., Inc. 


1220 Richmond St. 


8905 Lake Ave. 


W. W. Cannon Co. 
9739 Denton Dr. 


Barker Co. 
421 Santa Fe Dr. 


Automotive Bin Service Co., Inc. 


10040 Freeland Ave. 
Adams, Inc. 

6 North 13th St. 
W. W. Cannon Co. 
P. O. Box 464 
Healey & Co. 

2302 Tulare St. 


Hunters’ Office & Industrial 
Equipment Co, 
538 Reed Lane 


Automotive Bin Service Co., Inc. 


W. W. Cannon Co, PHILADELPHIA: 


1901 Winter St. 


HOUSTON: 


INDIANAPOLIS: Automotive Bin ServiceCo., Inc. PITTSBURGH: 
4508 Alisonville Road 
JACKSONVILLE: Bins & Equipment Co., Inc. PORTLAND, Or.: 
2610 Ligustrum Rd. 
KANSAS CITY, MO.: Siggins Co. SAGRAENTGs 
re SALT LAKE CITY: 
LOS ANGELES: Green-Penny Co. : 
4180 E. Noakes St. 
ST. LOUIS: 
LOUISVILLE: Automotive Bin Service Co., Inc 
204 Builders Bidg. ST. PAUL: 
MEMPHIS: Metal Products Co. 
1620 Channel Ave. 
MILWAUKEE: Felix F. Loeb, Inc. SEATTLE: 
864 E. Birch Ave. 
SEATTLE: 
NEW ORLEANS: £dco Metols, Inc. 
3030 Josephine St. TACOMA: 
NEW YORK: Borroughs Mfg. Corp. 
121 Varick St. TOLEDO: 
OAKLAND: William A. Gore Co. 
1834 Adeline St. WATERTOWN, Mass.: 
OKLAHOMA CITY: W. W. Cannon Co. " 
P. O. Box 7317 PUERTO RICO: 
OMAHA: Siggins Co. CANADA: 
1236 S, 13th St. 


East Coast Distributing Co. 
780 S. 52nd St. 


Automotive Bin Service Co., Inc. 
1302 Highland Bidg. 


The Brower Co. 
1633 N. W 21st Ave. 


Paul W. Roeder Co. 
1721—13th St., P.O. Box 1552 


Business Equipment Co. 

949 E. 21st, South 

Siggins Equipment Co. 

1410 Pierce Ave. 

Borroughs Mfg. Co. 

Factory Branch and Warehouse 
809 Hubbard Ave. 

The Brower Co. 

114 Virginio St. 

William A. Gore Co. 

214 3rd Ave., S. 

Tacoma Asbestos Co. 

25th and Holgate 

Automotive Bin Service Co., Inc. 
518 Jefferson Ave. 

Alexander Stee! Products, Inc. 
264 N. Beacon St. 
Automotive Specialties, Inc. 
1100 Corchado St., Santurce 
Wickware-Stackbin, Ltd. 

P.O. Box 740, Perth, Ontario 





© ce R °o U G is 5 MANUFACTURING COMPANY 


OF KALAMAZOO 


A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 


3026 NORTH BURDICK ST, alli. KALAMAZOO, MICHIGAN 
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Patio Showroom— 

Joy Rambler's combination patio and salesroom attracts a crowd at its official 
opening in Decatur, Ga. Six cars are on display at all times. Brightly lighted at 
night, the patio is a round-the-clock silent salesman. 


y 


Dealers Modernize 


*» 








Critz Modernizes Used-Car Lof— 


Critz Buick modernized its used-car lot in Savannah, Ga., by providing overhead 
protection for 20 cars and redecorating the used-car office. The firm also repainted 
the backboard and added more neon lights. The whole operation cost $4,000. 


Growing Dealerships . . . 
Auto Dealer Expansions 


Schappe Pontiac Moves 


To Larger Quarters 
MADISON, Wis.—Schappe Pon- 
tiac, Inc., is moving to larger quar- 
ters at 801 E. Washington Ave. 
The move will add 16,000 square 
feet of sales room, offices and new- 


Congress Seen 
Becoming More 


Consumer-Minded 


WASHINGTON.—Congress is be- 
coming increasingly tnterested in 
legislation designed to protect the 
consumer, Senator Maurine B. Neu- 
berger, Oregon Democrat, told 50 
members of the United Rubber 
Workers who were here to partici- 
pate in a five-day study of govern- 
ment. 

Mrs. Neuberger said she believes 
the consumer is receiving more at- 
tention these days. She observed 
that the Department of Labor’s 
consumer price index for February 
found prices higher than ever with 
the exception of prescriptions and 
drugs. 

She credited the decline in pre- 
scription and drug prices to the 
1960 investigations conducted by 
Senator Estes Kefauver, Tennessee 
Democrat. 

Discussing the _ truth-in-lending 
bill, of which she is a co-sponsor, 
Mrs. Neuberger said it “would per- 
mit the consumer to shop for the 
cost of credit as he would shop 
for a car.” 


West Coast Editor Tops 


In Economy-Obstacle Run 


SAN FERNANDO, Calif.— 
William Carroll, Automotive News’ 
West Coast editor, won the Econ- 
omy Run Obstacle Course at a day 
of press trials conducted by the Los 
Angeles and Orange Counties 
Dodge Dealers Assn. 

Carroll completed the course in 
2 minutes 47 seconds, using less 
than one-tenth of a gallon of gaso- 
line. 










car make-ready, for a total of 
45,000 square feet, said Ray L. 
Schappe, president. Schappe, which 
has six used-car lots, sold 2,533 
used cars and 601 new cars last 
year. 

e+ «& 


Swatelle Builds 


GARNER, Ia.—Warren Swatelle, 
Ford dealer, is building a new 
garage on Highway 18. 

* * of 


New Building for Weeks 


Going Up This Summer 


DURHAM, N. C.—A. D. Weeks, 
president of Weeks Motors, Inc. 
(Lincoln - Mercury - Comet - English 
Ford), 408 Greer St., has announced 
plans to construct a new building 
across the street from the firm’s 
present location. 

The one-story brick building will 
be ready by Sept. 1, he said. 

Do You Need 
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WE RENT CARS 
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Solution to Loaners— 


Charles Ringler, left, sales manager, 
Nehls Chevrolet Co. (Chevrolet-Oldsmo- 
bile-Cadillac), Marshall, Tex., claims this 
sign at the entrence to the service de- 
partment has solved his loaner problem, 
causing most customers to refrain from 
making such requests. 
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Warranty Demands Dip Sharply Despite Extended Coverage, Says Mills . . . 


L-M Cars Get Rigid Quality Test 


By Francis J. Gawronski 
Staff Writer 

WIXOM, Mich.—Lincoln-Mercury 
last week showed off a unique 
quality-control program at its as- 
sembly plant here—a program that 
is beginning to pay dividends for 
the division. 

As evidence of Lincoln-Mercu- 
ry’s confidence in its product 
quality, the Lincoln Continental 
is the only car in the industry to 
carry a two-year or 24,000-mile 
warranty. 

“The two-year warranty is some- 
thing we knew we could live up 
to,” Ben D. Mills, L-M general man- 
ager, said as he invited newsmen 
to inspect new quality-control prac- 
tices. 

Mills said that despite the ex- 
tended coverage, warranty de- 
mands are down sharply, 

“Eventually, the cost will be 
brought within the level of the pre- 
vious warranty of 90 days or 4,000 
miles,” Mills predicted. 

An example of the division’s ex- 
tensive quality efforts—a 12-mile 
road test for all Lincoln Continen- 
tals — was demonstrated for the 
visiting newsmen. 

Longest in the industry, the 
road test also is unusual because 
it is used for every Continental 
which leaves the assembly line. 
The 50-minute test over a special 
track and country roads was added 
at the Wixon plant, the only fa- 
cility which assembles Continentals, 
at the beginning of the 1961 model 
run, 

At the end of the assembly line, 
one of 11 experienced test drivers 
takes over each Continental to 
check a list of some 200 items cov- 
ering riding, handling and opera- 
tional characteristics, 

Items checked include steering 
which undergoes a rugged test as 
drivers perform “figure 8s.” Brakes 
and transmissions are tested at 
various speeds and on different 
types of roads. Heating and air- 
conditioning temperatures and the 
flow of air through outlets are ex- 
amined. The operation of power 
windows and seats and cigaret and 
cigar lighters also are checked. 

The driver, his ear tuned to 
pick up the slightest noise, con- 
tinually makes notes as the car 
is driven past a sound wall and 
over a washboard road. 

When the car returns from the 
test run, it passes through a three- 
minute water test, a special lubri- 
cation leak test and a complex elec- 
trical systems check of some 300 
components. 

The car is given its final approv- 
al for shipment only after all ad- 
justments are made and another 
shorter road test. 

In addition to the road test, other 
tests are given to major compo- 
nents of each Continental. Each 
transmission receives a 30-minute 
run-in test and each generator is 
run-in 15 minutes before installa- 
tion. 

According to Mills, tests such 
as these have helped boost Lin- 


Former Dealer 
Gets Jail Term 





coln-Mercury into fifth place 
among the 12 auto divisions in 
the country, “a climb from the 
eighth-place position we held a 
year ago.” 

“Our penetration for the division 
is running in the neightborhood of 
5.7 percent for the year, a 35 per- 
cent improvement over last year, 
which is the best improvement of 
any division in the industry,” Mills 
pointed out. 

“In reviewing preliminary sales 
figures for the first 20 days of May, 
our division ranked third among 
all auto divisions, directly behind 
Chevrolet and Ford, and it now ap- 
pears we were in fourth position 
for the entire month. 

“Our sales of Comets, Mercurys 
and Lincoln Continentals for the 
first five months of this year are 
running ahead of last year — more 
than 134,000 compared to 127,000,” 
Mills said. “We’re the only division 
in the industry that has bettered 
its sales of domestic cars this year 
over last.” 

Mills said each of the division’s 
car lines has made its contribu- 


tion. The Comet, he said, has been 
“the major factor,” in the division’s 
growth, the Mercury is “doing a 
reasonably good job,” and the Lin- 
coln Continental is “gaining a firm 
foothold in the luxury-car market.” 
“Our sales of the Continental 
for the first five months will 
total about 13,500 units, against 
10,233 for the same period a year 
ago—an improvement of 31 per- 
cent. This was accomplished with 
two models this year as against 
12 models a year ago,” Mills said. 
Mills said the Continental is the 
only entry in the luxury-car mar- 
ket which shows an improvement 
this year compared to last in total 
sales and share of luxury market. 


“We are dead earnest on the 
subject of quality,” John Dykstra, 
president, Ford Motor Co., told the 
newsmen. 


Dykstra, who, as manufacturing 
vice-president, was charged for 
several years with the responsibil- 
ity of achieving quality programs 
for Ford products, said the Ford 
overall quality program begins 











In 1892, a Frenchman introduc- 
ed an auto which used ether for 
fuel. 





with design and prototype develop- 
ment. 

“Our manufacturing divisions 
work directly with engineering 
while the design is still on the 
drafting board to make sure that 
the design is within the capabil- 
ity of manufacturing and assem- 
bly process. 
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program, quality-assurance teams 
visit supplier plants and inspect 
facilities, equipment and produc- 
tion processes to determine that 
suppliers can produce parts to our 
engineering specifications,” Dykstra 
said. 

According to Dykstra, the com- 
pany continues its quality-control 
programs even after the car has 
been shipped to a dealer, 

“The Wixom plant employs men 
whose sole job is to contact dealers 
across the country seeking infor- 
mation on how the Continental is 
performing in public, what prob- 
lems—if any—our customers are 
having and how we can best cor- 
rect these for our present and fu- 
ture customers. 

“After all, the true measure of 
quality can be determined only by 
an owner in his daily use of his 
ear,” Dykstra said. 


Napco Sees Sales Hike 


Despite a first-quarter sales drop 
from $5,279,000 in 1960 to $2,927,000 
this year, Napco Industries, Inc., 
Minneapolis, expects to top last 
year’s mark. President Max E. 
Rappaport predicted 1961 sales of 
$16 million, compared with $14 mil- 
lion in 1960. He said last year’s 
first-quarter total included deliver- 


“Under our parts certification|ies on a military axle contract. 





Step up your panel profits with the 
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PANEL 
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© 24 pages of panels including 1961 sections 





In D. C. Frauds 


WASHINGTON. — Walter R. 
Dickson, former imported-car deal- 
er in the Washington area, was 
sentenced to a six-month-to-three- 
year jail term on 18 counts relating 
to defrauding customers and lend- 
ing firms in auto sales. 

The court suspended a one-to- 
three-year sentence on nine other 
counts, and directed that Dickson 
be placed on probation for five 
years after serving his term. 

Dickson, former president of 
Continental Motors, Ltd., was found 
guilty of 27 counts in a 40-count 
indictment. The company went 
bankrupt in 1959, 

During his trial, it was testified 
that Smith Kirk-Patrick, a New 





1956-1957 CHEVROLET ENTIRE FENDER CENTER SECTION 
One of the many new parts in the 
SLIP-ON Catalog. Note how panel 
covers entire center section of fender! 





© Drawings of cars to show exactly where panels fit 
®@ Hard-to-locate parts like center post patches, head light panels 
© Handy index and greatly simplified numbering system 


OF THE 
MONTH 








SLIP-ON CORPORATION 
9523 Detroit Avenue, Cleveland 2, Ohio. 


Please rush a copy of your new catalog. 











York investment firm, stands to 
lose $200,000 as a result of manipu- 
lation of auto sales by Dickson. Name 
Other evidence was introduced to c 
show that Citizens Bank of Tako- ene = 
ma Park, Md., lost about $4,000, the Address 
Bank of Silver Springs, Md., about Cit z s 
$2,400, and that various credit com- ae one tate: 
My jobber is__.__ 


panies lost amounts totalling about 
$5,000. 
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The Man Behind the Wheel... 





Sales Testing the Lark Cruiser 


Eprror’s Note: This is another 
in a series of articles exploring 
the selling points of current mod- 
els. 

By William Carroll 
West Coast Editor 

5 ipecrtaeg a compact by most ac- 

cepted terms, the Studebaker 
Lark Cruiser sedan is a big car 
when you're inside and decide to 
stretch out. Front passenger area 
is identical to standard Larks, 
while the rear seat has almost 16 
inches of clearance for feet, legs, 
arms, bundles and packages. In 
short, it’s the most spacious small 
car of all those available in the 
United States today. 

Like all Larks, it has high- 
wide doors which make entrance 
a snap. Floors are flat to the sill. 
There’s no step-down feature to 
disturb women, and the trans- 
mission hump is low and square 
in front so it is not difficult for 
center-seated passengers. The 
wheel is high and clear of the 
dash, which makes it easy to 
slide beneath. 

High spot of the Cruiser is a 
fabulous interior, good enough for 
some of America’s most expensive 
cars, Floors are fully carpeted, up 
underneath the instrument panel 
and right and left on the kickpads. 
The lower section of the doors are 
carpeted to match, while the upper 
sections are a combination of fabric 
and inset metallized vinyl. All four 


doors have map pockets and arm- 
rests. 

Seats are covered with a bro- 
cade-type nylon material with 
viny] plastic padded backs, The 
rear seat has a fold down armrest, 
which is high enough to be useful. 
The left side interior lamp is con- 
trolled by door switches and a 
built-in button which the driver 
can easily reach. 

Seats slide back and forth on the 
usual tracks, but are high enough 
to provide a relaxed leg position 
not tiring during long distance 
drives. The backs of the front seat 
are split and either driver or pas- 
senger may recline to different 
angles. 

s = ok 
Instruments Simple 


NSTRUMENTS and controls are 

simple, legible and useful. One 
handy feature is a green eye on 
the automatic gear-shift indicator. 
At night it glows, making it easy 
to decide which gear of the auto- 
matic transmission is available for 
motion desired. 

Town driving is more of a 
pleasure than in most cars, with 
a high seating position, high 
windshield and doors making 
vision no problem whatsoever, 
The general feel in traffic is ex- 
cellent. With its 113-inch wheel- 
base, it handles as easily as the 
smaller Larks. The short hood 
made maneuvering through traffic 
simple. 

There is no question of finding 





the brake pedal, and most buyers 
will appreciate that it is at the 
same height as the accelerator 
pedal. Only a slight movement of 
the toe hits the brake. The acceler- 
ator pedal is rubber-bushed to pre- 
vent intrusion of fumes from the 
engine compartment. 

The automatic transmission on 
the test car was smooth, A highly 
useful kickdown gear caused the 
big V-8 to provide plenty of scat. 
In fact, acceleration was surpris- 
ing to many first-time Lark driv- 
ers. 

It was almost impossible to in- 
duce rear-wheel spin as the test car 
was equipped with a “Twin-Trac- 
tion” differential which applied 
equal effort to both rear tires. We 
got off the line with maximum en- 
gine effort transferred to move- 
ment at the rear wheels. There is 
little internal transmission noise. 

cd cm * 

oo driving the Cruiser 

was different than driving any 
other compact. The V-8 was suf- 
ficiently powerful to toss around 
corners with great convenience. 
Passing was never a problem, even 
on the most difficult hill climbs. 

Highway use of brakes remind- 
ed us that the Cruiser has over- 
size finned drums with tremend- 
ous overhang and ability to ab- 
sorb heat. In short, they are 
heavy-duty brakes which should 
be called to the attention of 
every individual considering pur- 
chase of a Lark. They are more 








Lark Cruiser a Big Car Inside— 

The Lark Cruiser may be classed as a compact car, but it has all of the roominess 
of a big car inside, with plenty of space to stretch out, according to William Carroll, 
Automotive News West Coast editor, who sales-tested the Studebaker vehicle. 

* ee 


than adequate for the size car 

on which they are mounted. 

There is a minimal amount of 
wind noise and air leaks in the car, 
though an outside-mounted rear- 
view mirror produced a racket at 
more than 65 miles per hour. 

The test Cruiser had a sunroof 
similar to that on the Mercedes. 
The entire roof of the car could be 
opened to the skies in a matter of 
10 seconds, and could be closed 
equally as quickly. It could be held 
in any desired position, and at high 
speed it did not wiggle or wrap as 
does a loose convertible top. There 
is little indication from interior 
trim that a portion of the roof 
panel was two layers of fabric. 

* cd * 
Sipe cncgatonn accessibility is in 
keeping with the car’s compact 
character. There is little wasted 








Once Again... Another Perfect Fit! 


SHAT-R-PROOF windshields fit . . 


time—after time! THAT’S QUALITY! 


Quality that you can see, feel and talk about. Fine 
quality that has made Shatterproof the world’s largest 
independent manufacturer of automobile replacement 


glass. 


Availability and service are also part of your SHAT- 
R-PROOF Distributor’s auto glass success story. 
This all adds up to one thing . 


PROOF Distributor offers you more. 


. time after 


. your SHAT-R- 


Don’t settle for Jess than the best... 


be sure 


you get the best auto glass service. Call your 
local SHAT-R-PROOF Distributor for all of 





your auto juan needs. 


(Shot Proof 


BEST KNOWN NAME iN Sarery ¥ GLASS 





of 








a Glass Corporation 


4815 Cabot Ave., Detroit 10, Mich. 


space in front, as the grill is only 
an inch or so from the radiator. 
It was pleasing to notice that the 
crankcase dipstick and transmis- 
sion dipstick are adjacent to each 
other, The transmission stick is 
painted yellow. 

The hood now stays open on 
its own supports. In previous 
years, a rod from the front of 
the engine was used to hold the 
hood up. There also is more room 
under the hood than ever before, 
and less chance of cracking your 
skull during selling sessions, 
This is a point well worth calling 

to the attention of prospective pur- 
chasers who may anticipate doing 
their own service. The hood is held 
on a very simple torsion-bar ar- 
rangement, which does a good job 
with minimum of expensive link- 
age. 

In keeping with Studebaker’s 
policy of reduction in overall 
length and lack of excessive over- 
hang, the trunk may appear small 
by some standards. However, pro- 
spective purchasers will be quick 
to notice that it’s sufficiently deep 
to stand suitcases upright. 

The back of the trunk can be 
easily reached from the rear of the 
car. The spare tire, which is posi- 
tioned in the middle, on the trunk 
floor, is used to rest luggage on. 
The spare has a handsome cover, 
matching floor and side-panel trim 
of the trunk area. 

From a sales standpoint, it is 
worth noting that the trunk lid is 
beautifully weather-stripped. The 
trunk mat is backed with a sound- 
absorbant material, and the lid is 
held by dual coil springs which 
cannot rattle or take up luggage 
space. 

* * od 


Low Repair Costs Seen 


F ALL American cars, the Lark 
should be one of the least ex- 
pensive to repair. Body panels are 
simple. There’s a frame underneath 
the chassis. The grill. can be re- 
placed for just a few dollars. Front 
and rear fenders unbolt, which 
eliminates excess repair cost. 
Coachwork is good and interior 
trim well placed. 
* ok * 


Test Car: 
Car Tested: 
LARK CRUISER 


Body type: Sunroof sedan. 

Engine: O.H.V. V-8; carbure- 
tion: Dual-Throat, downdraft; 
displacement: 259 cubic inches; 
bore and stroke: 39/16 by 3% 
inches; compression ratio: 8.8 to 
1 (optional 7.5 to 1); horsepow- 
er: 180 at 4,500 revolutions per 
minute; torque: 260 pounds foot 
at 2,800 RPM. 

Running weight: 3,120 pounds 
without driver; power-weight 
ratio: 17.33 pounds per horse- 
power; brake-weight ratio: 15.97 
pounds per square inch of lin- 
ing. 

Transmission: Three-s peed 
manual or automatic; clutch: 
Single plate, dry, 10%-inch di- 
ameter: differential ratio: 3.07 
(optional 3.31, 3.54). 

Dimensions: Overall length, 
179 inches: width, 71.3; height, 
56.5; wheelbase, 113. 

Suspension: Front, independ- 
ent, coil; rear, solid axle, leaf. 

Tires: 6.50x15. 

Accessories: Radio, heater, 
decorative trim, sunroof, power 
brakes and steering, hill-holder, 
optional engines. 
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Get in on the 


BIG BUTYL 
BUYING BEE... 











NEW BUTYL TIRES WILL BE BACKED BY 
LIFE, THE BIGGEST, MOST POWERFUL, 


Ads like this are part of an impressive new 
campaign starting with the June 9th issue 
of LIFE Magazine. They tell the dramatic 
story of BUTYL benefits to an estimated 
audience of 30,000,000. 

The 15,320,000 U.S. households reached 
by one average issue of LIFEspend an aver- 
age of $25 a year eachon passenger car tires 
and tubes*—a grand total of $383,000,000 
just waiting to be tapped by you, when 
you sell the amazing new BUTYL tire! Make 
sure you’re one of the more than 100,000 
tire outlets that will have it. 

Suppliers of BUTYL tires should be 
contacted for their new BUTYL sales pro- 
motion material. 


*Source: “Magazine Coverage of Consumer Ex- 
penditures,” Vol. III, Alfred Politz Research, Inc. 





BUTYL tires are = 
so sensational ai a aa eee 


markable ability to absorb shock cushions rough 


one demonstration roads to a degree never before attained by any tire. 


For a simple and dramatic demonstration, take a 


fal Ih 4 BUTYL tire and any other tire; bounce both from 
[I e SE ° eee the same height. The difference will amaze you. 








STRONG, FULL-COLOR ADVERTISING IN 
EEKLY MAGAZINE OF THEM ALL! 


Now a new standard of riding comfort... Buty/ Tires Stop, Look and 
proved by billions of miles Ride like no other tires 


oe ® ‘ 

ee ee 
UNLIKE ORDINARY RUBBER tires that bounce high 
when they hit bumps—Buty._ RuspBer (blue ball on 
right) absorbs shock without bounce, gives you tires 

y that hug the road at all speeds, on sharpest curves. 
= : ‘ Ce 

BUTYL TIRES STOP FASTER — at 50 miles per hour, 
test cars equipped with Buty. tires stopped 30% 
quicker. In fact, BUTYL tires stop faster on wet roads 
than most tires do on dry! This means better traction 
under all driving conditions. 

¥ . = ‘ ae 


on tires of = 

















BUTYL WON'T SQUEAL! Microphones set up on sharp 
curves pick up no trace of the squeal that denotes tire- 
skidding. Buty. “flows” over the road —gives you the 
greatest control, the smoothest, quietest ride known. 





They hug the road so well you can’t make them squeal—“‘flow” 
over bumps, cushion shock and stop faster than any other tires. 


Now an exciting man-made rubber called ENJAY BUTYL does for driving com- 
fort what the jet plane does for flying comfort. 

Major tire marketers such as FIRESTONE, GOODYEAR, HUMBLE OIL, PURE OIL 
and U.S. RUBBER are now bringing you tires made of this remarkable material, ; 
tires unlike any you’ve ever known. A DEMONSTRATION RIDE is all you need to prove the 

Manufacturers of these tires combine BUTYL with their individual tire ee cee a ere ne ee 
building “know-how” to bring you these unique tires. tire or service station dealer now! 

BUTYL is a product of advanced research by one of America’s leading labo- 
ratories. Created by the instantaneous reaction of two chemicals at 150° below 
zero, BUTYL makes it possible to build tires with these important advantages: AT) 
BoTvl 





BUTYL hugs the road with a sureness you’ve never felt before. Takes sharpest 
turns with full traction—yet without a squeal. Virtually floats over bumps— 
without bounce. Makes your car ride quieter too. And gives quicker, safer stops 
—even on wet roads. Be sure your next tires are made of BUTYL. 


*Note: Enjay Chemical Company does not make tires. It supplies BUTYL rubber (pronounced 
Bew’-TL) to manufacturers of quality tires, tubes and hundreds of other rubber products. 


ENJAY CHEMICAL COMPANY 


A DIVISION OF HUMBLE OIL & REFINING COMPANY 






SAFER, SURER STOPS! Screech-free BUTYL tires WIDESPREAD ACCEPTANCE! Four tire manufac- 


grab the road with a vise-like grip, stop as much as turers have turned to BUTYL for a kind of tire per- 
30°. faster at 50 m.p.h. In fact, they stop faster on formance never before possible. BUTYL tires are 
wet roads than most tires do on dry! What’s more, this available today — for immediate delivery and fast, 
superior stopping ability lasts the life of the tire. And profitable selling ... principally in sets of four. Con- 


BUTYL tires don’t squeal, even on sharpest curves. sult your tire supplier for complete details. 





HOW TO PUT THIS POWERFUL 
ADVERTISING PROGRAM 
TO WORK FOR YOU... 





STOCK BUTYL! Make sure you have these remarkable 
new tires on hand when the national advertising breaks, 
and all during the campaign through the Fall. You’ll 
want to keep the important sizes, types and styles in 
stock to gain some of those profitable full-set sales. 


Od a ao 


DEMONSTRATE BUTYL! One ride is all it takes to con- 
vince your customers that this totally new kind of tire 
literally soaks up bumps and road shock, gives a ride so 
unbelievably smooth and quiet it makes cars seem years 
younger. That’s why over 80% of BUTYL tire sales are 
made in sets of four. 








f 


DISPLAY BUTYL! Mass displays of new BUTYL tires 
outside your store or station, where they can be seen 
from the street, tell people that you’re in the tire busi- 
ness in a big way, and that you are among the first to 
bring them this outstanding new development. 





Pie ee 
PROMOTE BUTYL! Tire marketers are making available 
banners, streamers, posters, tire inserts and other ad- 
vertising to add extra punch to the selling effort and to 
create the desire for that all-important demonstration 
ride. Get on the BUTYL bandwagon and make this 
your most successful tire-selling season! 


Enjay does not make tires. It supplies BUTYL rubber to manufacturers of quality tires, tubes and hundreds of other fine products. 


ENJAY CHEMICAL COMPANY 


A DIVISION OF HUMBLE OIL & REFINING COMPANY 

















Demonstration in 
Promot 


Air Con 


By Benn Ollma 
Staff Corresponder 
WEST ALLIS, Wis.—/ 
tive air-conditioning der 
put on last summer stil 
dividends for Knippe 
(Ford). Customers are 
rushing into the shop f 
tions, company officials 
they said a gratifying 
units were installed this 
the outlook is bright fc 
ance of the summer. 
This successful react 
Knippel-Selig prome 
herald an_ intensified 
air-conditioner sales al 
area. Until recently fev 
kee dealers felt there w 


Cycleweld On 
Of Brake Lin 
Tied to Rese: 


DETROIT.—A_ 10-yez 
bile brake lining researc 
has resulted in plans t 
production capacity of b: 
manu 
Chrysl 
Cyclew 
ical P1 
visio 
than 
lion li 
year, I 
B. Twi 
preside 

Proc 
brake 
Cycle 

Dr. S. B. Twiss examp!l 
research paying off in pr 
plication, Twiss said. 

“This research-to-as: 
technique has done so: 
more,” he said. “It has 
an understanding of th 
ance characteristics of 1 
friction qualities, the 
density and flexibility—<a 
related to the operatic 
automobile. 

“In other words, ever 
do to make linings has 
scientific background fre 
finish.” 

Research leading to the 
ture of brake linings b: 
was under the direction 
in 1951 when he heade 
of scientists at Chrysl 
neering Division resear 
tories. 

Brake-lining produc 
small scale was begun at 
in May, 1959. The plant 
ducing brake linings for 
Imperial Division auto 
month later. 


White's Distributor C 


R. D. Hughes sr., general 
H. J, Nave, executive vice-pre 
prepare to call to order the t 
Cleveland. Seated, from left, 
Castle, Pa.; Hughes; Nave; J. 
William M. Orr, Henley Kimb 
White Truck Service, San Ant 
F. R. Zaun, Davenport White | 
sales manager; J. A. Scott, Lo: 
Inland White Truck Co., Inc., 
Collins, Salina White Trucks, | 
operations vice-president, and 
In addition to discussing witl 
financing, engineering and | 
group toured the company's 
new models. 
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on in the Shop... 





votion Helps Sell 


onditioning 


in Oliman 
rrespondent 

, Wis.—An automo- 
ning demonstration 
mer still is paying 
-nippel-Selig Co. 
ers aren’t exactly 
» shop for installa- 
officials admit, but 
itifying number of 
led this spring, and 
sright for the bal- 
mer. 

ul reaction to the 
z promotion may 
snsified drive for 
sales all over the 
sntly few Milwau- 
there was a seri- 


d Output 
Lining 


tesearch 


. 10-year automo- 
‘research program 
plans to increase 
‘ity of brake lining 
manufacture at 
Chrysler Corp.’s 
Cycleweld Chem- 
ical Products Di- 
vision to more 
than eight mil- 
lion linings this 
year, Dr. Sumner 
B. Twiss, division 
president, said. 
Production of 
brake linings by 
Cycleweld is an 
example of basic 
off in practical ap- 
said. 
ch-to-assembly-line 
one something 
“It has given us 
ge of the perform- 
‘ics of linings—the 
ties, the hardness, 
bility—as they are 
operation of the 


ds, everything we 
ngs has a proven 
yund from start to 


ig to the manufac- 
nings by Chrysler 
lirection of Twiss 
> headed a group 
Chrysler’s Engi- 
research labora- 


production on a 
egun at Cycleweld 
ie plant was pro- 
ings for Chrysler- 
n automobiles a 
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ous demand for air conditioners 
in this part of the country. Very 
few local dealers have trained 
personnel capable of selling 
and/or installing air conditioning 
in automobiles. 

But Knippel-Selig now has. And 
that accounts in large measure for 
the forward stride the firm has 
made this year in the air-condition- 
ing field. 

It began last summer when Russ 
Debruine, assistant service man- 
ager, took on air conditioning as 
his pet project. He set up a simple, 
but effective demonstration unit on 
a radiator in the service area. An 
electric motor hooked to the dis- 
play simulated a car engine blow- 
ing cooling air at its occupants. 

“Of course, this was not an ac- 
tual demonstration of true air con- 
ditioning in a car,” said Debruine, 
“But it did help us attract attention 
and encouraged shop customers to 
ask about air conditioning in their 
cars. 

“It opened our eyes to the po- 
tential list of customers who might 
be sold on automotive air condi- 
tioning once they discovered its 
benefits. Last year we managed to 
close a few on-the-spot sales as a 
result of the demonstration, This 
year air conditioning is really be- 
ginning to catch on.” 

Although Knippel-Selig is 
among the busiest newspaper and 
radio advertisers in this market, 
none of the ad budget has gone 
for air-conditioning promotion. 
Sales have come strictly from 
demonstration and customer re- 
ferral. 

A two-semester evening-school 
training course at the Milwaukee 
School of Engineering laid the 
groundwork for Knippel-Selig’s in- 
vasion of the air-conditioning field. 
Both Debruine and mechanic Jack 
Mueller took the course. Together 
they make up the firm’s staff of 
experts on air-conditioning sales 
and installation. 

Debruine said the night-school 
course covered the basic principles 
of refrigeration and air condition- 
ing. It was not slanted specifically 
to automotive usage. “But the prin- 
ciples are the same,” he says. 

“Installing air-conditioning units 
in automobiles is no real problem,” 
he said. “Its techniques can be 
easily learned.” 

Who are the prime prospects for 
air-conditioning units in this ter- 
ritory ? 

Generally, said Debruine, pros- 


Mitchell Rambler Closes 


SAN ANTONIO. — Ben Mitchell 
Rambler, 2644 Broadway, has gone 
out of business. 





utor Council Meets— 


general chairman, Hughes White Truck Sales Co., Dayton, and 
vice-president, in charge of the White Division, White Motor Co.; 
der the two-day annual meeting of White's Distributor Council in 
‘om left, are R. A. Bailey jr., Bailey Sales & Service, Inc., New 
Nave; J. F. Magda, Brooklyn White Trucks, Inc., Brooklyn, and 
ley Kimball Co., Portland, Me. Standing: L. M. Cregor jr., Alamo 
San Antonio; H. D. Weller, White Division sales vice-president; 
t White Sales & Service, Bettendorf, la.; S. G. Harwood, Autocar 
Scott, London White Truck Sales, Ltd., London, Ont.; R. H. Clarke, 
=o., Inc., Albuquerque, elected general chairman for 1961; E. F. 
Trucks, Inc., Salina, Kans.; P. E. Tobin, White Division wholesale 
lent, and J. H. Walker, Hunt Truck Sales & Service, Inc., Miami. 
sing with management the many phases of truck sales, service, 


g and the model 


line from the distributor's standpoint, the 


»mpany's manufacturing and engineering areas and inspected 





pects can be found among high- 
er-income customers who can 
afford to handle the cost of ac- 
cessories. Economy-minded car 
buyers make poor prospects, he 
added. 

A lot of leads have come from 
lease accounts, Knippel-Selig oper- 
ates a sizable car-leasing subsidi- 
ary. A growing number of leases 
specify that the cars be air condi- 
tioned, Debruine said. 

Asthma and hay-fever sufferers 
abound in this region, he explained, 
and these people present a formid- 
able market for air conditioning, 
particularly those who are plan- 
ning extensive trips through the 
desert areas of the West, 

Travelling salesmen who cover 
far-ranging territories also rank 
high on the list of prospects, said 
Debruine. 

What about the obstacles facing 
the air-conditioning market in the 
northern tier of states? 

“The main hurdle is still price,” 
he added. “But a lot of people once 
had the same feeling about the cost 
of power steering. Once they have 
an air-conditioning unit installed 
in their car, however, they won’t be 
without one from then on.” 


hl 
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Small Project Pays Big Dividends— 


Russ Debruine, assistant service manager, Knippel-Selig Co. (Ford), West Allis, Wis., 
took on air conditioning as his pet project last summer, setting up a simple demon- 
stration unit in the shop. Since that time the company has sold many units to people 
who saw the unit in action. Both Debruine and Jack Mueller, right, a mechanic, took 
night courses in air conditioning and comprise the dealership's experts on the subject. 





50-Year Texas Veteran Shuns Profitless Sales... 


Lessons of Long Ago Guide Dealer 


By Ruel McDaniel 


Staff Correspondent 


GOLIAD, Tex. — J. W. Lewis, 
owner of Lewis Chevrolet Co., looks 
back on over 50 years as an auto 
dealer and sets his current policies 
on the tenets of sound business 
that he learned in the early days 
of auto selling. 

“It is just as futile to try to 
operate a dealership today with- 
out selling cars at a legitimate 
profit as it was 50 years ago,” he 
stresses, “and for the sake of the 
industry in general I hope it 
doesn’t take 50 years for today’s 
dealers to find out that basic 
fact.” 

Lewis’ first contact with the auto 
business was in 1907, when he 
opened a garage in Marlow, Okla., 
to service the few cars in that area. 
He had a subdealership of the 
Regal to supplement his repair 
business. 

He moved to Goliad in 1911 and 
opened a garage and service sta- 
tion and had “connections” with 
two or three San Antonio and Dal- 
las dealers, whereby he made a 
commission on certain makes of 
ears he sold. His first really big 
sale involved five seven-passenger 
Cadillacs sold to one family in 1912, 
as a subdealer under the San An- 
tonio distributor. 

Although he made a modest prof- 
it on the sale of the cars, he made 
more on the service that followed. 
That was true particularly of tire 
repair and replacement. The cars 
carried 36-by-6-inch tires with 100 
pounds of air pressure, Lewis re- 
members. 

“If they had less than 100 
pounds, they rim-cut, and 100 
pounds blew them out,” he said. 
“Those five Cadillacs kept our 
shop pretty busy repairing and 
replacing tires.” 

In 1916 Lewis obtained his first 
direct franchise. He has been a 
Chevrolet dealer since. The year 
before, he opened the first drive-in 
service station in his area. 

“When we first became a Chevro- 
let dealer,” he recollected, “a car 
sold at $600 to $700, and we made 
more net profit per sale than most 
dealers do today when they sell a 


Use Licenses, 


Importers Told 


FORT LAUDERDALE, Fla. — 
Police have warned they will take 
action against importers of for- 
eign-built cars who move the ve- 
hicles from docks at Port Ever- 
glades to sales outlets without 
license plates. 

Police Chief J. L. Holt, who said 
this practice violates city ordi- 
nances, pointed out that dealer 
plates can be used to move the cars 
from the docks to the sales outlets. 

Hundreds of foreign-built autos 
are brought into Port Everglades 
by ship from other countries each 
year. 


car costing four or five times as 
much.” 

Although Goliad has grown prac- 
tically none populationwise since 
Lewis became a dealer, he has 
made money in the car business 
and he continues to do so in a 
community of 1,500. 

“We don’t claim to be a high- 
volume dealer,” he stressed, “but 
we make a profit on the cars we do 
sell. The thing that is causing more 
trouble in the industry than most 
other factors combined is the ap- 
parent belief by too many car deal- 
ers that they can sell a car at $50 
or $100 above actual delivery cost 
and still make a profit, They not 
only fail to make a profit but keep 
any other dealer from making it.” 

Lewis has continued in busi- 
ness, through depressions and re- 
cessions as well as in periods of 
prosperity, because he has prac- 
ticed his profit theory. 

He sells from 50 to 75 new units 
annually, but the number of sales 
is secondary. The big thing is prof- 
it per sale. 

“We could reduce our unit profit 
by half and probably sell twice 
as many units,” he said, “but what 
would that gain us? We not only 
would be doing twice as much busi- 
ness for less profit but we would 
be making it more difficult for com- 
petitors to make money, I want to 
be a part of an industry where my 
competitors as well as I make a 
profit.” 

He believes that some dealers 
confuse “bigness” for success in the 
car business. He sees as a basic 
reason for so much profitless vol- 
ume the situation which some deal- 
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No Profit, No Sale— 


J. W. Lewis, owner of Lewis Chevrolet 
Co., Goliad, Tex., says he sells a car only 
when he can make a profit. Dealers who 
sell at $50 or $100 over cost not only 
hurt their own profit potential but those 
of other dealers, he says. 





ers have worked themselves into 
whereby they must maintain high 
volume in order to hold a large or- 
ganization together. 

“But what point is there in build- 
ing up a large organization, if you 
don’t build profits in proportion?” 
he asked, 

Two things have been upper- 
most in Lewis’ basic business 
policies. Making a legitimate 
profit is one, and the other is a 
close scrutiny of credits and col- 
lecticns. 

“Credit problems change with the 
times,” he says, “You can’t follow 
the same rules in granting credit 
that you could 20 years ago or even 
five years ago. You've got to keep 
abreast of current conditions and 
the way people think and react 
today.” 

As a result, he is tighter on 
granting credit today than ever 
before, because he has seen that 
people are having more difficulty 
in paying accounts today than in 
the past; and more people take 
their credit obligations more light- 
ly than even five years ago, he 
finds. 

“Just as it is better to pass up a 
car sale than to make it without a 
legitimate profit, so is it better to 
turn down a service job on credit if 
there is doubt that the customer 
will pay his account,” Lewis said. 

Associated with him is hig son, 
James W. Lewis, The operation is 
compact and fixed overhead is so 
low that a comparatively small vol- 
ume of service and car sales still 
assures a net profit. 


“More than ever,” Lewis said, “we 
guard against getting ourselves out 
on a limb with a lot of overhead 
and too many employes and bring 
ourselves face to face with the nec- 
essity of producing more volume 
regardless of legitimate profit.” 


Buick Officials, 


Dealers Confer 


FLINT.—Twelve members of the 
National Buick Dealer Council ex- 
changed views with a team of top 
factory executives, headed by Ed- 
ward D, Rollert, general manager, 
and Roland S. Withers, general 
sales manager. The counci] mem- 
bers are: 

Walter W. Stillman, Englewood, 
N. J., and A. H. Gehris, represent- 
ing the Eastern region; W. L. Mor- 
rison jr., New Castle, Pa. and 
Thomas O. Jennings, Cincinnati, 
Central region; J. Saxton Lloyd, 
Daytona Beach, Fla., and James E. 
Fowler, Jackson, Miss., Southeast 
region. 

Richard A. Bauer, Harvey, IIL, 
and W. R. Stephens jr., Minne- 
apolis, Midwest region; George A. 
De Montrond jr., Houston, and Cur- 
tice Norton, Tulsa, Southwest re- 
gion; Douglas A. Graham, Mon- 
terey, Calif., and Rex Garrison, 
Vancouver, Wash., Pacific region. 




























More Emphasis on Service 
Wut the two largest divisions 
0. 


f the two largest automotive 


corporations now placing greater 


emphasis on service and aiming 


toward getting their dealers back 


into the status the dealer held in 


1952 when the franchised dealers of 
this country topped all outlets with 
31 percent of all service work per- 
formed, I am certain that we are 
going to see revolutionary changes 
taking place in the retail] automo- 
tive establishments of the country 
almost immediately. 

Especially is this forecasted 
when we learn that it is planned 
for all other divisions of both 
corporations to follow the same 
procedure as soon as the two 
larger divisions prove the pro- 
grams now aggressively under 
way. 

I’d like to take you back to the 
first big service “explosion” that 
took place back in the ’30s when 
the car companies decided their 
dealers were not getting sufficient 
contact with their customers and 
put on a drive to make the dealers’ 
lubrication departments more at- 
tractive and accessible to the car 
and truck owners. 

At that time, most dealers’ lube 
departments were at the back of 
the shop, dark, dirty and almost 
inaccessible. Starting with the 
Oldsmobile factory service execu- 
tives who started pushing toward 
moving the lube department up 
near the shop entrance where it 
not only would be more accessible 
but more visible, a big physical and 
mental change in dealer operations 
took place. 

First the promotion was to move 
the hoist up to the front of the 
shop, paint the walls and floors of 
the department, decorate it with 
valances and paint white guide 

(Continued on Page 35, Col. 1) 


Small-Town Shop 
Makes Success of 


Quick Service 


SON Pontiac-Cadillac, An- 

niston, Ala, features the kind 

of quick-service department that 

most small-town dealers feel they 
are too small to install. 

“Tf a customer thinks enough of 
our service to drive in for a little 
job, we think enough of him to get 
it done right and get it done fast,” 
says P. O. Wilson, owner. 

In a typical hour at Wilson’s, a 
squeaky steering gear was silenced, 
windshield wipers were replaced on 
another car, a taillight was replac- 
ed for another owner, a voltage 
regulator was adjusted, a transmis- 
sion given a fill of lubricant, a 
headlamp replacement resulted in 
the sale of headlight aiming, a car- 
buretor adjustment was made and 
a new fan belt was installed. 

In all, nine. owners were made 
happy because they had their needs 
taken care of fast. 

Yet, Wilson operates his quick 
service the hard way, pulling a me- 
chanic off a “line” job in each in- 
stance to take care of customers. 
Result: A 5 percent increase in 
labor sales each year the quick 
service has been featured. 
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Lube Output Hits Peak 


Of a Billion Pounds 


KANSAS CITY. — More than 
one billion pounds of lubricants 
were produced in the United 
States during 1960, and a gain 
was noted over 1959, it was re- 
ported by the National Lubri- 
cating Grease Institute. 

The total represented the high- 
est production in the four years 
of NLGI reporting, in spite of the 
fact that lubricating greases for 
industrial purposes, such as for 
steel mills, was down sharply 
last year. 





Busy Garage Uses 
TV to Avoid Jams 


L. A. Facility Handles 
650 State Cars Daily 


OS ANGELES.—Handling serv- 
ice and parking of 650 cars a 
day is smoothed by the use of 12 
television cameras installed in the 
new $3 million California State 
Garage here. 

The garage consolidates seven 
state vehicle pools from the Los 
Angeles metropolitan area to re- 
duce overall transportation costs. 
The nine-level building has park- 
ing for 1,000 vehicles, although 
only 650 are processed daily on 
an in-and-out basis. 

The lowest floor, below ground 
level, handles service, tuneup and 
minor repairs. The third floor above 
the service area, at ground level, 
is the garage control center. The 
dispatcher’s office, gasoline pumps, 
and television control monitors are 


there, 


Eighteen parking attendants, 
some of whom work part time, are 
supervised from the dispatcher’s 
office to handle departing or in- 


* * 


EAK traffic is between 7 and 
8:30 a.m. and 4:30 and 5:30 p.m. 


The supervisor, observing from his 


“command post” on the second 
assigns the attendants to 
park the vehicles as they arrive. If 
necessary, cars can be serviced 
from gas, air and water stations on 


the same floor. 


Headquarters of the garage op- 
eration is on the floor above. 
There, a dispatcher controls all 
traffic. 

A car request form is prepared 


by the state employe requiring 
transportation. The dispatcher’s of- 


fice records the request, assigns a 
car from the pooled vehicle line 


and sends an attendant to locate 
the unit and bring it to the dis- 
patcher’s office. 


A novel procedure helps out dur- 


ing the morning rush hour. After 
an attendant has delivered a car 
to the dispatcher’s office, he walks 


(Continued on Page 31, Col. 1) 





Ford’s Quick-Service Concept ... 








‘Countdown’ for Profit 


proep DIVISION is in the proc- 
ess of creating a new service 
image for its dealers—“Countdown 
Service.” 

In presenting the new concept 
of quick service to the dealer 
organization, Ford points out 
that since 1952 the largest share 
of the service dollar, which used 
to go to the car dealer and the 
independent shops, has now shift- 
ed to the gas stations and spe- 
cialty shops which do the job 
while the customer waits. 

Ford’s Countdown Service is not 
based on theory. It already has 
been put into operation by several 
alert dealers who willingly offered 
to try out the new idea. 

The results obtained by Bill Cur- 
rie Ford in Tampa, Fla., are an 
example of the increased profits 
and business that any dealer can 
obtain, Ford claims, if the dealer 
prepares his organization and his 
shop to do most of the short serv- 
ice jobs quickly and efficiently. 

cd bd * 


N THE case of Bill Currie Ford, 
parts shop sales formerly aver- 
aged $19,105 per month, After the 
program was put in, these sales 
rose 15.5 percent to average $22,064 
per month. 

Parts shop gross profit jumped 
from an average of $5,027 per 
month to $6,197 for a gain of 23.3 
percent. 

Customer labor sales, before 
Countdown, averaged $15,596 per 
month. After the program was 
established, labor sales rose to 
$18,103 or a 16.1-percent gain. 
Customer labor gross profits in- 
creased from $8,001 per month to 
$10,517 or 31.4 percent. 

The important thing, however, 
was that repair orders written 
jumped from 1,960 per month to 
2,448 for a gain of 24.9 percent. 

This meant that Currie Ford was 
not only getting nearly 25 percent 
more service customers each month 
but also was getting that much of 
an increase in contact with pleased 


customers. 
* * + 


Three Stalls Now 


N THE case of Currie Ford, a 
special mechanic was assigned 
to the quick service stall in March. 
This mechanic averaged $125 salary 
per week prior to this assignment. 
Since assuming the quick service 
stall responsibility, the mechanic 
has averaged over $150 per week. 
Two helpers have been employed 
at $50 per week and the dealership 
is now operating three quick serv- 
ice stalls. 
Bill Currie envisions even 
greater results from Countdown 
Service as more people get ac- 


quainted with it and with his 

shop. 

He says, “Since we started quick 
service, there has been a 31-percent 
increase in sales. What is even 
more interesting to us is the in- 
creased enthusiasm and efficiency 
of our service department person- 
nel which assure long-term growth 
and even bigger sales in the future, 

* * 


BD tp see are very satisfied 
with the price and speed of 
our service, This, coupled with the 


* * * 


increased advertising of our quicix 
service facilities, has established 
our image in the public’s mind and 
brought in both repeat and new 
customers. 

“With more satisfied traffic in 
the dealership, we are making more 
car and truck gales, also. Thus the 
quick service promotion has helped 
the whole dealership.” 

Cliff Peck, general manager of 
Key Motors, Evansville, Ind., puts 
his experience in different terms. 

(Continued on Page 32, Col, 1) 
* * * 





Quick Service Spot— 


This is the quick service area in the shop at Bill Currie Ford, Tampa, Fla. The 
dealership has boosted service business and the number of customers it contacts 
with a program designed to handle short service jobs quickly. Ford Division is now 
suggesting the program, known as Countdown Service, to all of its dealers. 


Safety Program Is Used 
To Boost Service Sales 


EN a dealership wants to de- 
velop a better community 
image among its customers and 
neighbors, what is the best way to 
go about it? 

Avis Ford, Inc., Detroit, seized 
upon the annual May Safety- 
Check Program as a means to 
demonstrate to both customers 
and other car owners in its area 
that the dealership is there to 
serve the driving public. 

The dealership’s promotion not 
only achieved its intended purpose 
by bringing in a 12 to 20 percent 
response from the motorists in- 
vited to participate, but also ac- 
counted for more than $4,000 in 
parts and customer labor sales. 
Total cost of the promotion was 
less than $400. 

Normally, dealers give token 





AMC Adds Two Mobile Schools 


MERICAN MOTORS CORP.’S 

program of taking mobile 
“schools” to Rambler dealerships 
instead of setting up facilities in 
key’ points has 
been so success- 
ful that two new 
units have been 
added. 

Since the first 
mobile school 
was put on the 
road two years 
ago, 12,200 Ram- 
bler mechan- 
ics have taken 
courses in the 
schools and the 
have travelled a total of 


C. M., Tillinghast 


trucks 


over 95,000 miles. 


Only dealer mechanics have been 


trained in these mobile units and 
C. M. Tillinghast, general service 
manager, feels it will be some time 
before this training can be ex- 
panded, due to the constant de- 
mand by Rambler dealers for the 
service that the schools render 
their service and parts depart- 
ments. 

Tillinghast feels that much more 
can be accomplished in holding the 
schools down to about eight to 10 
mechanics per class, although the 
new units can accommodate as 
many as 22 men in cases where 


Service New Products 


Page 60 





it is felt advisable to have more 
mechanics in attendance. 

Under the new expanded pro- 
gram, the nation has been di- 
vided into seven “school zones,” 
each being determined by the 
number of Rambler dealers in 
the area rather than on a mile- 
age basis. Thus, the frequency 
of contact with all dealers can 
be better maintained, even 
though in the West some of the 
units may have to cover wide 
distances between schools. 
Tillinghast is convinced that only 

by dealers having mechanics thor- 
oughly skilled in every phase of 
repair and maintenance of the ve- 
hicles can the dealers retain the 
good will of the customer and the 
(Continued on Page 38, Col, 1) 


service to this national safety cam- 
paign. However, Woody Miller, 
dealership president, felt that if the 
firm went “all out” in presenting a 
safety-inspection service, it could 
be a real service to the community 
and also provide Avis Ford with 
the community-interest identifica- 
tion that is so important to any 
business firm dealing with the pub- 
lic. ere ae 
S°: MILLER and Bill Bierlein, 
service manager, developed a 
program that would not only iden- 
tify the dealership as a “good citi- 
zen” in its own area but.also make 
every motorist who took advantage 
of the program feel that he was 
getting individual attention. 
Although the official national 

safety program is promoted as a 
May-June event, Bierlein decided 
to start his program in March 
so that more motorists could be 
accommodated and that enough 
time could be given to each in- 
spection. 

Bierlein kicked off the free-in- 
spection clinic by sending out 250 
personal letters to owners in his 
service file, inviting them to bring 
their car into the dealership for 
the free safety inspection on a spe- 
cific evening between the hours of 
6 and 9 p.m. 


The letter stated that only a few 
of these invitations would be sent 
out at a time so that the dealership 
could inspect the cars without 
delay to the customer, It also 
stated that if the owner could not 
make the suggested date, he should 
call the dealership and another ap- 
pointment would be made. 


The “clincher” in the letter, de- 
(Continued on Page 33, Col. 1) 
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At California State Garage ... 





TV Helps Keep ‘km Moving 


eras, no matter what camera the 
other office is using. 

More than a mile of coaxial cable, 
installed in conduit, was used to 
connect the system. Operation is 
continuous, day and night. The 
cameras are transistor units. 

Closed-circuit television, using 
transistor cameras which are con- 
sidered maintenance-free, allows 
observation of remote areas from a 
central control point. The cameras 
are designed to operate under the 
usual low levels of illumination 
found in a garage. A self-adjust- 
ment feature in the circuit controls 


(Continued from Page 30) 

























































to an area at the base of the per- 
sonnek hoist—a moving belt with 
stand plates which acts as a verti- 


cal escalator. 
* cd od 


HEN another car is needed, the 

dispatcher calls the parking 
attendant over the intercom, and 
the attendant steps aboard the 
hoist and proceeds to the proper 
vehicle. 

Drivers returning to the garage 
during the evening rush hour leave 
their cars at dn incoming reservoir 
post. Attendants park them and re- 
turn, via the hoist, to pick up an- 
other car. 

Since adequate supervision of 
such a complex and far-flung op- 
could be an expensive headache, 
the fleet manager decided to use 
closed-circuit television on an ex- 
perimental] basis. 

He believed this would be more 
satisfactory than employment of 
additional salaried supervisory per- 
sonnel. In addition, he felt that 
television would be more effective 
as a method of traffic control and 
would help maintain a satisfactory 
work level in service and repair 
departments. 

oe * cd 

HE closed-circuit television sys- 

tem includes 12 cameras and 

four monitor receiving sets. Six 
cameras are on the car-receiving 
level to observe all areas of incom- 
ing traffic The other six are in the 
service and repair area. 

Two of the four monitors are 
in the garage manager’s office; 
the other two in the dispatcher’s 
office. Through simple viodeo 
switches, either office may ob- 
serve through any of the cam- 


Walker Reports 
Sales Running at 


Or Above’60 Rate 


VANCOUVER, B. C.—New-car 
sales by General Motors of Canada 
are just as good, perhaps a little 
better, than last year, the com- 
pany’s president said here. 

With a situation like this, Edwin 
H. Walker suggested he can’t go 
along with all the recession talk 
in this country. Walker was here 
for the opening of GM’s Motorama 
at the Pacific National Exhibition’s 
Showmart Building. 

He said he has just completed a 
swing across Canada and has found 
a bubbling optimism. “Car dealer 
organizations are very happy about 
business prospects,” he reported. 

One reason for enthusiasm, 
Walker said, is the improvement in 
used-car sales. These, he added, are 
a barometer of what is to come 
in new-car sales. Walker said: 
“Ninety-nine out of 100 used-car 
dealers say their business is better 
than last year. This is a good sign.” 

Walker said conditions are buoy- 
ant on the prairies and in Eastern 
Canada and this will result in an 
increase of car sales over last year, 
“and last year was good in the in- 
dustry.” 


Long-Life Linings 
Raybestos Claims 42,500 


Miles in Test 


BRIDGEPORT, Conn.—An an- 
alysis of Raybestos brake lining 
used in a two-car, cross-country 
test shows that the projected life 
of the stock sets of lining averaged 
more than 42,500 miles, according 
to Raybestos Division, Raybestos- 





the picture to match changing light 
situations. 
* * ok 
T IS said that the cameras are 
also useful during rush hours to 

control pedestrians within the ga- 
rage and the flow of outgoing or 
incoming cars. 

An example of television use is 
the requirement that, in addition to 
the parking supervisor, there be at 
least two attendants at the incom- 
ing ramp. By watching monitor 
screens in his office, the dispatcher 
can locate extra parking attend- 
ants on other floors and use the 


intercom to direct them to areas 
where they are needed. 

During evening hours, when 
the greatest rush of incoming 
cars occurs, it would be possible 
for city traffic to be jammed if a 
garage blockage were to occur. 
By controlling parking attendants 
from a central office, the dis- 
patcher can route manpower to 
insure a smooth flow of incoming 
cars. 

During morning hours, an unus- 
ual situation develops. Cars tend to 
jam up inside the garage. Much of 
this internal traffic problem is 
caused by “jaywalking” state em- 
ployes who seek short cuts to their 
cars. Television cameras are used 
to watch the dangerous areas, and 
the intercom is used to warn the 
jaywalkers. “No smoking” orders 

(Continued on Page 34, Col, 1) 
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Safety Seminar 


Seek Ways to Aid Persons 


In Submerged Cars 


BLOOMINGTON, Ind.—Ways of 
helping persons trapped under 
water in automobiles will be stud- 
ied at a special seminar this sum- 
mer at Indiana University. 

Field tests will be conducted to 
simulate conditions that may arise 
when a car plunges under water. 
Various makes and sizes of cars 
will be used. 

The project was established 
through a grant from the Automo- 
tive Safety Foundation. 





Wondering how new-car and truck pro- 
duction and sales are making out? AUTO- 
MOTIVE NEWS gives you the entire story 
every week throughout the year. 





THE Blue Gor LINE 


MATCHED-PERFORMANCE 


_.. McQUAY. 





Manhattan, Inc. 

The company said a ’59 Ford and 
a ’59 Chevrolet were used in the 
test because ’59 models normally 
would be due for a brake lining re- 
placement, The Ford was relined 
with riveted brake linings, the 
Chevrolet with bonded brake lin- 
ings. 

Brake drums were sealed so that 
no modifications or adjustments 
could be made during the test. 
Hach car carried a four-passenger 
load, plus luggage. The total weight 
of passengers and luggage was 
more than 800 pounds per car, Ray- 
bestos said. 





Rings, pistons, pins, bearings, valve 
train parts, water pumps, chassis 
parts? All parts in the McQuay- 
Norris line—designed and manu- 
factured to the same high standards 
of quality and precision—are known 
for uniform performance and 


McQUAY-NORRIS MANUFACTURING CO., ST. LOUIS - TORONTO 


longer service. Your McQuay- 
Norris Wholesaler is “replacement 
parts headquarters” to mechanics 
all over the country who have 
experienced the satisfaction of 
working with the McQuay-Norris 
line. Use them on your next job. 





© 1961 MCQUAY-NORRIS MANUFACTURING CO. 
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Ford’s Quick-Service Program: 


‘Countdown’ for Shop Profit 


(Continued from Page 30) 


He says, “Quick service is work- 
ing very well for us. While other 
‘dealers in our area have experi- 
enced a 25 to 40 percent drop in 
business recently, we have held 
ours steady and even increased 
in some areas. 

“For instance, brake relines are 
up 50 percent, brake adjustments 
are up 86 percent and front-end 
alignments are up 17 percent. Bene- 
fits have accrued even to the sales 
department by getting more pros- 
pects and sales. Enthusiasm and 
efficiency has spread through the 
whole dealership because of this 
program of faster, more efficient 
service.” 


tery replacement and brake ad- 
justments and brake relines. 

Examples in the dealer plan 
book show that gross profits on 
this type of fast service can aver- 
age $14 per hour per stall using a 
$5 retail labor rate. 

* * cd 


MPHASIZING that the fran- 

chised car dealer and the in- 
dependent garage are now getting 
only about 15 percent of the avail- 
able service business each. Only 
eight years ago both were doing 
approximately double that per- 


Florida Dealer Honored 


ST. PETERSBURG, Fla.—Marion 
B. Ross, president, Ross Chevrolet 
and Wynn-Ross Motors, Inc., was 
named “Man of the Year” by the 
St. Petersburg Jewish community. 
Ross is associated with the Greater 
St. Petersburg Chamber of Com- 
merce, Red Cross, Mental Health 
Society, United Fund, Tuberculosis 
Society of Pinellas County, Mer- 
chants Assn., the Committee of 100 
and the Kiwanis Club. 














































* * * 


New Service Needs 


7, PROMOTING Countdown 
Service to its dealers, Ford rec- 
ognizes that engineering advance- 
ments and quality manufacturing 
have brought about drastic changes 
in the needs of service merchan- 
dising. 

They recognize that many fran- 
chised dealers today are still try- 
ing to run a profitable service de- 
partment on heavy repairs, tuneups 
and front-end aligning when the 
emphasis has shifted to mainte- 
nance services and expendable-item 
replacements. 

In the plan book for setting up 
Countdown Service, Ford advises 
its dealers to “look around you.” 
Specialty shops and service sta- 
tions springing up all over the 
country are attracting car own- 
ers in increasing numbers with 
their quick service operations. 
These shops are fulfilling the cus- 
tomer’s need to obtain service for 
a 15 or 30 minute job “while you 

” 


t.’ 

“Establishing a quick service op- 
eration is the most effective way 
for you to compete with these com- 
petitive shops and capture your 
share of this profitable market,” 
the book says. 

* * 

—— the dealers what the 

name “Countdown Service” 
stands for, the booklet briefly out- 
lines what dealers must look for- 
ward to when they decide to enter 
this field. Ford service executives 
admit that many dealers are going 
to have some “growing pains” in 
the adjustment of their current 
operation to the new concept, 

“Every child knows the new 
space age nomenclature” says the 
dealer plan book. “In fact today’s 
children learn to count backwards 
first, 5-4-3-2-1 is the new way. This 
is countdown and it’s measured in 
minutes and seconds. What could 
be better associated with quick 
service than the term countdown? 

“Countdown is a new image. 

It’s in the news. It has a conno- 

tation of precision and high skill, 

backed by careful, long-range 
planning. 

“New Ford Countdown Service 
gives the Ford car owner what he 
needs, fast. It’s measured in min- 
utes, too. 

“New equipment, new tools and 
new service procedures mean that 
Ford dealers can profitably com- 
pete with service stations and spe- 
cialty shops in time and price. 

* * o* 


High-Impact Name 


* AT better way to launch a 

spectacular new program than 
with a modern, high-impact name, 
Ford Countdown Service!” 

In addition to suggesting to deal- 
ers and their service and parts per- 
sonnel the competitive services that 
should be featured in Countdown 
Service by pricing these services on 
a competitive, one-price basis for 
the complete job, Ford furnishes 
each dealer who asks his district 
service manager for more informa- 
tion about this new program, with 
a plan book for setting up, operat- 
ing and merchandising Countdown, 
a manual for the service and parts 
managers for organizing, operating 
and directing such a program, a 
technical procedures manual on all 
suggested quick services and a 
quick service catalog. 

It is suggested that Ford deal- 
ers who go in for this quick 
service program emphasize such 
competitive services as voltage 
regulator, muffler, shock absorb- 
er, oil filter, spark plug and bat- 


Edsel, 1958-60; Ford, 1958-61; Lincoln, 
1958-61; Mercury, 1958-61 


Edsel, 1959-60; Ford, 1955-57; Lincoln, 
1955; Mercury, 1955-56 





centage. This gives the car dealer 
who goes in for quick service 85 
percent of this profitable business 
to go after. 

The book points out that, with 
the Countdown Service operation 
going for the car and truck deal- 
er, he can increase customer serv- 
ice loyalty, build a reputation as 
a source of quick service work 
that is properly handled and rea- 
sonably priced and increase op- 
portunities for new car and truck 
sales through more frequent con- 
tacts with service customers. 
Above all, quick service presents 
a profit potential that is as big 
as the ability of the dealer and 
his organization. 

It is also pointed out that the 
former advantages of genuine parts 
and factory-trained mechanics are 
in many cases overshadowed by 
the vehicle owners association of 
big repair bills and inconvenience 
because of slow service with the 
dealership and, thus, his business 
goes to the service stations or the 
specialty shops. This is particularly 


‘AC SELLING 
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“Let’s stop kidding ourselves 
with these sedans, you’re sports 
car all the way.” 





true with the owners of older model 


vehicles. 
* * 


‘New Management’ 
ip ORDER to regain this busi- 


signed for their needs and con- 
venience. 

Progressively, since the end of 
World War II, dealer service has 
concentrated more and more on 
new and current model car service 
and have been less and less orient- 
ed toward filling the needs of the 
older-model owner. 

In this same period, service 
stations and specialty shops have 
concentrated more and more on 
tailoring their services to the 
needs of the older-model owners 
and have been getting an ever- 
increasing share of this business. 

“Ford dealership services must 

be tailored in a manner that will 
not only equal those of service sta- 
tions and specialty shops from the 
standpoint of convenience and ef- 
ficiency, but also will convince the 
customer that his Ford dealership 
is the best, most convenient and 
most economical place to secure his 
service needs,” the Ford booklet 
said. 

This “convincing” will have to be 
done by a sound promotional pro- 
gram and by letting the customer 
know that the welcome mat is now 
out for his business. The Count- 


ness, dealers must convince| down Service program has been 
owners that their Ford dealership| developed to provide Ford dealer- 


is now “Open Under New Manage- 
ment” with services expressly de- 


Order AC Fire-Ring Spark Plugs and... 


Get This 
Double Value 


ships with a means to achieve this 
objective. 


SLANTS 





AC Air-Operated Vacuum Cleaner 
and 1961 Gasoline Retailer 
Service Station Flat Rate Manual 


Both are yours with the 


BUY NOW! Rarely will you find an offer with 
such immediate benefits. Right from the start 
you'll please your customers when you put your 
AC Air-Operated Vacuum Cleaner to work—at 
gas-up time, for car washes, for all customer 
services. You can use your Gasoline Retailer 





ACs are specifically engineered 
to give every make of car the ex- 
clusive 


Flat Rate Manual to 
return for your labor. 


“Hot Tip’ for self- 


cleaning action. 


Here's how to get this special offer: SPM-92 contains the 
AC Air-Operated Vacuum Cleaner, the Gasoline Retailer 
Service Station Flat Rate Manual, and the four 8-Pacs of 
AC Spark Plugs designated above. You pay your regular 





*Extended shell type 


SPM-92 Merchandising Package 


assure yourself a fair 
Make repair and main- 


tenance estimates fairly—quickly. Both of these 
business-building tools are yours when you 
purchase the four packages of fast-moving AC 
Spark Plugs listed below. 


SPM-92 contains four 8-Pacs for these cars 


Buick, 
DeSoto, 


1959-61 ; 
1959-61 ; 


1959-61 ; 
1959-61; 


Chrysler, 
Dodge, 


Plymouth, 1960-61 


Chrysler, 1957-58; DeSoto, 1957-58; 
Dodge, 1957-59; Plymouth, 1957-59 


**Extended shell resistor type 


dealer price for three 8-Pacs and the regular retail price 
for the R44S 8-Pac... for a total of only $26.32. The profit 
from the sale of the R44S 8-Pac pays for your Vacuum 
Cleaner and Flat Rate Manual. 





> 
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Deal Offers Free Inspections . . . 





Safety Program Used 
To Up Service Sales 


(Continued from Page 30) 


signed to bring the owner in for 
the inspection, stated: 

“If your car passes the inspec- 
tion, an authorized O.K. sticker will 
be placed on your windshield. If 
not, we will give you an itemized 
card as to the necessary items 
needed to get it in shape. 

“Please remember that this card 
does not mean that your car must 
be fixed. It only indicates what is 
needed. You make up your own 
mind as to when and where you 
want it repaired. This safety in- 
spection is absolutely free.” 

* ok + 


Letter Is Repeated 

yas letter was repeated in April. 
In May, the dealership hit hard 

with a series of three letters sent 

out to more than 1,200 customers. 

June was a repeat of the May deal 


OF THE MONTH 





with approximately 1,000 customers 
being invited. 

Local newspaper publicity and 
contact with approximately 3,000 
“names” from the dealership files 
has provided Miller with the 
community-interest identification 


he feels is needed. (Miller has 


Big Golf Turnout Expected 


PORTLAND, Ore.—Advance reg- 
istrations for the 1961 golf tourna- 
ment of the Automobile Dealers 
Assn. of Portland are greater than 
at any time in recent years, ac- 
cording to Howard J. Steib, associ- 
ation manager. The event is set for 
June 16-18 on the links overlooking 
the Pacific Ocean at Gearhart, Ore. 
Members of the Oregon Automobile 
Dealers Assn. have been invited to 
the event. 
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long expressed the convictions 
that the average citizen looks 
upon an automobile dealership as 
an impersonal, near-mercenary 
type operation headed by a fast- 
talking merchant who couldn’t 
make the first rung of the social 
ladder.) 


If a “good cause” promotion can | = 


give identity to a “good dealership,” 
Miller is convinced that this pro- 
gram has given his community- 
image ambitions a good start. 

All have been amazed at the re- 
sponse to each letter and the readi- 
ness with which owners bought the 
needed work, 

* * 7 

Amine the dealership during the 
inspection clinics, which were 
held after dealership hours in the 
evenings, were Sgt. Milford Pelech 
and Safety Officer Jack Peebles of 

the Detroit Police Department, 
These officers contributed their 
time and certified each inspection 
prior to affixing the safety-check- 
ed sticker to the car’s windshield. 
Both officers are dedicated pro- 
ponents of traffic-safety educa- 
tion programs and enthusiastic- 
ally assisted Bierlein for the 
opportunity to talk safety with 
the car owners and to pass out 


Avis Inspection Line— 





The left front wheel was pulled on every car that went through the inspection 
line at Avis Ford, Inc., Detroit, to determine not only the condition of the wheel 
cylinders but also to determine how much brake lining was left for safe driving. 
Over $4,000 in parts and customer labor resulted from seven free safety inspections 


conducted by the dealership. 
ae eS 


their own departmental litera- 
ture and driving tips. 

While a large percentage of the 
service work performed as a result 
of the inspections was to correct 
conditions uncovered, a substantial 
amount was in the category of gen- 
eral maintenance, such as tuneups. 





S sae 


VALUE No. 1 


Provides an extra customer service- 
that will gain more business. 





AC AIR-OPERATED 
VACUUM CLEANER 


Just add a one-half inch male threaded quick-coupler 
and it easily and quickly fits onto regular air hose. 
Ideal for cleaning out customers’ cars. Puts the finish- 
ing touches on car washes. Has 1001 uses around 
your place of business. Long 18” suction tube allows 
you to clean hard to get at places easily. Bag is of 
heavy-duty vacuum cleaner cloth with zippered open- 
ing for easy dirt removal. A special handle valve turns 


the vacuum cleaner on or off. 


ORDER FROM YOUR 


Covers all U.S. standard and compact 
passenger cars, 1951-1961. 


1961 EDITION 


VALUE No. 2 





GASOLINE RETAILER 


SERVICE STATION 
FLAT RATE MANUAL 


Here's the manual that can help you successfully meet 
competition in car maintenance and service work. 
Your customers will have more confidence in your 
labor charges when they see that you’re using figures 
covering over 2,000 repairs and services—based on 
car manufacturers’ actual time studies. This manual 
includes time-price conversion labor rate table from 
$2.50 to $6.00 per hour. Helps you quickly and easily 


determine the fair price for full profit on every job. 


CO SUPPLIER TODAY! 


* * * 


Bierlein even had a body and paint 
job as a result of one inspection. 

“This program just goes to prove 
that people only have to be re- 
minded that you are here to serve 
them. Give them a good reason to 
come in and extra sales can be 
made,” said Bierlein. 

An indication of the “payoff” 
from this program can be seen in 
the results of two of the clinics. 

- ~ * * s 


Repair Orders Increase 


N THE second clinic held in 
April, 250 owners were contact- 
ed. Twenty-seven inspections de- 
veloped seven tuneups for $160; 
three power steering cylinder re- 
pairs, $40; one radiator surge tank 
repair, $9; one wheel alignment, $9; 
one body and paint job, $400, and 
o* 


* * 


: INSPECTION 
REPORT 


YR.____ MODEL. ____ 








NAME fans — 

PI sities tao 
CIBRAKES CIWIPERS 
CIJIEXHAUST SYSTEM CI WINDOW WASHERS 
CI FRONT LIGHTS [I STEERING 
CIOREAR LIGHTS (J MIRRORS 
COGLASS CC) TIRES & HORN 
REMARKS. ESTIMATE 


7:30 a.m. 


AVIS FORD inc. 23: 


DETROIT 4, MICHIGAN 


WEBSTER 
3-8420 


12625 GRAND RIVER AVENUE 


Check Form— 


This is check form used by Avis Ford, 
Inc., Detroit, to let the motorist know that 
the “safety items" on his car were either 
in good working order or needed repairs. 
It also was used to alert the owner to the 
need for other service work. A copy of 
this report was kept in the dealership to 
followup on the work that was not ordered 
at the time of inspection. 

et ae 


three brake relinings, $70. The 16 
repair orders totalled $688 in parts 
and customer labor. Three of the 
repairs were nonsafety items. 

In the third clinic held May 
16, 400 owners were contacted. 
The 64 inspections resulted in 
three body and paint jobs, eight 
brake relinings, six tuneups, three 
power steering cylinder repairs, 
two mufflers, one idler arm, one 
gas tank line replacement, six 
Sealed Beam lamps, one tail lamp 
repiar (wiring), two turn signal 
repairs (one flasher, two bulbs), 
and one windshield washer re- 
pair. The 34 repair orders totalled 
$1,020 in parts and labor, with 
three nonsafety items. 

While many of the customers re- 
quested repairs at the inspections, 
only the simplest operations were 
performed at that time since the 
service shop was closed. Seventy- 
five percent of the work performed 
was either scheduled at the time 
of the inspection or the customer 
brought the car back without fol- 
lowup within a few days. The bal- 
ance of the work was the result of 
followup. 

Only four owners who were ad- 
vised of needed work have not had 
it done. Followup cards have been 
sent to these customers, 
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650 State Cars Handled Daily... 





TV Avoids Garage Traffic Jams 


(Continued from Page 31) 


can also be enforced within range 
of the camera’s eye. 
' According to garage manager 
Carl L. Almquist, “Closed circuit 
television permits utilization of 
fewer personnel at maximum effici- 
ency for better ‘traffic contro] at 
lowest cost.” 
a on * 

ee ee operates a fleet of 

21,895 vehicles, and it takes 16 
inspectors— plus the home-office 
crew—to make certain that vehicles 
stationed in out-of-the-way loca- 
tiong are serviced properly. 

The fleet includes 13,849 cars 
and trucks and 8,046 pieces of 
internal - combustion - operated 
equipment ranging from fire en- 
gines to bulldozers. Each piece 
of equipment is checked by an 
inspector at least twice a year. 
The inspectors work practically 

without supervision, but they file 
an itinerary for each day’s work 
so that they can be reached quickly 
by either the home office in Sacra- 
mento, one of the various garage 
posts or by the nearest State High- 
way Patrol office or officer. 

In case of any change in his 
itinerary, an inspector either tele- 
types his change to the main office 
or asks a Highway Patrol office to 
radio the change in for him, 

* 





















































HIS is essential so that every 

man will be available immedi- 
ately and so a man can be alerted 
in case a vehicle in his area is in- 
volved in an accident. 

All inspector’s cars and State 
Highway Patrol cars are equipped 
with seat belts, and no inspector 
will move unless the belt is fas- 
tened. This reporter learned this 
when he “rode the ridges” on a 
typical day’s trip with Glenn D. 
Seaman, an inspector from the San 
Francisco garage. 

When Seaman called for me, 
he asked me to fasten the seat 
belt. Well, the belt on the pas- 
senger’s side was adjusted for a 
person with a much smaller 
waistline, but Seaman wouldn’t 
move until he had lengthened 
the belt so it would fit. 

And on the curving road, in a 
slight fog, up to a Fish, Game and 
Forestry station atop Mount Di- 
ablo I was happy that he had 
made the belt large enough to hold 


me. 
* * * 


T THAT station, there were 

eight vehicles including a fire 
truck. Two of the others could be 
used as auxiliary fire trucks. The 
fire equipment was mounted on a 
skid that could easily be moved 
into the truck box. Each piece had 
its own power plant. 

Also in the garage at Mount 
Diablo was an antique that many 
a collector would give his eye 
teeth to own, yet the park serv- 
ice could not license it or use it 
outside the immediate area. This 
beauty was a 1932 Packard in 
the pink of condition. It was 
given to the park men by a resi- 
dent of the area. 

In addition to the big new garage 
at Los Angeles, the state operates 
other maintenance garages at Sac- 
ramento, San Francisco, Berkeley 
and Fresno. No overhaul work is 
done by these garages, they are 
kept busy with straight mainte- 
nance work and storage of state- 
owned vehicles used by employes 
in the area. 

All repairs are handled by the 
nearest dealer in the particular 


Tuthill Spring Issues 


Catalog of Helpers 

MOMENCE, Ill.— Tuthill Spring 
Co., manufacturer of replacement 
and custom-engineered lea f-type 
springs for all cars and trucks, 
announces distribution of its 1961 
catalog of helper springs, build-up 
kits and insert leaves. 

The eight-page catalog lists in- 
sert, or reinforcing leaves for pas- 
senger car rear springs both by 
Tuthill stock number and by make 
and model of car. Extra leaf sets, 
or “build-up” kits, featured in the 
catalog are said to increase capac- 
ity of Ford and Chevrolet trucks 
up to 1% tons. Among others illus- 
trated are truck helpers in four 
basic types. 





make of car or truck. Bids are 
asked on all wreck work, and at 
least one of the three bids must 
come from a dealer in the make 
of the vehicle damaged. 
* * ca 
O DRIVER of a car involved in 
an accident, regardless of who 


Ohio Dealership Asks 


Court Aid on Debts 


EAST LIVERPOOL.—An assign- 
ment for the benefit of creditors 
of Valley Motor Sales Co. has been 
filed in Lisbon (O.) Probate, Court. 
The court was asked to study the 
firm’s liabilities, amounting to more 
than $200,000, and establish pro- 
cedures by which creditors can be 
paid. 

The firm claims assets of $100,- 
000, which have been transferred 
to its attorney, D. Barry Dickson. 
The company handles household 
appliances, Oldsmobile, Buick and 
Studebaker cars and International 


Harvester trucks. 





is to blame for the accident, can 
have the car repaired. All repairs 
must be made by an authorized 
bidder under strict state super- 
vision. 

Tires, batteries, gasoline and oil 
are purchased under contract from 
suppliers, 

Inspectors must make a tri- 
monthly report, with a separate 
report for each vehicle. When 
an inspector finds something that 
should be corrected, he notes it 
on his report, and the driver of 
that vehicle must have the work 
done as soon as possible. 

Among the state agencies oper- 
ating internal-combustion-powered 
vehicles and equipment which the 
inspectors must cover in their 
rounds are the departments of 
Agriculture, Parks and Beaches, 
Forestry, Mental Hygiene, Correc- 
tions, Highway Patrol, Motor Ve- 
hicles, Justice, Education, Surplus 
Property, Public Health and Pur- 
chasing. In all, 27 agencies come 
under their supervision. 








Busiest Spot in State Garage— 

The dispatcher's office at the California State Garage, Los Angeles, is the nerve 
center for traffic, parking and maintenance activities. Twelve closed-circuit TV cameras 
help the dispatcher control the flow of work, personnel and pedestrians. The garage, 
which consolidates seven vehicle pools in the metropolitan area, handles 650 cars 
a day. 





SELLING SLANTS 


There’s still time to... 


Join the AC 


with 
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Headlamps | 
and GLM-91 
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The GLM-91 Merchandising Package Contains: 


16 FAST-MOVING 


AC-GUIDE HEADLAMPS 


This assortment contains headlamps for both 
2- and 4-headlamp cars, 6 and 12 volts. All have 
precision-ground “Guide Points” for perfect aim- 


ing. The headlamp types included are: 


2 TYPE T3-4001 « 4 TYPE T3-4002 
5 TYPE T3-6006 ¢ 5 TYPE T3-6012 


Selection covers entire passenger car market. 


GUIDE LAMP WALL 
SPECIFICATION CHART 
Builds your business by putting the right lighting 


answers at your fingertips. It's handy, time- 
saving. Lets you tell at a glance the right head- 


lamps and bulbs for all popular passenger cars, 
trucks and buses for 1953-'61. 


PARADE OF PRIZES 
CATALOG 


Big and colorful, this catalog contains over 350 
exciting gifts for the sportsman, camerabug, 
camper, homemaker—all by top-brand manu- 
facturers. Each gift is fully described and given 
a prize point value. Each catalog is complete with 
order form and self-addressed envelope. 


CERTIFICATES 
FOR 340 PRIZE POINTS 


You can cash in these prize points immediately 
for your choice of many wonderful, useful gifts. 
You can also save them toward even larger prizes. 
The Parade of Prizes program is continuous. 


ORDER GLM-91 FROM YOUR © SUPPLIER TODAY! 
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Backshop . . . 2 Jack Weed 





(Continued from Page 30) 


lines on the floor to guide owners 
to the ‘lube hoists. 
* x ES 

S MORE and more dealers took 

up this spectacular innovation 
in service merchandising and 
found it increased their service 
revenue and gross profits, new 
decorative treatment of the back 
walls, new lubrication equipment 
and new steps toward presenting a 
clean, neat department took place. 
This finally led to the white enamel 
furniture and Wall panelling, white. 
uniforms, hidden grease and oil re- 
tainers, center island dispensers or 
overhead reel equipment, floor- 
flush hoists, better lighting and all 
the things we now take for granted 
in the establishing of a modern 
lubrication department. 

And the dealers of that era set 
the pace for the rest of the in- 
dustry. Gasoline stations and in- 
dependent garages had to follow 
with similar improvements as the 
public soon demonstrated they 
would not drive their cars into 


OF THE MONTH 


the dirty holes that used to be 
the lube departments. 

At that time, the lube department 
was the “sales room” of the shop, 
and lubrication was the service 
that brought the customer in most 
frequently. 

But this industry of our moves 
on and engineering improvements 
and advancements tend to obsolete 
established customs with quite 
monotonous regularity. 

All of a sudden it seems top man- 
agement has awakened to the fact 
that their dealers no longer lead 
the pack in service; that they have 
been suffering in profit potential; 
that both the dealer and the prod- 
uct has suffered in loss of owner 
loyalty; warranty costs have sky- 
rocketed and worst of all, that the 
oil companies and a new crop of 
“specialty” shop competitors have 
been the first to take advantage of 
the changed emphasis on automo- 
tive service. 

They have been the first to sense 
the advantage of quick service pro- 


cedures that please the public. 
Today, these outlets lead in the per- 
centage of the total service dollar 
captured. 

Oil company outlets have had and 
still are suffering from the growing 
pains of switching their service 
approach to meeting the new time, 
price and reliability demands of 
the motoring public, 

* * + 


Skilled Manpower Needed 


CF IS going to take skilled, well- 
trained manpower in the factory 
field service forces to lead the deal- 
ers through this period of adapta- 
tion to the new program—manpow- 
er that knows business manage- 
ment as well as “nuts and bolts.” 
Chevrolet is leading the way in 
preparing its greatly expanded 
service field force to meet this 
challenge. Other companies will 
have to follow eventually and I can 
see the looks of dismay on the 
faces of a number of “hold down” 
economists in controllers offices 
when they are faced with the nec- 
essary increased budgets from 
service merchandising that will be 
presented this year and next, 

But it is a cost all factories 
eventually will have to pay if 
they wish to keep their dealers in 
a profitable operation and keep 


1961 





Ordinance Keeps Town 


Free of ‘Clunkers’ 


AURORA, 0.—An Unlicensed 
Vehicle Ordinance in this Cleve- 
land suburb requires that “junk- 
ers” parked in yards must have 
current license plates. 

In the month prior to tag dead- 
line, more than 100 of these 
clunkers were moved to junk 
yards by their owners. “You 
never saw so much iron moving 
down the road,” said one council- 
man. 





their products sweet with the 
buying public. 

I am certain that with product 
loyalty constantly slipping, thou- 
sands of car buyers will switch 
their loyalty to the dealer who pro- 
vides them with the type of effici- 
ent service they seem to be de- 
manding. 

I am inclined to believe that it is 
the lack of this type of trained 
service manpower in the field that 
keeps Ford from pushing its 
“Countdown Service” 
every dealer in the line. 

Ford has led the way in minimiz- 
ing the effectiveness of the lube de- 


partment in service selling al- 





| Parade of Prizes 


Here’s your opportunity to get a real selling bonus—your choice of over 350 
top-brand gifts—just for selling AC-Guide headlamps. This headlamp is 
original equipment on Chevrolets, Pontiacs, Oldsmobiles, Buicks and Cadillacs 
—and GMC and Chevrolet trucks. If you joined the Parade of Prizes before— 
with AC’s Oil and Air Filter and AC Fuel Pump promotions—you can add to 
your prize points for larger gifts with the GLM-91 AC-Guide package. Act 
now! Get your share of these fabulous prizes and cash in on bigger profits, too. 


Here’s how to get GLM-91 for prizes ! 
and profits. To get GLM-91 and join the AC 
Parade of Prizes, you pay only $25.62... your usual 
dealer price for the 16 popular AC-Guide Headlamps 
contained in the package. You keep your full profit on 
every headlamp sale. The Parade of Prizes Catalog 
and Prize Point Certificates worth 340 points are 


included at no charge. 


| AC SPARK PLUG DIVISION 
Parade of Prizes Dept. 


Send for your FREE 
PARADE OF PRIZES Catalog 





| P.O. Box 902, Flint, Michigan 


Name 
Address 
| City 


Zone 





Xx 


| Please send me your Parade of Prizes Catalog so | can see 
| the more than 350 exciting gifts available. | understand | 
| can get these gifts by purchasing AC Parade of Prizes 
| Merchandising Packages for AC-Guide Lamps, AC Oil and 
Air Filters and AC Fuel Pumps. 





State 


. 


' 


program to 
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though practically all makers will 
be featuring equal extended chassis 
lube periods or even beat Ford with 
no lubrication necessary at all. This 
is beyond the planning stage, I un- 
derstand. . 

+ 


ae 
== what I particularly 
studied last month in Germany 
and Sweden, when I went overseas 
as a guest of Volkswagen, may be 
the pattern our dealers may have 
to come to in some form to keep 
the customer coming back to the 
selling dealer, 

As most dealers know, Volks- 
wagen has been able to sell the 
majority of its owners on bring- 
ing their car back to the dealer 
every 3,000 miles for a complete 
checkup. In the larger dealers 
such as I visited in Berlin and 
Stockholm they have a regular 
production assembly line tech- 
nique. In the smaller dealers they 
are inaugurating a four man 
team idea of one skilled mechanic 
and three helpers or apprentices. 


With either procedure they can 
inspect and make the necessary ad- 
justments on a car in 24 minutes, 
and this is a sincere bumper to 
bumper inspection. Many owners 
wait for their cars to go through 
the line, some even walk along be- 
side the car and watch what is 
being done. 

This is good, for when it comes 
to making a decision as to whether 
a part should be replaced or 
“shored up” for limited additional 
service, the owner is there to give 
the nod and the replacement can 
be made on the line without extra 
handling of the car later, 

If any one has any doubts about 
how long Volkswagen will be able 
to sell in volume in the American 
market they should have been in 
Stockholm with me. 

There conditiong come closer to 
parallelling the American market 
than anywhere in the world. Swe- 
den has the highest car ownership 
per thousand of people of anywhere 
in the world except in this country. 
The Swedish people are very car 
conscious, have the money to buy 
what they want, and still in seven 
years Volkswagen has penetrated 
this market to the extent that they 
now take 21 percent of the new car 
sales, according to Gosta Nilsson, 
managing director of Volkswagen’s 
largest independent distributor, 
Scania-Vabis. 


* * 
VW Second in Sweden 


) SWEDEN, Volkswagen has its 
“home built” competition in the 
Volvo and the Saab. Volkswagen 
sales today are second only to 
Volvo, which has 25 percent pene- 
tration, Saab has 14 percent pene- 
tration as against Volkswagen’s 21 
percent. 

There is no question in my 
mind but that it is the service 
that Volkswagen owners get that 
keep them “in the family” year 
after year. 

Every working part of the car is 
checked in these inspections, Every 
wheel is removed and the brake 
lining and controls examined and 
adjustments made. Fan belts are 
checked for slack and condition, 
timing is reset, every part that 
needs lubrication is lubed and all 
oil and transmission fluids are 
drained and replaced. Wheels are 
checked for alignment, doors are 
checked for fit and spark plugs 

cleaned and regapped. 

How far we could go with such 
an inspection routine I don’t know, 
but I am certain that if some alert 
dealer can work out such a pro- 
gram that he would constantly wed 
more and more owners to him, pick 
up a whale of a lot of service that 
he doesn’t get now, build a product 
and dealer image that would be 
hard for any “cut price” dealer to 
fight, and cut warranty costs to 
the bone, Maybe this will be our 
next service “explosion.” Who 
knows? 


* * * 


OHNNY WOLF of John E. Wolf 

Co. sent me a copy of a letter 
recently sent out by Mike Feder, 
Feder Pontiac, Ine. Shaker 
Heights, O., in which he asked all 
his Pontiac owners if his place is 
the kind of a dealership in which 
they liked to trade, will they con- 
sider buying their next car there 
and if the owner had any sugges- 
tions for improving Feder service. 

Feder got 34 percent return, with 
93 percent favorable responses, ob- 
tained 75 new and used-car pros- 
pects, sold 11 new cars and did 20 
free lube jobs the week of May 15. 
Feder’s service must be good. 





FORD FAMILY OF FINE CARS CLEARINGHOUSE @ NO. 243 OF A SERIES 


EVERY PART, 
POUND AND PENNY 
COUNTS 


in a Ford Motor Company product 








How Exhaustive Product Analysis and 
Comparison Studies Contribute to the 
Development of Finer Quality Cars and Trucks 


How do you achieve superior quality 4nd still maintain competitive 
costs in cars and trucks? Can more efficient products be designed 

from the standpoint of weight? These are vital questions that continually 
concern and absorb Ford Motor Company’s Tear-Down and Value 
Analysis Laboratories; two of many Company operations that aim 


at constant improvement in our Ford Family of Fine Cars. 


To help us institute improvements that will result in better Company 
products, the laboratories create reference displays representing 
completely disassembled vehicles—from huge body sections weighing 
hundreds of pounds to minute parts weighing a fraction of a gram! 
Parts of competitive cars are displayed side by side with our own 
product components, and continuing study and comparison enables 


us to maintain design superiority in every detail. 


Specifically, Ford Motor Company’s Tear-Down Laboratory is concerned 
with analysis and comparison of design, engineering and weights. 

The Value Analysis Laboratory, on the other hand, is primarily 
interested in maintaining a strong competitive position with respect 


to costs and quality of component parts. 


Year after year, these special laboratories are instrumental in helping 
us design and manufacture progressively finer automotive products for 
you and your customers. It is why today we can truthfully say that 


every part, pound and penny counts in our Ford Family of Fine Cars. 


Another reason why it's great to be a dealer 
in the Ford Family of Fine Cars. 





THE AMERICAN ROAD. DEARBORN, MICHIGAN 





FOR THE AMERICAN ROAD; THE FARM; AND INDUSTRY Ford «Falcon e Thunderbird « Comet 
Mercury e Lincoln Continental e English Ford Line e Ford Trucks eIndustrial Engines 
Farm and IndustriatTractors and Equipment e Special Military Vehicles 
Aeronutronic—Products tay the Space Age « Tne American Road Insurance Company 





Ford Motor Credit Company 





961 Ford Galaxie. 


Charles E. Horner, Manager of the Value Analysis Department, shows component mounting arrangements for the 1 
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12,200 Mechanics Trained to Date... 





AMC Adds Two Mobile Schools 


(Continued from Page 30) 


factory retain the product appre- 
ciation by the owner that enables 
dealers to maintain a profitable 
operation, 

Good service properly provided 
by skilled mechanics is the basic 
key to the essential phases of re- 
tail automotive merchandising, and 
the mobile school, in the experience 
of American Motor officials, best 
provides the foundation for this 
type of operation. 

To a marked degree, it over- 
comes the average dealer’s apathy 
to sending key men long distances 
to fixed schools, since the mobile 
units minimizes both the cost of 
sending mechanics to school and 
the mechanic’s time lost to the 
service department. 

* * * 
HE mobile units also enable the 
highly skilled and thoroughly 
trained instructors to visit many 
more dealerships in the course of 
their operation, and to be able to 
advise dealers on how they can 


improve the profit potential of their 
operations. 

Another advantage of the mo- 
bile unit has been expressed by 
Roy Abernethy, AMC executive 
vice-president, who recently said: 
“We have found that because we 
bring the classroom to the me- 
chanic rather than have him 
travel long distances to station- 
ary schools, attendance has been 
greater than that of any other 
automobile manufacturer.” 

A number of highly important 
improvements have been made in 
the newer school units resulting 
from AMC’s experience with the 
initial units. 

While all units are equipped with 


Gager Keim 40 Years Old 


COLUMBUS, O. — Gager Keim 
Ford, celebrating its 40th anniver- 
sary in business, gave away a tran- 
sistor radio on each of the 40 days 
of the observance. John B. Gager, 
co-founder, is president and Robert 
D. Keim, general manager. 


an air-conditioning unit that also 
acts as a heater in cold weather, 
the former school units were pro- 
vided with a tent auxiliary room 
into which a car could be driven 
for instruction on the car as a 


whole. It was found that it was|@ 


both hard to heat and cool these 
units. 

The new units have an ingenious 
addition of aluminum that unfolds 
from the side of the trailer that 
provides the main classroom, 

7 * * 


Test Equipment Handy 


oo electrical testing equipment 
that is essential on tuneup and 
carburetion instruction is built into 
the side of the main trailer where 
it is handy when used on a Car in 
the annex, yet completely protect- 
ed and out of the way when not 
needed. 

All work benches now fold into 
the sides of the main classroom 
and they cover one tool panel 
that is affixed to the back of the 
recess that holds the bench when 








AMC's New School— 


This is one of the two new mobile serv- 
ice schools being put into operation by 
American Motors Corp., augmenting a 
program for instructing dealer mechanics 
which was initiated about two years ago. 
The new units are improved versions of 
the originals. 





* * * 


not in use. Another tool board is 
in a recess immediately above the 
bench recess, 

All special tools for a particular 
instruction are grouped on these 
panels, and the panels are remov- 
able so that the essential too] kit 





Save Steps 
Save Money 


Optional KRA-437 3-drawer section — 
fits into the compartment of 
KRA-377 roll cab to convert it 


to an 8-drawer unit. 


ee 


' To Mechanics Who 

Service Foreign Cars 
Ask about SNAP-ON wrenches in Met- 
ric or Whitworth standard sizes. 
Available in most popular types and 
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sizes. 
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KRA-377 ROLL CAB 
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to the Job 


day-to-day jobs. 


open it. 





COASTER-CABS 


Roll Your Bench and Tools 


Every time you have to go back and forth 
from your tool chest to the job, it costs 
money. You can save these time- and money- 
wasting steps and increase efficiency with a 
new SNAP-ON Coaster-Cab. 

This large, roomy cabinet will hold just 
about all the tools a mechanic needs for 
The five-drawer section 
will carry anything from midget tools to 
larger power tools or pullers. Even when 
heavily loaded, the drawers slide easily 
without sagging, binding, tipping, or pull- 
ing out completely and spilling. Full-length 
handles let you grab drawer anywhere to 


The entire drawer section locks conven- 
iently with one key, including drop-front 
panel for the lower compartment. The heavy- 


gauge metal top provides ample working 


space for bench jobs or for tool placement 
while at work. Raised edge prevents tools 
or parts from dropping off. 

Cab moves into location quietly and easily 
on 4-in.-diameter rubber casters. The two 
swivel-action casters have foot brakes to 
hold cab stationary. And its rugged, all- 
steel construction means plenty of service 
under the toughest job conditions. 

Your SNAP-ON man will be happy to show 
you the complete line of chests, cabs and 
benches for your tools. You'll find the right 
size and right combination of drawer space 
to fit your particular needs. 


CHOICE OF BETTER MECHANICS 


SNAP-ON TOOLS 


8082-F 28th AVENUE » KENOSHA, WISCONSIN 





can be changed for each subject 
being taught. 

This provides two advantages 
over the former method of han- 
dling tools. First, the tools are 
firmly attached to the board by 
clips that enables their quick re- 
moval, yet holds them tightly and 
without rattle. It also provides the 
instructor with a quick check on 
every board to make certain that 
all tools are back in place at the 
end of a class. 

The seats now fold down into the 
floor when not in use, and each 
bench and set of seats has been 
placed slightly higher than the 
seats and benches in front of it, 
giving every student a clear view 
of either the instructor or the 
blackboard or. screen in the front 
of the classroom. 

* * 

EAVY assemblies, as well as 

the extra too] boards, are still 

stored under the floor of the class- 
room, but with the rise in the floor 
at each seat location these storage 
places enable the larger units to 
be stored in a more commodious 
cavity. 

As stated, the new schools have 
classroom facilities for 22 men 
and work benches for 16, com- 
pared with facilities for only 12 
men in the earlier units. The 
main classroom is 35 feet long 
and is built on a moving-van type 
semitrailer chassis. 

Another phase of AMC’s program 
to provide better service to Ram- 
bler owners was the creation two 
years ago of the American Motors 
Society of Automotive Technicians. 


Each mechanic who passes a 
rigid test receives a certificate and 
emblems for his shop uniforms, 
which enables the service customer 
to identify an AMSAT member. 
The organization now hag 6,500 
members and is constantly grow- 
ing. 

The test covers engines, cooling 
systems, electrical carburetion, ex- 
haust, clutches, transmissions, 


brakes, axles, steering, suspension, 
heating and air conditioning. 
* * * 





Facilities for 22— 


The two new and improved mobile 
schools for American Motors Corp.'s deal- 
er mechanics have classroom facilities for 
22 men and work benches for 16, com- 
pared with facilities for only 12 in the 
original units. The main classroom is 35 
feet long. 


Bear Forms ‘500’ Club 


For Alignment Shops 


ROCK ISLAND, Ill.—In conjunc- 
tion with its 28th year of service 
at the Indianapolis Speedway, Bear 
Mfg. Co. has formed the Bear “500” 
Club for its alignment shops. Mem- 
bership requirements are a Bear 
pit or floor alignment rack service 
and wheel balancer. 

Annual dues of $5 entitle mem- 
bers to emblems resembling the 
Bear decal used on Indianapolis 
race cars and which can be put on 
Shorts or jackets of mechanics. 
Also included are a wall poster 
showing alignment and balancing 
equipment at the speedway and 
other promotional material. 





School Gets Ford Engine 


LEWISTON, Me.—Lewiston High 
School recently was presented a 
1961 Ford engine from Ford Motor 
Co. through a Lewiston dealer, 
Park Motor Mart. The engine will 
be used in the school’s auto me- 
chanics course for both teen-age 
students and adults in the night 
school. 
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For Make Servicemen 


DETROIT.—Here is the schedule 
of field service schools for the next 
month—a regular feature of AvuTo- 
MOTIVE News. 


AMERICAN MOTORS — Seven 
mobile training units, with their 
respective instructors, will be con- 
ducting classes in the following 
states June 26-July 14: Unit 101, 
Les Howard, Kentucky, Indiana 
and Illinois; Unit 102, LeRoy Rob- 
erts, New York, Connecticut and 
Massachusetts; Unit 103, Joe De- 
mers, Ohio and Michigan; Unit 104, 
Lloyd Tolman, Iowa, Illinois and 
Wisconsin; Unit 105, Ken Piere, 
Oregon and Washington; Unit 106, 
H. A. Hudson, South Dakota and 
Minnesota; Unit 107, Lloyd Graves, 
Tennessee, Mississippi and Loui- 
siana. 

CHRYSLER CORP.—During the 
period June 26-July 14, the five 
Chrysler Corp. training centers will 
offer service courses on automatic 
and manual-shift transmissions, 
manual and power steering, engines 
and engine tuneup, electrical and 
fuel system components, air condi- 
tioning, rear axles, body, brakes, 
suspension, accessories, new-car 
preparation, ete. Training covers 
latest factory-approved service pro- 
cedures, theory, diagnosis methods, 
corrective measures, and the cor- 
rect use of the latest special tools 
and equipment. These service train- 
ing courses are offered tuition-free 
to service personnel sponsored by 
Chrysler Motors Corp. dealers and 
MoPar outlets. Chrysler training 
centers are located at: 26001 Law- 
rence Ave., Center Line, Mich.; 
5500 Howard St., Skokie, IIl.; 2930 
Forrest Hill Drive, S. W., Atlanta, 
Ga.; 401 Theodore Fremd St., Rye, 
N. Y., and 1111 N. Brookhurst St., 
Anaheim, Calif. Direct all inquiries 
to service training coordinator at 
training center serving your area. 
Also, a service merchandising and 
management conference for dealer- 
sponsored service managers will be 
offered the week of July 10 at the 
Atlanta Training Center. 

FORD DIVISION — During the 
period of June 26-July 14, the 36 
Ford district school instructors will 
be conducting courses in car air 
conditioning. Many of the schools 
will offer instruction on Ford car 
and Thunderbird body condition- 
ing which will be primarily con- 
cerned with alignment principles 
and body sealing. Also, the Ford 
district schools are offering, during 
the summer months, instruction to 
the vocational school instructors. 
This covers automatic transmis- 
sions, engines, rear axles, etc. 


GMC TRUCK & COACH DIVI- 
SION—Instruction in the approved 
overhaul, maintenance and diag- 
nosis procedures is available (free 
of charge) to all service personnel 
sponsored by a GMC truck dealer, 
or a GMC truck fleet operator. The 
following courses are offered: 1. 
rear axles, 2. front-end alignment 
and wheel balancing, 3. power steer- 
ing, 4. air suspension, 5. hydraulic 
brakes, 6. air brakes, 7. standard 
transmission, 8. Hydra-Matic and 
Torqmatic transmissions, 9. four- 
wheel drive, 10. carburetion, 11. 
basic automotive electricity, 12. gas- 
oline-engine tuneup, 13. gasoline- 
engine overhaul, 14. diesel-engine 
tuneup, 15. diesel-engine overhaul, 
16. diesel driver training, 17. ad- 
vanced vocational training, (a five- 
week course for training new me- 
chanics. GMC maintains classrooms 
in the following cities: Atlanta, 
Jacksonville, Boston, Charlotte, 
Chicago, Milwaukee, Cincinnati, 
Dallas, El Paso, Houston, Denver, 
Salt Lake City, Detroit, Cleveland, 
Kansas City, Oklahoma City, 
Omaha, Los Angeles, Memphis, New 
Orleans, New York (two centers), 
Oakland, Philadelphia, Washington, 
Pittsburgh, Buffalo, Portland, St. 
Louis and Minneapolis. Address in- 
quiries to Service Training Activ- 
ities, GMC Truck & Coach Division, 
Pontiac 11, Mich. 

STUDEBAKER-PACKARD — 
Courses covering all phases of Stu- 
debaker-Packard, Mercedes-Benz 
and Auto Union vehicles are being 
given at the following technical 
training centers by their respective 
instructors: New York City, F. X. 
Coghlan; Atlanta, W. N. Hall; Kan- 
sas City, W. N. Hall; Los Angeles, 


Service Schools in Field 
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L. J. Young; South Bend, A, S. 
Kidder. 

WHITE MOTOR COMPANY — 
Mobile service training unit school, 
which will be instructed by J. H. 
Smith, will be held July 10-14 
(White and Cummins). The unit 
will be at White Motor Co., 5165 
Vasquez Blvd., Denver 16, Colo. 


For All Servicemen 


ALLEN ELECTRIC and EQUIP- 
MENT CO., Kalamazoo, Mich— 
The Allen Power-Tune course, cov- 
ering diagnosis and electrical 
performance troubles, includes 
training on regulators, generators, 
batteries, distributors, ignition cir- 
cuit and use of Allen scope. Also 
offered is the Allen PM Tune-Up 
school for learning the fundamen- 
tals of the tuneup business includ- 
ing servicing and merchandising. 

A nominal fee is charged. For 
starting dates, contact the local 
Allen representative or write di- 
rectly to Educational Department, 
Allen Electric & Equipment Co., 





2101 N. Pitcher St., Kalamazoo, 
Mich. 

AMMCO TOOLS, North Chicago 
—Brake servicing. Contact Dick 
Stevenson, Ammco Tools, Inc., 2150 
Commonwealth Ave., North Chi- 
cago, Ill. Clinic type instruction 
facilities available through 36 mo- 
bile units manned by factory-train- 
ed technicians. Five-day, complete 
brake servicing course is available, 
July 17. 

JOHN BEAN DIVISION, Lan- 
sing—(A) Wheel alignment, wheel 
balance, steering systems, July 10; 
(B) Advanced wheel alignment, 
steering gear service, collision serv- 
ice, suspension systems, and minor 
body-frame alignment, June 19; 
(C) Collision service of suspension 
body alignment, June 26; (D) 
Brake servicing, July 17. Combined 
courses are also offered. (AD), 
July 10-21; (BC), June 19-30; (DA), 
July 17-28. 

BEAR MFG. CO., Rock Island, 
Ill.—School offers training in align- 
ment and balancing theory, start- 
ing every week. Courses from two 
to four weeks long are offered 
which include basic theory and 
practical work in alignment, frame 
correction and wheel balancing with 
special studies in manual and pow- 
er steering adjustment, wheel 
straightening, front-axle and rear- 





Seat Belts Ordered 


For Connecticut Cars 


HARTFORD. — Gov. James 
Dempsey has ordered that all 
new cars purchased by the State 
of Connecticut must be equipped 
with safety belts from now on. 

The state now purchases 250 
new cars a year and maintains 
a fleet of 2,025, exclusive of State 
Police cars. 





housing correction, tire truing, op- 
eration of safety-check equipment, 
heavy-duty alignment and frame 
correction and customer reception. 
Three and four-week courses allow 
additional emphasis on type of 
equipment in the shop where stu- 
dent is employed, 

BARRETT EQUIPMENT CO., St. 
Louis, Mo.—Brake School—Theory, 
principles and practical application. 
Training conducted by the Barrett 
Brake Schools in St. Louis, Miami 
and Los Angeles with a new school 
opening in Philadelphia. For dutes 
of scheduled classes and enroll- 
ment contact Barrett Equipment 
Co., 2101 Cass Ave., St. Louis 6, Mo. 

BENDIX PRODUCTS DIVISION, 
South Bend—Courses are offered on 
Bendix power brakes and Strom- 
berg carburetors through schools 





Fa 


sponsored by authorized Bendix 
distributors. The schools provide 
the basic service and sales training 
for automotive servicemen required 
in the development of service deal- 
ers. Classes are scheduled by each 
distributor to meet local needs and 
the length of an individual course 
is three or four evenings or one 
full day. No tuition fee is charged. 
Additional information may be ob- 
tained by contacting a Bendix dis- 
tributor or writing to the Bendix 
training director in South Bend. 
BINKS MFG. CO., Chicago — 
Classes are held for a period of one 
week once a month. Anyone inter- 
ested in spray painting and spray 
equipment may attend. No tuition. 
Contact J. R. Adams, instructor. 
DeVILBISS CO., Toledo—At fac- 
tory and at field schools, company 
instructors will give a complete 
course of instruction in spray paint- 
ing, with emphasis on use of the new 
airless equipment, on spraying cat- 
alysts and other additive materials, 
on use of the remote cup spray 
outfit and other new systems and 
products. Industrial auto refinish- 
ing, maintenance and jobber 
schools have all been scheduled at 
the factory and field schools for 
jobbers have been scheduled in the 
Midwest and on the West Coast. 
Attendance at the factory school 
(Continued on Page 40, Col. 1) 





Storage Problem? 


You'll find the answer in the Lyon Catalog! 



















FOR AUTOMOBILE DEALERS 


LYON METAL PRODUCTS, INC. 
General Offices: 690 Monroe Ave., Aurora, Illinois 
Factories in Aurora, Ill.—York, Pa.—Los Angeles 
Dealers and Branches in All Principal Cities 
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sequence. 


EXAMPLE—these Lyon §acks answer a lot 
of BULKY PARTS STOR 
cause they’re completef/ adjustable. No 
matter how long or bufky, parts can be 
stored neatly, by grou or part number 


E problems be- 


EXAMPLE—with LYON§SLOTTED ANGLE 
(below) you can solve & 
storage problems on ¢ 

basis. Cutting angles fp size is a simple 
job and a couple of v 
need for easy, on-the-sgte assembly. 


wide variety of 
“do-it-yourself” 








enches is all you 


‘ silcad ad 


* EXAMPLE—the perfect answer to §he majority of 
all parts storage problems is LYON|BLIDING SHELF 

SHELVING, shown at left. Shelves and 

stantly adjustable without nuts, bolts, 


ividers are in- 
rings or tools. 


MAIL COUPON FOR FREE CATALOG 


Lyon Metal Products, Inc. 


690 Monroe Ave., Aurora, lilinois 


Please send me free copy of 100-page Catalog. 


NAME 


COMPANY__—_. 
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in Toledo is without charge for in- 
struction or equipment. However, 
a nominal charge is made for at- 
tendance at field schools. 

INLAND MFG. CO., Omaha — 
School teaches all aspects of radia- 
weeks to complete, depending upon 
the student’s prior knowledge. No 
charge for training course to grad- 
uates who buy or whose employers 
purchase equipment — $200 other- 
wise. Write to Inland Mfg. Co., De- 
partment TS-20, 1108 Jackson St., 
Omaha 2, Neb., for additional in- 
formation. 

OKLAHOMA STATE TECH, 
Okmulgee, Okla, — An 80-hour 
course in specialized auto air con- 
ditioning is being offered. The 
course will include both theory and 
practical experience on the instal- 
lation and repairing of the latest 
equipment, George Mitchell will be 
the instructor. 

RAYBESTOS DIVISION, Bridge- 
port—A complete brake service 
course will be held at the Raybestos 
Brake Service School and Work 
Shop located at Stratford, Conn. 
This course will consist of five 
consecutive daily sessions, each 
session going from 8 a.m. to 4 p.m. 
All phases of brake service work 
such as major adjustments, minor 
adjustments, and complete brake 
overhauls of all types of both new 
and old brake systems will be 
covered, Personal instruction is 
augmented by a technical sound, 
color, motion picture showing ad- 
justment procedure and trouble 
shooting procedure, Individuals 
who successfully complete the 
course will receive a certificate 
showing that they are qualified 
to work on all types of auto- 
motive brakes. The course will be 
conducted by A. D’Andrea, director 
of service training. For further in- 
formation, write to J. W. Hefferon, 
Raybestos Division, Bridgeport, 
Conn. 

SUN ELECTRIC CORP., Chica- 
go.—Training courses in test equip- 
ment operation and automotive 
tuneup procedure are available in 
the sales and branch offices in the 
following cities: Chicago; New 
York; Passaic, N. J.; Boston; Ar- 
lington, Mass.; Buffalo; Pittsburgh; 
Philadelphia; St. Louis; University 
City, Mo.; Memphis; New Orleans; 
Atlanta; Minneapolis; Kansas City; 
Oklahoma City; Houston; Portland, 
Ore.; Dallas; Los Angeles, and 
Spokane. For further information 
on these classes, write direct to the 


Exhibitors Hail 
Upper Midwest 


Service Clinics 


MINNEAPOLIS.—More than 
7,000 jobbers, wholesalers and serv- 
icemen attended the Upper Midwest 
Automotive Service Exposition and 
Clinic. Working demonstrations by 
119 leading manufacturers of serv- 
ice equipment and products, plus 
special other features, were cred- 
ited by Sylvan J. Mack, St. Paul, 
president of Upper Midwest Auto- 
motive Trade Show, Inc., for the 
large attendance. :; 

Mack said exhibitors did more 
business at this show than they 
had done at the previous show in 
1956 because of the way this show, 
in the form of a series of clinics, 
was Set up. 

An official of a national firm told 
AvuToMoTive News that as a rule 
his company does not participate 
in regional shows, but said he 
thought this one was sufficiently 
important to be a part of it. 

Some manufacturers said this 
was the busiest show in years. One 
exhibitor said that it would have 
taken him at least four months to 
call on all the jobbers and whole- 
salers he saw at the three-day 
show. 

















































Personnel Notebook 

SANTA MONICA, Cali f.—Man- 
agement’s Personnel Reminder, a 
monthly pocket-size notebook de- 
signed to help keep records, ap- 
pointments and important data in 
an organized manner, is being of- 
fered by National Business Aids, 
Inc., at 1656 Lincoln Blvd. here. 


Sun. Electric Corp., Harlem and 
Avondale, Chicago. 

SUNNEN PRODUCTS CO., St. 
Louis—Specialized phases of engine 
rebuilding instruction for servicing 
pistons and connecting rods regard- 
ing pin fitting and reconditioning 
and alignment of rods. Cylinder siz- 
ing and finishing instructions also 
available. Instruction offered by 
factory engineers with service units 
completely equipped, For details on 
instruction available without obli- 
gation throughout the nation, con- 
tact A, Del Pico, Sunnen Products 
Co., 7910 Manchester, St. Louis, Mo. 

THERMOID DIVISION, H. K. 
Porter Co., Inc., Trenton, N. J. 
Brake service school conducted at 
various times during the year, de- 
pending upon the demand. 

UNITED MOTORS SERVICE— 
Instruction in factory-approved 
service methods, using the latest 
equipment, is available in (1) auto- 
motive electricity (Delco-Remy), 
starting, lighting and ignition sys- 





tems, (2) carburetion (Rochester), 
(3) electronics (Delco auto radio, 
Guide-M atic and Twilight Senti- 
nel), (4) automatic transmissions 
(Hydra-Matic), (5) Delco standard 
hydraulic and power brakes. United 
Motors Service Classrooms operate 
in these cities: Detroit, Cleveland, 
Boston, New York (two centers), 
Chicago, Washington, Jacksonville, 
Fla.; El Paso, Tex.; Portland, Ore.; 
Dallas, Los Angeles, Memphis, At- 
lanta, Philadelphia, Charlotte, N. 
C.; Denver, San Francisco, St. 
Louis, New Orleans, Houston, Buf- 
falo, Minneapolis, Oklahoma City, 
Milwaukee, Kansas City, Salt Lake 
City, Omaha, Pittsburgh and Cin- 
cinnati. 

WALKER MEFG. CO., Racine, 
Wis., is conducting clinics through- 
out the country designed to help 
independent dealers build their 
muffler business and obtain maxi- 
mum profits from installations. 
Harry Liebendorfer is conducting 
the clinics. 

WEAVER MFG. DIVISION, 
Dura Corp., Springfield, Dll., offers 
a complete wheel-alignment in- 
struction course. Classes will be 
conducted in the company’s labora- 
tory garage July 10-14. A one-week 
advance notice is required, Address 
all inquiries to 2171 S. Ninth St., 
Springfield, Ill. 


and a dime 











Equipment for Boys’ School— 

Engines, testing equipment and other training aids have been donated by dealers 
and automotive manufacturers to set up an automobile mechanic's training program 
at Lookout Mountain School for Boys in Golden, Colo. Leadership in obtaining the 
equipment was taken by the Colorado Automobile Dealers Assn. From left are 
Samuel Baker, vocational instructor; K. T. Pollack, public relations chairman, CADA, 
and G. F. Soelberg, school superintendent. 
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In Parts and Accessory Distribution 


Automotive Electric Assn. 


Cited for Aid to Members 


DETROIT. — The Automotive 
Electric Assn, has received an 
Award of Merit from the Chamber 
of Commerce of the United States. 

The award was based on the 
AEA’s achievements in providing 
its members with business man- 
agement aids, catalogs, technical 
service information and educational 
and training programs. 

* * * 


High Interest Noted 


In Accessories Show 


PHILADELPHIA. —A high vol- 
ume of space reservations and an 
increase in the number of new 
exhibitors for the 35th show of the 
Automotive Accessories Manufac- 
turers of America is reported by 
Herman L, Erlichman, show man- 
ager. 

The show is scheduled for Jan. 
29-Feb. 1 at McCormick Place, Chi- 


cago. Requests for exhibition space 
may be mailed to Erlichman at 1 
Bala Ave., Bala-Cynwyd, Pa. 

* * * 


Rau Appoints Rep 


PROVIDENCE. — Rau Fastener 
Co., manufacturer of closures and 
metal stampings, has appointed 
Schmidt-Bowman Co., Inc., 2832 E. 
Grand Blvd., Detroit, Michigan, its 
sales representative for Michigan 
and the automotive industry. 

* * * 


Chanslor & Lyon Buys 


Ballou & Wright 


SACRAMENTO, Calif.—Chanslor 
& Lyon Co., Inc., automotive re- 
placement parts firm, hag purchas- 
ed Ballou & Wright, Seattle, one 
of the oldest and largest parts dis- 
tributing concerns in the Pacific 
Northwest. 

James Langdon, Chanslor & 
Lyon division manager in Sacra- 
mento, said the purchase gives the 


...Double Contact 


Voltage Regulator is Adjusted 


Accurately to a New Setting 





company coastwide distribution 
facilities. San Francisco, Los An- 
geles and North Sacramento are 
the locations of the principal ware- 
houses. 


* * * 
MEMA Notes 
New Members 

NEW YORK.—The Motor & 
Equipment Manufacturers Assn. 
has added 12 new members, 13 new 
credit subscribers and 25 associate 
members, according to Fred Lan- 
ning, general manager. 

With this gain since the begin- 
ning of the year, he said, MEMA 
now has 450 members, 395 credit 
subscribers and 450 associate mem- 
bers. 

The 1961 edition of MEMA’s bro- 
chure and roster will be ready for 
distribution soon, he said. It will 


list the following number of manu- 
facturers: Accessories, 180; replace- 


1961 


ment parts, 115; chemicals, 70; shop 
equipment, 65; service tools, 46, and 
automotive finishes, 16. 

* 


Chrysler Official 


Joins Parts Firm 


HOUSTON. — Appointment of 
Robert V. Daly, former distribution 
sales program director for Chrysler 
Corp., as executive vice-president 
for American 
Parts Co. has 
been announced 
by Thomas F. 
Plant, president. 

In addition to 
his general ad- 
ministrative du- 
ties as executive 
vice - president, 
Daly will be re- 
sponsible for co- 
ordinating both 
communica- Robert V. Daly 
tions among American Parts dis- 
tribution outlets and their relations 
with the suppliers they represent. 

a 


ASIA, University Conduct 


Sales Management Institute 


CHICAGO.—A week-long Sales 
Management Institute for whole- 
saler members of the Automotive 


Delco-Remy’s External Adjustment 
Regulator shrinks a fleet's voltage- 
setting downtime to seconds. The only 


tool needed is a screwdriver 


No electrical checking 


ora dime. 
equipment or 


warm-up period required. Accidental 
out-of-limit settings are simply impos- 
sible. m Changing from city driving to 
country? Or from winter to summer? 
Voltage settings can be adjusted almost 
instantly—and you know whatthat means 
to batteries and electrical systems. 
Longer life. Extra dependability. m An- 
other thing: This new regulator has 
life-prolonging Double-Contact design 
that keeps generator voltage under strict 


control at every speed. 


How long will 


this Delco-Remy Regulator last? Almost 
twice the life of an ordinary regulator. = 
See how Delco-Remy piles one econ- 
omy atop another? Insist on Delco- 
Remy Double Contact External Adjust- 
ment Voltage Regulators for every car 
and truck you own. They're painstakingly 
designed to save you money. 


Delco-Remy 


electrical systems 
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Service Industry Assn. was held by 
the University of Dallas and the 
ASIA. 

A practical program for jobber 
sales managers was planned espe- 
cially for the automotive service 
industry wholesaler executives by 
the university's faculty, an ASIA 
spokesman said. 

* * * 


Recruit, Train Salesmen, 


Martin-Senour Official Urges 


MIAMI BEACH.—The need for 
recruiting and training new sales 
talent was pointed out to National 
Automotive Parts Assn. members 
by J. R. Degnan, sales director, 
Martin-Senour Co., at the NAPA 
spring meeting here. 

In his address, Degnan asserted 
that increasing competition and 
market changes will require more 
aggressive selling. “The future bat- 
tle for success,” he said, “will be 
won by both the manufacturers and 
their customers with better selected 
men, better trained men, and more 
effective salesmanship.” 


Used-Car Notes 


UPPER ARLINGTON, 0.— The 
Upper Arlington Council has 
banned used-car sales and trailer 
rentals. Under the ordinance, the 
offering of used cars or trailers for 
purchase, sale, exchange or lease 
has been added to the city’s list of 
prohibited businesses, 

A spokesman said the city has 
no used-car lots or trailer rental 
businesses, but some gas stations 
have been acting as agents for such 
firms. Upper Arlington is a city of 
28,000 in the Columbus area. 

* * * 


Cranson Adds Lot 


WASHINGTON. —Cranson Cars, 
a used-car operation, has opened 
at 655 Leesburg Pike. It is headed 
by Al Cranson, president of Cran- 
son Rambler, Inc. The outlet will 
have umbrella tables where tea 
and coffee will be served and stock 
300 used cars, each with a price 
sticker. 





* * * 


Bud Ward Motor Reopens 


PORTLAND, Ore. — Bud Ward 
Motor Co. has reopened at 402 
S. E. Union Ave. 

ok * * 


Nye-Fulton Moves Lot 


SOUTH BEND.—Nye-Fulton Mo- 
tor Co., Inc., has moved its used-car 
lot from South Bend to 201 S. Main 
St., Mishawaka. ‘ 

* * 


Grubb Elected in Charlotte 


CHARLOTTE, N. C. — Frank 
Grubb has been elected president 
of the Charlotte chapter of the Na- 
tional Independent Auto Dealers 
Assn., succeeding Harry Atkinson. 
Other new officers are Carl C. Al- 
lison, vice-president, and Melvin 
Helms, secretary-treasurer, 

* * ” 


Pair Opens Toledo Lot 


TOLEDO.—Crest Motor Sales, a 
used-car lot, has been opened at 
1359 Sylvania Ave. by Paul L. 
Roemmele and Carl W. Duenki. 

* * + 


Byers Adds Lot 


COLUMBUS, O.—George Byers 
Sons, Inc., has opened a used-car 
lot at 3080 E. Main. It is the firm’s 
fourth used-car outlet. D. G. Doodin 
is Manager, 

* a * 


Bresee Opens Lot 


SYRACUSE.—Bresee’s has open- 
ed a used-car lot in North Syra- 
cuse. 


Reynolds Net 
Dips in Quarter 


RICHMOND, Va. — First-quarter 
earnings of Reynolds Metals Co. 
were estimated at about $5% mil- 
lion by Richard S, Reynolds jr., 
president, at the company’s annual 
shareholder meeting. In the first 
quarter of 1960, earnings were 
$6,050,000, 

Reynolds said that there has 
been a great deal of sales activity 
in recent weeks and a marked feel- 
ing of optimism among customers. 
As yet there has been no great 
pickup in orders, he added. ‘ 

“Increases we have had,” he re- 
ported, “have been just about sea- 
sonal.” 
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Capsule Reports .. . 


Auto News in Brief 


polyvinyl] chloride (PCV), poly- 


SEATTLE.—Pacific Car & Foun- 
dry Co. has purchased Westfall 
Equipment Co., Portland, Ore. The 
Portland firm has been renamed 
KW Westfall Co. and will operate 
in close association with Kenworth 
Motor Truck Co., Seattle, a sub- 
sidiary of Pacific Car. 

John G. Holstrom, vice-president 
in charge of truck engineering and 
research for Pacific Car and for- 
merly general manager of Ken- 
worth, has been named president 
of the Portland company. Paul J. 
Westfall will remain with the firm 
as sales vice-president, 

* * * 
New Company Focuses 


On Plastic Technologies 


CLEVELAND. —A _ technological 
organization, Trans-Plastics Corp., 
has been formed here to provide 
process industries with design, de- 
velopment and fabrication of cor- 
rosion-resistant systems and com- 
ponents made of such materials as 
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ethylene, and acrylonitrile buta- 
diene styrene (ABS). 

The company, headed by Reuben 
Hitchcock, president, and Ted R. 
Stevenson, vice-president, also in- 
troduced a new line of pipe, pipe 
fittings, sheet and tube made of 
these materials. 

a ok * 


1,441 Fined in Memphis 


For Omitting Inspection 

MEMPHIS.—Failure to have 
their cars inspected brought more 
fines to Memphis motorists during 
March than ever before. 

A total of 1,441 paid fines during 
the month, compared with 649 in 
March last year. 

ok 2 * 


Wilson Elected Chairman 


Of Service Chevrolet 


PASADENA, Calif—Ray Wilson, 
regional vice-president and mem- 


National Automobile Dealers Assn., 
has been elected board chairman 
of the Service Chevrolet Co. here. 

Wilson recently sold his principal 
interest in Angelus Chevrolet, Los 
Angeles. He had been active in the 
dealership for 12 years. 

* & * 


PTA Congress Cites Damon 
For Aid to School Safety 


KANSAS CITY. — Norman C. 
Damon, a vice-president of the 
Automotive Safety Foundation, 
has received an honorary life 
membership in the National Con- 
gress of Parents and Teachers 
for his “outstanding contribu- 
tions to PTA work.” 


The award, presented here re- 
cently during the 65th annual 
convention of the PTA Congress, 
was given in recognition of the 
safety programs which the two 
organizations have jointly under- 
taken during the last 25 years. 

ok * * 


B &D Forms New District 
TOWSON, Md.—A new sales dis- 


trict of the Industrial-Automutive |- 


Division, Black & Decker Mfg. Co., 
has been formed, with district of- 


Good for a Lifetime— 

Betty Williams, left, and Noel Urban, employes of Union Carbide Corp., pose with 
two all-stainless-steel cars, a Thunderbird and a 1936 Ford with more than 400,000 
miles logged on its speedometer. The Ford was one of six original stainless steel 1936 
cars to come off the Ford assembly line. After three motors the vehicle continues to 
purr along the highways as a travelling salesman for stainless steel. 


Cowan has been named district 
sales manager. The district com- 
prises North and South Carolina, 
which were formerly part of the 
Atlanta district. 

* * ok 


Firm Changes Name 
LOS ANGELES.—Macmillan Pe- 


ber of the executive committee of| fice at Charlotte, N. C. Floyd W.| troleum Corp. has changed its cor- 
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*% MEASURABLE EXCELLENCE = HARRISON RELIABILITY 
IN AUTOMOTIVE TEMPERATURE CONTROL EQUIPMENT 


From product planning to production, from materials to craftsmanship, from labo- 
ratory tests to the proving ground . . . Harrison employs precise scientific techniques 


to achieve the highest degree of reliability. The result is 


‘measurable excellence’ — 


your assurance that Harrison products will do their job exactly right. So if you have 
temperature control problems—passenger comfort or vehicle efficiency—look to 


Harrison, leader in reliability. 
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porate title to emphasize its leading 
brand, Ring Free motor oil. The 
new corporate name is now Mac- 
millan Ring Free Oil Co., Inc. 

* * * 


Oliver Iron Mining Adopts 


New Steel for Truck Bodies 


DULUTH. — Oliver Iron Mining 
Division of United States Steel 
Corp. has specified the use of a 
new high yield strength steel for 
truck bodies in an effort to increase 
the payload of its mine haulage 
trucks by reducing dead weight. 

U. S. Steel said the use of the 
new material, which is called USS 
“T-1” steel, will permit trucks to 
carry more ore in proportion to 
their overall weight. The company 
called the move “another step in 
the mining industry’s resolve to 
make Minnesota iron ore more 
competitive.” 

ok * * 


Industrial Medical Award 


Presented to Chrysler 


LOS ANGELES.—The Industrial 
Medical Assn. has presented its 
highest management award for 
1961 to Chrysler Corp. 

The Health Achievement in In- 
dustry Award is presented annually 
to the management of an indus- 
trial firm for developing an excel- 
lent employe medical program. Dr. 
Richard A. Sutter, St. Louis, chair- 
man of the Industrial Medical 
Assn, Award Committee, presented 
the award to John D. Leary, Chrys- 
ler Corp. director and personnel 
vice-president. 

* * oe 
Aluminum License Plates 


For ’62 OK’d in Tennessee 


NASHVILLE.—Tennessee is the 
16th state to specify permanent alu- 
minum license plates for 1962. Gov. 
Buford Ellington said the plates 
will save the state about $100,000 
a@ year. 

Aluminum Co. of America said 
it will furnish 600,000 pounds of 
prepainted aluminum sheet for the 
markers, which will have black 
numerals on a white background. 

. bk - 


1,904 1H Travelettes 


Ordered by Air Force 


CHICAGO. — International Har- 
vester Co. has been awarded a $4 
million Air Force contract for 1,904 
six-passenger pickup trucks, desig- 
nated as Travelettes, 

The vehicles will be produced 
at the company’s Springfield (O.) 
plant. Earlier, Harvester received 
a $34 million contract for 3,224 five- 
ton, 6-by-6 tactical vehicles for the 
military services. 

* * x 


Rockwell Appoints Tabat 


To Tool Marketing Post 


PITTSBURGH. — Rockwell Mf g. 
Co. has named E. L, Tabat market- 
ing vice-president for its Power 
Tool Division, with responsibility 
for the combined marketing opera- 
tions of Delta and Porter-Cable. 

J. J, Diamond has been named 
Eastern sales manager and B. E. 
Coon, Western sales manager. They 
will handle both Porter-Cable and 
Delta sales. 

* * * 


Chicago Buick Dealers 


Elect Bauer President 

HARVEY, Ill.—Richardg A. Bauer, 
president of Bauer Buick Co. here, 
has been elected president of the 
Chicago Metropolitan Buick Deal- 
ers Assn. 

Bauer also serves on the National 
Buick Dealers Advisory Council. 
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Who gets to hang out this shingle? 


We're looking for several new dealers. 

Men who like the way that Volkswagen and its dealers 
do things. 

Who understand why there were more VWs sold per 
dealer last year than any other make. 

It isn't just the $1,595: It's what the Volkswagen and its 
dealers stand for. 

Horse sense. Product honesty. Honesty in the way the car 
is sold. 


For instance, we built our first car well over 15 years ago. 


Yet today’s VW still looks like that first one. We've never 


changed it for the sake of change alone. Only to improve it. 


(And while we've perfected just about every part in it, 
almost all our new parts still fit our first VWs as well.) 

This is one of the wonderful things about a VW dealership. 
You don't have to kid people about your product—or for that 
matter your prices. 

This honesty—in car and advertising and dealer—sold 
191,000 VWs in this country last year. 41,000 more than the 
year before—even though most other imports were down. 

Do you like the way Volkswagen does things? Write our 
General Sales Manager, Stuart Perkins. 

He's at Volkswagen of America, 476 Hudson Terrace, 
Englewood Cliffs, N.J. 
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CIT Financial Corp. reported net 
earnings of $9,902,891 for the first 
quarter, compared with $9,894,154 
for the first quarter of 1960. 

L, Walter Lundell, president, told 
the annual meeting that with the 
large amount of CIT’s deferred in- 
come and the expectation that busi- 
ness will improve as the year pro- 
gresses, “we have every justifica- 
tion for believing that 1961 will be 
another good year for CIT.” 

Total outstanding receivables for 
all financing and factoring opera- 
tions of the corporation were 
$2,111,748,000 at March 31, compar- 
ed with $2,223,518,000 at the close 
of the first quarter of 1960 and 
$2,202,193,000 at Dec, 31, 1960. Total 
amount of receivables purchased 
by CIT in the first quarter of 1961 
was $864,231,000, compared with 
$1,233,140,000 in the like period last 
year. 

Outstanding retail automobile re- 
ceivables were $826,668,000 at March 
31, compared with $952,667,000 a 
year earlier and $895,827,000 at Dec. 
31, 1960. Reflecting the substantial 
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reduction in automobile sales, the 
volume of retail motor vehicle re- 
ceivables acquired during the first 
quarter of 1961 was $127,258,000, 
compared with $203,616,000 in the 
first quarter of 1960. 

Wholesale motor receivables out- 
standing at March 31 were $211,- 
583,000, compared with $332,546,000 
a year earlier, Volume of wholesale 
motor vehicle receivables acquired 
during the first three months of 
this year was $306,791,000, compar- 
ed with $565,246,000 for the like 1960 
period. 

* * * 
Gabriel Earnings Rise 


As Sales Shows Decline 


Gabriel Co., Cleveland, showed 
marked improvement in earnings 
in the first quarter this year as 
compared to last year, John H. 
Briggs, president, said. 

“Despite a decrease in sales, net 
earnings totalled $140,953 for the 
first quarter of 1961, compared to 
$34,734 for the comparable period 
last year,” Briggs said. “Net sales 


for the first quarter this year 
amounted to $6,723,237, compared 
to $7,664,554 for the like period in 
1960.” 

* cK * 


3M Reports Rise in Sales, 


Earnings in First Quarter 

First-quarter sales of $139,680,358 
and earnings of $16,489,082 were re- 
ported by Minnesota Mining & 
Mfg. Co. 

For the comparable period of 1960 
sales were $128,669,218, with earn- 
ings of $16,217,911. 

* * * 


Cooper Tire & Rubber 


Cooper Tire & Rubber Co., first 
quarter, 1961 vs. 1960: Earnings, 
$10,331 and $152,884; sales, $7,377,117 


and $9,063,023. 
* *~ 


General Contract 


Notes Profit Dip 


General Contract Finance Corp. 
in the first quarter earned $273,000, 
it was announced by Walter E. Bur- 
telow, president. This compares 
with $370,000 in like period a vear 
ago. 

Based on first-quarter results, the 


company should earn “at least 36! He said, 


Good to the last inch! 


BEAR Masking Tape is shop-educated so that every inch of every roll does 


exactly 


For service, see your quality line Automotive Jobber or write to Dept. AN-6, 


what you want it to do. 


. it comes off the roll easily, sticks tight, 
takes curves and corners with much ease, pulls clean, gives you sharp edges. 


BEHR-MANNING Co., Troy, N. Y., a division of Norton Company. 














One 1910 automobile featured 
wheels 42 inches in diameter to 
clear bumps and navigate ruts 
in the road. 





cents per share” in 1961 compared 
with 32 cents in 1960, Burtelow told 
the annual stockholders meeting. 


“Our automobile and 


finance divisions, which have repre- 
sented a major part of our business, 
appear to be turning the corner. Re- 
possessions and losses are de- 
clining.” 

* * * 


Bohn Reports $49,193 Loss, 


$10 Million Sales in 3 Months 


Net sales of Bohn Aluminum & 
Brass Corp. in the three months 
ended March 31, amounted to $10,- 
412,040, S. D. Den Uyl, chairman, 
reported at the annual meeting. 

Operating profits before taxes of 
$196,793 were offset by nonrecur- 
ring losses of approximately $297,- 
000, resulting from the sale of the 
real property and relocation of the 
company’s Detroit foundry, Den 
Uyl said. The effect was a net loss 
for the quarter approximating 
$49,193, he added. 

* ok 


Champion Reports 


Higher Earnings 


Champion Spark Plug Co, report- 
ed net earnings of $4,474,510 in the 
first quarter, compared with $4,285,- 
490 in the corresponding 1960 pe- 
riod. 

Earnings were equivalent to 74 
cents a share, compared with 71 
cents a year B80. 

eo 


Sales and Profits 
Dip at Fruehauf 


Fruehauf Trailer Co. reported 
first-quarter net sales of $44,070,966, 
compared with $64,676,911 for the 
same period in 1960. 

Net profit for the first three 
months of this year was $1,385,507, 
compared with $4,006,341 for the 
like period of 1960. 


According to a joint statement 
by Roy Fruehauf, chairman, and 
W. E. Grace, president, Fruehauf 
operations during the first three 
months of 1961 were comparable to 
the fourth quarter of 1960, They 
emphasized that this reflected a 
decline in incoming orders and pro- 
duction schedules which com- 
menced during the second half of 
1960. 


Sales, Earnings Decline 


At Stewart-Warner Corp. 


Stewart-Warner Corp. reported 
net income of $1,346,422 for the first 
quarter of 1961. Net sales for the 
quarter amounted to $26,345,096. 


Sales for the like period a year 
ago were $30,325,131, with net in- 
come of $1,940,019. 

* * 


Simca Reorganized 


Into Two Companies 


Simca has been reorganized into 
two firms—Simca Automobiles and 
Simca Industries. The latter com- 
pany has acquired Simca’s non- 
automotive enterprises. 

Each Simca American share can 
be exchanged for one-sixth of a 
capital share of Simca Automobiles 
and one-twelfth of a capital share 
of Simca Industries through First 
National City Trust Co., New York. 

cd * * 


Earnings, Sales 
Drop for Year 
At Goodrich 


Net sales of B. F. Goodrich Co. 
in 1960 amounted to $764,736,162, 
second highest in the company’s 
history and 0.9 percent below the 
company’s record sales of $771,591,- 
342, in 1959, J. W. Keener, presi- 
dent, reported. 

Net income in 1960 amounted to 
$30,020,565, compared with $37,580,- 
186 in 1959, a decrease of 20.1 per- 
cent. 

Keener said the highest natural 
rubber prices since 1955 and a fur- 
ther rise in employment costs were 
among the important causes reduc- 
ing earnings results both for Good- 
rich and for the rubber industry 
as a whole. 

“Of even greater impact on 1960 
earnings was the effect of severe 
price competition, which brought 
replacement tires to the lowest 
relative levels since World War II,” 
Keener said. 

“Also, prices of polyvinyl chlor- 
ide general-purpose resins, of 
which B. F. Goodrich is the world’s 
largest producer, were reduced 
more than 20 percent during the 
year.” 
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Current Prices on U. S. Cars 


The following prices include the sug- 
gested base factory list prices, Federal 
excise tgx amounts and suggested dealer 
delivery-and-handling charges. Not in- 
cluded are variable items passed on to 
the retail buyer, such as State and local 
taxes, transportation charges and op- 
tional eauipment. 


(Copyright, 1961, by Automotive News) 


BUICK—Special — Standard 4-dr. sed., 
$2,384; deluxe 4-dr. sed., $2,519; standard 
coupe, $2,330; standard 4-dr, 2-seat stat. 
wag., $2,681; deluxe 4-dr, 2-seat stat. 
wag., $2,816; standard 4-dr. 3-seat stat. 
wag., $2,762; Skylark sport coupe, $2,621. 


LeSabre—4-dr. sed., $3,107; 2-dr. sed., 
$2,993; 4-dr. hardtop, $3,228; 2-dr. hard- 
top, $3,152; conv., $3,382; 4-dr. 2-seat 


stat. wag., $3,623;°4-dr. 3-seat stat. wag.. 
$3,730. Invicta—4-dr. hardtop, $3,515; 2-dr. 


hardtop, $3,447; conv., $3,620. Electra— 
4-dr. sed., $3,825; 4-dr. hardtop, $3,932; 
2-dr. hardtop, $3,818. Electra 225—4-dr. 
hardtop, $4,350; conv., $4,192. (Turbine 


Drive transmission standard on all models. 
Power steering and power brakes standard 
on Electra and Electra 225.) 


CADILLAC—Series 62 —4-dr. hardtop 
(flat roof or sloping roof), $5,080; 2-dr. 
hardtop, $4,892; conv., $5,455; Sedan de 
Ville 4-dr. hardtop (flat roof or sloping 
roof), $5,498; 4-dr, hardtop (short deck), 
$5,498; Coupe de Ville 2-dr. hardtop, $5,- 
252; Eldorado Biarritz conv., $6,477. 60 
Special—4-dr. hardtop, $6,233. Series 75— 
8-pass. sed., $9,533; limousine, $9,748. 
(Hydra-Matic, power steering, power 
brakes standard on all models.) 

CHECKER — Superba — 4-dr. sed., $2, 
542.42; 4-dr. stat. wag., $2,650.02; 4-dr. 
stat. wag., $3,003.97. 

CHEVROLET—Corvair—Series 500—4-dr. 
sed., $1,974; coupe, $1,920; 4-dr. 2-seat 
stat. wag., $2,266. Series 700—4-dr. sed., 
$2,039; coupe, $1,985; 4-dr. 2-seat stat. 
wag., $2,331. Monza 900 — Sport coupe, 
$2,201; 4-dr. sed., $2,201. Greenbrier— 
Sport Wagon, $2,651. 

(The following prices are for six-cylin- 
der models, For V-8s, add $107.) Biscayne 


—4-dr. sed., $2,316; 2-dr. sed., $2,262; 
utility sed., $2,175. Bel Air—4-dr. sed., 
$2,438; 2-dr. sed., $2,384; 4-dr. hardtop, 
$2,554; 2-dr. hardtop, $2,489. Impala—4- 
dr. sed., $2,590; 2-dr. sed., $2,536; 4-dr. 
hardtop, $2,662; 2-dr. hardtop, $2,597; 


conv., $2,847. Station Wagons—4-dr. 2-seat 
Brookwood, $2,653; 4-dr. 3-seat Brook- 
wood, $2,756; 4-dr. 2-seat Parkwood, $2,- 
747; 4-dr. 3-seat Parkwood, $2,850; 4-dr. 
2-seat Nomad, $2,889; 4-dr. 3-seat Nomad, 
$2,992. Corvette—Conv. (V-8 std.), $3,934. 


CHRYSLER—Newport—4-dr. sed., $2,- 
964; 4-dr, hardtop, $3,104; 2-dr, hardtop, 
$3,025; conv., $3,442; 4-dr, 2-seat stat. 
wag., $3,541; 4-dr, 3-seat stat, wag., $3,- 
622. Windser — 4-dr. sed., $3,218; 4-dr. 
hardtop, $3,367; 2-dr. hardtop, $3,303. New 
Yorker—4-dr, sed., $4,123; 4-dr. hardtop, 
$4,261; 2-dr. hardtop, $4,175; conv., $4,- 
592; 4-dr. 2-seat stat. wag., $4,764; 4-dr. 
3-seat stat. wag., $4,871. 300-G—2-dr. 
hardtop, $5,411; conv., $5,841. (Torque- 


Air Conditioners 
Put on 5 Pct. of 
All’61 Dodges 


DETROIT.—Air-conditioners are 
being installed on nearly 5 percent 
of all Dodge cars built, according 
to Byron J. Nichols, Dodge general 
manager, compared with a fraction 
of one percent in 1953 when Dodge 
first offered a trunk-mounted unit. 

These figures roughly reflect the 
entire industry picture, Nichols 
said. 

The increase in sales of air-con- 
ditioners can be attributed to the 
motoring public’s quest for comfort 
and convenience, Nichols said, but 
it is also a result of continued im- 
provement in the performance of 
the units. 


Seven years ago, auto coolers| 


were bulky, trunk-mounted units 
with almost as much plumbing as 
a steam engine, he said, noting that 
the 1961 Dodge units are integrated 
with the heater-defroster system, 
assuring maximum compactness. 
The modern units don’t take up 
trunk space and they don’t take up 
front-seat legroom. 

Nearly 75 percent of the unit is 
mounted in the engine compart- 
ment, with only the evaporator ex- 
pansion valve located under the 
dashboard, The cooler makes use 
of the heater-defroster ducts and 
outlets. The other elements—the 
engine-driven compressor, a con- 
denser and receiver-drier—are lo- 
cated forward of the fire wall. 


Nichols foresees a big increase 
in the use of air-conditioning in 
cars as the summer months roll 
around. 

“An increasing number of people 
each year have added optional 
equipment on their cars, and 
they’re doing the same thing with 
air-conditioners,” he said. “Natur- 
ally, we sell 10 times as many units 
in the South ag in the North, but 
we get more and more orders from 
higher and higher latitude each 
year.” 





Flite, power steering, power brakes stand- 
ard on New Yorker and 300-G.) 


COMET—4-dr. sed., $2,053; 2-dr. sed., 
$1,998; S-22 2-dr. sed., $2,282; 2-dr. 2-seat 
stat. wag., $2,310; 4-dr. 2-seat stat. wag., 
$2,353. 


DeSOTO—4-dr. 
hardtop, $3,102. 


DODGE—Lancer—Series 170—4-dr. sed., 
$2,041; 2-dr. sed., $1,979; 4-dr. 2-seat stat. 


hardtop, $3,167; 2-dr. 


wag., $2,354. 770 Series—4-dr. sed., $2,- 
137; 2-dr. sed., $2,075; 2-dr, hardtop, 
$2,164; 4-dr. 2-seat stat. wag., $2,449. 


Dart—(Prices are for six-cylinder mod- 
els. For V-8s, add $119.) Seneca—4-dr. 
sed., $2,330; 2-dr. sed., $2,278; 4-dr. 2-seat 
stat. wag., $2,695. Pioneer—4-dr.  sed., 
$2,459; 2-dr. sed., $2,410; 2-dr. hardtop, 
$2,488; 4-dr. 2-seat stat. wag., $2,787; 
4-dr. 3-seat stat. wag., $2,892. Phoenix— 
4-dr. sed., $2,595; 4-dr. hardtop, $2,677; 
2-dr. hardtop, $2,618; conv. (V-8 std.), 
$2,988. 


Polara V-8 — 4-dr. sed., 
hardtop, $3,110; 2-dr. hardtop, $3,032; 
conv., $3,252; 4-dr. 2-seat stat. wag., 
$3,294; 4-dr. 3-seat stat. wag., $3,409. 


FORD—Falcon—4-dr. sed., $1,974; 2-dr. 
sed., $1,912; Futura 2-dr. sed., $2,160; 
2-dr. 2-seat stat. wag., $2,225; 4-dr. 2-seat 
stat. wag., $2,268. 

(The following prices are for six-cylinder 
models. For V-8s, add $116.) Fairlane— 
4-dr. sed., $2,315; 2-dr. sed., $2,261, Fair- 
lane 500—4-dr, sed., $2,430; 2-dr. sed., $2,- 
376. Galaxie—4-dr. sed., $2,590; 2-dr. sed., 
$2,536; 4-dr, hardtop, $2,662; 2-dr, hard- 
top, $2,597; starliner 2-dr, hardtop, $2,- 
597; conv., $2,847, Station Wagons—2-dr. 
2-seat Ranch Wagon, $2,586; 4-dr. 2-seat 
Ranch Wagon, $2,656; 4-dr, 2-seat Country 
Sedan, $2,752; 4-dr, 2-seat Country Sedan, 
$2,856; 4-dr, 2-seat Country Squire, $2,- 
941; 4-dr, 3-seat Country Squire, $3,011. 


Thunderbird (V-8 std.)—2-dr. hardtop, 
$4,170; conv., $4,637. (Cruise-O-Matic 
transmission, power steering, power brakes 
standard on both models.) 


IMPERIAL—Custom—4-dr. hardtop, $5,- 
109; 2-dr. hardtop, $4,922.50. Crown—4-dr. 
hardtop, $5,647; 2-dr. hardtop, $5,403; 
conv., $5,773.50. LeBaron—4-dr. hardtop, 
$6,426. (TorqueFlite, power steering, power 
brakes standard on all models.) 


LINCOLN CONTINENTAL—4-dr.  sed., 
$6,067; 4-dr. conv., $6,713. (Automatic 
transmission, power steering, power brakes, 
radio, heater standard on both models.) 


MERCURY—(Meteor 600 and Meteor 800 
prices are for six-cylinder models, For 
V-8s, add $116.) Meteor 600—4-dr. sed., 
$2,471; 2-dr. sed., $2,417. Meteor 300 — 
4-dr. sed:, $2,649; 2-dr, sed., $2,595; 4-dr. 
hardtop, $2,721; 2-dr, hardtop, $2,656. 
Monterey V-8 — 4-dr. sed., $2,869; 4-dr. 
hardtop, $2,941; 2-dr, hardtop, $2,876; 
conv., $3,126. Station Wagons—Commuter 
Six 4-dr, 2-seat, $2,806; Commuter V-8 
4-dr. 2-seat, $2,922; Colony Park V-8 4-dr. 
2-seat, $3,118. 

OLDSMOBILE — F-85 — Standard 4-dr. 
sed., $2,384; deluxe 4-dr. sed., $2,519; 
standard coupe, $2,330; standard 4-dr, 2- 
seat stat. wag., $2,681; deluxe 4-dr. 2-seat 
stat. wag., $2,816; standard 4-dr, 3-seat 
stat. wag., $2,762; deluxe 4-dr. 3-seat stat. 
wag., $2,897; Cutlass sport coupe, $2,621. 

Dynamic 88—4-dr. sed., $2,900; 2-dr. 
sed., $2,835; 4-dr. hardtop, $3,034; 2-dr. 
hardtop, $2,956; conv., $3,284; 4-dr. 2-seat 
stat. wag., $3,363; 4-dr. 3-seat stat. wag., 
$3,471. Super 88—4-dr. sed., $3,176; 4-dr. 
hardtop, $3,402; 2-dr. hardtop, $3,325; 
conv., $3,592; Starfire conv., $4,647; 4-dr. 
2-seat stat. wagon., $3,665; 4-dr. 3-seat 
stat. wag., $3,773. Series 98—4-dr. sed., 
$3,887; 4-dr. hardtop (sloping roof), $4,021; 
4-dr. hardtop (flat roof), $4,159; 2-dr. hard- 
top, $4,083; conv., $4,362. (Hydra-Matic, 
power steering, power brakes standard on 
all Series 98 models and on Super 88 Star- 
fire conv.). 


PLYMOUTH — Valiant — V-100 — 4-dr. 
sed., $2,014; 2-dr. sed., $1,953; 4-dr. 2-seat 
stat. wag., $2,327. V-200—4-dr. sed., $2,- 
110; 2-dr. hardtop, $2,137; 4-dr. 2-seat 
stat. wag., $2,423. 

(The following prices are for six-cylinder 
models. For V-8s, add $119.) Savoy—4-dr. 
sed., $2,310; 2-dr. sed., $2,260. Belvedere— 
4-dr. sed., $2,439; 2-dr. sed., $2,389; 2-dr. 
hardtop, $2,461. Fury—4-dr. sed., $2,575; 


$2,966; 4-dr. 














4-dr. hardtop, $2,656; 2-dr. hardtop, §$2,- 
599. Station Wagons—2-dr. 2-seat Deluxe, 
$2,602; 4-dr. 2-seat Deluxe, $2,668; 4-dr. 
2-seat Custom, $2,761. Plymouth V-8— 
(On the following models, a V-8 engine 
is standard and a six-cylinder engine is 
not available). Fury V-8—Conv., $2,967. 
Station Wagon V-8—4-dr. 3-seat Custom, 
$2,990; 4-dr, 2-seat Sport, $3,024; 4-dr. 
3-seat Sport, $3,134. 
PONTIAC—Tempest—4-dr. sed., $2,167; 
coupe, $2,113; custom coupe, $2,297; 4-dr. 
2-seat stat. wag., $2,438. 
Catalina—4-dr. sed., $2,702; 2-dr. 
$2,631; 4-dr. hardtop, $2,842; 2-dr. hard- 
top, $2,766; conv., $3,078; 4-dr. 2-seat 
stat. wag., $3,099; 4-dr. 3-seat stat. wag., 
$3,207. Ventura—4-dr. hardtop, $3,047; 2- 


sed., 
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dr. hardtop, $2,971. Star Chief—4-dr. sed., 
$3,003; 4-dr. hardtop, $3,136. Bonneville— 
4-dr. hardtop, $3,331; 2-dr. hardtop, $3,- 
255; conv., $3,476; 4-dr. 2-seat stat. wag., 
$3,530. 


RAMBLER—American—Deluxe — 4-dr. 
sed., $1,894; 2-dr. sed., $1,845; 2-dr. 2-seat 
stat. wag., $2,080; 4-dr, 2-seat stat. wag., 
$2,129. Super—4-dr. sed., $1,979; 2-dr. 
sed., $1,930; 2-dr, 2-seat stat. wag., $2,- 
165; 4-dr. 2-seat stat. wag., $2,214. Cus- 
tom—4-dr, sed., $2,109; 2-dr, sed., $2,060; 
conv., $2,369; 2-dr, 2-seat stat, wag., 
$2,295; 4-dr. 2-seat stat. wag., $2,344. 


Custom 400—4-dr. sed., $2,199; conv., $2,- 
459. 


Classic—Deluxe Six—4-dr. sed., $2,098; 
4-dr, 2-seat stat. wag., $2,437. Super Six— 
4-dr. sed., $2,268; 4-dr, 2-seat stat, wag., 
$2,572; 5-dr. 3-seat stat. wag., $2,697. 
Custom Six—4-dr, sed., $2,413; 4-dr. 2- 
seat stat. wag., $2,717; 5-dr, 3-seat stat. 
wag., $2,842. Custom 400 Six—4-dr. sed., 
$2,563. Super V-8—4-dr. sed., $2,397; 4-dr. 
2-seat stat. wag., $2,701; 5-dr. 3-seat stat. 
wag., $2,826. Custom V-8—4-:ir. sed., $2,- 





512; 4-dr. 2-seat stat. wag., $2,816; 5-dr, 
3-seat stat. wag., $2,941. Custom 400 V-8 
—4-dr. sed., $2,662. 


Ambassador—Super V-8—4-dr, sed., $2,- 
537; 4-dr. 2-seat stat, wag., $2,841; 5-dr. 
3-seat stat. wag., $2,966. Custom V-8— 
4-dr, sed., $2,682; 4-dr, 2-seat stat, wag., 
$2,986; 5-dr. 3-seat stat. wag., $3,111. 
Custom 400 V-8—4-dr. sed., $2,812. 

STUDEBAKER—Lark Deluxe Six—4-dr. 
sed., $2,005; 2-dr. sed., $1,935; 2-dr, 2-seat 
stat. wag., $2,290; 4-dr. 2-seat stat, wag., 
$2,370. Lark Regal Six—-4-dr, sed., $2,155; 
2-dr, hardtop, $2,243; conv., $2,554; 4-dr, 
2-seat stat. wag., $2,520. Lark Deluxe V-8 
—4-dr, sed., $2,140; 2-dr, sed., $2,070; 
2-dr. 2-seat stat, wag., $2,425; 4-dr, 2-seat 
stat. wag., $2,505. Lark Regal V-8—4-dr. 
sed., $2,290; 2-dr. hardtop, $2,378; conv., 
$2,689; 4-dr. 2-seat stat. wag., $2,655. 
Lark Cruiser V-8—4-dr. sed., $2,458. Hawk 
V-8—Sport coupe, $2,650. 

WILLYS—Jeep—2-dr. 2-seat stat. wag. 
(4 cyl.), $2,095; 2-dr. 2-seat stat. wag. 
(6-cyl.), $2,343.57. (Both are two-wheel- 
drive models. ) 


Port-of-Entry Prices on Imported Cars 


The following imported-car prices are 
East Coast Port of Entry figures, They 
include ocean freight, U, S, excise tax 
and import duty. They do not include 
U, S. transportation fees, state and local 
taxes or optional equipment. 


(Copyright, 1961, by Automotive News) 


ALFA ROMEO—Giulietta—Spider conv., 
$3,150; Super Spider conv., $3,450; Sprint 
coupe, $3,495; Veloce coupe, $3,795; Sprint 
Speciale coupe, $5,550. 2000—Spider road- 
ster conv., $4,650. 

ARNOLT-BRISTOL— (Prices are F.O.B. 
Chicago)—-Competition, $3,995; Bolide, $4,- 
245; Deluxe, $4,995; Coupe, $5,995. 

ASTON-MARTIN—DB4 — cpe., 
G. T. cpe., $12,500. 

AUSTIN—850—2-dr. sed., $1,295. A-40— 
2-dr. sed., $1,795; deluxe 2-dr. sed., $1,856; 
Countryman 2-dr. stat. wag., $1,835; Coun- 
tryman deluxe 2-dr. stat. wag., $1,879. 
A-55 Mark II—4-dr. sed., $2,198. A-99 
Westminster—4-dr. sed. (overdrive), $3,095; 
4-dr. sed., (automatic transmission), $3,- 
275. (Heater standard on A-40 models.) 

AUSTIN-HEALEY—Sprite—conv., $1,795. 
3000—Standard roadster (4-seater), $3,051; 
Deluxe roadster (2 or 4-seater), $3,371. 
(Heater, overdrive, wire wheels standard 
on Deluxe.) 

AUTO UNION—‘‘1000’’—4-dr. sed., $2,- 
526.03; 2-dr. sed., $1,995; 2-dr. cpe. deluxe, 
$2,300.99; 2-dr. stat. wag., $2,321.07; sport 
cpe., $3,924.68; Bronco multi-purpose ve- 
hicle, $2,775; Bronco pickup truck, $2,875. 
(Heater standard on all models.) 

BENTLEY—Series S 2 — Standard Steel 
Saloon, $15,355. (Automatic transmission, 
power steering, power brakes, radio, heater 
standard.) Other models are custom-built 
and vary considerably in price. 

BERKELEY — B-95 — Roadster, $1,795. 
(West Coast port-of-entry price). 


BMW—502—Deluxe 4-dr. sed. (2.6-liter), 
$5,600; 4-dr. sed. (3.2-liter), $6,200; Super 
4-dr, sed. (3.2-liter), $6,700. 507—-Touring 
Sport coupe (3.2-liter), $10,500. 


BMW 600—5-passenger sed., $1,398; 5- 
Passenger sed. (automatic clutch), $1,493; 
sunroof sed., $1,487. (Heater standard on 
all models.) 


BMW 700—Coupe, $1,898; coupe (auto- 
matic clutch), $1,993; sport coupe (2 car- 
buretors), $1,998; 2-dr. sed., $1,648; 2- 
dr. sed. (automatic clutch), $1,743; 2-dr. 
sunroof sed., $1,737. (Heater standard on 
all models.) 

BMW ISETTA 300 — sunroof, $1,048. 
(Heater standard.) 

BORGWARD—Isabella—2-dr. sed., $2,- 
295; stat. wag., $2,495; Touring Sport sed., 
$2,645; Touring Sport coupe, $3,550. 
(Heater standard on all models.) 

BORGWARD-HANSA (formerly Goliath) 
—2-dr. sed., $1,797; 2-dr, stat, wag., $1,- 
900; Empress 2-dr, sed, (46 horsepower), 
$1,950; Empress 2-dr, sed, (63 horsepow- 
er), $2,100; Tiger sport coupe (46 horse- 
power), $2,210; Tiger sport coupe (63 
horsepower), $2,375. 

CITROEN—ID Luxe—4-dr. sed., $2,545. 
ID-19—4-dr. sed., $2,745; 4-dr. stat. wag., 
$3,395. DS-19—4-dr. sed., $3,245; Prestige 
4-dr. sed., $3,795. (Power brakes standard 
on ID-19 stat. wag. Citromatic Drive, pow- 
er steering, power brakes standard on 
DS-19 models.) 

COMMER—S-passenger stat. wag., $2,- 
826; Caravan mobile-home type vehicle, 


$3,655. 
DAF—600—Standard 2-dr. sed., $1,395; 


$10,400. 


Ford Dealers Meet with Factory Officials— 


Shown with Ford Motor Co. executives are 21 members of the National Ford Dealer Council, which held its 16th annual meet- 
ing in Dearborn. Council members, representing nearly 7,000 Ford Division dealers, meet periodically with division and com- 
pany management to discuss suggestions and recommendations of dealers. Front row, from left, are C. R. Beacham, Ford mar- 
keting vice-president; J. O. Wright, car and truck group vice-president; A. J. M. Oustalet jr.; L. A. lacocca, Ford Division 
general manager, and M. S. McLaughlin, Ford Division general sales manager. Second row: J. W. Earnshaw, Greencastle, Ind.; 
J. L. Alderman, Indianapolis; Frank McLarty, Hope, Ark.; M. B. Carrott, Quincy, Ill.; J. P. Fagan, Delavan, Wis.; B. J. Borchers 


jr., Dayton, O., and C. M. Nelms, Brookhaven, Miss. Third row: R. H: Webster, Wallingford, Conn.; J. 
George Purvis, Fayetteville, N. C.; Tommie Vaughn, Houston; R. F. Tasca, East Providence, R. 
Fourth row: W. H. Corwin, Orange, Calif.; R. W. Scarff, Auburn, Wash.; R. J. Applegate, Merchantville, N. J.; Robert Sorens, 


(Variomatic au- 


Deluxe 2-dr. sed., $1,545. 
both 


tomatio transmission standard on 
models.) 

DAIMLER—SP-250 V-8—Conv. with full 
equipment, $3,995; hardtop with full equip- 
ment, $4,245, (Heater included in equip- 
ment group.) 

DATSUN—4-dr. sed., $1,616; 4-dr. stat. 
wag., $1,916; sport conv., $1,996; half-ton 
pickup truck, $1,545, 

DKW—“‘750"’—2-dr. sed., $1,665. (Heater 
standard. ) 

FACEL VEGA—H.K.-500 coupe, $9,420; 
Excellence 4-dr. hardtop, $12,981; Facellia 
2-dr, hardtop, $5,195; Facellia conv., 
$4,860. (Automatic transmission, power 
steering, power brakes standard on H.K.- 
500 and Excellence. Power steering, power 
brakes standard on Facellia.) 

FERRARI — 250 Granturismo — Coupe 
(Farina), $12,600; California conv, (Scag- 
lietti), $12,600; conv, (Farina), $13,600. 
(Heater standard on all models.) 

FIAT—500 Series—2-dr. sunroof, $998; 
2-dr. sunroof sport, $998; 2-dr, Bianchina, 
$998; 2-dr. Bianchina sport, $998. 600 Se- 
ries—2-dr. sed., $1,198; 2-dr. sunroof, $1,- 
198; 4-dr. stat. wag., $1,198. 1100 Series— 
4-dr. sed., $1,385; deluxe 4-dr, sed., $1,- 
485; 4-dr. stat. wag., $1,398. 1200 Series— 
4-dr. sed., $1,648; roadster, $2,595. 1500 
Series—Roadster, $3,298. 2100 Series—-4-dr. 
sed., $2,598; 4-dr. stat. wag.,. $2,858. 
(Heater standard on all models.) 

FIAT-ABARTH—750—Coupe (43 horse- 
power), $3,195; coupe Sestriere (33 horse- 
power), $2,895; Spyder Allemano (43 horse- 
power), $3,195. 850—Coupe, $3,195. (Other 
engine options available. ): 

FORD (England)—Angla — 105E 2-dr. 


sed., $1,608. 

HILLMAN — Husky — 2-dr. stat. wag., 
$1,579. Minx—Special 4-dr. sed., $1,599; 
Deluxe 4-dr. sed., $1,699; conv., $2,099; 


4-dr. stat. wag., $2,199. (Automatic trans- 
mission for Minx model is $199.) 

HUMBER—Super Snipe—4-dr. sed., $3,- 
995; 4-dr. stat. wag., $4,675. (Automatic 
transmission, power brakes and heater are 
standard.) 


JAGUAR — 3.8-Litre Sedan — 4-dr. sed. 
(overdrive), $4,915; 4-dr, sed, (overdrive 
and power steering), $5,045; 4-dr, sed. 


(automatic transmission and power steer- 
ing), $5,195. Mark IX—4-dr. sed. (auto- 
matic transmission and power steering), 
$6,020. XKK-150 — coupe, $4,642.50; coupe 
(overdrive), $4,807.50; coupe (automatic 
transmission), $4,892.50; conv., $4,762.50; 
conv. (overdrive), $4,927.50; conv, (auto- 
matic transmission), $5,012.50, XK-150-S— 
roadster (overdrive), $5,120; coupe (over- 
drive), $5,142.50; conv. (overdrive), $5,- 
262.50. XK-E — Roadster, $5,595; coupe, 


$5,895. (Heater standard on all models.) 
LANCIA — Appia — 4-dr. sed., $2,398; 
conv. (Vignale),. $3,998; coupe, $3,952; 


coupe (Zagato), $4,055; Flavia—4-dr. sed., 
$3,685. Flaminia—4-dr. sed., £5,998; coupe 
(Pinin Farina), $6,355; sport (Zagato), 
$6,485; G. T. Touring, $6,485. 

LLOYD ARABELLA—2-dr. sed., $1,698. 

MASERATI—Coupe, $11,400; conv., $12,- 
300. 

MERCEDES-BENZ—180—4-dr. sed., $3,- 
394. 180-D—4-dr. sed. (diesel engine), $3,- 
577. 190—4-dr. sed., $3,585. 190-D—4-dr. 
sed. (diesel en gine), $3,807. 190-SL — 
roadster, $5,215; coupe, $5,443; coupe- 
roadster (with removable hardtop and con- 
vertible top), $5,644. 220—4-dr. sed., $4,- 
370. 220-S — 4-dr. sed., $4,780. 220-SE 
—4-dr. sed., $5,164; coupe, $8,746. 300— 


L. Jones, Albuquerque; 
l., and W. D, Fergus, Skokie, Ill. 


Milwaukee; J. M. Paxton, Florence, S. C.; E. J. Ribakoff, Worcester, Mass., and Ivor deKirby, San Diego. 


4-dr, hardtop, $10,476; 4-dr. hardtop (au- 
tomatic transmission), $10,864; 4-dr. conv. 
(automatic transmission), $14,231. 300-SL 
—roadster, $11,099; coupe, $11,283; coupe- 
roadster (with removable hardtop and con- 
vertible top), $11,573. Station Wagons — 
180 — 4-dr. stat. wag., $5,050; Kombi, 
$4,953. 180-D (diesel engine)—4-dr, stat. 
wag., $5,278; Kombi, $5,181. 190—4-dr. 
stat. wag., $5,246; Kombi, $5,150. 190-D 
(diesel engine)—4-dr, stat, wag., $5,473; 
Kom bi, $5,378. (Heater standard on all 
models. Power brakes standard on all mod- 
els except Series 180, 180-D, 190 and 
190-D.) (All prices include $50 dealer prep- 
aration charge.) 


METROPOLITAN — 2-dr. $1,- 
672.60; conv., $1,696.60. 

MG-MGA 1600—roadster (disk wheels), 
$2,444; roadster (wire wheels), $2,544; cpe. 
(disk wheels), $2,667; cpe. (wire wheels), 
$2,767. Magnette Mark III—4-dr._sed., 
$2,695. (Heater standard on Magnette.) 

MORGAN—Plus Four—2-seat roadster, 
$2,810; 4-seat roadster, $2,850; 2-seat 
coupe, $2,970. 


MORRIS—850—2-dr. 
Standard—4-dr. sed., $1,678; 
$1,495; conv., $1,574; 2-dr, 
$1,798. 1000 Deluxe—4-dr. sed., 
2-dr, sed., $1,599; conv., $1,636; 
stat. wag.. $1,825. Oxford—4-dr, 
$2,259. 

NSU PRINZ—2-dr. sed., $1,398; 
sunroof sed., $1,487. NSU Prinz 30 (36 
horsepower)—2-dr, sed., $1,498. (All are 
5-passenger models.) NSU Sport Prinz— 
coupe, $1,998. (Heater standard on all 
models.) 

OPEL—Rekord — 2-dr. sed., $1,987.50; 
Caravan — 2-dr. stat. wag., $2,292.60. 
(Heater standard.on both models.) (Prices 
include $30 dealer-preparation charge.) 


hardtop, 


$1,295. 
2-dr, 
stat, 


1000 
sed., 
wag., 
$1,718; 
2-dr. 
sed., 


sed., 


2-dr. 


PANHARD—Nice — 4-dr. sed., $1,795; 
Tiger 4-dr. sed., $1,895. Monte Carlo—4- 
dr. sed., $1,998; Tiger 4-dr. sed., $2,095; 


Tiger conv., $2,695. (Heater standard on 


all models.) 

PEUGEOT—403 — 4-dr. sunroof sed., 
$2,250; 4-dr. stat. wag., $2,490. 404—4-dr. 
sunroof sed., $2,575. (Heater standard on 
all models.) 

PORSCHE — Roadster, $3,794; Super 
Roadster, $4,009; Super 90 Roadster, $4,- 
334; Coupe, $4,088; Super Coupe, $4,318; 
Super 90 Coupe, $4,663; Hardtop, $4,088; 
Super Hardtop, $4,318; Super 90 Hardtop, 
$4,663; Cabriolet, $4,433; Super Cabriolet, 
$4,663; Super 90 Cabriolet, $5,006. (Fore- 
going Porsche prices are for New York 
Port of Entry.) 


PRINCE SKYLINE—4-dr. sed., $2,295 
(West Coast PUE.) 
RENAULT — 4CV — 4-dr. sed., $1,095; 


4-dr. sunroof sed., $1,155. Dauphine—4-dr. 
sed., $1,385; 4-dr. sunroof sed., $1,445. 
Gordini — 4-dr. sed., $1,596. Caravelle — 
Hardtop coupe, $2,295; conv., $2,395. 
(Heater standard on all models.) 

ROVER—100—4-dr. sed., $3,695. 3-Litre 
— 4-dr. sed., $4,620. Land-Rover—2-dr. 
stat. wag.. $3,220. 

ROLLS-ROYCE—Silver Cloud—Standard 
Steel Saloon, $15,655. (Automatic trans- 
mission, power steefing, power brakes, 
radio, heater standard.) Other models are 
custom-built and vary considerably in price. 

SAAB—96-850—2-dr. sed., $1,895; 2-dr. 
sed. (automatic clutch), $1,995; 2-dr. sun- 
roof sed., $2,020. 95-850—2-dr. stat. wag. 
(3-speed transmission), $2,265; 2-dr. stat. 
wag. (4-speed transmission), $2,395. Gran- 
turismo 750—2-dr. sed. (4-speed transmis- 


sion), $2,790. (Heater standard on all 
models.) 

SABRA — 2-dr. stat. wag., $1,754; 
Sportster roadster, $2,995; 2-dr. delivery 
van, $1,651; pickup truck, $1,651, 

SIMCA—Etoile 4-dr. sed., $1,658. 

SINGER—Gazelle — 4-dr. sed., $2,095; 
conv., $2,349; 4-dr. stat. wagon, $2,425. 
(Automatic transmission is $199). 

SKODA — Octavia 2-dr. sed., $1,575; 


Octavia Super 2-dr. sed., $1,675; Touring 
Sport 2-dr. sed., $1,775; Felicia conv., 
$1,995; Felicia (with removable hardtop 
and convertible top), $2,150. (Heater 
standard on all models.) 
SUNBEAM---Rapier—2-dr. hardtop, $2,- 
499; conv., $2,649; Alpine—Roadster, $2,- 


595. 
TOYOPET — Tiara — 4-dr. sed., $1,613. 
Crown Custom—4-dr. sed., $1,795; 4-dr. 


stat. wag., $2,045. Toyota Land Cruiser— 
Soft top, $2,665; hardtop, $2,995; stripped 


model, $2,425. 

TRIUMPH—4-dr. stat. wag., $1,899. Her- 
ald —-2-dr. sed., $1,649; coupe, $1,949; 
conv., $2,229. TR-3 (sports car) — conv., 


$2,675; hardtop, $2,835. (Heater standard 
on Herald models.) 

TURNER—Standard 950 sports roadster, 
$2,345; Stage II roadster, $2,735; Coven- 
try Climax Stage I roadster, $3,170; Cov- 
entry Climax Stage II roadster, $3,570. 

VAUXHALL — Victor — 4-dr. sed., $1,- 
987.50; 4-dr, 2-seat stat. wag., $2,292.60. 
(Heater standard on both models.) (Prices 
include $30 dealer-preparation charge.) 

VESPA — V-400 — 2-dr. sunroof sed., 
$1.080. 

VOLKSWAGEN—2-dr. sed., $1,595; 2-dr. 


sunroof sed., $1,685; conv., $2,095; stat. 
wag., $2,245; deluxe stat. wag., $2,620. 
Karmann Ghia—cpe., $2,430; conv., $2,- 


695. (Heater standard on all models.) 
VOLVO—Special 2-dr. sed. (60 horse- 
power), $1,895; Deluxe 2-dr. sed, (60 horse- 


power), $1,995; PV-544 2-dr. sed, (85 
horsepower), $2,195; 122-S 4-dr. sed., $2,- 
495. P-1800 sport coupe, $3,795. (Heater 


standard on all models.) 
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Prices of ’61s added and ’53s dropped in November, 1960. Prices of '60s and ’52s dropped in December, 1959. 
Figures alongside bars represent dollars, 


Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power 
steering. - 
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LOS ANGELES 


Harold Henry’s Los Angeles Dealer Auto 
Auction, Sale every Tuesday. Prices are 
for sale of June 6. 

BUICK—’59 LeSabre 2-dr. hardtop, $1,830* 


(ps), $1,535*; 4-dr, hardtop, $1,800* 
(ps). 

’57 Super 2-dr. Riviera, $850*; conv., 
$685* (ps), $630* (ps); Super 2-dr. 
Riviera, $775* (ps), $725* (ps); RM 
2-dr. Riviera, $700* (ps); 4-dr. Rivi- 


era, $650* (ps). 

’56 Super 2-dr, Riviera, $560* (ps), $450* 
(ps); Special 4-dr, Riviera, $485*. 

’55 Special 2-dr. Riviera, $350*; Super 
2-dr. Riviera, $295* (ps); conv., $285* 
(ps). 

53 Super 2-dr. Riviera, $200*. 

CADILLAC—’60 (62) conv., $4,450* (ps); 
2-dr. hardtop, $4,285* (ps), $4,240* 
(ps), $3,990* (ps); 4-dr., $4,065* (ps); 
de Ville 2-dr. hardtop, $4,350* (ps), 
$4,250* (ps), $4,150* $4,000* 
(ps); 4-dr. hardtop, (ps), 
3,790* (ps). 

se de Ville 4-dr. hardtop, $3,480* (ps), 
$3,385* (ps), $3,135* (ps); 2-dr. hard- 


(ps), 
$4,250* 


top, $3,350* (ps), $3,335* (ps); (62) 
ro Ry $3,290* (ps), $3,050* (ps), $2,- 
980* (ps), 2 at $2;900* (ps), $2,570* 
(ps); 2-dr, hardtop, $3,100* (ps). 

’58 (62) Sedan de Ville, $2,350* (ps), 
$2,310* (ps), $2,250* (ps), $1,985* 
(ps); Coupe de Ville, $2,330* (ps) ; 
4-dr., $2,260* (ps). 

°57 (62) 2-dr. hardtop, $1,710* (ps), $1,- 
035* (ps); conv., 2 at $1,650* (ps), 
$1,250; Sedan de Ville, $1,625* (ps); 


4-dr., $1,605* (ps); (60) Special 4-dr. 


hardtop, $1,400* (ps). 
56 (62) 2-dr. hardtop, $825* (ps); conv., 


$745* (ps). 


55 (62) Coupe de Ville, $965* (ps); 2- 
dr. hardtop, $900* (ps); 4-dr., $890* 
(ps). 


°54 (62) conv., $650; 4-dr., $585; Coupe 
de Ville, $585; 2-dr, hardtop, $490. 
°53 (62) 4-dr., $370; Coupe de Ville, 
$170. 
’52 (62) 4-dr., $160, $145. 
"50 (75) 4-dr. (7 pass.), $230. 
CHEVROLET—’61 Corvair 700 (6) station 
wagon, $2,075; 2-dr., $2,000*; 4-dr., 
1,725°. 
08 Corvette $2,690; Nomad 
(8) 4-dr., $2,355* (ps); Impala (8) 
sport coupe, $2,205* (ps), $1,235°; 
conv., $2,110* (ps); Bel Air (8) sport 
coupe, $2,120; Bel Air (6) 2-dr., $1,- 
610*; Biscayne (8) 2-dr., $1,630*; Cor- 
vair 700 (6) 4-dr., $1,525", $1,285; 
Corvair 500 (6) 4-dr., $1,380. 
’59 Corvette (8) conv., $2,500; Parkwood 


(8) conv., 


(8) 4-dr., $1,780* (ps), $1,580*; Im- 
pala (8) sport coupe, $1,780, $1,690* 
(ps), $1,685* (ps), $1,645* (ps), $1,- 


15, $1,600, 2 at $1,585*, $1,575; sport 

ae $1,755* (ps), 2 at $1,725* (ps), 
1,.665* (ps), $1,635* (ps); conv., im 
SBo*s mroskwood (8) 4-dr., $1,605* 
(ps); Brookwood (6) 2-dr., $1,285; Bel 
Air (8) 4-dr., $1,375*, $1,285*, $1,250; 
sport sedan, $1,335*; Bel Air (6) 2-dr., 
$1,180; Biscayne (6) 2-dr., $1,150, $1,- 
060; 4-dr., $920. 

’58 Corvette (8) conv., $1,900; Impala 
(8) sport coupe, $1,300* (ps), $1,210*, 
$1,035*; Brookwood (6) 4-dr., $1,065; 
Bel Air (6) sport coupe, $1,040; Delray 
(8) 4-dr., $875*; Biscayne (8) 2-dr., 
$825*. 

’57 Bel Air (8) sport coupe, $1,150* (ps), 
$1,025*: sport sedan, $800* (ps); Two- 
ten (8) station wagon, $920*; 2-dr., 
$855*; Two-ten (6) 4-dr., $690*, $685*. 

’56 Bel Air (8) sport coupe, $880* (ps), 
$685* (ps); conv., $685*; Two-ten (8) 
station wagon, $735; 4-dr., $610*; 2- 
dr., $155*; Two-ten (6) station wagon, 

One-fifty (6) 4-dr., $510*; One- 


$475*; 
fifty (8) 4-dr., $505*. 

55 Bel Air (8) sport coupe, $690*, 
$685* $485*; conv., $560*, $485*; 
4-dr., $560* (ps), $460, $410*; Bel Air 
(6) 2-dr., $470*; Corvette (8) conv., 


555: 


$685; Two-ten (8) station wagon, $555; 
4-dr., $500*, $485*, $435*, $410, $350*, 
$250*; One-fifty (6) 2-dr., $390; utility 
sedan, $390, $335*; 4-dr., $340. 


’54 Two-ten station wagon, $285*; Bel 
Air 2-dr., $235; 4-dr., $185*; One-fifty 
2-dr., $185. 

’53 Bel Air 2-dr. hardtop, $255; 4-dr., 
$165* (ps); Two-ten 4-dr., $200*. 

52 Two-ten station wagon, $130. 

"50 Deluxe 4-dr., $165. 

CHRYSLER — ’60 Windsor conv., $2,525* 
(ps), $2,385* (ps). | 
°59 (300) 2-dr,. hardtop, $2,415* (ps); 
Saratoga 4-dr. hardtop, $1,835* (ps). 

57 NY 2-dr. hardtop, $1,035* (ps). 

’53 Windsor 2-dr., $150*; 4-dr., $110. 








COMET—’60 Comet station wagon, $975. 
a Fireflite 2-dr. hardtop, $1,- 
00*. 


’56 Firedome 2-dr, hardtop, $450* (ps). 
’55 Firedome 4-dr. hardtop, $420*, 
DODGE—’60 Dart (8) Pioneer Station wag- 
on, $2,235*. 
’58 Suburban (8) 2-dr., $985*. 
’57 Custom Royal (8) 4-dr., $735* (ps); 
Coronet (8) 4-dr, hardtop, $475*. 
’55 Coronet (8) 4-dr., $385*; Royal (8) 
conv., $360*. 
EDSEL—’59 Villager 4-dr., $1,410* (ps). 
’5S Citation 2-dr. hardtop, $885* (ps); 
Pacer 2-dr. hardtop, $885* (ps); 4- 
dr., $560* (ps). 
FORD—’61 Thunderbird (8) 2-dr. hardtop, 






ALABAMA 





JOHNSON AUTO 


AUCTIONS 
Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 





COLORADO 





Colorado Auto Auction 


4285 So. Santa Fe, Littleton, Colorado 
Phone: SU 1-7821 


SALE EVERY TUESDAY 
11:00 A.M. 
George A. Lamb 
Owners & Operators 
MILL NACE, General Manager 


Dealers Only 
Write for FREE Market Reports. 








LUCA D, the Dealers’ Directory 
to Leading Auto Auctions. 





CONNECTICUT 





NEW ENGLAND'S OLDEST 
AND BEST 
Dealers Auto Exchange in our [5th Year of 
Continuous Operation. 
DUAL LANE SALE 
Sales every Wed.—11:30 A.M. 


Southern Auto Sales, Inc. 
Warehouse Point, Conn. 





FLORIDA 


DAYTONA BEACH — Florida Auto 
Auction. City Airport. Tues., 10 
A.M. Dealer-owned. Dealers only. 





MARYLAND 


BEL AIR—Bel Air Auto Auction. Ti- 
tles, checks guaranteed. Cars group- 
ed. Thur., 12 noon. Established 1947. 


North-East-South-West 
Automotive News' 


“Leading Used-Car Auction Direc- 
tory” gives the sale day and time 
of top Auto Auctions EVERY 
WEEK. 








$3,775* (ps), $3,765* (ps), $3,700* 
(ps), $3,685* (ps); Country Sedan (8) 
4-dr., $2,600* (ps); Galaxie (8) 4-dr. 
Victoria, $2,480* (ps); Falcon (6) sta- 
tion wagon, $2,150*, 

’60 Galaxie (8) Starliner, $1,895* (ps), 
$1,780* (ps); 4-dr. Victoria, $1,850* 
(ps); Fairlane 500 (8) 4-dr., $1,635", 
$1,600* (ps); Falcon (6) 2-dr., $1,450, 
$1,425; Fairlane (8) 2-dr., $1,300. 

’59 Thunderbird (8) 2-dr. hardtop, $2,- 
525* (ps), $2,385* (ps); Country Sedan 
(8) 4-dr., $1,650* (ps); Galaxie (8) 
2-dr. Victoria, $1,575* (ps), $1,525* 
(ps); conv., $1,530* (ps); 2-dr., $1,- 
520* (ps); Country Sedan (6) 4-dr., 

Fairlane 500 (8) 2-dr., $1,- 


$1,340; 


MICHIGAN 


State Fair 


Auto Auction, Inc. 
OF GREATER DETROIT 
@ Open Daily 9-5, 





SALE Mon. 9 am-11 pm 
EVERY for Auction 
TUESDAY Reservations. 
AT 11 A.M. | @ Checks & Titles 
Guaranteed. 


@ Auto Auction Report Weekly. 
@ Big Jackpot Cash Prize. 
@ Auction Checks Issued. 


Norman Early| @ Michigan's Fastest Dual Lane Sale. 
19745 Ralston, Detroit 3, Michigan| |S | 


(Near Woodward & State Fair Aves.) 


TO 9-4660 
NOW! 


Special Truck Lane 
Every Tuesday, 11 a.m. 


DETROIT'S 
Oldest, Largest and Very Best 
Wednesday at Noon 


19241 Dix—Toledo Highway—Route 25 
Just / mile from Detroit City Limits 


MELVINDALE, MICHIGAN 
PHONE: DUnkirk 3-0150 








@ 1961, by Automotive News 





290* (ps); Ranch Wagon (6) 4-dr., 
$1,290; Custom 300 (8) 4-dr., $1,180*; 
Custom 300 (6) 2-dr., $1,080*, $1,025. 

’58 Thunderbird (8) 2-dr, hardtop, $2,- 
000* (ps); Fairlane 500 (8) Skyliner, 
$1,265* (ps); conv., $975* (ps), $935* 
(ps); 4-dr., $740* (ps); Fairlane (8) 
2-dr. Victoria, $930* (ps); Custom 
300 (6) 2-dr., $600, 

’57 Fairlane 500 (8) 2-dr. Victoria, $850* 
(ps), $770* (ps); conv., $665*, $400* 
(ps); DelRio (8) 2-dr., $790*; Ranch 
Wagon (6) 2-dr., $560, $500; Custom 
300 (8) 2-dr., $535*; Custom 300 (6) 
2-dr., $375*; Custom (6) 4-dr., $470*. 

’56 Fairlane (8) conv., $400* (ps), $625* 
(ps); 2-dr. Victoria, $490* (ps); Crown 


NEW JERSEY 


Seat) a a 
OVER 


600 CARS|..>.. 


EVERY WEEK 


Penna. ar 


LANES 
1N. J. Turnpikes 
rdentown, N 
« AXminster 8-3400 





Minutes from New York City 





EXCLUSIVELY FOR AUTO DEALERS 


INSURED PICKUP AND 
DELIVERY SERVICE 


MINIMUM RATES 


We issue auction checks— 
Guarantee titles. 
Dual Lane Sale—4 Auctioneers 
Insured By 
AUCTION INSURANCE AGENCY, 
Birmingham, Alabama 


EVERY TUESDAY AT NOON! 


ON ROUTE 46 
CALDWELL TOWNSHIP, N. J. 


CApito!l 8-0100 for Reservations 





Overstocked? Inventory Unbalanced? 
Top Heavy with Hard-to-Sell Items? 


Need Some Creampuffs Fast? 


Dealer auto auctions listed here hold the answer to your used-car problems. 


Consult this page each week for the nation's top auto auctions. 





UCTION DIRECTORY 


y e)—$5.00, 1-time; $4.00, 13-times; $3.50, 52-times. Dis- 
5-inches on 2 columns.) For display Rates contact Want Ad 








Victoria, $475* (ps); 4-dr., $460* (ps); 
2-dr., $365*, $320*; Country Sedan (8) 


4-dr., $550*, $500*; Custom (8) 4-dr., 
$375*; Custom (6) 2-dr., $285*; Ranch 
Wagon (6) 2-dr., $330*, 

’55 Fairlane (8) Crown Victoria, $360*; 
Country Sedan (8) 4-dr., $310, $250; 
Custom (6) 4-dr., $300*; Custom (8) 
4-dr., $280*. 

’54 Custom (8) 2-dr., $155*, 

’53 Main (8) 4-dr., $135; Custom (6) 
2-dr., $135. 

IMPERIAL — ’59 Imperial 4-dr. hardtop, 
$2,580* (ps). 

’58 Imperial 4-dr, hardtop, $2,050* (ps). 

LINCOLN—’59 Capri 2-dr., $2,125* (ps); 

Premiere 2-dr. hardtop, $1,310* (ps). 
’56 Capri 2-dr. hardtop, $595* (ps). 
’55 Capri 2-dr. hardtop, $460* (ps). 

MERCURY—’59 Park Lane 4-dr. hardtop, 


$1,755* (ps). 

’58 Park Lane conv., $1,095* (ps); Mon- 
terey 4-dr., $805* (ps). 

’56 Monterey 2-dr. hardtop, $525* (ps), 
$385*; Montclair 4-dr., $410*; 2-dr. 


hardtop, $385* (ps), $350. 
’55 Montclair 2-dr, hardtop, $480*, $300* 


(ps); 4-dr., $305*; Monterey 2-dr. 
hardtop, $360*, $290* (ps). 
’54 Custom 2-dr., $260*; Monterey conv., 
$250*; station wagon, $205*; 2-dr. 


hardtop, $190*, $185*. 
’52 Monterey 4-dr., $125. 
OLDSMOBILE—’61 (88) Super 4-dr. Holi- 


day, $3,110* (ps); 2-dr, Holiday, $3,- 
075* (ps). 
"60 (88) Fiesta 4-dr., $2,690* (ps); 
conv., $2,385* (ps). ? 


’59 (88) Super Fiesta 4-dr., $2,450* (ps); 
(88) 4-dr, Holiday, $2,105* (ps). 

’58 (88) 2-dr. Holiday, $1,175* (ps). 

’57 (88) Super 2-dr. Holiday, $830* (ps); 
(88) 4-dr. Holiday, $785* (ps); Fiesta 
4-dr., $765* (ps); (98) 4-dr., $775* 
(ps). 

’56 (98) 4-dr. Holiday, $705* (ps), $450* 
(ps); (88) 4-dr., $490* (ps). 

’55 (98) 4-dr. Holiday, $610* (ps); (88) 


4-dr., $330*. 
’54 (98) 4-dr., $320* (ps); (88) 2-dr. 
Holiday, $235* (ps). 
PLYMOUTH — ’60 Suburban (8) Custom 


4-dr., $1,825*; Valiant 100 (6) 4-dr., 
$1,320. 

’58 Savoy (8) 2-dr. hardtop, $900* 
(ps); Belvedere (8) 4-dr. hardtop, 
$880*, 

’57 Belvedere (8) 2-dr. hardtop, $700* 
(ps); conv., $685*; 4-dr. hardtop, 
$610*; Savoy (6) 2-dr., $385*; Savoy 
(8) 2-dr. hardtop, $380*, 


(Continued on Page 47, Col, 1) 





NEW YORK 


NEW YORK STATE’S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH INC. 


Dealer Aute Auction 


Albany 5, N. Y. 


Every Monday — I! O'Clock 
180 car sale average 


Titles and Checks Guaranteed 


All 





LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State. Check and 
Title Protection. (Wed.) 





NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 








OHIO 


AKRON—A-1 Auto Auction, U. S. 224, 
PL 3-6643, Titles, Checks guaran- 
teed. Ea. week, Tues., Thurs., 12:30. 


PENNSYLVANIA 





IT 
TAKES 


‘ FouR- 
~ OF -A- 
KinD 


TO BEAT A 
FULL HOUSE 


More and more clean cars ... a higher 
and higher percentage sold . . . has drawn 
a larger and larger “full house” of active 
buyers every Friday at the Manheim Auto 
Auction. 

We have to have “‘four-of-a-kind” to beat 
it... so now there are 


Four ACTION-PACKED LANES 

at the largest auto auction in the world 
The winner? Our customers, of course. Be- 
cause now you can see more cars — sell 
more cars — collect your money and get 
home earlier than ever before! 


SALE EVERY FRIDAY AT 10 A. M. 


Guaranteed Titles © Auction Checks Issued 
® Ladies’ TV Lounge 
Restaurant Featuring Lancaster County 
Home Cooking 


Manheim Auto Auction, Inc. 


ON ROUTE 72 e MANHEIM, PA. 
MOhawk 5-2401 
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Used-Car Auction Prices 





(Continued from Page 46) 


'55 Plaga (6) 4-dr., $195, 
PONTIAC — ’61 Bonneville conv., 
(ps). 

’60 Bonneville sport coupe, $2,735* (ps); 
Catalina Safari 4-dr., $2,440* (ps). 
’59 Bonneville sport coupe, $2,235* (ps), 
$1,745; 4-dr. Vista, $2,085* (ps), $1,- 
890* (ps); conv., $2,050* (ps); Cata- 
lina Safari 4-dr., $2,100* (ps); sport 
coupe, $1,825* (ps); 4-dr. Vista, $1,- 

745; 2-dr., $1,500*. 

*58 Bonneville sport coupe, $1,600* (ps); 
Star Chief 4-dr. Catalina, $1,200* 
(ps); conv., $1,160* (ps); Chieftain 
2-dr. Catalina, $985*, 


$3,125* 


’56 Star Chief 2-dr. Catalina, $385* 
(ps), $370* (ps), $340*; Catalina 2- 
dr., $370*, 


RAMBLER—’60 Ambassador (8) Custom 


Cross Country, $2,030*. 

*59 American (6) station wagon, $1,060*; 
2-dr., $865. 

°56 Super (8) 4-dr., $395* (ps). 

STUDEBAKER—’61 Lark (8) 2-dr, hard- 
top, $2,160*. 

’59 Lark (6) 4-dr., $835. 

’58 Scotsman (6) station wagon, $485. 

MISCELLANEOUS — ’60 Ford (6) Falcon 
Ranchero, $1,530; Chevrolet (8) %-ton 
pickup, $1,250; Willys Jeep, $1,050. 

*59 Chevrolet (6) 1%-ton stake, $1,530; 
(8) El Camino, $1,485*; (6) El Ca- 
mino, $1,180, $1,150; Dodge (8) %-ton 
pickup, $965; International %-ton LWB 
pickup, $925. 

*58 Ford (8) Ranchero, $885*; Dodge (8) 
¥%-ton pickup, $855. 

’57 Willys (6) 1-ton pickup, $900; Chev- 
rolet (8) %-ton pickup, $865; (6) %- 
ton pickup, $820; Ford (8) Ranchero, 
$790*; (6) %-ton pickup, $750, $685. 

’56 Willys Jeep wagon, $825. 


CHICAGO 


Arena Auto Auction. Sale every Tues- 
day. Prices are for sale of June 6, Sale 
red hot. Sold 537 cars from 793 consign- 
ments. 

BUICK—’60 LeSabre 4-dr. hardtop, $2,480* 
(ps), $2,250* (ps); Invicta 4-dr. hard- 
top, $2,350* (ps); conv., $2,345* (ps); 
Electra 4-dr. hardtop, $2,300* (ps). 

*59 Electra conv., $1,775* (ps). 

’58 Century 4-dra. Riviera, $1,230* (ps); 
4-dr., $1,075* (ps); 2-dr. Riviera, 
$995*; RM 4-dr. Riviera, $1,200* (ps), 
$1,185* (ps); Special 4-dr., $1,070*; 
2-dr. Riviera, $900* (ps), $825*, $640* 
(ps). 

’57 Century Estate Wagon, $795*; 4-dr. 
Riviera, $700* (ps); 4-dr., $680* (ps); 
Super 2-dr. Riviera, $435* (ps). 

"56 RM conv., $300*. 

CADILLAC—’61 (62) 2-dr. 
300* (ps); de Ville 2-dr. 


$4,200* (ps). 

"60 (62) conv., $3,850* (ps); 
4-dr. hardtop, $3,770* (ps). 
°59 (62) 2-dr, hardtop, $2,935* (ps), 
$2,850* (ps), $2,730* (ps); 4-dr., $2,- 
735* (ps); conv., $2,490* (ps); (60) 
Special 4-dr. hardtop, $2,900* (ps); 
de Ville 4-dr. hardtop, $2,900* (ps); 
2-dr. hardtop, $2,880* (ps). 

’58 Eldorado conv., $2,250* (ps); (60) 
Special 4-dr. hardtop, $2,110* (ps). 
’57 (60) Special 4-dr, hardtop, $1,485* 

(ps); (62) conv., $1,090* (ps). 

"56 (75) 4-dr. (7 pass.), $1,675* (ps); 
(62) Sedan de Ville, $990* (ps); conv., 
$920* (ps). 

CHEVROLET—’ 61 Impala (8) sport sedan, 
$2,405*; 2-dr., $2,075; Parkwood (8) 
4-dr., $2,285*; Corvair Monza (6) 2- 
dr., $1,970; Corvair 700 (6) 4-dr., $1,- 
815; Bel Air (8) 2-dr., $1,900. 

°60 Impala (8) sport sedan, $2,185* 
(ps), $2,100*, $2,085*, $2,075* (ps), 
$2,025*, $2,000* (ps), $1,960* (ps), 
$1,810, $1,800* (ps); conv., $2,155*, 
$2,150* (ps), $2,110* (ps), $2,040; 4- 
dr., $2,125*, $1,885*; sport coupe, $1,- 
905*; Impala (6) sport sedan, $2,010*; 
Parkwood (8) 4-dr., $1,840%; Brook- 
wood (8) 4-dr,, $1,800*, $1,775* (ps); 
Bel Air (8) sport sedan, 2 at $1,750* 
(ps); 2-dr., $1,550*, $1,425*; 4-dr., 
$1,400*; Bel Air (6) 2-dr., $1,500*; 
Biscayne (8) 2-dr., $1,585*, $1,550*, 
$1,405, $1,320* (ps); Corvair Monza 
(6) 2-dr., $1,360%; Corvair 700 (6) 
4-dr., $1,250*; Corvair 500 (6) 4-dr., 
$1,175. 

"59 Impala (8) 4-dr., $1,950*, $1,555*, 
$1,395* (ps); conv., $1,715* (ps), 2 
at $1,550* (ps), $1,500* (ps); sport 
sedan, $1,630*, $1,605*, $1,565*, $1,- 
525*, $1,515* (ps), $1,505*, $1,465*; 
sport coupe, $1,380* (ps), $1,360* 
(ps), $1,300* (ps); Bel Air (8) 2-dr., 
$1,335*, $1,275*, $1,205*, $1,080*; 4- 
dr., $1,325*, $1,305, $1,250*, $1,215*; 
Bel Air (6) sport sedan, $1,200*, $1,- 
100%; Parkwood (8) 4-dr., $1,275; 
Brookwood (8) 4-dr., $1,210*, $1,200*; 
Brookwood (6) 2-dr., $1,050*, $1,030*; 
Biscayne (8) 4-dr., $1,175*, $1,055", 
$1,000*; Biscayne (6) 4-dr., $1,100*. 

’58 Impala (8) conv., $1,400* (ps), $1,- 
260* (ps), $1,145* (ps); sport coupe, 
$1,190*, $1,095*; Nomad (8) 4-dr., 
$1,205* (ps); Bel Air (8) sport sedan, 
$1,200*, $1,075* (ps); sport coupe, 2 
at $1,045*, $1,015*, $965* (ps), $925*, 
$900* (ps); Bel Air (6) sport sedan, 
$820*; sport coupe, $820*; Brookwood 
(8) 4-dr., $1,065*; Brookwood (6) 4- 
dr., $1,030*, $795*; Biscayne (8) 4-dr., 
$1,050* (ps), $1,000*%, $985*; 2-dr., 
$860*, $840*; Delray (8) 4-dr., $880* 


hardtop, $4,- 
hardtop, 


de Ville 


(ps). 

"57 Bel Air (8) conv., $1,210, $1,080; 
2-dr., $1,100*, $900; sport sedan, $1,- 
075* (ps), $1,050* (ps); station wag- 
on 4-dr., $910*; sport coupe, $880* 
(ps), $875* (ps); 4-dr., $795*, $760*; 
Two-ten (6) station wagon 4-dr., 
$750*; Two-ten (8) 2-dr., $740. 

"56 Bel Air (8) 4-dr., $685*, $550*, 
$515*; station wagon 4-dr., $655* 
(ps); Nomad (6) 2-dr., $505* (ps); 
Two-ten (8) Delray, $490. 

CHRYSLER—’60 NY 4-dr. hardtop, §$3,- 
300* (ps). 

59 NY 4-dr. hardtop, $1,770* (ps). 

’58 Saratoga 2-dr. hardtop, $970* (ps). 

’57 (300C) 2-dr. hardtop, $1,045* (ps); 
NY 4-dr. hardtop, $1,005*; 2-dr, hard- 
top, $325* (ps); Sartoga 4-dr., $485*. 

’56 NY 4-dr. hardtop, $685*. 

COMET—’60 Comet 2-dr., $1,620. 

DeSOTO — ’59 Adventurer 2-dr. hardtop, 

(ps); Firedome 2-dr. hardtop, 
$1,170*. 

’57 Fireflite 2-dr. hardtop, $480*. 


Squire (8) 4-dr., $2,115* (ps); Galaxie 


$950*; Fairlane 500 (6) 4-dr. Victoria, 
$790*; Country Sedan (8) 4-dr., $855* 


’58 Turnpike Cruiser 4-dr. hardtop, $960* 


(8) conv., $1,830*; Starliner, $1,595* (ps); Monterey conv., $950* (ps). 
(ps); Galaxie (6) 4-dr. Victoria, $1,- 57 Commuter 4-dr., $645*; Monterey 
@ sae ad $1,300*; Ranch Wagon 4-dr., $635* (ps), $475* (ps). 

) 4-dr., $1,515* (ps); Fairlane 500 anit " 
(8) 4-dr., $1,285*; Fairlane 500 (6) ae tease “ti aioe hae ae 


4-dr., $1,230; Fairlane (6) 4-dr., $1,- 
145*; Falcon (6) 4-dr., $1,095. 


’59 Thunderbird (8) 2-dr, hardtop, $2,- 


280* (ps), $2,205* (ps); Galaxie (8) 


900* (ps); 4-dr. Holiday, $2,700* (ps); 
F-85 4-dr., $2,140*. 

60 (88) Super conv., $2,655* (ps); (98) 
4-dr., $2,175; conv., $2,150* (ps). 








Model Breakdown 














oT es he 300 (6) 2-dr., $600*. 
r ‘airlane 500 (8) conv., $985* (ps), ° 
$760"; 4-dr., $640*; Fairlane 500 «6)}| Of Auction Averages 
4-dr., $550*, $525* (ps), $490*; 2-dr. 
Victoria, $535* (ps), $520; Del Rio June, 1961 May, April, 
(8) 2-dr., $650*; Fairlane (6) 2-dr.,| Model To Date 1961 1961 
$455*; Custom 300 (8) 2-dr., $440*; $2,438 $2,494 
4-dr., $435°*. 1,900 1.935 
’56 Fairlane (8) 4-dr., $550*; Custom 7 ’ 
DODGE—’61 Dart (8) Phoenix 4-dr. hard- (8) 4-dr., $460*; Country Sedan (6) 1,465 1,367 
top, $2,295* (ps). 4-dr., $400* (ps). 989 960 
’60 Dart (8) Pioneer station wagon, $1,- | IMPERIAL—’59 LeBaron 4-dr, hardtop, 649 654 
870*; Phoenix 4-dr. hardtop, $1,700* $2,285* (ps). 
(ps). ’57 Crown 4-dr. hardtop, $1,200* (ps); 427 433 
’59 Coronet (8) 4-dr. hardtop, . Imperial 4-dr., $855* (ps). 14 
(ps). bi sills LINCOLN—’59 Continental Mark IV conv., -— aos 
58 Custom Royal (8) conv., $1,100* $2,850° (ps); Capri 4-dr. hardtop, 
(ps); Custom Sierra (8) 4-dr., (9 ; $2,100* (ps). 
pass.), $960*; Royal (8) 4-dr., $795" Tenia Ste a. (ps), $755* Average $1,034 $1,050 $1,047 
(ps). Dar : 
. ’56 Premiere 2-dr. hardtop, $900* (ps); fa. 
57 Custom Royal (8) 4-dr., $600* (ps); , : 
Royal (8) 2-dr. hardtop, $485*. ») 4-dr., S550" (ps). . (ps); (98) 4-dr, Holiday, $900* (ps), 
: MEROURY—’60 Park Lane 4-dr, hardtop, $810* (ps); (88) 4-dr. Holiday, $895* 
FORD—’61 Thunderbird (8) 2-dr. hardtop, $1,955* (ps), $1,825* (ps); Colony (ps); 4-dr. " $750°. : 2 
.2,83/585* (DS), $2,905* (ps). Park 4-dr., $1,825* (ps); Monterey | pLyYMOUTH—’60 Suburban (8) Custom 4- 
60 Thunderbird (8) 2-dr, hardtop, $2,- 4-dr. hardtop, $1,585* (ps); 2-dr., dr., $1,645*; Fury (8) conv., $1,600; 
905* (ps), $2,500* (ps); Country $1,320. Valiant’ (6) 4-dr., $1,450*, $1,415", 


$1,370, $1,250*, $1,215. 

’59 Suburban (8) Custom 4-dr., $1,120*; 
Belvedere (8) 4-dr., $1,020*; 2-dr., 
$1,005*; Savoy (8) 2-dr., $945*; Savoy 
(6) 4-dr., $750*. 

’58 Suburban (8) sport 4-dr., $860*; 
Custom 4-dr., $705*; Plaza (8) 4-dr., 
$765*; Belvedere (6) 4-dr, hardtop, 
$650*; 4-dr., $570*. 

’57 Fury (8) 2-dr. hardtop, $720* (ps); 


conv., $1,490; 4-dr., $1,460* (ps), $1,- ’59 (98) conv., $1,955* (ps); (88) Super Belvedere (8) 4-dr. hardtop, $600*; 
400* (ps), $1,330* (ps); 4-dr. Victoria, 4-dr. Holiday, $1,750* (ps), $1,645* Savoy (8) 4-dr. hardtop, $540* (ps); 
$1,415*, $1,410* (ps); 2-dr., $1,140*; (ps), $1,555*; (88) 4-dr. Holiday, $1,- 4-dr., $500*; Plaza (8) 4-dr., $385*. 

Fairlane 500 (8) 4-dr. Victoria, $1,- 520* (ps), $1,410* (ps). PONTIAC — ’60 Bonneville Safari 4-dr., 
410*; Country Sedan (8) 4-dr., $1,300* *58 (88) Super 4-dr, Holiday, $1,300* $2,625* (ps); 4-dr. Vista, $2,450* (ps), 
(ps), $1,150* (ps); Custom 300 (8) (ps); 4-dr., $1,290* (ps), $925* (ps); $2,360* (ps); sport coupe, 2 at $2,- 
2-dr., $1,075*, $1,055*; 4-dr., $1,070*. (88) 2-dr. Holiday, $1,000* (ps). 435* (ps); Ventura sport coupe, $2,- 


’58 Thunderbird (8) 2-dr, hardtop, $1,- 


870* (ps); Fairlane 500 (8) conv., 


DX-666 


Full-flex body filler with 


NEW cream hardener in 2 colors! 





’57 (88) Super conv., $1,155* (ps); 4-dr., 
$910* (ps), $820* (ps); 2-dr., $740* 





Select your dry by eye! 


DETZ-F LEX 


(TRADEMARK) 


250*; 4-dr. Vista, $2,155* (ps); Cata- 
lina 4-dr. Vista, $2,200; 4-dr., $2,100* 





© 


shows how 





YOLVOIONI 


e Handy can-top indicator 


to use for gel time you need! 


e Color segments on can 
lid serve as a guide to the 
amount of black or red 
hardener required in blend- 
ing for a specific job. 


o 
wie PLEX BODY FILLER 
CREAM HARDENER 
Dx. 


® Ditz-FLEX DX-666 is a new, easily worked body filler for dents, 
depressions, welded areas and broken metal that cannot be bumped out. 
Also excellent for areas that cannot be heated due to buckling. 


®@ Used with a new type cream hardener, Ditz-FLex changes from a 
soft, pliable substance into a tough, waterproof and corrosion-resistant 
material that can be sanded, drilled, tooled and painted. 


@ This new fully-flexible body filler withstands hard stresses of pound- 
ing and bending. It is fast and easy to apply, shape and finish off. It can be 
filed or shredded the next day. “Floating dust” problems in grinding are 
eliminated—heavier-than-air particles drop quickly to the floor. 


@ Use new Ditz-FLEx DX-666 on your next job that requires metal 
repair. You'll be pleased with the easy way it mixes, without fuss or muss— 
saves you time and money. Ask your nearest DirzLer jobber for Dirz-FLEx. 


Ditzler Coior Div., Piiisburgh Plate Glass Company ¢ Detroit, Mich. ¢ Torrance, Calif. 


iP DITZLER 









Cand 


PITTSBURGH PLATE GLASS COMPANY 


# CAtalytic Secad 
eo Oust Problem ened 
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ible 





DITZ-FLEX 


$2,035* (ps), $1,- 
Vista, $2,150* 


sport coupe, 
Star Chief 4-dr, 


(ps); 
930; 
(ps). 

’59 Bonneville 4-dr, Vista, $2,000* (ps), 
$1,750* (ps), $1,740* (ps), $1,730* 
(ps); conv., $1,835* (ps); Star Chief 
4-dr., $1,825* (ps); Catalina Safari 
4-dt. Vista, $1,670* (ps). 

‘58 Star Chief 4-dr. Catalina, $1,180* 
(ps); Chieftain conv., $1,105* (ps); 
4-dr, Catalina, $935*; 2-dr., $875*. 

’57 Bonneville conv., $1,100* (ps); Star 
Chief 4-dr. Catalina, $1,025* (ps); 2- 
dr. Catalina, $670* (ps); Super 4-dr. 
Catalina, $675*, $640* (ps); Chieftain 
4-dr., $655*; 4-dr. Catalina, $500*. 

’56 Star Chief 2-dr. Catalina, $495*. 

RAMBLER — ’60 Ambassador (8) Super 
station wagon, $1,750* (ps); 4-dr., 
$1,530*. 

’59 Ambassador (8) Super Cross Coun- 
try, $1,155*; American (6) 2-dr., $855. 

"58 Ambassador (8) Super 4-dr., $795* 
(ps); Custom (6) 4-dr., $775*, $675*; 
American (6) Custom 4-dr., $575. 

’56 Custom 4-dr., $475*. 

STUDEBAKER—’60 Lark (8) station wag- 


on, $1,350. 
"57 Golden Hawk (8) 2-dr. hardtop, 
$760* (ps). 
MISCELLANEOUS—’60 Ford F-100 pick- 
up, $1,105. ; 
ALBANY 


Tim Anspach Dealer’s Auto Auction. 
Sale every Monday. Prices are for sale of 
June 5. Today’s summer weather seemed 
to give the car dealers a lift and the mar- 
ket a boomlike appearance. All cars with 
class were bringing top dollar, while scrub- 
by lookers suffered a noticeable set back. 
Sold 148 cars from 186 consignments, 


BUICK—’59 LeSabre 4-dr. hardtop, $1,- 
625* (ps); 4-dr., $1,500* (ps). 
’58 Century 4-dr, Riviera, $910*. 

’57 Special 4-dr, Riviera, $740* (ps); 


(Continued on Page 48, Col. 3) 
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DX-666 


features 
Easy mixing 
Easy spreading 
Easy sanding 
Easy filing 
Easy shredding 


Feathers 
beautifully 


Non-bleeding 


Butters out 
smoother 
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THE COMPLETE 
AUTOMOTIVE GUIDE 


as oo 





THE 
NADA 


OFFICIAL 


USED CAR GUIDE 


THE RECOGNIZED AUTHORITY 
IN THE USED CAR ‘FIELD 


SRN EN ee SER ONE Ta SPEAR NT EO IR SRN: A AE A I a 


Complete Information 
at your fingertips 


® Average Wholesale 
Average Retail 

® Average Loan (in most areas) 
Insurance Symbols 


Easy to identify scale drawings of both 
domestic and imported passenger cars 


New Edition every 30 days 

Imported Car Section 

Simplified and Expanded Truck Section 
Published in 8 Regional Editions to 
reflect conditions in your own market 


Make sure your key personnel have this valuable 
Guide on hand to Buy—Sell or Trade Used Cars— 


ONLY $9 FOR 
12 ISSUES PER YEAR 





Fill Out And Mail Now! 
SUBSCRIPTION ORDER FRM 


National Automobile Dealers Used Car Guide Co. 


, SUB $ 9.00 
2000 K Street, N.W., Washington 6, D.C. suB 1 7.00 
Please enter our order for..... New ___— poe =< 
Additional — peeriz subscriptions to SUB 42.00 
the NADA OFFICIAL USED CAR SUB 47.00 
8-99 SUB $ 6.50 ea 
GUIDE. 100 or more subs. $5.50 ea. 


These rates effective only 
on subscriptions mailed to 
one subscriber. 


() Remittance enclosed 
( Will remit on receipt of invoice 
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Used-Car Auction Prices 





(Continued from Page 47) 


Super 4-dr. Riviera, $725* (ps). 
’56 Super 4-dr., $470* (ps); Century Es- 
tate Wagon, $350*. 
CADILLAC—’57 (62) 
500* (ps). 
CHEVROLET—’61 Impala (8) sport sedan, 


4-dr. hardtop, $1,- 


$2,310*; sport coupe, $2,175; Park- 
wood (8) 4-dr., $2,310*. 

°60 Bel Air (8) 4-dr., $1,550*; Brook- 
wood (8) 2-dr., $1,490*. 


59 Impala (8) 4-dr., $1,520* (ps), $1,- 
520*, $1,400* (ps); sport coupe, $1,- 
410* (ps); Parkwood (8) 4-dr., $1,400* 
(ps); Bel Air (6) 4-dr., $1,290*; Bel 
Air (8) 4-dr., $1,150*; 2-dr., $1,105*; 
$1,050*; Brookwood (6) $1,220; Bis- 
cayne (6) 2-dr., $865*. 

’B8 Yeoman (6) 4-dr., $1,125; Bel Air 
(6) 4-dr., $1,090*; Brookwood (6) 4- 
r., $1,010; Biscayne (8) 2-dr., $960*, 
$940*, $900*, $850*; Biscayne (6) 4- 
dr., $960*, $950*; 2-dr., $850. 

’57 Bel Air (8) conv., $1,100* (ps); 
sport coupe, $900", $900, $875*; sport 
sedan, $890*; 4-dr., $780* (ps); Bel 
Air (6) sport sedan, $800*; Two-ten 
(8) station wagon, $1,000* (ps); 2-dr., 
$875*; Two-ten (6) 2-dr., $700. 

’56 Bel Air (8) conv., $750*, $625*: sport 
coupe, $570*; 2-dr., $570*, $485*; 4- 
dr., $545* (ps); Two-ten (6) Delray. 
$550*; 2-dr., $510*, $475; 4-dr., 2 at 
$510, $435. 

CHRYSLER — ’'57 Saratoga 4-dr., $775* 
(ps); 4-dr. hardtop, $750* (ps). 

DeSOTO—’56 Firedome 4-dr., $530* (ps). 

DODGE—’58 Coronet (8) 2-dr., $770*. 

’56 Coronet (8) 4-dr., $385*. 

FORD—’60 Thunderbird (8) 2-dr. hardtop, 
$2,650* (ps); Galaxie (8) conv., §$2,- 
000* (ps), $1,840* (ps); Galaxie (6) 
4-dr., $1,625* (ps); Ranch Wagon (6) 
4-dr., $1,450*; Fairlane 500 (8) 4-dr., 
$1,325*. 

’59 Galaxie (8) conv., $1,700*; 4-dr., 
$1,325* (ps), $1,200* (ps); Fairlane 
500 (8) 4-dr. Victoria, $1,475*; Coun- 
try Sedan (8) 4-dr., $1,430*%, $950*; 
Country Sedan (6) 4-dr, (9 pass.), $1,- 
100; Custom 300 (8) 4-dr., $1,275*; 2- 
dr., $1,050, $950*; Custom 300 (6) 2- 
r., $775. 

’6S Fairlane (8) 2-dr. Victoria, $920* 
(ps); Fairlane 500 (8) conv., $835*; 
2-dr. Victoria, $770* (ps); Custom 300 
(6) 2-dr., $700; Custom 300 (8) 2-dr., 
$580*. 

°57 Fairlane 500 (8) conv., 
4-dr., $680*; 2-dr., $600*; 
dan (8) 4-dr., $700* (ps), 
Fairlane (8) 4-dr. Victoria, 
dr., $650, $650* (ps), $500*; 
Wagon (8) 2-dr., $550*, $435*; 
(6) 2-dr., $300. 


$840* (ps); 
Country Se- 
$490* (ps); 
$690*; 2- 
Ranch 
Custom 


56 Country Sedan (8) 4-dr, (9 pass.), 
$600*; Custom (8) 2-dr., $430; 4-dr., 
$380*; Main (8) 2-dr., $270*, 

LINCOLN — ’56 Premiere 2-dr. hardtop, 
$600* (ps); 4-dr., $600* (ps). 

MERCURY — ’57 Monterey 4-dr., $600* 
(ps), $585*; 4-dr. hardtop, $525*; 2- 
dr. hardtop, $375*. 

’56 Monterey 4-dr., $350*. 

OLDSMOBILE—’57 (88) conv., $830*. 


PLYMOUTH—’57 Belvedere (6) 2-dr. hard- 
top, $500*; Plaza (6) 2-dr., $260. 
’56 Suburban (6) 4-dr., $500*; Plaza (6) 
4-dr., $360*. 
’55 Belvedere (8) conv., $300*. 
PONTIAC — ’60 Catalina conv., 
(ps). 
’5S8 Star Chief Safari 4-dr., 


$2,300* 
$1,000* (ps). 


’57 Chieftain Safari 4-dr., $685*; 4-dr., 
650* (ps); Star Chief 4-dr, Catalina, 
$600* (ps). 

RAMBLER—’ 57 Deluxe (6) 4-dr., $520. 

’56 Custom Cross Country, $510*, $350, 
$290*. 

MISCELLANEOUS—’60 Chevrolet %-ton 


pickup, $1,500. 
’56 Ford panel, $200. 


CALDWELL, N. J. 


Skyline Auto Auction, Sale every Tues- 
day. Prices are for sale of June 6, Active 
bidding. Prices firm, Clean cars extra 
strong. Sold 193 cars from 241 consign- 
ments. 

BUICK—’59 LeSabre 4-dr., 
$1,275* (ps); 4-dr. hardtop, 
(ps); Invicta 4-dr, hardtop, 
(ps). 

’58 Century 4-dr. Riviera, $1,065* (ps); 
Special 4-dr, Riviera, $1,010* (ps). 

57 Century 4-dr, Riviera, $740* (ps), 
$580* (ps); Special 2-dr. Riviera, $700* 
(ps); 4-dr., $360*, $280* (ps). 

’56 Special 2-dr. Riviera, $165* (ps). 

55 Century 4-dr., $310*; Special 4-dr. 
Riviera, $155*; 2-dr., $150*; 2-dr. Riv- 
iera, $130*, $125*. 

CADILLAC—’59 (62) 4-dr. hardtop, $2,- 
850* (ps); 2-dr. hardtop, $2,840* (ps); 
conv., $2,600* (ps), 

"58 (62) 2-dr, hardtop, $1,930* 
dr, hardtop, $1,875* (ps). 

’57 (62) 4-dr. hardtop, $1,405* 
dr. hardtop, $940* (ps). 

°56 (62) 4-dr. hardtop, $725* (ps). 

’°55 (62) 2-dr. hardtop, $355* (ps). 
CHEVROLET — '60 Parkwood (6) 4-dr., 

$1,830, $1,560; Bel Air (6) 4-dr., $1,- 
535*; Biscayne (6) 4-dr., $1,415*; 
Corvair 700 (6) 2-dr., $1,265. 

59 Parkwood (8) 4-dr., $1,340*; Park- 
wood (6) 4-dr., $1,040; Brookwood (8) 
4-dr., $1,265* (ps); Bel Air (8) 4-dr., 
$1,250*, $1,200*, $1,170*, $1,150*, $1,- 
150* (ps), 2 at $1,125*, 2 at $1,120*, 
2 at $1,115*, $1,110*, $1,090*; Bel Air 
(6) 4-dr., $1,175*, $1,145*, 2 at $1,- 
100*, $1,095*, $1,080, $1,055, $1,050, 
$1,040, $1,025, $1,020, $1,005, $1,000*, 


$1,550* (ps), 
$1,510* 
$1,240* 


(ps); 4- 
(ps); 2- 


$975; 2-dr., $1,010; Biscayne (6) 2-dr., 
$815*. 

"58 Impala (8) conv., $1,260*; sport 
coupe, $1,205*. 

57 Bel Air (8) conv., $865* (ps). 

’56 Two-ten (6) station wagon 2-dr., 
$340. 

CHRYSLER—’59 NY 4-dr. hardtop, §$1,- 

795* (ps), $1,420* (ps); Windsor 4-dr. 


hardtop, $1,385* (ps), $1,270* (ps). 
"58 NY 4-dr, hardtop, $1,205* (ps), 
$995* (ps); 4-dr., $1,125* (ps). 
’57 (300C) conv., $1,020* (ps); Windsor 
4-dr, hardtop, $610* (ps), $600* (ps). 
COMET—’60 Comet station wagon, $1,725*. 
DeSOTO — ’58 Firesweep 2-dr. hardtop, 
$655* (ps). 
’57 Firesweep 4-dr., $430* (ps). 
’56 Fireflite 2-dr. hardtop, $450* (ps). 
DODGE—’59 Coronet (8) 2-dr., $925*. 
’55 Coronet (8) 2-dr., $130*. 
FORD—’61 Fairlane 500 (8) 4-dr., $1,880* 
(ps). 


’60 Fairlane (8) 2-dr., $1,375*, $1,335* 
(ps), $910; Fairlane 500 (8) 4-dr., $1,- 
325*, $1,305*, 2 at $1,300*, $1,290*, 
$1,250; Fairlane 500 (6) 4-dr., $1,200*. 

59 Thunderbird (8) 2-dr, hardtop, $1,- 
980* (ps); Fairlane (8) 4-dr., $1,000*, 
$950, $905* (ps), $885; Custom 300 (8) 
4-dr., $935*, $800; Country Sedan (8) 
4-dr., $875*. 

’58 Fairlane 500 (8) skyliner, $900* (ps); 
4-dr, Victoria, $700*; Fairlane (8) 2- 
dr., $640*; Country Squire (8) 4-dr., 
$615* (ps). 

’57 Fairlane 500 (8) conv., $720* (ps); 
Country Sedan (8) 4-dr., $520* (ps); 
Custom 300 (8) 2-dr., $340. 

"56 Custom (8) 2-dr, Victoria, $365; 
Ranch Wagon (8) 2-dr., $180. 

’565 Fairlane (8) Crown Victoria, $335*. 

’54 Crest (8) conv., $255, $250*. 


IMPERIAL—’59 Imperial 4-dr. hardtop, 
$1,930* (ps), $1,835* (ps). 

’58 Crown 4-dr, hardtop, $1,510* (ps); 
2-dr. hardtop, $1,470* (ps); Imperial 
4-dr, hardtop, $1,155* (ps), 

"57 Imperial 4-dr., $885* (ps), $800* 
(ps). 

LINCOLN — '59 Premiere 4-dr., $2,000* 
ea Capri 2-dr, hardtop, $1,930* 
ps). 


’58 Capri 4-dr. hardtop, $1,970* (ps). 
’57 Premiere conv., $860* (ps), 
MERCURY — ’'58 Monterey 4-dr., $760* 
(ps); 2-dr., $730*, 

’57 Monterey’ conv., $740*, 
% Monterey station wagon, $425*; 4- 

dr., $365*; Custom 4-dr., §300* (ps). 
OLDSMOBILE_—’59 (98) convy., $1,785* 


$650*. 


(ps); 4-dr. Holiday, $1,500* (ps); (88) 
4-dr., $1,505* (ps). 

"58 (88) 4-dr. Holiday, $1,155* (ps); 2- 
dr. Holiday, $1,140* (ps); 4-dr., $1,- 
110* (ps). 

"57 (88) 2-dr. Holiday, $695*; 4-dr. 
Holiday, $390* (ps). 

’56 (88) 4-dr, Holiday, $445* (ps), 

"55 (88) Super conv., $510* (ps); (88) 
2-dr. Holiday, $275*. 

PACKARD—’39 hearse, $175, 
PLYMOUTH—’60 Valiant (6) 4-dr., $1,- 
310; Savoy (6) 4-dr., $1,225*, 

"59 Belvedere (8) 4-dr., $990* (ps), 

$980*, $925*, $910*; Suburban (8) 


Custom 4-dr., $930*, $850* 


’58 Suburban (8) Custom 4-dr., $465, 
$450". 

’57 Belvedere (8) 4-dr., $495*, $350; 
Plaza (8) 4-dr., $300; 2-dr., $235; 
Savoy (8) 4-dr., $270* (ps). 

56 Suburban (8) 4-dr. $340*, 


PONTIAC—’59 Bonneville 4-dr. Vista, $1,- 
775* (ps); Catalina 2-dr., $1,275*, 
58 Chieftain conv., $1,015* (ps). 
’57 Star Chief 2-dr, Catalina, $650* (ps), 
$620*; Chieftain 4-dr. Catalina, $600*. 
’56 Chieftain 4-dr., $325*; 2-dr., $260*, 
$250*. 
’55 Star Chief 2-dr. Catalina, $275* (ps). 
RAMBLER—’59 American (6) station 
wagon, $865*, 
’56 Super 4-dr., $385*. 
’55 Deluxe Suburban, $205, 
MISCELLANEOUS—'59 Ford (8) pickup, 
’58 Chevrolet (6) stepin, $480. 
’53 Chevrolet cab & chassis, $140, 


FONTANA, WIS. 


Fontana Auto Auction, Sale every 
Thursday. Prices are for sale of June 8. 
Good activity on all clean and sharp 
cars, Sold 186 cars from 245 consignments. 


BUICK—’59 Invicta conv., $1,685* (ps); 
4-dr., $1,590* (ps); LeSabre 4-dr. 
hardtop, $1,450* (ps). 

’58 Super conv., $1,045*, $1,015*; Spe- 
cial conv,, $980* (ps). 

’57 Special 2-dr., $460*; 4-dr., $440* 
(ps). 

’56 Special 4-dr. Riviera, $215*. 

’55 Special 2-dr, Riviera, $265*; 4-dr., 
$245* (ps). 

CADILLAC—’56 (62) 4-dr. hardtop, $1,- 
060* (ps); 4-dr., $375* (ps). 

"55 (62) 4-dr., $530* (ps). 


CHEVROLET—’61 Impala (8) sport coupe, 
$2,400* (ps); Corvair (6) 4-dr., $1,- 


735. 
’60 Impala (8) conv., $2,170* (ps); 4- 
dr., $2,020* (ps); sport coupe, $2,000* 
(ps); Parkwood (8) 4-dr., $1,950*; 


Bel Air (8) sport coupe, $1,630; 2-dr., 


$1,350*; Biscayne (8) 4-dr., $1,450*, 
$1,425*; Corvair (6) 4-dr., $1,300, 
$1,230. 

’59 Impala (8) conv., $1,695* (ps), $1,- 
650* (ps), $1,585*; 4-dr,, $1,525*, $1,- 
525* (ps), $1,405* (ps); sport sedan, 
$1,520*; Brookwood (8) 4-dr., $1,385*; 
Bel Air (8) 4-dr., $1,355*, $1,210*; 
Biscayne (8) 4-dr., $1,125; Biscayne 
(6) 4-dr., $805. 

"58 Impala (6) sport coupe, $1,085*; 
conv., $1,105*; Impala (8) sport coupe, 
$1,175* (ps); 2-dr., $1,040*; Brook- 
wood (8) 4-dr., $985*, $930*: Bel Air 
(6) 4-dr., $960*; Biscayne (6) 4-dr., 
$930". 


’57 Two-ten (8) 2-dr., $750*; Bel Air 


(8) sport coupe, $720*; 4-dr., $660*. 

’56 Bel Air (8) 2-dr., $585; 4-dr., $570*, 
$535*; Two-ten (8) 2-dr., $345. 

’55 Bel Air (8) sport coupe, $460*, 
$425*; Two-ten (6) 2-dr., $310. 
CHRYSLER—’55 NY 2-dr. hardtop, $265* 

(ps). 
DODGE—'57 Coronet (8) 4-dr., $505*, 
$480. 

’56 Coronet (8) Sierra 4-dr., $475*, 

FORD—’61 Falcon (6) 4-dr., $1,810*. 

’60 Thunderbird (8) 2-dr. hardtop, $2,- 
735*; Country Sedan (8) 4-dr., $1,- 
630*; Galaxie (8) 2-dr. Victoria, $1,- 
620*; Fairlane (8) 4-dr., $1,430* (p)s, 
$1,290*; 2-dr., $1,375*; Falcon (6) 
4-dr., $1,225; 2-dr., $1,100. 

’59 Thunderbird (8) 2-dr. hardtop, $2,- 
300*, $2,175*; Galaxie (8) 4-dr. Vic- 
toria, $1,450* (ps); conv., $1,440*, $1,- 


390* (ps); Custom 300 (6) 4-dr., $1,- 
030*; 2-dr., $900; Custom 300 (8) 4- 
dr., $985, $875*; Fairlane (8) 4-dr., 
$1,000*. 

’58 Country Squire (8) 4-dr., $925*; 
Fairlane (8) 2-dr, Victoria, $850* (ps); 


4-dr., $840* (ps), $805*; 4-dr, Vic- 
toria, $785* (ps); 2-dr., $725*; Cus- 
tom 300 (6) 4-dr., $675* (ps); Ranch 
Wagon (8) 2-dr., $680*. 

’57 Fairlane 500 (8) conv., $775* (ps); 
4-dr., $740 (ps), $625*; Fairlane (8) 
4-dr. Victoria, $550* (ps); Ranch 
Wagon (6) 2-dr., $535; Ranch Wagon 
(8) 2-dr., $495*; Custom (8) 4-dr., 
$525* (ps). 


°56 Fairlane (8) 2-dr., $325*. 


’55 Fairlane (8) $675*, $450*, 
$430. 
MERCURY—’58 Montclair 4-dr., $875*. 
’57 Montclair 4-dr, hardtop, $710* (ps), 
$640* (ps); Monterey 4-dr., $515*; 
4-dr. hardtop, $470*; 2-dr. hardtop, 
$400*; Custom 2-dr. hardtop, $380*. 
’56 Montclair conv., $435* (ps); 4-dr., 
$400* (ps). 

’55 Monterey station wagon, $385*. 
OLDSMOBILE — ’60 (88) 2-dr. Holiday, 
$2,400* (ps); conv., $2,285* (ps). 
"59 (98) 4-dr., $1,675* (ps); (88) 4-dr., 

$1,575* (ps). 
’57 (88) 2-dr, Holiday, $725*, 
(ps); 4-dr, Holiday, $700* (ps). 
’56 (98) 4-dr. Holiday, $550* (ps). 
PLYMOUTH—’ 60 Valiant (6) station wag- 


conv,, 


$685* 


on, $1,570; Belvedere (8) 2-dr, hard- 
top, $1,525* (ps); Belvedere (6) 4-dr., 
$1,250; 2-dr., $1,225. 

’59 Savoy (8) 4-dr., $760. 

’57 Suburban (8) Custom 4-dr., $550*; 
Plaza (8) 4-dr., $410*; Plaza (6) 4- 
dr., $300*. 

PONTIAC—’60 Bonneville sport coupe, $2,- 
185* (ps). 


’59 Star Chief 4-dr, Vista, $1,635* (ps); 
Catalina conv., $1,480*. 
’58 Star Chief 2-dr. Catalina, $580*. 
’57 Star Chief conv., $985* (ps); Chief- 
tain 4-dr., $485*. 
’56 Star Chief 2-dr. Catalina, $360*. 
RAMBLER—’59 American (6) 2-dr., $710. 
’58 Super (6) Cross Country, $940; Am- 
bassador (8) 4-dr., $785*. 
’56 Custom 4-dr. hardtop, $420*, $400. 
’55 Super Cross Country, $250*. 
MISCELLANEOUS — ’59 Dodge %-ton 
pickup, $960. 
56 Ford (8) %-ton pickup, $520. 


DETROIT 


Aptco Auto Auction, Sale every Wednes- 
day. Prices are for sale of June 7. 
BUICK—’57 Century 4-dr. Riviera, $880* 

(ps); 2-dr. Riviera, $700*. 

CADILLAC—’60 (60) Special 4-dr. hard- 
top, $3,800* (ps); (62) 2-dr, hardtop, 
$3,550* (ps). 

CHEVROLET—’60 Impala (8) conv., 
$2,250*, $2,150* (ps), $2,100* (ps); 
sport coupe, $2,025, $2,010* (ps); 
sport sedan, $2,000* (ps); Corvair 700 
(6) 4-dr., $1,325; Corvair 500 (6) 
4-dr., $1,210. 

’59 Impala (8) conv., $1,645* (ps), $1,- 
615* (ps); sport coupe, $1,575*, $1,- 
565* (ps), $1,550* (ps); Impala (6) 
conv., $1,485; Bel Air (8) 4-dr., $1,- 
310*, $1,210*; 2-dr., $1,300*; sport 
sedan, $1,275*; Bel Air (6) 4-dr., $1,- 
125*; 2-dr., $1,100; Brookwood (6) 
4-dr., $1,300; Biscayne (6) 2-dr., $1,- 
185, $1,075*, $1,055, $1,050, $1,025*; 
4-dr., $1,040*. 

’58 Impala (8) conv., $1,050* (ps); Bel 
Air (8) sport sedan, $950* (ps). 
'57 Two-ten (8) station wagon 4-dr., 
$1,000* (ps); Two-ten (6) 2-dr., $750; 
Bel Air (8) 2-dr., $830*; One-fifty 

(6) 2-dr., $435. 

’56 Bel Air (8) conv., $765*; 
top, $560*; Bel Air (6) |2-dr. $455; 
Two-ten (8) 4-dr., $510* (ps). 

55 Two-ten (8) station wagon 4-dr., 
320. 

CHRYSLER—’57 Windsor 2-dr. 
$645* (ps), $625* (ps). 

’56 Windsor 4-dr., $330* (ps). 
DeSOTO—’58 Firedome 4-dr., $850* 


2 at 


2-dr. hard- 


hardtop, 


(ps). 


’57 Firedome 2-dr, hardtop, $590*; Fire- 
flite 2-dr. hardtop, $420* (ps). 
DODGE—’60 Dart (8) Pioneer 2-dr., $1,- 
525*; 4-dr., $1,525* (ps). 
’57 Custom Royal (8) conv., $490*. 


FORD—’61 Thunderbird (8) 2-dr. hardtop, 
$3,560* (ps); Falcon (6) 2-dr., $1,- 
800*. 

’60 Thunderbird (8) 2-dr. hardtop, $3,- 
560* (ps), $2,980* (ps); Galaxie (8) 
conv., $1,910* (ps), $1,780* (ps); 2- 
dr. Victoria, $1,625*; 4-dr, Victoria, 
$1,625*; 4-dr., $1,605; Fairlane 500 
(6) 2-dr., $1,450*; Fairlane 500 (6) 
2-dr., $1,315; Falcon (6) 2-dr., $1,300; 
4-dr., $1,305. 

’59 Thunderbird (8) conv., $2,160* (ps); 
Galaxie (8) conv., $1,780*; 2-dr. Vic- 
toria, $1,390* (ps); 2-dr., $1,260*; 
Galaxie (6) 2-dr., $1,370; Fairlane 500 
(8) 2-dr., $1,175*; Custom 300 (6) 
4-dr., $1,115. 

’58 Fairlane 500 (8) 4-dr., $840*, 
Custom 300 (6) 2-dr., $715. 
’57 Fairlane 500 (8) conv., $900* 
$890*; 4-dr., $700*; 2-dr. 
$630*; Country Squire (8) 4-dr., 
Custom 300 (8) 4-dr., $530*; 
Wagon (8) 2-dr., $505*. 
’56 Thunderbird (8) conv., 

Custom (8) 4-dr., $240* (ps). 

’55 Ranch Wagon (6) 2-dr., $325; Fair- 

lane (8) 2-dr, Victoria, $300*; Custom 


$715*; 


(ps), 
Victoria, 
$735* ; 
Ranch 


$1,470* (ps); 


(8) 4-dr., $250. 

MERCURY—’58 Park Lane 2-dr. hardtop, 
$1,010* (ps); 4-dr., $950* (ps). 

’57 Monterey 2-dr, hardtop, $500*. 

OLDSMOBILE — ’'59 (88) conv., $1,675* 
(ps). 

’58 (98) conv., $1,225* (ps). 

’55 (88) 2-dr., $210*. 

PLYMOUTH—’60 Belvedere (8) 4-dr., $1,- 
440* (ps); Valiant (6) V-200 4-dr., 
$1,300". 

’57 Belvedere (8) 4-dr., $425* (ps). 

’56 Savoy (8) 4-dr., $335*. 

PONTIAC — ’61 Star Chief 4-dr. Vista, 
$2,760* (ps). 

’60 Bonneville conv., $2,600* (ps); Cata- 
lina conv., $2,270* (ps). 

’59 Bonneville conv., $2,150* (ps); Star 
Chief 4-dr. Vista, $1,860*, $1,700* 
(ps); Safari 4-dr., $1,775* (ps); Cata- 
lina sport coupe, $1,475*. 

’58 Chieftain 4-dr., $510*. 

’57 Star Chief 4-dr., $800* (ps); Chief- 


tain 2-dr. Catalina, $390*. 
RAMBLER—’60 Super (6) station wagon 


4-dr., $1,870; Custom (6) 4-dr., $1,- 
485*, $1,420*. 
’58 Super (8) 4-dr., $675*; Deluxe (6) 
4-dr., $380. 
FLINT 


Flint Auto Auction. Sale every Wednes- 
day. Prices are for sale of June 7. Prices 
remained rather strong despite rain most 
all day. Good percentage sold, Sold 241 
cars from 353 consignments. 

BUICK — ’60 Electra 225 conv., $2,540* 
(ps), $2,475* (ps); Invicta conv., $2,- 
490* (ps); 2-dr., $2,375* (ps); 2-dr. 
hardtop, $2,210* (ps); 4-dr., $2,240*; 
LeSabre 4-dr. hardtop, $2,400* (ps), 
$2,315* (ps); 4-dr., $2,130* (ps);  2- 
dr, hardtop, $2,400* (ps); Electra 4- 
dr. hardtop, $2,300* (ps), $2,250* 
(ps). 

59 Electra 225 4-dr. hardtop, $1,785* 
(ps), $1,720* (ps); Invicta Estate 
Wagon 4-dr., $1,750* (ps); 2-dr. hard- 
top, $1,700* (ps); 4-dr. hardtop, $1,- 
700* (ps), $1,645* (ps), $1,625* (ps); 
LeSabre conv., $1,720* (ps); 4-dr. 


(Continued on Page 49, Col. 1) 
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hardtop, $1,675* 
hardtop, $1,665* (ps), 

’58 Century 2-dr., $970* (ps), 

’57 Special 2-dr. Riviera, $700* (ps); 
2-dr., $715*, $600; Super 4-dr. Riviera, 
$755* (ps); 2-dr. Riviera, $745* (ps). 

"56 RM 2-ar. Riviera, $500* (ps); 4-dr. 
Riviera, $350* (ps); Century 4-dr. 
Riviera, $330*; Special 4-dr, Riviera, 
$265* (ps); 2-dr. Riviera, $260*, $235*, 


(ps); Electra 4-dr. 
































$210*. 
CADILLAC—’59 de Ville 4-dr. hardtop, 
$2,860* (ps); 2-dr. hardtop, $2,825* 


(ps); (62) 4-dr, hardtop, $2,730* (ps). 
’56 (62) Coupe de Ville, $1,025* (ps). 
’55 (62) Coupe de Ville, $515* (ps). 

CHEVROLET—’61-Corvette (8) conv., $3,- 

090* (ps); Impala (8) conv., $2,585* 

(ps); 4-dr. hardtop, $2,460* (ps); Cor- 

vair Monza (6) 2-dr., $2,115*; 4-dr., 

$2,010. 

"60 Impala (8) conv., $2,355* (ps), $2,- 
$275* (ps), $2,255* (ps), $2,250* (ps), 
$2,125* (ps), $2,125*, $2,080*, $2,060*; 
2-dr. hardtop, $2,150* (ps); 4-dr. hard- 
top, $2,100* (ps); Brookwood (8) 4- 
dr., $1,660, $1,575; Bel Air (8) 4-dr., 
$1,645*; Bel Air (6) 2-dr., $1,600; 
4-dr., $1,550; Biscayne (6) 4-dr., $1,- 
580; 2-dr., $1,500; Corvair 700 (6) 
2-dr., $1,470*; Corvair 500 (6) 4-dr., 
$1,245, $1,240*. 

’59 Impala (8) conv., $1,615*, $1,500*, 
$1,450*, $1,205*; 2-dr. hardtop, $1,- 
550*, $1,465; 4-dr. hardtop, $1,535*, 
$1,235*; 2-dr. hardtop, $1,465; 2-dr., 
$1,425; Nomad (8) 4-dr., $1,530* (ps); 
Kingswood (8) 4-dr., $1,500*; Park- 
wood (6) 4-dr., $1,415*; Bel Air (6) 


4-dr., $1,300, $1,265* (ps); 2-dr., $1,- 
150*, $1,110*; Biscayne (6) 2-dr., 
$1,110; 4-dr., $1,085*, $1,065, 


’58 Bel Air (8) 2-dr. hardtop, $1,070*; 
Bel Air (6) 4-dr., $950, $940*; Brook- 


wood (8) 4-dr., $1,055*. 

’57 Bel Air (8) 2-dr. hardtop, $905*; 
2-dr., $775*, $750*, $675*; Two-ten 
(8) station wagon 4-dr., $795*; 2-dr., 
$690*. 

56 Bel Air (8) 4-dr., $785*; conv., 


$605* (ps); Two-ten (6) 4-dr., $410, 
$400*. 
CHRYSLER—’58 Saratoga 2-dr. 
$915* (ps). 
’55 NY 4-dr., $135*, 
DeSOTO—’58 Fireflite 4-dr., $775*. 
’57 Firesweep 4-dr., $590* (ps); Fire- 
flite 4-dr., $560* (ps). 
DODGE—’60 Dart (8) Phoenix 4-dr. hard- 
top, $1,725* (ps). 
FORD — ’61 Falcon (6) station wagon 4- 
dr., $1,950; 4- = .» $1,815; Custom 300 


hardtop, 


(6) 2-dr., $1,7 
60 Galaxie (8) ie: $2,125* (ps), $2,- 
050* (ps), $2,000* (ps); 4-dr., $1,800* 


(ps), $1,660* (ps); Starliner, $1,715* 
(ps); Country Sedan (8) 4-dr., $1,815*; 
Falcon (6) 4-dr., $1,425*, $1,410*, $1,- 
300; 2-dr., $1,250; Fairlane 500 (8) 
4-dr., $1,400; Fairlane 500 (6) 2-dr., 
= Ranch Wagon (6) 4-dr., $1,- 
240. 

’59 Thunderbird (8) conv., $2,200* (ps); 
Galaxie (6) conv., $1, 390; Galaxie (8) 
2-dr. Victoria, $1, '390*; 4- dr. Victoria, 
$1,230; Ranch Wagon (8) 4-dr., $1,- 


225*: Fairlane 500 (8) 2-dr., $1,200*, 
$1,175*; Fairlane (8) 4-dr., $1,115* 
(ps); Custom 300 (8) 2-dr., $1,105* 


(ps). 
’58 Fairlane 500 (8) 4-dr., 


$935*, $650; 
conv., $915* (ps); 2-dr. Victoria, 
$600*; Custom 300 (8) 4-dr., $650; 


Custom 300 (6) 2-dr., $620. 

’57 Fairlane 500 (8) Skyliner, $880* 
(ps); 2-dr., $460*; Fairlane (8) 2-dr. 
Victoria, $555*; Custom 300 (6) 2-dr., 
$450; 4- ‘ar., $435. 

"55 Country Squire (8) 4-dr., $440*. 

LINCOLN—’58 Premiere 4-dr. hardtop, $1,- 


410* (ps). 
’57 Premiere 2-dr. hardtop, $865* (ps), 
$850* (ps). 
MERCURY—’58 Monterey 2-dr., $760*. 
’57 Montclair 4-dr., $670* (ps), $605*, 
$590* (ps). 
’56 Montclair 4-dr. hardtop, $430*. 
OLDSMOBILE — ’60 (88) conv., $2,470* 
(ps); (88) Super 2-dr., $2,385* (ps), 
$2,300* (ps); 2-dr. Holiday, $2,325* 
(ps). 
’59 (88) Super 2-dr., $1,945* (ps); (88) 


2-dr. Holiday, $7,600* (ps). 

’58 (88) Super Fiesta 4-dr., $1,150* 
(ps); 4-dr., $1,050* (ps); (98) conv., 
$1,115* (ps); (88) 2-dr., $900* (ps). 

"57 (88) Super 4-dr., $800*, $665*; 2- 
r., $900* (ps). 

°57 (88) Super 4-dr., $800*, $665*; 2-dr., 
$480*. 

’56 (88) 4-dr. Holiday, $360* (ps). 

PLYMOUTH—’61 Valiant (6) V-200 2-dr., 
$1,530, $1,500*. 

’59 Belvedere (8) 2-dr., $900*. 

’57 Belvedere (8) 2-dr., $445*, $425*; 
Savoy (8) 4-dr., $300; ‘Plaza (6) 2-dr., 


$210. 
’56 Belvedere (8) 2-dr. hardtop, $185, 
$150*. 

PONTIAC—’61 Bonneville conv., $2,860* 
(ps), 

’60 Bonneville 4-dr. Vista, $2,445* (ps); 
sport coupe, $2,350* (ps); Catalina 
conv., $2,365* (ps); 4-dr. Vista, $2,- 
150*; 4-dr., $2,110* (ps); sport coupe, 
$2,000*; Star Chief 2-dr., $1,605. 

’59 Star Chief 4-dr. Vista, $1,720* (ps); 
Catalina 4-dr, Vista, $1,515*; 2-dr., 
$1,410*, 

’58 Chieftain 2-dr. Catalina, $905*. 


’57 Star Chief 4-dr., $765*; Super Chief 
4-dr., $740* (ps). 
’56 Star Chief 4-dr., $295*. 
RAMBLER—’60 Super (6) 4-dr., $1,430*, 
$1,315*. 
59 Super (6) station wagon 4-dr., $1,- 
250, $1,050*. 
MISCELLA? ’59 Chevrolet (8) El 





Camino pickup, $1,250. 

’57 Chevrolet (6) carryall, $430. 

°57 Chevrolet (6) carryall, $430. 

’58 Dodge (8) 2%-ton tank, $6,501; %- 
ton pickup, $650. 

’56 Chevrolet (8) 2-ton cab & chassis, 
$260; Ford %-ton pickup, $250. 


MASON CITY, IA. 


Central States Auto Auction, Sale every 
Wednesday. Prices are for sale of June 7. 
Consignments and sales setting new records 
each week. Dealers reporting brisk used- 
car business, More and more nice cars 
showing up and changing hands rapidly. 
Sold 82 percent of 266 consignments. 
BUICK—’59 LeSabre Estate Wagon 4-dr., 


$1,700* (ps); 4-dr. 
(ps). 

’58 Special 2-dr., $870*, 

’57 Super 4-dr. Riviera, $840* (ps); RM 
4-dr. Riviera, $790* (ps). 

’56 Special 4-dr, Riviera, $430*; 2-dr., 
$465; RM 2-dr, Riviera, $450* (ps); 
Century Estate Wagon 4-dr., $410* 
(ps). 

CADILLAC—’59 (62) 2-dr. hardtop, §$2,- 
750* (ps). 

’58 (62) 4-dr. hardtop, $1,775* (ps). 

'57 (62) 4-dr. hardtop, $1,130* (ps). 

"56 (62) 4-dr. hardtop, $975* (ps). 

CHEVROLET—’ 61 Corvair Monza (6) 2- 


Riviera, $1,275* 


dr., $2,085*. 

’60 Corvette (8) conv., $2,600; Impala 
(8) conv., $2,175*, $2,055*; sport 
coupe, $1,950; 4-dr., $1,760*; Bel Air 


(6) 4-dr., $1,475; Corvair 700 (6) 4- 
dr., $1,300*. 

’59 Impala (8) sport sedan, $1,600* (ps); 
Parkwood (6) 4-dr., $1,320; Bel Air 
(6) 4-dr., $1,215, $1,145, $1,140, 

"58 Impala’ (8) sport coupe, $1,485; Bel 
Air (8) sport sedan, $890; 4-dr., $850* 
(ps); Biscayne (8) 4-dr., $850* (ps). 

’57 Bel Air (8) sport sedan, $980*; 4-dr., 
$900, $800*; Two-ten (8) ‘station wagon 
4-dr. $910* (ps), $875*; Two-ten (8) 
station wagon 4-dr., $910* (ps), $875*; 
4-dr., $790*, $725*, $715* (ps). 

"56 Two-ten (8) 4-dr., $685*%, $495. 

bees: Magee Saratoga 4-dr., $730* 
ps). 
DeSOTO—’59 Firedome 4-dr., $1,135* (ps). 


’58 Firesweep 4-dr., $830* (ps); 4-dr. 
hardtop, $720*. 
’57 Firesweep 4-dr., $425* (ps). 


DODGE — ’60 Dart (8) Pioneer station 
wagon 4-dr., $1,680* (ps). 
’59 Sierra (8) 4-dr., $1,350* (ps). 
’57 Coronet (8) 2-dr., $550. 


FORD—’61 Thunderbird (8) 2-dr. hardtop, 
$3,525* (ps). 

’60 Thunderbird (8) conv., $2,915* (ps); 
Galaxie (8) 4-dr. Victoria, $1,800* 
(ps); 4-dr., $1,690* (ps); Starliner, 
$1,785* (ps); Country Sedan (8) 4-dr., 
$1,650*; Ranch Wagon (8) 4-dr., $1,- 
480*; Fairlane 500 (6) 2-dr., $1,295, 
$1, 285; Falcon (6) 2-dr., $1,125, 

"59 Galaxie (8) conv., $1, 590* (ps), $1,- 
500* (ps); 4-dr. Victoria, $1,465* (ps); 
Fairlane 500 (8) 4-dr, Victoria, $1,270* 
(ps); Fairlane (8) 4-dr., $1,140*%; 2- 
dr., $1,090*; Custom 300 (6) 2-dr., 
$960, $950*. 

°58 Country Sedan (8) 4-dr., $1,000* 
(ps); Fairlane 500 (8) 2-dr. Victoria, 


$840* (ps); Fairlane (8) 4-dr., $830*; 
Custom 300 (6) 2-dr., $610*, 
’57 Country Squire (8) 4- dr., $930*; Fair- 


lane 500 (8) 2-dr. Victoria, $780*, 
$730* (ps); 4-dr., $600* (ps); Country 
Sedan (8) 4-dr., $690*; Custom 300 
(8) 2-dr., $600; 4-dr., $565. 

’56 Custom (8) 4-dr., $640; 2-dr., $450*, 
$325; Country Sedan (8) 4-dr. (9 
pass.), $505*; Fairlane (8) 2-dr. Vic- 


toria, $500* (ps). 
LINCOLN—’59 Capri 4-dr., $2,030* (ps). 
MERCURY—’59 Park Lane 4-dr, hardtop, 
$1,530* (ps); Monterey 4-dr., $1,340*, 
$1,220* (ps). 

58 Monterey 4-dr., $735* (ps). 

"56 Custom conv., $515* (ps). 

OLDSMOBILE—’60 (88) Super 4-dr., $2,- 
220* (ps); (88) 2-dr. Holiday, $1,910* 
(ps), $1,670* (ps); (88) 2-dr. Holiday, 
$1,560* (ps), $1,450*, 

’58 (88) 2-dr. Holiday, $1,110*. 

’57 (88) Super 4-dr. Holiday, $800* (ps); 
4-dr., $775* (ps); (88) 4-dr., $650*. 
PLYMOUTH—’60 Belvedere (8) 4-dr., $1,- 

350*; Savoy (6) 2-dr., $1,205. 

’59 Suburban (8) Custom 4-dr., $1,400* 
(ps); Fury (8) 2-dr. hardtop, $1,185* 
(ps); Belvedere (6) 4-dr., $940*. 

’57 Belvedere (8) 2-dr. hardtop, $700*; 


Suburban (8) 4-dr., $580*; Sovay (8) 
2-dr., $470. 
PONTIAC — ’60 Ventura conv., $2,090* 


(ps); 4-dr. Vista, $1,900* (ps). 


"59 Catalina 2-dr., $1,800* (ps); 4-dr., 
$1,580* (ps). 

’57 Star Chief 4-dr., $640*. 

’55 Star Chief 4-dr. Catalina, $500* 


(ps); 4-dr., $365* (ps). 
RAMBLER—’60 Super (6) Cross Country 
4-dr., $1,440*, 

"57 Super (6) Cross Country 4-dr., $555. 
STUDEBAKER—’59 Lark (6) 4-dr., $795. 
MISCELLANEOUS—’61 International (8) 

%-ton, $1,690. 

58 Ford (8) %-ton pickup, $785*; 
(8) %-ton pickup, $750*. 

’56 Ford (8) %-ton pickup, $535; Dodge 
(8) %-ton pickup, $530. 


NEWINGTON, CONN. 


Newington Auto Auction, Sale every 
Thursday. Prices are for sale of June 8. 
Action very strong on clean cars. Sold 43 
cars from 75 consignments, 


BUIOK—’56 Super 4-dr.. $610* (ps). 
’55 Century 4-dr., $295*, 
’54 Century 4-dr., $140*. 
CADILLAC — ’56’ (62) Coupe de Ville, 
$725* 
’53 (62) Coupe de Ville, $200* (ps). 
’52 (62) 4-dr., $100*. 
CHEVROLET—’59 Bel Air (6) 4-dr., $1,- 


Dodge 


170*, $1,085*, $1,080*, $1,075*, $1,- 
040*; Bel Air (8) 4-dr., $1,160*, $1,- 
155*, $1,150*; Biscayne (8) 2-dr., $1,- 
000*. 

’57 Two-ten (6) 2-dr., $690*; 4-dr., 
$525*; Two-ten (8) 4- dr., $680*. 

56 Bel Air (6) 4-dr., $570*; One-fifty 
(6) 4-dr., $475. 

’55 One-fifty (6) 2-dr., $250. 

FORD—’59 Fairlane (6) 4-dr., $930* (ps); 


2-dr., $900*; 
$825". 


’58 Country Sedan (8) 4-dr., $980* (ps); 
Custom 300 (6) 2-dr., $690. 


Custom 300 (6) 4-dr., 


’56 Ranch Wagon (6) 2-dr., $365; Ranch 
Wagon (8) 4-dr., $210*. 
’55 Country Sedan (8) 4-dr., $175*; Fair- 


lane (8) 4-dr., $140. 


MERCURY — ’58 Commuter 4-dr., $950* 
$950* (ps), $775* (ps). 
OLDSMOBILE — ’56 (88) 2-dr. Holiday, 
$350*. 
PLYMOUTH — ’59 Belvedere (8) 2-dr., 
$975*. 
’5T Savoy (8) 4-dr., $350. 
’56 Suburban (8) Deluxe 2-dr., $175*. 


(Continued on Page 50, Col. 1) 


Used Import Car Prices 


Albany 
Borgward—’61 Combi station wagon 2-dr., 
$2,175. 
Jaguar—’59 XK150 roadster, $1,900. 
Vauxhall—’58 4-dr., $470; station wagon 
4-dr., $470. 


Bordentown, N. J. 
Austin-Healey—’60 conv., $1,900. 
Fiat—’57 1100 4-dr., $335, $299*, 
Hillman—’58 Minx conv., $515. 
MG—’61 conv., $1,675. 
Renault—’ 60 4-dr., $695*. 

’59 4-dr., $525. 

"58 4-dr., $220. 
Simca—’59 4-dr., $290. 
Volvo—’ 61 4-dr., $1,850. 


Caldwell, N. J. 
nee Isabella station wagon, 
$415. 


Metropolitan—’54 conv., $215. 
Triumph—’ 61 2-dr., $1,240. 
’60 4-dr., $450. 
Volkswagen—’61 conv., $1,760. 
’57 2-dr., $640. 


Chicago 

Ford (English)—’59 2-dr., $435. 
Opel—’58 2-dr., $455. 
Triumph—’60 2-dr., $1,700. 

59 TR-3 conv., $1,065. 

758 2-dr., $675. 
Volkswagen—’61 4-dr., $1,385*. 

’60 2-dr., $1,225, $1,210, $1,155. 

’59 2-dr., $1,100, $1,070, $990. 


Columbus, O. 
Metropolitan—’60 2-dr., $1,010. 
’59 2-dr., $630. 
Renault—’59 Dauphine 4-dr., $550. 
Volvo—’ 61 2-dr., $1,475. 


Daytona Beach, Fla. 
Ford (English)—’60 Prefect 4-dr., 
Peugeot—’58 2-dr., $495. 
Triumph—’60 TR-3 2-dr., $1,315. 
Volkswagen—’60 Kombi 2-dr., $1,100, 


Detroit 
MG—’60 roadster, $1,560. 
Metropolitan—’59 2-dr., $625. 
Renault—’59 Dauphine 4-dr., 


Dyer, Ind. 
Renault—’58 4-dr., $145. 
Triumph—’60 2-dr., $550. 


Fontana, Wis. 
Vauxhall—’58 4-dr., $450. 


$635, 


$475. 


Volkswagen—’60 Microbus, $1,320. 
Kansas City 
Renault—’59 4-dr., $520. 
Los Angeles 


Austin-Healey—’60 roadster, $1,935. 
Fiat—’59 Millicento 4-dr., $480. 
Mercedes-Benz—’54 190 4-dr. , $600, 
Metropolitan—’55 2-dr., $295. 
Peugeot—’59 4-dr., $880. 





Renault—’60 Dauphine 4-dr., $520. 
’59 Dauphine 4-dr., $515, $500, $485, 


$470. 
— Vedette station wagon 4-dr., 
$825. 
’59 4-dr., $435. 
Sunbeam—’58 Rapier, $400. 
Triumph—’59 TR-3 2-dr., $1,310. 
Volkswagen—’57 sunroof 2-dr., $760, 
Volvo—’58 station wagon, $605; 
$550. 
’57 2-dr., $460. 


Manheim, Pa. 
Alfa-Romeo—’59 1900 2-dr., $2,235. 
Austin—’60 3000 conv., $1,850. 
Austin-Healey—’59 roadster, $1,740. 
Borgward—’61 station wagon, $1,685, 

’60 2-dr., $790. 
Citroen—’60 4-dr., $1,025. 
DKW—’60 2-dr., $720. 
Fiat—’59 4-dr., $510. 
"58 4-dr., $440. 
Ford (English)—’59 station wagon, $550. 
Lancla—’59 4-dr., $630. 
MG—’60 2-dr., $1,615; MGA 2-dr., $1,395. 
Metropolitan—’58 2-dr., $580. 
Opel—’59 2-dr., $750. 
Simca—’59 4- dr. ., $660, $610; station wag- 
on 2-dr., $320. 
Taunus—’60 station wagon 2-dr., $1,000. 
Vauxhall—’58 4-dr. station wagon, $560. 
Volkswagen—’61 2-dr., $1,650, $1,550. 
60 2-dr., $1, ty 2 at $1,275, $1,225; 
sunroof, $1,1 
’59 Karmann- a ‘i iia, $1,500; Microbus, 
$1,130; 2-dr., $1, 100. 
"58 sunroof, $1,000, 
’55 2-dr., $400. 
Volvo—’61 4-dr., $1,575. 


Mason City, Ia. 
Goliath—'58 2-dr., $320. 
Jaguar—’52 roadster, $320. 
Opel—’ 60 2-dr., $760. 
Volkswagen — ’59 sunroof, $1,070; 2-dr., 
$930. 
’57 Microbus, $850. 


Salt Lake City 
Fiat—’59 1100, $500; 600 sunroof, $375. 
Volkswagen—’59 2-dr., $1,100. 


West Palm Beach, Fla. 
Austin-Healey—’60 roadster, $1,650. 
’59 roadster, $880. 

Fiat—’59 1100 4-dr., $575. 
Ford (English)—’59 Anglia 4-dr., $565, 2 
at $490. 
MG—’59 Magnette 4-dr., $825. 
Mercedes-Benz—’59 4-dr., $1,800. 
Peugeot—’60 403 4-dr., $925. 
Renault—’ 60 4CV 4-dr., $580. 
"58 2-dr., $400. 
Simca—’60 Montlhery 4-dr., $795. 
’57 Aronde station wagon 2-dr., $260. 
Skoda—’61 conv., $625. 
Taunus—’59 Combi station wagon 2-dr., 
$600. 
’58 P2KO station wagon 2-dr., $500, 2 
at $480. 
Volkswagen—’61 117 2-dr., $1,290. 
"60 sunroof 2-dr., $1,200, $1,150, 
'56 2-dr., 2 at $480, $475. 


2-dr., 
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Used-Car Auction Prices 





(Continued from Page 49) 


’55 Plaza (6) 2-dr., $165. 
PONTIAC — ’55 Chieftain (870) 4-dr., 
$275*; Chieftain (860) 4-dr., $*90*. 
RAMBLER—’56 Custom (6) 4-dr., $500. 
STUDEBAKER—’58 Silver Hawk (6) 2- 
dr., $600, 


KANSAS CITY 


Kansas City Auto Auction, Sale every 
Wednesday. Prices are for sale of June 7. 
Today we had the cleanest and nicest used 
cars of the year, Several buyers from 
Oklahoma, Iowa, Nebraska and Colorado 
took home some fine cars today, 


BUICK—’59 Invicta 4-dr. hardtop, $1,752* 
(ps). 
’57 Century Riviera Estate Wagon 4-dr., 


$725". 
56 Special 4-dr, Riviera, $575* (ps); 
Super 4-dr. Riviera, $575* (ps), 


CHEVROLET—’ 61 Bel Air (8) sport sedan, 
$2,465*. 

"60 Impala (8) conv., $2,265; sport se- 
dan, $2,097* (ps), $2,082* (ps); Bel 
Air (8) 4-dr., $1,580*, $1,560*, $1,- 
542*; Biscayne (6) 4-dr., $1,462; Cor- 
vair (6) 4-dr., $1,280*. 

'59 Impala (8) sport sedan, $1,655* (ps), 
$1,597* (ps), $1,495*;. 4-dr., $1,547* 
(ps); Impala (6) sport sedan, $1,622*; 
Bel Air (8) 4-dr., $1,360* (ps); Bis- 
cayne (6) 4-dr,, $1,067*, $910*; 2-dr., 
$895; Parkwood (6) 4-dr., $1,547*. 

’58 Impala (8) sport coupe, $1,240*; Bel 
Air (8) 4-dr., $1,025; sport sedan, 
$915*; Biscayne (6) 4-dr., $945; Del- 








ray (6) 2-dr., $860. 

’57 Bel Air (8) 4-dr., $990*; sport sedan, 
$970*; Two-ten (8) station wagon 4- 
dr., $917*. 

56 Bel Air (8) 
Two-ten (6) 2-dr., 
$472. 

CHRYSLER—’53 Windsor 4-dr., $117. 

DeSOTO — ’56 Firedome 4-dr, hardtop, 
$430". 

DODGE—’56 Custom Royal (8) 2-dr. hard- 
top, $515*. 

FORD—’60 Fairlane 500 (8) 4-dr., $1,480*; 
Falcon (6) 2-dr., $1,337, $1,210. 

59 Galaxie (8) 4-dr, Victoria, $1,500*, 
$1,420* (ps); Country Sedan (8) 4-dr., 
$1,335*; Fairlane 500 (8) 4-dr., $1,- 
240* (ps); Fairlane (8) 2-dr., $1,005, 
$885* 


58 Thunderbird (8) 2-dr, hardtop, $1,- 
820* (ps); Fairlane 500 (8) Skyliner, 


4-dr., $640*, $442°; 
$620, $550; 4-dr., 


$1,270*; Country Sedan (8) 4-dr., 
$887* (ps); Fairlane (8) 4-dr., $855* 
(ps), $800*; Ranch Wagon (8) 4-dr., 
$690°. 


’57 Fairlane 500 (8) 2-dr. Victoria, $855* 
(ps); 4-dr. Victoria, $850* (ps); Fair- 
lane (8) 4-dr. Victoria, $825* (ps); 
Custom 300 (8) 4-dr., $540*, $475*. 

56 Main (8) 4-dr., $430; 2-dr., $395. 

IMPERIAL — ’58 Imperial 4-dr. hardtop, 
$1,690* (ps). 

57 Imperial 4-dr, hardtop, $850* (ps). 

LINCOLN—’58 Capri 4-dr., $1,307* (ps). 
MERCURY — ’59 Monterey 4-dr., $1,145* 


(ps). 
’58 Monterey 4-dr., $810* (ps). 


Kendall 


services. 


exceed auto manufacturers’ 
test sequence for service MS. 


Stocked by the case, it gives 
greater inventory control, brand 
identification and the added 
protection of refinery-sealed 
shipments. 


Ask your Kendall distributor 
about Dual Action—now avail- 
able in 6 4-qt. cases as well as 
24 1-qt. cases. 


OLDSMOBILE —’59 (88) 4-dr., $1,720* 
(ps), $1,652*. 
58 (88) 4-dr., $1,042* (ps). 
’57 (88) 4-dr., $685*. 
PLYMOUTH—’59 Savoy (8) 4-dr., $915; 


Savoy (6) 2-dr., $700*. 
’58 Suburban (8) Custom 4-dr., $1,010* 


(ps). 
’57 Belvedere (8) 4-dr, hardtop, $707; 
Suburban (8) Custom 4-dr., $690*. 
’56 Plaza (8) 4-dr., $260. 
PONTIAC—’61 Bonneville 4-dr. Vista, $3,- 
600* (ps). 
’58 Star Chief 4-dr. Catalina, $745*. 
RAMBLER—’61 Classic (6) Deluxe 4-dr., 
$1,785. 
’58 American (6) Deluxe 2-dr., $710. 
MISCELLANEOUS—’59 GMC %-ton pick- 
up, $1,082. 
58 Chevrolet 1%4-ton pickup, $930. 
’56 Chevrolet %-ton pickup, $500, 


WEST PALM BEACH, FLA. 


West Palm Beach Auto Auction. Sale 
every Thursday. Prices are for sale of 
June 8. Retail reported slightly better. Ex- 
cellent entry of clean units and the dealers 
were letting them go at firm prices. 


BUIOK—’61 Special 4-dr., $2,175* (ps). 
’5b8 Century 4-dr. Riviera, $1,000* (ps); 
Special 4-dr. Riviera, $875* (ps). 

’57] Super 2-dr. Riviera, $770* (ps); 
Century 2-dr. Riviera, $665* (ps); Spe- 
cial 2-dr. Riviera, $620*%, 2 at $590* 


(ps). 
’56 Special 4-dr. Riviera, $465*. 
’55 Special 2-dr., $295*. 

CADILLAC—’60 de Ville 4-dr. hardtop, 
2 at $4,100, $3,950* (ps); 2-dr. hard- 
top, $3,980* (ps); (60) Special 4-dr. 
hardtop, $4,050* (ps); (62) 4-dr., 2 at 
$4,000* (ps), $3,950* (ps); 2-dr. “ard- 
top, $3,700* (ps). 

’59 (62) 2-dr. hardtop, $2,750* (ps). 

’5S (62) 4-dr. hardtop, $1,750* (ps). 

’57 Eldorado Seville, $1,450* (ps); (62) 
Coupe de Ville, 2 at $1,280* (ps), 


THE 
CASE 
FOR QUALITY 


Refined from the choicest 
100% Pennsylvania Crude and 
sold at the ‘‘regular oil’’ price, 
Dual Action is the 
motor oil that builds customer 
good will and repeat business 
for all your products and 


It is certified to 








Rambler Dealer Getting 


Orders for ’64s Already 


WINONA, Minn, — The 1964 
model Rambler still is more than 
three years from the market, but 
Holmay Motors already has tak- 
en two orders. 

Holmay’s first ’64 Rambler has 
been earmarked for an Air Force 
sergeant who specified that the 
car be delivered in October, 1963, 
when he returns from a three- 
year tour of duty. The second car 
was ordered by a sailor who’s 
spending the next three years in 
Bermuda, 





$725* (ps). 

’56 (62) Sedan de Ville, $835* (ps); (62) 
2-dr. hardtop, $795* (ps). 

’55 (62) conv., $580* (ps). 

’53 (62) conv., $450*, $350*; (60) Spe- 
cial 4-dr., $280* (ps). 

"52 (62) 4-dr., $195*. 

"49 (62) 4-dr., $165*. 

CHEVROLET—’61 Impala (8) conv., $2,- 
805* (ps); sport sedan, $2,310*; Cor- 
vair Monza (6) 4-dr., $2,055*; Corvair 
700 (6) 4-dr., $1,775*; Bel Air (8) 4- 
dr., 2 at $2,025*, $1,775* (ps); Bel Air 
(6) 2-dr., $1,970*. 

60 Impala (8) conv., $2,080* (ps), 2 at 
$2,030; Bel Air (8) sport sedan, $1,- 
730* (ps), 2 at $1,715* (ps); 4-dr., 
$1,605*; Bel Air (6) 4-dr., $1,510*; 
Corvair 700 (6) 4-dr., $1,355, $1,320*; 
Corvair 500 (6) 2-dr., $1,275. 

’59 Impala (8) sport coupe, $1,605* (ps); 
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KENDALL REFINING COMPANY, BRADFORD, PENNA. 
Lubrication Specialists since 1881 


$1,450* (ps); sport sedan, §$1,- 
400* (ps); Bel Air (8) 2-dr., $1,080*; 
4-dr., $1,055, 2 at $995*; Parkwood 
(8) 4-dr., $1,045*; Biscayne (6) 4-dr., 
$865. 

7568 Nomad (8) 4-dr., $1,025*; Impala 
(8) conv., $1,025* (ps); sport coupe, 
$970* (ps); Bel Air (8) sport sedan, 
3 at $1,015* (ps), $925*, $800*; Bis- 
cayne (8) 4-dr., $930*; Biscayne (6) 2- 
dr., $700; Delray (8) 2-dr., $690. 

’57 Bel Air (8) conv., $910*; station 
wagon, $800; 4-dr., $800*; 2-dr., $650; 
Two-ten (6) station wagon, $780*, 
$520; 2-dr., $655; Two-ten (8) 4-dr., 
$660; station wagon, $605*; One-fifty 
(6) station wagon, $590. 

’56 Bel Air (8) conv., 2 at $590*; Two- 
ten (8) 4-dr., $565. 

755 Bel Air (6) station wagon, $600* 
(ps), $465; One-fifty (6) 2-dr., $340*; 
Two-ten (8) 4-dr., $260*. 

’54 Bel Air station wagon, $325; Two- 
ten 4-dr., $270; Delray, $240*. 

CHRYSLER—’57 Saratoga 2-dr. hardtop, 
$785* (ps). 

56 NY 2-dr. hardtop, $590* (ps). 

’55 Windsor 4-dr., $350* (ps); 
$310. 

COMET—’61 Comet 2-dr., $1,790*. 


conv., 


conv., 


’60 Comet 4-dr., $1,475*; 2-dr., $1,405, 
$1,400. 
DeSOTO—'57 Fireflite conv., 2 at $870* 


(ps), $770* (ps). 

’56 Firedome 2-dr. hardtop, $445* (ps). 

’53 Firedome 2-dr., $135*. 

DODGE—’59 Coronet (8) 4-dr., $1,205*. 

’57 Coronet (6) 2-dr., $525*. 

’56 Coronet (8) 4-dr., $480*; Coronet (6) 
Suburban 2-dr., $430, $410. 

’54 Royal (8) 4-dr., $250*. 

EDSEL—’58 Ranger 2-dr. hardtop, 
(ps); 4-dr, hardtop, $575*; 
dr., $580* (ps); Corsair 2-dr. hardtop, 
$570. 

FORD—’61 Galaxie (6) 4-dr. Victoria, 2 at 
$2,000, $1,910; Falcon (6) 4-dr., $1,- 
725*, $1,700*, 2 at $1,655*, $1,555; 2- 
dr., 2 at $1,600*, $1,500, $1,450. 

°60 Ranch Wagon (8) 4-dr., $1,500*; 2- 
dr., $1,155*; Falcon (6) 4-dr., 2 at $1,- 
250, $1,240; 2-dr., $1,190, 2 at $1,150; 
Custom 300 (6) 4-dr., $1,130*; Fair- 
lane 500 (6) 2-dr., $1,050. 

’59 Custom 300 (8) 2-dr., $1,050*; 4-dr., 
$850; Custom 300 (6) 4-dr., $860*. 

’58 Fairlane 500 (8) 4-dr. Victoria, $775* 
(ps), 2 at $715*; 4-dr., $735*; 2-dr. 
Victoria, $600* (ps); Ranch Wagon (8) 
4-dr., 2 at $750, $400; Custom 300 (6) 


$600* 


2-dr., $635*; Custom 300 (8) 2-dr., 
$620, $595; 4-dr., $610, 2 at $550, 
$550*. 


’57 Country Sedan (8) 4-dr., $745*, 2 at 
$595*, $490; Fairlane 500 (8) 2-dr. 
Victoria, $610* (ps); 4-dr. Victoria, 
$570*; Fairlane (8) 4-dr., $550; Cus- 


tom (6) 2-dr., $475*; 4-dr., $425*; 
Ranch Wagon (8) 2-dr., $425*, 2 at 
$390. 
*66 Fairlane (8) 4-dr. Victoria, $465* 


(ps); 4-dr., $413* (ps); Custom (8) 4- 
dr., $435; Country Sedan (8) 4-dr., 
$410*, 2 at $390*. 

’55 Fairlane (8) 2-dr. Victoria, $575, 
$540* (ps); 4-dr., $325; Custom (8) 
2-dr., $285*; 4-dr., $270*; Country 
Squire (8) 4-dr., $245; Ranch Wagon 
(6) 2-dr., $165. 

’54 Crest (8) 2-dr. Victoria, $290; Coun- 
try Sedan (8) 4-dr., $270* (ps); Cus- 
tom (8) 4-dr., $260; 2-dr., $255; Ranch 
Wagon (8) 2-dr., $150. 

IMPERIAL — '57 Imperial 4-dr., $1,075* 


(ps). 
LINCOLN—’58 Premiere 4-dr. hardtop, 2 
at $1,320* (ps), $1,265* (ps). 
’57 Premiere 4-dr. hardtop, $1,175* (ps); 
2-dr. hardtop, $950* (ps). 
’54 Capri 2-dr. hardtop, $325*. 
MERCURY—’58 Monterey 2-dr. 
$730* (ps). 
’57 Voyager 4-dr., $710* (ps); Monterey 
2-dr. hardtop, $545*. 
’56 Monterey station wagon, $300*. 
755 Monterey 2-dr. hardtop, $260*; Cus- 
tom 2-dr. hardtop, $145. 
’54 Monterey 2-dr. hardtop, $305*, 2 at 


hardtop, 


$150. 

OLDSMOBILE — ’58 (98) 4-dr. Holiday, 
$1,210* (ps); (88) 2-dr, Holiday, $1,- 
$210; 4-dr., $890* (ps). 

’57 (88) conv., $750* (ps); Fiesta 4-dr., 
$740* (ps); 4-dr. Holiday, $675. 

’56 (98) 2-dr. Holiday, $700* (ps); 4-dr. 
Holiday, $490*%; (88) 4-dr. Holiday, 
$595. 

’55 (88) 4-dr. Holiday, $405* (ps); 4-dr., 
$260*; (88) Super 2-dr. Holiday, $330* 
(ps); (98) 2-dr. Holiday, $300* (ps). 

’54 (98) 2-dr. Holiday, $270* (ps); (88) 
conv., $200* (ps). 

’53 (88) 4-dr., $175*. 

PLYMOUTH—’61 Valiant 100 (6) 4-dr., 
$1,720*; Valiant 200 (6) 4-dr., 3 at 
$1,720*, $1,690*, $1,660*. 

60 Fury (8) 4-dr. hardtop, $1,670* (ps); 
Valiant (6) 4-dr., $1,235. 

758 Suburban (8) Sport 4-dr., $690*; 
Plaza (8) 4-dr., $685* (ps); Plaza (6) 
2-dr., $425. 

’57 Savoy (8) 4-dr., $435*. 

56 Savoy (8) 4-dr., $430*; Suburban (6) 
Custom 4-dr., $375*. 

755 Plaza (8) Suburban 2-dr., $130*; 
Plaza (6) Suburban 2-dr., $100. 

’54 Belvedere 4-dr., $150. 

PONTIAC—’57 Star Chief 4-dr. Catalina, 
$900* (ps); Safari 4-dr., $740* (ps); 
conv., 2 at $730* (ps), $660* (ps). 

’56 Chieftain Safari 4-dr., $495* (ps). 

’55 Star Chief conv., $350*. 

54 Star Chief 4-dr. Catalina, $195; 4- 
dt., $1407. 

RAMBLER—’59 Super (6) 4-dr., $990. 

’58 Custom (6) Cross Country, $855; 
American (6) 2-dr., $650*, 

’57 Super (6) Cross Country, $660. 

’56 Custom Cross Country, $700. 

’55 Super 2-dr., $255. 

STUDEBAKER—’60 Lark (6) 4-dr., 
015; 2-dr., $975. 

59 Lark (6) 4-dr., $800. 


MISOELLANEOUS—’61 Ford 
line, $1,760. 
’60 Ford (6) Falcon Ranchero, $1,290, 2 
at $1,275*. 

*59 Chevrolet (6) Apache %-ton, $725. 
’58 Chevrolet (8) %-ton Apache, $3,300* 
(ps); %-ton pickup fleetside, $725. 

’56 Chevrolet (6) 3600 %-ton, $450; Stu- 

debaker (8) %-ton, $345, 
’54 Chevrolet (6) %-ton pickup, $215. 


BORDENTOWN, N. J. 


National Auto Dealers Exchange. Sale 
every Wednesday. Prices are for sale of 
June 7. Continuing high percentage of cars 
sold indicated buyers were here paying the 
prices for ready merchandise that has been 
here in abundance. Sold 82 percent of 632 
consignments, 


BUICK—’60 Invicta 4-dr. hardtop, $2,500* 


$1,- 


(6) Econo- 


(ps). 
’59 Invicta conv., $1,600* (ps); 4-dr. 
(Continued on Page 51, Col, 1) 
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Used-Car Auction Prices 





(Continued from Page 50) 


hard- 
2-dr. 















































hardtop, $1,560*; LeSabre 4-dr. 


top, $1,500* (ps), $1,350* (ps); 
hardtop, $1,440* (ps); 2-dr., $1,370*. 

’58 Super 4-dr. Riviera, $1,055* (ps); 
Century 4-dr. Riviera, $945* (ps); 
Estate Wagon 4-dr., $750* (ps); RM 
4-dr. Riviera, 2 at $760* (ps), $635* 
(ps); Special 2-dr., $725. 

56 RM 2-dr. Riviera, $460* (ps); Spe- 
cial 4-dr., $400*; 2-dr. Riviera, $250* 
(ps). 

’55 Super conv., $200* (ps); Century 4- 


dr. Riviera, $180*. 


CADILLAC—’61 (62) 2-dr. hardtop, $4,- 
875* (ps); 4-dr. hardtop, $4,500* (ps). 

’60 Eldorado conv., $4,400* (ps); (62) 
conv., $3,950* (ps); 2-dr. hardtop, $3,- 
790* (ps); 4-dr. hardtop, $3,700* (ps), 
$1,400* (ps), 

CHEVROLET—’61 Corvette (8) conv., $3,- 
550* (ps); Impala (8) 4-dr. hardtop, 
$2,440* (ps), $2,300* (ps), $1,850* 
(ps), $1,770* (ps); conv., $2,365*, $2,- 
310* (ps); 2-dr. hardtop, $2,075* (ps), 
$1,900* (ps); Biscayne (6) 2-dr., $1,- 
990; Bel Air (8) 2-dr., $1,560*; 4-dr., 
$1,480* (ps); Parkwood (8) 4-dr., $1,- 
490* (ps). 

’*59 Impala (8) 4-dr, hardtop, $1,420*; 
Impala (6) 2-dr. hardtop, $1,130*; Bel 
Air (8) 4-dr., $1,240* (ps), $610; 2- 
dr., $900*; Biscayne (8) 4-dr., $1,135* 


(ps). 

’5S Impala (8) conv., $1,375* (ps); Bis- 
cayne (8) 4-dr., $985*; Bel Air (8) 2- 
dr. hardtop, $885*. 

’57 Bel Air (6) 4-dr., $1,030* (ps); 2-dr. 
hardtop, $800*; Bel Air (8) 4-dr., 
$910*; 4-dr. hardtop, $895* (ps); 4-dr., 
$760*; Two-ten (6) station wagon 4- 
dr., $890*, $790*; Two-ten (8) station 
wagon 4-dr., $775*; One-fifty (6) 2- 
dr., $675*, $340. 

'56 Two-ten (6) station wagon 4-dr., 
$690*; 2-dr., $660* (ps), $625*, $225*; 
4-dr., $200*; Two-ten (8) 2-dr., $475; 
station wagon 2-dr., $420, $281; Bel 
Air (8) station wagon 4-dr., $495* 
(ps); 4-dr., $315*; Bel Air (6) 2-dr., 
$490* (ps); One-fifty (6) 4-dr., $520*. 

"55 Bel Air (6) 2-dr., $460*; 4-dr., 
$440*; Bel Air (8) 4-dr., $425, $325*; 
2-dr., $300*; Two-ten (8) 4-dr., $395*. 

’54 Two-ten (6) 4-dr., $250*; Bel Air 
2-dr., $220*. 

’53 Deluxe (6) 4-dr., $175. 


CHRYSLER—’58 Saratoga 2-dr. hardtop, 
$1,350* (ps); 4-dr. hardtop, $1,025* 


(ps). 
°57 Windsor 4-dr. hardtop, $805* (ps); 
Saratoga 4-dr. hardtop, $725* (ps). 


COMET—’60 Comet (6) 4-dr., $1,545, $1,- 
410. 

DeSOTO—’59 Firedome 4-dr., $998* (ps); 
4-dr. hardtop, $785* (ps); Firesweep 
2-dr. hardtop, $775* (ps), $600*; 4-dr., 
$560* (ps). 

DODGE—’60 Dart (8) Seneca 4-dr., $735. 

’59 Coronet (8) 4-dr. hardtop, $1,215*. 


Dowgard Called 


Cooler in Tests 
At Daytona Track 


MIDLAND, Mich.—A car driven 
under severest operating conditions 
will build up lower cooling-system 
pressures and spark plug tempera- 
tures with a completely controlled 
coolant than with water, according 
to Ray R. Nichels, racing car build- 
er. 

Nichels reported on a test of en- 
gine coolants which he made at the 
Daytona International Speedway. 
The experiment was sponsored by 
Dow Chemical Co., whose Dowgard 
Full-Fill Coolant was used in the 
test. 

The test car was a ‘61 Pontiac 
Catalina which Nichels converted 
for February’s Grand National 
Stock Car race at Daytona, Paul 
Goldsmith drove it in the race and 
in the coolant test. 

The tests were run at constant 
speeds from 3,500 to 5,500 revolu- 
tions per minute. Clockings up to 
151.5 miles per hour were achieved. 

“During full-throttle runs,” 
Nichels said, “we observed that 
spark plug temperatures were 25 
to 50 degrees lower when we used 
a full-fill coolant than when we 
used water. Cooling-system pres- 
sures were four to eight pounds 
lower with the full-fill coolant.” 


Hawaiians OK 
Credit Controls 


HONOLULU.—A bill to provide 
Hawaii’s first law governing in- 
stallment transactions has been 
passed by the Legislature and sent 
to the governor for signature. 

It provides that the seller must 
specify the amount of finance 
charges, including interest. It also 
requires that the buyer be given 
a copy of the contract and that it 
contain no blank spaces to be filled 
in after the buyer makes his pur- 
chase. 

Further, a buyer must be given 
written notice when the seller as- 
signs a contract to a finance com- 
pany. 








’57 Custom Royal (8) 
$685* (ps); Coronet (8) 


2-dr. hardtop, 
4-dr. hardtop, 


$640* (ps); 2-dr. hardtop, 2 at $360*. 


’56 Custom Royal (8) 4-d 
EDSEL—’58 Ranger 4-dr. 
FORD—’61 Thunderbird (8) 


hardtop, 


r., $420*, 
$365*. 
2-dr. hardtop, 


$3,600* (ps), $3,450* (ps); Galaxie (8) 


conv., $2,350*, 


’60 Thunderbird (8) 
910* (ps), $2,840* 


2-dr. 
(ps 


hardtop, 
); conv., 


$2,- 
$2,- 


860* (ps); Galaxie (8) conv., $1,760*; 


4-dr. Victoria, $1,685* 
(ps), $1,745* (ps); 
$1,190*; Falcon (6) 


(ps), $1,580* 


Galaxie (6) 4-dr., 
station wagon 4- 


dr., $1,575; 2-dr., $1,355*, $1,260, $1,- 


225; Ranch Wagon (8) 
2-dr., $1,480; Fairlane 
120. 


’59 Thunderbird (8) conv., 
2-dr. hardtop, $2,015* 
(8) conv., $1,975* (ps), 
$1,960* (ps); 4-dr. 
(ps); 4-dr., $1,410* (ps) 
2-dr., $1,400*; Fairlane 


250, $1,155; Ranch Wagon (8) 


Victoria, 


4-dr., $1,495*; 
(8) 2-dr., $1,- 


$2,250* (ps); 
(ps); Galaxie 
$1,970* (ps), 
$1,590* 
; Fairlane (8) 
(6) 2-dr., $1,- 
4-dr., 


$995*; Custom 300 (6) 2-dr., $970*. 


’58 Thunderbird (8) 2-dr. 
800* (ps), $1,695* (ps) 


hardtop, $1,- 
; Fairlane (8) 


2-dr. Victoria, $775; 2-dr., $700*, $680; 


Country Sedan (8) 4-dr., 


Custom (6) 2-dr., $610. 
’57 Country Sedan (8) 


$765* (ps); 


4-dr., $760*, 


$700*, $690*, $500*; Custom (6) 2-dr., 
$580; 4-dr., $550*; Fairlane (8) 2-dr. 


Victoria, $435*. 


’56 Country Sedan (8) 4-dr., $355*; Cus- 





New 


Aro 





tom (8) 2-dr., $300*, $205; Custom (8) 
4-dr., $285*, $250*, 
’55 Country Sedan (8) 4-dr., $350*. 
HUDSON— 54 Jet 2-dr., $150*. 


IMPERIAL — ’58 Imperial 4-dr. 

$1,350* (ps); 4-dr., $1,200* (ps). 

’57 Crown 4-dr. hardtop, $650* (ps). 

LINCOLN—’58 Continental Mark III 2-dr. 

hardtop, $1,700* (ps), $1,675* (ps), 
$1,575* (ps); Premiere 2-dr. hardtop, 
$1,275* (ps). 

MERCURY—’59 Monterey 2-dr., $1,250*. 
’58 Monterey 2-dr., $705*, 
"57 Monterey 2-dr., $730* 

$700* (ps). 

’56 Monterey 2-dr. hardtop, $500* 
4-dr. hardtop, $420* (ps), 

’55 Custom 2-dr., $325* (ps); 2-dr. hard- 
top, $250*; Monterey 2-dr. hardtop, 
$300*; 4-dr., $275*. 

OLDSMOBILE—’61 (88) 4-dr., $2,650*. 
’60 (88) 2-dr. Holiday, $2,375* (ps). 
759 (98) 4-dr. Holiday, $1,850* (ps); 2- 

dr. Holiday, $1,635* (ps); (88) conv., 
$1,830* (ps), $1,600* (ps); 4-dr, Holi- 
day, $1,750* (ps), $1,500* (ps); 2-dr. 
Holiday, $1,250* (ps). 

"58 (98) 2-dr., $1,100* (ps), $1,100*; 4- 
dr., $1,020* (ps). 

PLYMOUTH—’60 Valiant (6) V-200 Sub- 

urban 4-dr., $1,550* (ps). 

’59 Belvedere (8) 2-dr. hardtop, $1,100* 
(ps); Savoy (8) 4-dr., $935*; Savoy 
(6) 2-dr., $835. 

"58 Belvedere (8) conv., $1,110* (ps); 
Savoy (8) 2-dr. hardtop, $750*; Savoy 
(6) 2-dr., $570; Suburban (8) 4-dr., 
$665, $630*. 

’57 Belvedere (8) 4-dr. hardtop, $785*, 
$375*; 4-dr., $425* (ps); Savoy (8) 2- 
dr., $390*; 4-dr., $375; Suburban (8) 
2-dr., $275, 

’56 Plaza (8) 2-dr., $365*; Belvedere (6) 
2-dr. hardtop, $360*. 


hardtop, 


(ps); conv., 


(ps); 


PONTIAC—’61 Bonneville 4-dr., $3,050* 
(ps), $2,975* (ps). 
’60 Ventura sport coupe, $2,160* (ps), 


Safe-Gard Portable 


Lube Equipment is available in a 
complete line .. . 
neered and smartly styled to help 


Wiel 


do more 


LUT e 


Today’s motorists are sold on complete car care service for safe, 
trouble-free going. They hear about it, read about it, drive in 
where it’s offered. Any dealer who hopes to prosper had better pro- 
vide it. And that calls for new ARO Safe-Gard equipment—for 
complete chassis, gear, A. T. F., motor oil, air and water service. 
New ARO Safe-Gard Lube Equipment will step up speed and effi- 
ciency, let you turn out good work faster. And its clean-lined, 
modern styling captures customer confidence . . . assures repeat 
business. All this, plus ARO-engineered dependability (backed by 
an exclusive warranty) that’s unmatched in the industry. See your 


felels 


precision engi 


maintenance 


Aro Representative soon. 


Complete Line of Automotive Service Equipment 





VACUUM 
CLEANERS 


# 


JACKS 


ARO SURFACE 
CLEANER 





1961 


Yntema Picked to Head 


CED Research Group 


WASHINGTON. — Theodore O. 
Yntema, chairman of the Ford 
Motor Co. Finance Committee, has 
been elected chairman of the Re- 
search and Policy 
Committee of the 
Committee for 
Economic Devel- 
opment. 

Yntema was 
with CED as re- 
search director 
for seven years 
prior to joining 
Ford in 1949. He 
succeeds T. V. 
Houser, a direc- 
tor of Sears, Roe- 


A 
T. O. Yntema 
buck & Co., as chief of the Re- 
search and Policy Committee. CED 
is a nonprofit, nonpolitical group 
supported by voluntary business 
contributions. 


$2,140* (ps); Catalina 4-dr, Vista, $2,- 
070* (ps), $2,025*, 

59 Bonneville sport coupe, $2,010* (ps); 
Catalina 4-dr., $1,650* (ps); 4-dr., $1,- 
450*; 4-dr, Vista, $1,550* (ps), 

57 Chieftain 2-dr. Catalina, $715*, 

’56 Star Chief conv., $1,100*; Chieftain 
4-dr. Catalina, $275* (ps). 

RAMBLER—’60 Rebel (8) Deluxe 4-dr., 
$1,375*. 

58 Super (8) 4-dr., $990* (ps); 
Country 4-dr., $750. 


Cross 
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’57 Super 4-dr., $770, 
’55 Deluxe 4-dr., $150. 
’53 Super 4-dr., $240*. 
STUDEBAKER—’59 Lark (6) Deluxe 4- 
dr., $650*; 2-dr., $695; Regal (8) 2-dr. 
hardtop, $1,005. 
MISCELLANEOUS— 61 $1,- 
400. 
’57 GMC %&-ton, $710. 
’56 Ford %-ton, $400, $145. 
’55 GMC %-ton, $340. 
* * * 


— Auctions in Brief — 
CHICAGO 


Greater Chicago Auto Auction, Sale every 
Thursday (June 8). Rain again but all in 
all we had another high-percentage sale 
with the sharp cars bringing top dollar. 
Sold 345 cars from 487 consignments. 


eee 


COLUMBUS, O. 


Capital Auto Auction, Inc, Sale every 
Thursday (June 8). Market steady and ris- 
ing on the clean sharp cars regardless of 
make and model, Sold 300 cars from 392 
consignments. 


Willys Jeep, 


* * * 


DYER, IND. 


Dyer Auto Auction, Sale every Friday 
(June 9). Another terrific sale, Sold 304 
cars from 423 consignments. 

* ok * 


EBENSBURG, PA. 
Ebensburg Auto Auction, Sale every 
Thursday (June 8). Good sale, Prices were 
firm and holding. Need more good clean 
units. Sold 70 percent of 110 consignments. 


* * * 


MANHEIM, PA, 
Manheim Auto Auction. Sale every Fri- 
day (June 9), Weather: Rain, Sold 88 per- 
cent of 767 consignments, 





ALL-NEW ARO LUBE LINE 


TO MAKE YOUR BUSINESS CAR CARE HEADQUARTERS 


Dress up the lube bay and dress up the profit statement 


with all-new Aro Safe-Gard Reels. 
command of lubes, motor oil, air and 
features for lasting satisfaction. 





Provide fast, sure 


water. Loaded with 


AUTOMOTIVE 
SERVICE EQUIPMENT 


The Aro Equipment Corporation, Bryan, Ohio 
Aro of Canada, Ltd., Rexdale (Toronto), Ontario 


Factory Branches: Buffalo, Chicago, Cleveland, 
Detroit, Elizabeth, N. J., Los Angeles, New York City, 





Minneapolis-St. 
Offices in 


AIR TOOL 


Paul, San Mateo, Calif. 
all Principal Cities. 
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Price Campaign Works .. . 


Auto Advertising 


By Martin L, Whitmyer 
Staff Writer 


A national advertising campaign 
featuring a specific price—the first 
in the auto industry in many years 
— has been given an important 
share of the credit for the current 
sales success of Chrysler cars. 

The ads feature the Chrysler 
Newport four-door sedan for a sug- 
gested retail price of $2,964 exclu- 
sive of destination charge and 
state and local] taxes, 

The bulk of the current advertis- 
ing budget is being spent on the 
price campaign. Newspapers’ share 
of the budget has been approxi- 
mately 60 percent. 

“Surveys have shown that many 
car buyers felt the price of Chrys- 
ler cars was much higher than the 
actual cost,” C. E. Briggs, Chrysler 
Division genera] manager, said. 
“This campaign helped to make 
buyers aware that Chrysler is 
priced competitively. It has also 


been an excellent traffic builder, 
according to our dealers,” he said. 
* * cg 


Fleet Magazine Planned 

Bobit Publishing Co., Glenview, 
Ill., will introduce a trade mag- 
azine this fall dealing exclusively 
with auto fleets, according to Ed- 
ward J. Bobit, editor and pub- 
lisher. 

The first issue will appear in 
November with a guaranteed 
controlled circulation of more 


than 10,000, Bobit said. 
* * = 


2 Awards for Reynolds 

Two major awards for excellence 
in advertising were received by 
Reynolds Metals Co. in a presenta- 
tion by the Chicago Federated Ad- 
vertising Club. 

The Gold Medal Award records 
first place for Reynolds radio com- 
mercials on Detroit stations which 
began with the Rusty and Salty 
series about five years ago. For 


To the man who has 


“YES POWER” on 


equipment purchases: 
YOU ABSOLUTELY NEED 


publication advertising to the auto 


industry Reynolds received the|f{ 


merit award, 
* * a 


Parade Initiates Award 


Parade Magazine has announced 
the establishment of the Parade 
scenic highway award—to be given 
annually for the finest highway 
built that year in terms of beauty 
and efficiency. The magazine’s goal 
is the encouragement of construc- 
tion of better and more beautiful 
highways within America, 

For the award-winning road, a 
plaque will be given to the state 
highway commission, and a cita- 
tion in the form of a scroll will be 
presented to the engineer responsi- 
ble for the highway’s design. To the 
person or group submitting the 
winning nomination, Parade will 
award a $500 U. S, Savings Bond 


and a scroll. 
Bd +” * 


Sports Cross the Border 

Chrysler of Canada and the Gil- 
lette Safety Razor Co. of Canada 
will co-sponsor baseball’s World 
Series and All-Star game on a CBC 
national television and radio “et- 
work this year. 

The All-Star games will be play- 








New Owner Remodels Building— 


When C. A. Harris purchased the Pontiac dealership in Clearwater, Fla., he re- 
modeled the inside of the building, adding new closing rooms and redecorating 
interior. To acquaint people with the new firm, Harris Pontiac, a drawing from a 
two-day registration was held. The winner received the use of a new Tempest until 
January, 1962. The only condition was that the winner have valid Florida drivers 


license and adequate insurance. 


and Boston on July 31. The World 
Series will be carried live in the 
fall from the pennant-winning ci- 
ties. In addition, the two companies 
will present the annual Rose Bowl 
football classic on New Year’s Day. 


ed at San Francisco on July 11,! Nationwide Canadian Broadcasting 


THIS TYPE OF POWER PULL 


TO STRAIGHTEN MODERN 
CARS PROFITABLY! 


BS eis ii i Ria tas iS db Sai sd lato 


And now on a PAY. AS YOU- EARN PLAN you can 


BANK BIG Dozer PROFITS 


(Only a Blackhawk “total package” SYSTEM up-dates your shop this way) 







big family of 


*Suggested user prices 


Choose from this 


There’s a portable Dozer or combination of 


Low down payments. 
Prices subject to change without notice 





Dozers | 














Chances are 10-to-1 that the informed men in your shop already 
know that traditional techniques for straightening cars are dead as 
yesteryear's buggy whips! Unitized bodies, compacts, unusual frames 
and modern car designs demand new methods. 
modernize to put the necessary new methods to work for you ef- 


And you can easily 


basic 


He must ask: 
profit?” 


And 


Dozers for every shop or budget! ficiently — but only with a Blackhawk “total package” Dozer system. 
Dozer | [User* Monthly | NOTE: The Blackhawk “total package’ system includes the 

| __System | Work Range | Price Payment | Dozer tool, its hydraulic equipment, gages to determine damage and 

net et and | guide correction, essential tools and exclusive attachments to make 

| DOZER 1$994 $38.50 the equipment useful on all types of cars — plus diagnostic, instruc- 

| EK-40 | Repairs unit body dam. | tional material and convenient finance plans. 

UNIT- age and wide range of | se J i 

DOZER | frame damage |$689 $26.60 But THE BOSS looks at both money and method. 

} EK-20 Handles all external (44207 on bt f ‘ * cod = ae ~~ far 

AR |< iting tg da What’s my outlay, my added overhead, my chance for — 

DOZER $390 $22.84 Answer: For all practical purposes your net cost is nothing and 

baie See, Ore eet profits can be phenomenal. Why? The low down payment can be 

| DOZER | er panels [$288 $16.68 | offset by immediate EXTRA earnings. And low monthly payments 

| ceaeedias Laeeee ee ace are most likely to be but a fraction of your NEW INCOME. 

| DOZER | metal pulls _|$220 $14.27 | only the Blackhawk “total package” system can put your men and 


your money to work INSTANTLY! So call your Blackhawk Porto- 
Power jobber today and Dozerize for profits! 


€=> BLACKHAWK Porto-Power 


Write BLACKHAWK AUTOMOTIVE DIVISION, Milwaukee 46, Wis, for new free 20-page Porto-Power catalog and valuable repair manuals, 


Corp. networks will provide cover- 
age from Newfoundland on the 
East Coast to Vancouver Island on 
the West. 

* * * 


Kirby Now a Counsellor 


A media counselling service for 
advertising agencies has been an- 
nounced by E. G. Kirby jr., of 
Edward Kirby Co., Birmingham, 
Mich. 

Designed primarily to serve the 
moderate to medium-size advertis- 
ing agency, the service will provide 
professional skill and advice cov- 
ering all aspects of media selec- 
tion, Kirby said. 

ok + * 


Willys Appoints Ritchey 

C. M, Ritchey has been appointed 
as director of advertising, mer- 
chandising and public relations for 
Willys Motors, 
Inc., Toledo. 

Ritchey, with 
Willys for eight 
years, has been 
director of adver- 
tising and mer- 
chandising since 
1958. He joined 
Willys as man- 
ager of the Kan- 
sas City sales 
zone in 1953 and 
later served as 


C. M. Ritchey 
Pittsburgh zone manager and as 
manager of the Eastern sales divi- 
sion with headquarters in New 
York before assuming his position 
in Toledo. 


* * * 


OMLA-Drey in Tieup 

Occupant Mailing Lists of Amer- 
ica, Inc., Columbus, O., has signed 
contracts with Walter Drey, Inc., 
mailing list consultants, New York 
and Chicago, as exclusive national 
sales representatives for Occupant 
Mailing Services. 

Advertisers interested in secur- 
ing additional information may se- 
cure it by contacting any one of 
the following: Walter Drey, Inc., 
257 Park Ave. S. New York 10, 
N. Y.; Walter Drey, Inc., 333 N. 
Michigan Ave., Chicago 1, IIll.; Oc- 
cupant Mailing Lists of America, 
Inc., 239 N. 4th St., Columbus 15, O. 

- * * 


History Made in Wilmington 


The News-Journal Co., Wilming- 
ton, Del., recently made advertis- 
ing history by announcing that 
either an advertiser or agency 
could purchase national advertis- 
ing space directly, and by closing 
the rate gap between retail and 
national. 

The company provided agencies 
with a rate card showing a 42 cent 
open commisionable rate and pro- 
vided agencies and advertisers with 
a rate schedule which is non-com- 
missionable and offers a net gen- 
eral rate, beginning with a 35.7 
cent general rate, compared with 
a 36 cent retail rate. Both plans go 
into effect July 1. 


Personnel Changes 


John Kamna from account ex- 
ecutive at Adams & Keyes adver- 
tising agency to advertising man- 
ager of Volvo Imports, Inc., United 
States importer of the Swedish line 
of cars Edward Littlejohn 
from assistant manager of public 
relations at Standard Oil of New 
Jersey to manager of headquarter 
public relations at Humble Oil & 
Refining Co., Houston. 
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MORE IMPORTANT EVERY DAY! 


INCREASED COMPLEXITY IN CAR SERVICING OVER THE LAST FIVE YEARS HAS MADE 
THE CAR DEALER THE IMPORTANT MAN IN THE CAR SERVICING MARKET. 


"I'm putting more space, time and money into 
my service department,” says Martin Mclner- 
ney, General Manager of Simms-Dawson, De- 
troit, “because the demand is there and because 
it's getting bigger every day.” 


Multiplicity is the trend of the auto industry . . . in 
models, designs, options and parts. In 1956 the pub- 
lic had a choice of 217 American car models. 1961 
offers 253! Because of this multiplicity, car servicing 
today requires more knowledge, more training, more 
tools, more space, and greater inventory than ever 
before. 


It is becoming increasingly difficult for independent 
garages and corner gasoline stations to cope with the 
situation. Car owners now more than ever, depend 
upon the dealer for complete and competent servic- 
ing. Only the car dealer has the knowledge, person- 
nel, equipment, training programs and space to han- 
dle the complexity of today’s service operations. 


Add to this the longer warranty periods and the 
manufacturers’ maintenance programs and you have 


the reason that the dealer is taking command of the 
car servicing market! 

So whatever automotive product you manufacture or 
sell, the dealer is the man who is in constant touch 
with your ultimate customer . . . the man who is so 
highly influential in the sales of your products .. . 
the man you must reach! 

And Automotive News is the car dealer's publica- 
tion! More dealers subscribe to, read and prefer 
Automotive News than any other automotive publi- 
cation! 

That’s why so many manufacturers already depend 
on Automotive News for complete coverage of the 
vital car dealer market. And that’s why you should 


The most influential publication 
in the automotive industry 


cD 


tte, 


Tan Cars 


look to Automotive News . . . to reach and sell the 
man who is taking command of the complex business 
of car servicing. 


REPRESENTATIVES: 

DETROIT: R. L. Webber, William R. Maas, Roy Holihan, 
965 E. Jefferson, Woodward 3-9520 

NEW YORK: Edward Kruspak, Howard E. Bradley, 51 E. 
42nd St., Murray Hill 7-6871 

CHICAGO: J. Goldstein, Bill Gallagher, 360 N. Michigan 
Ave., State 2-6273 

SAN FRANCISCO: Jules E. Thompson, 681 Market St., 
Douglas 2-8547 

LOS ANGELES: Robert E. Clark, 6000 Sunset Blvd., Holly- 
wood 3-4111 


The Newspaper of the Industry 


ey Finds aes and Profits Improved . : 
Cheers Dealers 


Te ¥ « Cainmnerth 
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Sales Conditions in Various Areas... 





Auto Market Reports 


Cincinnati 

A total of 2,775 new cars were 
registered in Hamilton County and 
Cincinnati in April, compared with 
3,306 in March and 3,500 in April, 
1960. 

Used-car transactions also drop- 
ped sharply, totalling 3,601, com- 
pared with 4.766 a month earlier 
and 4,284 a year earlier. oe 

By makes, new-car registra- ‘ 
tions were: Chevrolet, 774; Ford, St. Louis 
568; Buick, 259; Oldsmobile, 213; 
Rambler, 210; Pontiac, 180; Plym- 
outh, 109; Comet, 91; Dodge, 386; 
Volkswagen, 65; Mercury, 54; 
Cadillac, 38; Chrysler, 26; Re- 
nault, 20; Studebaker, 14; Lin- 
coln, 10; Metropolitan, 10; Opel, 
6; Triumph, 6; English Ford, 5; 
Simca, 5; Austin, 3; Fiat, 3; Im- 
perial, 3; Mercedes-Benz, 3; Peu- 
geot, 3; Porsche, 3; Willys, 3, and 
miscellaneous, 4. 

New-truck sales totalled 261 in 
April, compared with 271 in March 


makes: 


and 228 a year earlier. 
—ALLAN HE™M 
* 


5,023 a year ago. 

By makes, registrations were: 
Chevrolet, 890; Ford, 523; Falcon, 
263; Pontiac, 226; Oldsmobile, 
184; Rambler, 168; Buick, 129; 
Plymouth, 110; Dodge, 103; Cad- 
illac, 100; Corvair, 99; Valiant, 


76; Comet, 68; Volkswagen, 60; 
Chrysler, 33; Mercury, 31; Morris, 
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Executone 
intercom? 


show / \t's like having 
er an extra man 
| in every department 





Hundreds of dealers, service firms, and garages 

are building profits—without adding to their payrolls 

—by putting Executone to work. See for yourself 

how Executone helps increase auto and service 

sales ... keeps mechanics on the job 
. ends bottle-necks... gives you 

more time to manage. 

speeds up deliveries. 

Learn about Executone’s no-cost 

communications survey of your 

operation, and all the other famous 

Executone Extras. Mail this 

coupon today! 






S Se co Oe ee ee ee ee ee ee ee es 
COMMUNICATION and SOUND SYSTEMS 


Lvecilom Dept. C-10 415 Lexington Ave., New York 17, N. Y. 


Please send me your free booklet on HOW TO INCREASE AUTO SERVICE 
SALES, GOOD-WILL, AND PROFITS. 


Name 
Firm 
Address 
City 








Zone State 
(In Canada: 331 Bartlett Avenue, Toronto) 





and 283 in April a year ago. By 
Ford, 93; Chevrolet, 78; 
GMC, 31; International, 27; White, 
16; Dodge, 7; Willys, 3; Diamond T, 
2; Oshkosh, 2; Divco, 1; Mack 1; 
Studebaker, 1, and Volkswagen, 1. 

Used-truck sales numbered 151, 
compared with 262 a month earlier 


New-car sales in the St, Louis 
area slipped somewhat in April as 
a result of cool and stormy weath- 
er. Registrations totalled 3,210, 
compared with 3,600 in March and 







24; Studebaker, 19; Renault, 15; 
Lincoln, 14; MG, 11; Austin, 8; 
Imperial, 5; English Ford, 3; 
Triumph, 3; Checker, 2; DeSoto, 
2, and miscellaneous, 41. 

Truck sales totalled 223 against 
337 in March and 465 a year ago. 
By makes, registrations were: 


Chevrolet, 86; Ford, 56; Interna-|¢_ 


tional, 49; Dodge, 9; GMC, 8; Wil- 
lys, 6; Volkswagen, 3; Diamond T, 
2; White, 2, and miscellaneous, 2. 
—JacK BERNSTEIN 
cad * * 


Louisville 

New-car sales in Louisville to- 
talled 1,464 in April, up only slight- 
ly over the March count of 1,361, 
as the spring pickup failed to ma- 
terialize. 

Last year, the April total was 
2,003. For the first four months, 
this year’s total is 4,681, compared 
with 7,422 in the year-ago period. 

Chevrolet took the lead away 
from Ford in April with 421 regis- 
trations; Ford had 379; Other lead- 
ing makes and their registrations 
were: 

Pontiac, 95; Oldsmobile, 88; 
Plymouth, 78; Rambler, 77; 
Comet, 62; Buick, 60; Dodge, 46; 
Volkswagen, 37; Cadillac, 26; 
Mercury, 21, and Chrysler, 14. 

New-truck sales in April totalled 


158, compared with 165 the previ- 


ous month. By makes: Ford, 56; 
Chevrolet, 50; International, 19; 
GMC, 10; Dodge, 5; Divco, 3; 
White, 3; Mack, 2, and miscellan- 
eous, 10. 
—A. W. WILLIAMS 
a -s. * 


Washington, D. C. 


New-car registrations in the Na- 
tional Capital area numbered 2,255 
in April, compared with 2,464 in 
March and 2,394 in April a year 
ago. 

By makes, registrations were: 
Chevrolet, 531; Ford, 291; Falcon, 
193; Rambler, 141; Pontiac, 117; 
Oldsmobile, 92; Plymouth, 88; 
Corvair, 73; Valiant, 70; Comet, 
68; Cadillac, 64; Dodge, 64; Buick, 
52; Volkswagen, 52; Tempest, 41; 
Mercury, 37; Chrysler, 32, and 
Lancer, 29. 

Studebaker, 26; Lincoln, 25; Mer- 
cedes-Benz, 24; Renault, 21; F-85, 
19; Buick Special, 18; Fiat, 11; Eng- 
lish Ford, 9; Volvo, 9; Imperial, 7; 

Morris, 7; Metropolitan, 6; Tri- 
umph, 6; Austin-Healey, 5; Peugeot, 
4; Opel, 3; Saab, 3; Sunbeam, 3; 
Jaguar, 2; Simca, 2; Vauxhall, 2, 
and miscellaneous, 8. 

New-truck registrations totalled 
191, compared with 216 a month 
earlier and 217 a year earlier. By 
makes: Chevrolet and Ford, 68 
each; GMC, 14; Dodge, 13; Inter- 
national, 12; Mack, 7; Divco, 2, and 


miscellaneous, 7. 
* * * 


Dallas 


A total of 2,918 new cars were 
registered in Dallas in April, com- 
pared with 3,399 in March. 

By makes, registrations were: 
Chevrolet, 828; Ford, 353; Falcon, 
262; Corvair, 173; Oldsmobile, 162; 
Pontiac, 158; Buick, 133; Rambler, 
126; Volkswagen, 108; Cadillac, 80; 
Tempest, 68; Plymouth, 55; Dodge, 
51; Comet, 49; Valiant, 48; F'-85, 34; 
Special, 33; Renault, 22; Studebak- 
er, 22, and Chrysler, 21. 

Mercury, 21; Lancer, 20; Lin- 





AMC Opens Nominations 


For Conservation Awards 


DETROIT. — American Motors 
Corp. has announced that nomina- 
tions are being accepted for its 
1961 Conservation Awards program, 
instituted in 1953 as a means of 
publicly recognizing outstanding in- 
dividual achievements in conserv- 
ing natural resources. 

The program annually honors the 
work of 20 conservationists selected 
by a committee of distinguished 
conservation writers. Ten awards, 
each consisting of $500 and an en- 
graved bronze plaque, are made to 
professional conservationists em- 
ployed by nonprofit organizations, 


Davis Leaves Auto Field 

SALEM, Ore.—Leslie E. Davis, 
former manager of Valley Motor 
Co. (Ford), has formed an insur- 
ance partnership in Salem, 
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previous month. By makes: Ford, 
177; Chevrolet, 146; International, 
69; GMC, 43; Dodge, 11; White, 7; 
Peterbilt, 5; Mack, 4; Studebaker, 
4; Volkswagen, 3; Kenworth, 2; 


Diamond T, 1, and miscellaneous, 2. 
—Ruvusy FENOGLIO 
* * * 
* * * 


New Orleans 

New car sales in New Orleans for 
April amounted to 1,482, compared 
with 1,647 in March and 2,278 for 
the corresponding period last year. 
Truck sales totalled 200 in April as 
against 236 in March and 314 for 
the like period of last year. 

Car sales by makes were: 
Chevrolet, 416; Ford, 224; Falcon, 
135; Pontiac, 111; Rambler, 84; 
Oldsmobile, 64; Corvair, 61; 
Comet, 56; Volkswagen, 54; 
Buick, 50; Plymouth, 45; Chrys- 
ler, 37; Mercury, 35; Studebaker, 
20; Dodge, 17; Cadillac, 16; Val- 
iant, 14; Imperial, 5; Mercedes- 
Benz, 5; MG, 4; Fiat, 4; Lincoln, 
3; Willys, 3; Opel, 3; Lloyd, 3; 
Simca, 3; Vespa, 2, and miscel- 
laneous, 5. 

Truck sales by makes were: 
Chevrolet, 76; Ford, 67; Interna- 
tional, 34; White, 7; Volkswagen, 7; 
GMC, 3; Mack, 3; Dodge, 2, and 
Willys, 2. 


It took two men to operate the 
“La Nouvelle,” a steam bus built 
in 1880—a fireman at the back 
and the driver in front. 


coln, 19; English Ford, 12; Mer- 
cedes-Benz, 12; Vauxhall, 7; Met- 
ropolitan, 6; Triumph, 6; Austin- 
Healey, 5; Imperial, 3; Simca, 3; 
Volvo, 3; Citroen, 2; MG, 2; Opel, 
2; Peugeot, 2; Porsche, 2; Willys, 
2, and miscellaneous, 3. 
New-truck registrations num- 


bered 474, compared with 497 the —GorvoN HEBERT 





NEW, SIMPLIFIED INSTALLATION 


TULSA. 


FRONT MOUNTED WINCH 
FOR CHEVROLET & GMC 


Save installation time ... retain original factory design of your 
truck by using the new, SIMPLIFIED Tulsa front mounted winch 
kit. You do NOT need to cut bumper or remove torsion bar with 
this compact, sturdy winch installation. And you have lower fuel 
bills because it takes less power to move any load, hence, longer 
engine life! 


Installation kit comes COM- 
PLETE with 8,000 Ib. capacity 
winch, Power Take-Off and 
drive group; bumper braces, 
4-way roller assembly, all 
necessary nuts and bolts and 
complete instructions. 


ot 





WRITE for information bulletin 
CF5C-61 today! 


TULSA PRODUCTS DIVISION 


VICKERS INCORPORATED 
Division of Sperry Rand Corporation 


731 EAST FIRST STREET 
DEPT. AN TULSA, OKLAHOMA 





S22. hah 
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GET MORE 


CUSTOMERS 


FOR MORE 
PROFITS 


WITH THE NEW 


WOLF 
PLANS 


OF CUSTOMER 
DEVELOPMENT 


Customers are the backbone of 
your business! Not simply 


owners...but customers who 
buy cars from you...come to 
you for Service and Parts... 
and will buy their next car from 
you. 


Think how your business and 
profits would soar if half, or 
even one-fourth, of the owners 
in your trade area were CUS- 
TOMERS who came to you for 
ALL their automotive needs! 


Adding new customers... hold- 
ing customers and bringing back 
“lost” customers is the job the 
Wolf Plans of Customer De- 
velopment are doing for hun- 
dreds of dealers all over the 
nation! 


The Wolf Plans offer Dealer- 
ships low-cost, proven Customer 
Development programs for any 
department. The Wolf Plans 
also furnish a monthly Cus- 
tomer “Inventory” showing cus- 
tomer gain and loss. 


Take a look at the many NEW 
IDEAS in the 1961 Wolf Plans 
of Customer Development. 
Write, wire or call for the full 
story on Wolf Plans proven pro- 
gtams to increase customers and 
profits. 


Serving Authorized 
Dealers . . . Exclusively 
. . . Since 1932 






he 
JO E.WoLF 
COMPANY 

Home State Life Building 
Oklahoma City 2, Oklahoma 








LUGGAGE RACKS 


FOR ALL STATION WAGONS 
FOREIGN CARS AND COMPACTS 


Model SP shown fits ALL Sports Cars 
List $19.95. Dealer Cost—$]].97 
(Clamp-ons from $14.85) 

Send for Details on Your Make 


CAMELL °° 


HUbbard 9-9651 
63 So. State St., Hackensack, N. J. 
DISTRIBUTOR INQUIRIES INVITED 











MASTER 


DEFIANCE: OHIO le 












MOTOR | 




























Highways & Safety ... 


Self-satisfied driving is a major 
reason behind traffic accidents, 
according to Paul C. Ackerman, 
Chrysler Corp. engineering vice- 
president. 

He told a De- 
troit meeting of 
the American Pe- 
troleum Insti- 
tute’s Accident 
Prevention and 
Fire Protection 
Committees that 
many drivers 
over - estimate 
their ability to 
keep a car under 
control in an P.O. 
emergency. 

“The plain, hard facts are that 
the majority of injury-producing 
accidents are caused by self- 
acknowledged good drivers who are 
travelling at speeds under 50 miles 
per hour,’ Ackerman said. 

The majority of American motor- 
ists firmly believe they are superior 
drivers, he said. In their opinion, 
other less competent drivers cause 
accidents and other people—not 
themselves—become involved in 
traffic accidents, he added. 

“Average drivers who become 
involved in an accident because 
of an unsafe act, like changing 
lanes without looking, probably 
have done the same unsafe act 
so many times without having an 
accident that they have devel- 
oped a false sense of security,” 
he said. 

Ackerman said there is a need 
for a coordinated campaign to over- 
come these negative attitudes that 
cause driver apathy on traffic 
safety. 

“Such a campaign must be un- 
dertaken cooperatively not only by 
the automotive and petroleum in- 
dustries, but by the various safety 
organizations, Medical associations, 
insurance companies, news media 
and other groups and agencies in- 
terested in promoting traffic 
safety,” he said. 

“We must pool our ideas and 
agree on an overall objective, with 
each participant responsible for de- 
veloping one phase of the pro- 
gram.” 

Today’s traffic conditions call for 
teamwork, he said, not the every- 
man-for-himself attitude. 

In addition, Ackerman urged 
the promotion of such devices 
as safety cushions on instrument 
panels and visors, emergency 
flasher lights and seat belts. 

“Chrysler Corp. is so convinced 

of the value of seat belts,” he said, 
“that it is the first automotive firm 
to make them available on a non- 
profit basis.” 

Describing the positive effect seat 
belts have on the attitudes of per- 
sons using them, he said that the 
very act of buckling a safety seat 
belt makes a person aware that 
an accident can happen and that 
he is taking a sensible precaution. 

* * 


kerman 





Firm to Help Employes 


Pay for Seat Belts 

Kordite Co., Macedon (N. Y.) 
maker of plastic film, will provide 
automobile seat belts to all em- 
ployes who request them. 

The belts will be sold through the 
company’s personnel department at 
wholesale cost and the company it- 
self will contribute 25 percent of 
that price. 

* * 


Urban Transportation Study 
Launched by U. S. Agencies 


A comprehensive study of the 
problems of urban transportation 
in this country with suggestions on 
how to solve them will be under- 
taken by the Institute of Public 
Administration under a _ contract 
announced jointly by Secretary of 
Commerce Luther H. Hodges and 
Housing Administrator Robert C. 
Weaver. 

The institute, a non-profit educa- 
tional and research organization, 
will submit its findings to Hodges 
and Weaver, who will use them in 





Overconfident Drivers 


Slapped by Ackerman 


preparing recommendations for 
President Kennedy. In his message 
to Congress on housing and com- 
munity development, the President 
announced that he was ordering 
that the study be made. 

* * * 


-|$150 Million Fisher Freeway 
|Is Planned for Detroit 


Plans for the 9.6-mile, $150 mil- 
lion Fisher Freeway from Detroit’s 
southwest limits to the downtown 
area have been announced by state, 
city and county highway officials. 
The freeway is named for the 
founders of what is now Fisher 
Body Division of General Motors. 


Construction is scheduled to 
begin in July, 1962, and completion 
is anticipated by late 1966. The 
Fisher Freeway will connect with 
other existing or planned systems 
to provide a limited-access highway 
route from Toledo to downtown 


Detroit. It will be part of the inter- 
state system. 
* * * 


U. S. Steel Launches Drive 
To Create Safer Highways 


A new design and engineering 
program to help create safer and 
more efficient highway systems has 
been announced by U. S. Steel Corp. 

The program embodies new de- 
sign concepts and complete engi- 
neering-fabricating data for hun- 
dreds of ideas for “highway hard- 
ware” items “essential to successful 
highway programming” — steel 
signs, sign supports, guard and 
bridge rail, light standards and 
right-of-way fence. 

* * + 


New York to Cut Weight 


Of 1962 License Plates 


New York State’s 1962 license 
plates will be a little thinner and 
a little lighter in weight than the 
plates now on cars. 

Each pair of 1962 plates will 
weigh 14.64 ounces, The 1960 plates 
that are now being used, along 
with a 1961 tab, weigh 17.62 ounces. 
The thickness of next year’s plates 
will be reduced to 0.0195-inch from 
the 0.0225-inch thickness of the 
current plates. 











Turn the 12-month/12,000-mile guarantees into profits 
with modern service equipment. Most service and war- 
ranty jobs can be handled best with Rotary Lifts to get 
the car off the ground where mechanics can do their 
work faster, with less effort . . . and thus turn out more 
jobs per day. 

Two efficient lifts—Rotary’s Two-Plunger Frame Pick- 
Up is the best lift made for general shop work. The open 
span between the runners offers accessibility to all parts. 
For lubrication, oil changes, brake work, muffler replace- 
ment and many similar jobs, the more economical Single- 
Plunger FP-46 Frame Lift is ideal. 

Both of these lifts have “swinging arms” adjustable 
four ways to reach chassis support areas and raise the car 
safely. Dependable Rotary Airdraulic or Full-Hydraulic 
jack units, with the exclusive Hydra-Seal packing, give 
years of trouble-free service. 

Opportune time—Modernize your shop facilities now, 
take advantage of the additional service jobs which the 
new, extended car guarantees will bring you. Mail cou- 
pon today for more information on these profit-making 
lifts and a copy of Rotary’s Auto Lift Selection Guide. 





AUTO LIFTS 
DOVER CORPORATION, 


ROTARY LIFT DIVISION 
Memphis, Tenn. * Madison, Ind. * Chatham, Ontario 


Name 


Company. 


First name in oil-hydraulic auto lifts — passenger 
and freight elevators — industrial lifting devices 


"12-12" brings ‘em in 


Rotary s FP-28 Frame Lift 
gets em out...profitably 





Two Plunger 
Model FP-28 


Dover CorporaTION, Rotary Lirt Division 
1118 Kansas, Memphis 2, Tenn. 


Please send information on Rotary Frame Lifts and your 
Auto Lift Selection Guide to: 


DUR i ee ee 


Air Conditioning 
Installed in 52 Pct. 
Of ’61 Cadillacs 


DETROIT.—Air conditioning was 
installed in 52.2 percent of the ’61 
Cadillacs built through May, ac- 
cording to Harold G. Warner, divi- 
sion general manager. 

He said the installation rate was 
only 9.1 percent when Cadillac first 
offered air conditioning in 1953. It 
has grown each year and was 45.6 
percent for the ’60 model run. 
Warner said 357,000 air-conditioned 
Cadillacs have been produced since 
1953. 

At first, Warner said, most of the 
air-conditioned models went to the 
South and Southwest, but geogra- 
phy has ceased to be such an im- 
portant factor. The rate in New 
York City now is over 40 percent, 
he said. 

Warner mentioned the following 
air-conditioning installation rates 
for individual models: Eldorado 
Biarritz convertible, 56.4 percent; 
Sixty Special four-door hardtop, 
80.8 percent; Fleetwood Seventy- 
Five four-door sedan, 81.7 percent, 
and Fleetwood Seventy-Five limou- 
sine, 92.5 percent. 










Single Plunger 
Model FP-46 








56 


AUTOMOTIVE NEWS, JUNE 19, 1961 





Correspondent George L. Glaser Writes .. . 





Auto Letter from Europe 


ae eee Germany. — A 
close look at the new Volks- 
wagen—the larger 1500: 

The steering is an improved 
Gemmer licensed type of Ameri- 
can design. The enclosed gener- 
ator belt drives only the gener- 
ator, with the air blower now 
mounted on the crankshaft. 

The bundled-leaf torsionetic front 
springs have been replaced with 
torsion bars on the new model. A 
new Solex flat-stream carburetor is 
just above the engine. The auto- 


matic choke is unchanged from the 
old model. 
* * * 

Heating System 

HE new model has a novel heat- 

ing system. Incoming air is split 
into a channel which cools the en- 
gine and another channel which 
goes into the heating chambers on 
the exhaust lines. The heated air 
can be directed into the passenger 
compartment, arriving, reportedly, 
without engine odors. 








The oil dipstick is suspended 
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CHEVROLET * PONTIAC * OLDSMOBILE 
BUICK * CADILLAC 






specify 
Norick 
Accounting 


Formis-ce 
they are designed and 


APPROVED 


for your use 


A complete line of Norick 
Business Forms is designed 
specifically for GM dealers 


adie BROTHERS, Inc. 


3909 N. W. 36th © OKLAHOMA CITY, OKLAHOMA 


Branch Stores in Chicago, Los Angeles, San Francisco 















Tee ee eS ee ee 






Representatives in Major Cities Across the Nation 


Available for the FIRST time! 


AUTOMOTIVE REPLACEMENT 


Ctation Wagon CARGO DECK MATS 
Exactly Like Original Equipment 


Precision die-cut to car manufacturer's specifications. 










TAILORED-TO-FIT Each set contains all components for 


complete replacement of mat panels 


COLOR-KEYED Available in colors and patterns 


to compliment interior trim. 
















Made from 
Armstrong 


Vinyl Automat 
ECONOMICAL 
Low in cost. Pre-cut to save 
costly labor charges. Quickly 
installed by anyone. 


INDIVIDUALLY BOXED 
Clearly labeled for easy 
identification. 


—— Complete with 
Adhesive & Applicator 


THE COMPLETE LINE 


for CAR RECONDITIONING 





 -_ a 
Real Cankogieg 5001 Baum Blvd., PITTSBURGH 13,'PA 


WARS a 








from the cap on the oil inlet pipe 

and is located inside the luggage 

compartment on the right side. 

When the doors are closed, a 
mechanism locks the backs of the 
front seats in position. 

The new VW will have a fresh- 
air intake in front of the windshield 
and will come equipped with seat- 
belt anchors. 

* * * 


Grand Prix Season 


7 grand prix season for 1961 
is already under way with Stir- 
ling Moss taking the Monaco race 
in a light Lotus. The new Ferraris 
with the V-6 engine of 195 horse- 
power were strong challengers but 
a Porsche did not fare so well. 

The next grand prix will be 
June 18 in Belgium and the sea- 
son runs until Nov. 26 when a 
race will be held in the United 
States. The championship goes 
to the driver with the highest 
number of points in any five of 
the races. 

Eugen Kauert, a West German 
engineer, is said to have obtained 
a patent for a turn-piston or revolv- 
ing-piston engine which reportedly 
differs from the Wankel engine. 

BS * cd 


Falcon for England? 


— sources report that the 
Falcon may be produced at the 
English Ford plant, and it is said 
that Ford of England will supply 
a major portion of Cardinal parts. 

Ford of Germany is reportedly 

preparing to assemble the Cardi- 
nal, with German content, for 
the entire European Common 
Market. 

Observers suggest that a close 
cooperation deal is brewing be- 
tween the Outer Seven, led by Eng- 
land, and the six common market 
countries, led by France and Ger- 
many. 

* * * 


Too Many Autos 


OME German cities are said to 

be considering a restriction on 

additional auto registrations to 

allow them to catch up with the 

need for roads and parking space. 
* * * 


50,000 Deaths 


T IS estimated that 50,000 Euro- 
peans were killed in auto acci- 
dents last year. 
BS * * 


BMC Eyes Million 


ee MOTOR CORP. again 
is operating “full-speed ahead.” 
The company is pointing for 750,- 
000 units this year and is bending 
all efforts to reach the miilion-per- 
year mark. 

* * * 


New Wankel Patent 


NY has obtained a new patent 
on the Wankel rotating piston 
engine. The patent concerns the 
design of the piston for economical 
mass production. 

* * ok 


Renault ‘Safety Seat’ 


oo has been granted a 
patent for a seat that is sup- 
posed to hold a person in place in 
case of an accident. 

The back of the seat has a curved 
tube containing arms which slide 
out and form a rail around the 
occupant, preventing him from 
striking the steering wheel, 
ment panel or windshield. 

* * * 


Patents Aplenty 


GERMAN patent issued to 

General Motors concerns a new 
wiper arrangement for clearing a 
greater area of the windshield. 

DKW-Auto Union has patented 
a carburetor designed to improve 
the idling characteristics of two- 
cycle valveless engines and to 
minimize the backfire noises at 
high speeds with the throttle 
closed. 

MAN, maker of silent diesel en- 
gines, has a patent concerning 
changes in valve timing during op- 
eration. 

OK * : 


‘Nonconformist? Citroen 


A PHILOSOPHER is usually ex- 
cused from being a conformist, 
and Citroen is such a philosopher. 
Its new small car, the AMI 6, ap- 
pears to be another proof of Cit- 
roen’s independence from trends. 
The Citroen 2CV is about the ut- 


instru-|_ 


most in simplicity and disregard 
for styling, and the AMI continues 
this trend in a slightly different 
way. One might say it is between 
the primitive and the bourgeois 
world of comfort and luxury. 

The AMI has a more-powerful 
version of the 2CV’s front-mounted 
boxer air-cooled two-cylinder en- 
gine. The front-wheel drive has the 
universal joints of the larger Cit- 


roen, the homokinetic types, which |4 


makes driving curves a greater 
pleasure. 

It has Citroen’s “baby-carriage” 
suspension and long wheel travel. 
The side sway, which Citroen 
fans don’t mind a bit, is there, 
too. 

The roof has a peculiar contour, 
and the rear window styling is 
something like that of the Ford 
Anglia—inverted. But this provides 
adequate rear-seat headroom. 

The headlamps are oval, and the 
sheet metal is curved—again for a 
reason: Citroen wanted the maxi- 
mum stress possible for each piece 
of sheet metal. There is no jack- 
rabbit pickup since this is a car 
for maximum economy, indiffer- 
ence to road surfaces and robust 
usage. 

In this car, something genuinely 
French and particularly Citroen 
has been expressed, and this writer 
feels it will find a market. 

* * * 


Adhesion Formula Sought 


OME engineers and advertising 
men in Europe are seeking a 
formula to indicate the reduction 
of road adhesion (car weight) at 








Roving Laboratory— 


A laboratory on wheels has been de- 
veloped by coolant engineers of Dow 
Chemical Co., Midland, Mich., to test au- 
tomotive coolants under actual operating 
conditions. Twenty station wagons with 
divided radiators and dual cooling sys- 
tems, available to jobbers in major mar- 
kets, demonstrate the practical application 
of a completely-formulated coolant versus 
regular antifreeze and water under the 
same operating conditions. The coolants 
are also piped to the rear of the wagon 
where they are circulated in glassware 
containing coupons of metals commonly 
used in auto engine cooling systems. This 
test is said to show the degree of corro- 
sion buildup during actual engine opera- 


tion. Shown demonstrating the display 
unit is William Rudolph, Dow's Detroit 
area representative. 





various speeds. Anybody have the 
answer? 

















MAKE EXTRA 





PROFITS WITH... 


Sidles Custom Made 


mR RSs 


ears T) 
Sun” 


FAST SERVICE 


We ship the same 
day your order is 
received. 


ORDER TODAY 


From your jobber 
or write direct for 
free catalog. 





Complete 


each set. 





Temple, Texas 


model cars and wagons. Simple 


SIDLES MFG. CO. 


7300 U. S. Hiway 81 South 





Keeps cars and wagons up to 15° cooler by block- 
ing out the sun’s rays. Greatly improves air condi- 
tioning efficiency. 


Keeps outsiders from seeing in, yet gives excellent 
visibility and ventilation. 


stock for all popular 1955 through 1961 
instructions with 


“The originator 
of Auto Sun 


P.O. Box 3537A Shades" 











“As well 
as | 
know h 
now — 





a iii, 
Pepe 


Old joke. Farmer to county agent: “I ain’t farming half as 
well as I know how now.” The old joker, if he ever existed, 
today works in a factory, or is on relief. Because competition 
and high costs have forced out the half-way farmer. 

Farms are larger, represent a greater investment. Farming 
is steadily changing, requires new buildings, mechanization, 


efficient operation—and SuccessFuL FARMING. 
Q \ \) SF is not only read, but studied, clipped, 


filed, consulted again and again. 

For the volume producer of field crops and livestock, 
SF is a work manual, crammed with case histories of 
planting, fertilizer applications, pest controls, silage and 
crop storage, breeding, feeding, materials 
handling, barn, pen, and feedlot layouts, 
marketing, housekeeping. It helps the 
farmer plan his, plan, build and buy 
better, get better yields from every acre, 
every building unit, every working hour. 
It helps the farm family live better. 

And because SuccessFuL FaRMING has 
been helping the country’s best farmers 
for fifty-nine years, it has earned their 
confidence and respect—evident in the 
exceptional reception and response for 
the advertising in its pages. 

With 1,300,000 selected circulation, 
SF represents one of today’s best class 
markets. Its farm subscribers earn 70% 
more than the national farm average. 
And twelve regional and state editions 
plus the national edition permit localized, 
seasonal, and special promotions, dealer 
support, product and copy testing. 

If you want more action from your 
advertising, use SUCCESSFUL FARMING. 
Details from any SF office. 





SUCCESSFUL FARMING . . . Des Moines, New York, 
Chicago, Atlanta, Boston, Cleveland, Detroit, Los Angeles, 
Minneapolis, Philadelphia, St. Louis, San Francisco. 











58 
On 





the Import Car News Front... 





Sabra Sets Sales Goal 
Of 1,200 This Year 


By Ed Brown 
Staff Correspondent 

NEW YORK. — With shipments 
of its first sports cars on hand, 
Sabra Motors Corp. of America is 
targeting some 1,200 to 1,500 sales 
for the remainder of this year, ac- 
cording to Itzhak Shubinsky, chair- 
man of the parent company in 
Haifa, Israel. 

“We hope to sell about 500 sports 
cars here on the East Coast,” he 
explained in an exclusive interview 
with Automotive News, “and about 
300 on the West Coast before the 
end of this year. In addition to 
that, we think that our fiberglass- 
body small trucks will enjoy a 
healthy sale.” 

According to Robert L, Moody, 
Sabra’s chief executive in the 
United States, the fiberglass body 
has already begun to catch on 
with users in some fairly special- 
ized categories. 

“For instance,” he pointed out, 
“two fellows who are in the diving 
business came in the other day 
and insisted that our fiberglass 
pickup is just exactly what they 
require in their business, They can 
load all of their equipment, right 
out of the sea, into ane of these, 
and never give a thought to the 
consequences of salt corrosion.” 

According to Moody, several 
other specialized businesses find 
the fiberglass body better suited to 
their needs. 

“It is easily adaptable for ice 
cream trucks, for instance, or any 
business or area where salt water 
or salt-air corrosion is a problem,” 
he said. “We have even found TV 
people, with travelling camera set- 
ups, becoming highly interested in 
our vehicles because there is no 
metal around them to create cam- 
era pick-up interference, Their re- 
mote telecasts therefore come 
through clearer and cleaner.” 

Shubinsky stated that the main 
emphasis of the company this year 
will be placed on the sport car. 

“We are now in production in 
Israel, and we feel that our most 
feasible step is into the sports 
car field,’ he explained, “Natur- 
ally, we have taken this step be- 
cause of the absence of any 
American competition in this 
field, which means we have a 
better opportunity to establish 
ourselves and our reputation.” 

He went on to explain that pres- 
ently there are 10 dealers on the 
East Coast handling this newish 
import, and plans call for no more 
than 30 by the end of the year. 

After studying the market care- 
fully, Shubinsky said that he and 
his associates had reached the con- 
clusion that widely scattered deal- 
ers With large territory potentials 





MB Auto Sales of Wilmington (Mercedes- 
Benz), Wilmington, Del., and Wanamaker, 
a suburban clothing store, sponsored a 
display combining the store’s post-Easter 
promotion of leisure, spring and sports 
clothes with a storewide Mercedes-Benz 
historical and racing prometion. In addi- 
tion to a Mercedes-Benz 190-SL, various 
parts of a car were displayed with the 
clothes. No literature of any kind con- 
cerning Mercedes-Benz or the dealer was 
handed out. However, store personnel 
were instructed to refer any questions 
concerning Mercedes-Benz to the dealer- 
ship. 


would better suit their marketing 
plans than many smaller dealers 


closely spaced. 


“Our goal is superior service,” he 
said, “and we feel that the dealer 
who makes an honest profit on 
each car sold is better situated to 
give the kind of service both we 
and our customers will expect. We 
also feel, after completing our sur- 
vey, that the average customer is 
not opposed to travelling a few 
extra miles so long as he is assur- 
ed that the service he will receive 


is far above the average he can 


expect locally.” 


Acknowledging that there is no 


possibility of Sabra being any kind 
of a threat to domestic manufac- 


turers (“it’s like a mouse attacking 


an elephant”), Shubinsky said: 

“We do feet that there is a 
market we can fill with our 
sports car and utility trucks. The 
fiberglass body has not yet been 
fully appreciated, from either the 
standpoint of wear and ease of 
repair or ability to withstand 
hard traffic abuse.” 


As an aside, Shubinsky noted 
that the Sabra body has been engi- 
neered by men who understand the 
working principles of fiberglass and 
that it has been manufactured out 
of the almost irreducible minimum 
of six panels, as opposed to the 
Corvette’s 27 panels. 

By 1962, Sabra’s new factory in 
Israel should be in a position to 
produce about 5,000 cars annually, 
Shubinsky noted, with about 50 
percent of the production targeted 
for the United States. At the pres- 
ent time, production is about 2,500 
annually. 

It was pointed out that Israel 
buys about 70 percent of its auto- 
motive transportation from Amer- 
ican manufacturers, a _ situation 
unique throughout the world, ac- 
cording to Shubinsky. 

“No other auto manufacturing 

country in the world buys as 
much of its automotive transpor- 
tation from the U. S. as Israel,” 
he said. “We supply most of the 
remaining vehicle needs of the 
country, and in an effort to help 
establish a more normal pattern 
of two-way trade, we feel it is 
important for use to sell our au- 
tomobiles here as well, And we 
feel we can fill a real need here.” 

All Sabra products are using 
English Ford engines. The Sabra 
sports car is using a modified Con- 
sul engine and a four-speed syn- 
chromesh transmission, while the 
station wagon and small trucks are 
using the Anglia engine. 

t 


Volvo 


yee topped its class and fin- 
ished third and fifth overall in 
the 4,098-mile British Columbia 
Trade Fair Rally. There were 107 
Starters in the event. 

Volvo finished first and third in 
the category for sedans with en- 
gine capacities of 1,600 cubic centi- 
meters or less. Studebaker Larks 
placed first and second in the over- 
all standings, followed by Volvo, 
Volkswagen and Volvo. 

= a * 


Lotus 

ex British-made Lotus car now 
is being distributed exclusively 
west of the Mississippi by Western 
Distributors, Inc., Burbank, Calif. 
A network of dealers throughout 
the West is being franchised rap- 
idly, according to the management. 

+ ck * 


Rootes Motors 


ALES of Rootes Motors cars in 
New York City in April were 
the highest ever recorded for the 


month, Walter Douglas, manager |§ 


of the Rootes Park Ave. dealership 
reported. 

Eighty new cars were sold, as 
against 53 in the same month last 
year, he said. The April figure was 
more than double that of March. 

Half of the April sales were 

Sunbeam Alpines and Humber 

Super Snipes. Thirty of the sales 

were Hillmans, with half of these 

including the automatic trans- 
mission eption. 

Douglas said that less than 20 
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percent of those buying cars were 
previous owners of imports, 

“This indicates,” he said, “that 
the import market in New York is 
far from saturated.” 

* cs * 


Sabra 


—_— Sabra Sportster, a two-pas-|_ 
senger sports car with a fiber-|; 
glass body, was displayed in the}, 
Israel Pavillion at the United 
States Trade Fair in the New York 
Coliseum, 

The car is priced at $2,995 in 
New York and is distributed in the 
Eastern half of the U. S. by Sabra| % 
Motors Corp. of America, 1836 
Broadway, New York. 

* +” * 


Renault Gordini 


7 the fifth year in succession, 
a Renault Gordini chalked up 
the best economy record among 74 
cars competing in the 1961 Caltex 
Performance Test, a 1,200-mile run 
through six Western European 
countries. 

The Gordini averaged 55.53 miles 
a gallon in topping all other en- 
tries, regardless of engine size. 
Two other Gordinis came in third 
and fourth in their class, giving 
Renault the team trophy for the 
second time in the five years the 
Caltex Performance Test has been 












Milestone Truck— 


Daimler-Benz AG has produced its 300,- 
000th truck since rebuilding its war- 
destroyed plants in Mannheim, Gaggenau 
and Sindelfingen, West Germany, in 
1949. The milestone truck, a Mercedes- 
Benz L328, is shown as it leaves the Mann- 
heim assembly plant on its way to local 
brewery. 




















































run, 

The course extended from Sche- 
veningen, Holland, through France, 
Luxembourg and West Germany, 
ending in Copenhagen, Denmark. 
Auto makers of eight nations were 
represented in, te contest. 

* 


Austin-Healey 


AMBRO AUTOMOTIVE CORP. 

has become one of the sponsors 
of the National College Queen Con- 
test. 

The Austin-Healey Sprite is one 
of the prizes that will be awarded 
to the winner in the seventh annual 
competition, The finals will be held 
in New York June 20-24 among 12 
regional contestants. 

* * * 
Fiat 
_— Fiat 1300, designed to com- 
pete in Europe against the 
American compact cars, has gone 
on sale in Italy. 

The Fiat 1300 is a hardtop sedan 
with a panoramic windshield and 
two sets of twin headlights. The 
Price in Italy is approximately 
$1,190. 

* * * 


English Ford 


Two vice-presidents of Ford 

Motor Co., Dearborn, have been 
named directors of British Ford 
Motor Co. 

They are J. S. Bugas, vice-presi- 
dent Ford international group, and 
C. H. Patterson, vice-president 
stamping on poe train group. 


Rolls-Royce 


7 chairman of Rolls-Royce, 
Ltd., has warned that the com- 
pany may go out of the car busi- 
ness unless British tax restrictions 
were changed. 

The British budget limits income- 
tax deductions to cars costing less 
than $5,600. The Rolls-Royce and 
Bentley cost three to five times 
that in England. 

Lord Kindersley, the Rolls-Royce 
chief, told the British Parliament 
the budget may mean the end of 
Rolls-Royce car production, It was 
reported that British orders for the 
cars dropped off by 75 percent in 
the two weeks following the an- 
nouncement of the tax restrictions. 


A Shamrock from Ireland— 


The Shamrock, a five-passenger sports convertible built in 


DETROIT. — The bitter wrangle 
among railroad and trucking inter- 
ests over the piggybacking of mo- 
tor vehicles has all but obscured 
the existence of another segment 
of the auto-hauling business—the 
water carriers. 

True, only a small number of 
vehicles are shipped by water in 
comparison with the total moved 
by rail and truck, but users of 
water carriers consider them a 
significant part of the total trans- 
port picture. 

Water rates generally are lower 
than truck and rail charges, and 
although the savings may not be 
reflected in the destination charge 
for the particular cars moved by 
boat, they do bring down the manu- 
facturer’s total freight bill for a 
12-month period. 

Last year 243,947 vehicles were 
shipped by boat or barge, account- 
ing for 3.1 percent of the 7,869,271 
units moved. This was a gain of 
1.1 percent over the 134,573 hauled 
by water in the previous year. 

In 1960 trucks carried 6,862,004 
vehicles, 87.2 percent of the total. 
Their share was 2.8 percent under 
the 6,055,798 they moved in 1959. 

With the help of piggybacking 





°61 Buick Sales Climb 


20 Pct. in Denver Zone 

DENVER.— Buick sales in the 
seven-state Denver zone since in- 
troduction of the 1961 models 
through April 20 are nearly 20 per- 
cent above the like period of 1959, 
Roland S. Withers, Buick general 
sales manager, said during his visit 
to this city. 

Withers said that “after two 
months on the road, I am con- 
vinced our economy is in excellent 
condition because our dealers are 
enthused for the first time in quite 
a while, The Buick Skylark model, 
to be introduced Saturday (May 
13), is ‘practically sold out,’” he 
added. 





Ireland, arrived in 


Los Angeles in time to make its public appearance at the recent Los Angeles Home 
Show. Featuring a 98-inch wheelbase and a four-cylinder, water-cooled Austin en- 


gine, the car is said to be in limited production at Castleblaney, County Monaghan, 


Eire. According to William K. Curtis, the car's designer, the entire Shamrock production 
is slated for the United States at a price to compete with the American compacts. 


Curtis said the car will be available on the West Coast late in June. Agent for the 


car is Wilbur Curtis Co., Inc., 1781 N. Indiana St., Los Angeles 63, Calif. 


Called Significant in Total Transport Picture... 


Boats Cut Freight Bill 






N.Y. Bill Seeks 
Anchors in Cars 
For Seat Belts 


ALBANY.—AIl new autos sold in 
New York State after June 30, 1962, 
would have to be equipped with 
seat-belt attachment points under 
a bill approved in the Senate. 


The bill, one of a series passed 
recently dealing with motor 
vehicles, is a compromise measure 
for legislation killed in the 1960 
Legislature and which would have 
required installation of belts on 
new cars registered after that day. 

The new measure, sponsored by 
the Joint Legislative Committee on 
Highway Safety, is intended to 
make it easier and cheaper for mo- 
torists to install their own belts. 

The most expensive part of the 
installation is the attachment 
points, said Senator Edward J. 
Speno in introducing the bill. 

Auto manufacturers told the 
| committee recently they would 
provide the attachment points on 
new models, Speno said. These 
points will be threaded holes in 
the floor of the auto, he added. 








and multilevel shipments, the 

railroads boosted their auto busi- 

ness over a 12-month period by 

1.7 percent. In 1960 rails carried 

763,320 units, 9.7 percent of the 

total, compared with 538,293, or 

8 percent of the 1959 figure of 
6,728,664 vehicles. 

Most of the vehicles shipped by 
water move from Detroit to Buf- 
falo via T. J. McCarthy Steamship 
Co., a 25-year veteran of Great 
Lakes traffic. 

Last year the company hauled 
120,000 cars to Buffalo and 20,000 
to Cleveland, accounting for 57.4 
percent of the total moved by 
water. 

This year McCarthy has elimi- 
nated the run to Cleveland, main- 
taining twice-daily service from 
Detroit to Buffalo. 

The fleet of four vessels delivers 
cars for General Motors, Ford Mo- 
tor Co. and Chrysler Corp., and 
has a carrying capacity of approxi- 
mately 6,000 units a week, accord- 
ing to Timothy J. McCarthy jr., 
vice-chairman of the board. 

“Growth of the Buffalo traffic, 
in addition to requiring the char- 
tering of a fourth vessel, has 
necessitated temporary discontin- 
uance of the Cleveland run,” he 
said. 

Weather is a big factor in Mc- 
Carthy’s operations, with winter 
ice cutting off Great Lakes traffic 
at least four months of the year. 

“With any kind of a break from 
the weather we usually can count 
on about eight months of service,” 
said McCarthy. The vessels gen- 
erally are in operation from April 
to December. 

McCarthy regards the four- 
month downtime and the time lag 
the only big drawbacks to ship- 
ment of cars by water. 

However, a spokesman for one 
of the McCarthy clients said the 
time lag “is not real important.” 

A spokesman for another 
manufacturer said the company 
moves all the cars that can go 
to Buffalo during the eight- 
month shipping season. 

This maker also moves cars from 
Muskegon, Mich., to Milwaukee via 
Wisconsin-Michigan Steamship Co. 
for distribution in the greater part 
of Wisconsin, the spokesman said. 

In addtion to lower rates, Mc- 
Carthy said, there are fewer dam- 
age claims against cars moving by 
water. 

“In other forms of transporta- 
tion, the cars—no matter how care- 
fully they are protected—are sub- 
jected to hazards, delays and 
inclement weather,” he added. 
“Cost claims increase when ship- 
pers revert to forms of transport 
other than water.” 

Dollarwise, McCarthy continued, 
auto makers save up to $30 per 
car on units shipped by his firm’s 
vessels from Detroit to Buffalo. 

He estimated that the industry 
saves about $2 million annually in 
freight costs by moving cars by 
water. 


A a ee hh 





Alcoa helps you sell automobiles by showing the car-selling features of aluminum to the nation 
in full-color national magazine ads like this and on its top-rated TV show—‘‘Alcoa Presents.”’ 


Tell your customers about aluminum for style and function ... your big new sales feature for ’61. 


Be ee 


Ford Galaxie photographed for Alcoa by Mickey McGuire 


Mirror-br ight and agleam with color , today’s cars keep their inherent good 
looks because aluminum trim and pigments resist time, grime and the weather. Aluminum 
pigments developed by Alcoa lend depth and shimmering luster to car paints that sparkle for 
years without waxing. Anodizing, another Alcoa development, gives automotive brightwork 
a lasting, corrosion-resistant finish as brilliant as sapphire. In short, Alcoa® Aluminum pre- 


serves your car’s showroom shine till trade-in time — and beyond. 


Warc OA ALUMINUM, 


Drive in Beauty with 
b ALUMINUM COMPANY OF AMERICA 
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BLOW GUN—Large volume of air for 
cleaning plus metered control of liquid 
for coating is said to make the Calco 
HBG-18 blow gun ideal for a wide variety 
of maintenace and production operations. 
This gun uses a single dual-action control 
lever. When the lever is depressed to a 
half-down position the gun discharges a 
large volume blast of air through a %- 
inch opening; when the lever is completely 
depressed the gun discharges the air blast 
plus a metered amount of sotvent, lubri- 
cant, paint or other fluid to coat or clean 
the surface. The gun operates on siphon 
action with almost any liquid and thus 
requires no pressure tank. Total weight 
of the gun with standard extension piece 
is only 17 ounces. Calco, 2700 E. Main 
St., Columbus 9, O. 

oS 


Compact Spraying Outfit 
Introduced by Sprayit 

A compact diaphragm type mo- 
tor-compressor paint spraying out- 
fit has been introduced by Sprayit 
Division, Thomas Industries, Inc., 
207 E. Broadway, Louisville, Ky. 

The new model, Sprayit 600, 
weighs 11 pounds, including spray 
gun, and features a one-piece hous- 
ing for the motor and compressor. 

* * * 


Rust Killer Introduced 


An easy-to-use chemical] solution, 
Rust Killer, quickly and effectively 
removes rust and oxidation from 
all metal surfaces, according to 
Martin-Senour Co., 2500 S. Senour 
Ave., Chicago. In addition to rout- 
ing rust, the firm said, Rust Killer 
thoroughly cleans and etches metal 
surfaces—including aluminum—for 
a perfect bond between paint and 
metal. 

oe *x cd 
Spring-Plunger Lock 

Harco Engineering, 12092 Wood- 
bine Ave., Detroit 39, Mich., has in- 
corporated nylon pellets in its line 
of spring plungers for use in dies, 
jigs, fixtures and detents. When a 
spring plunger is in place, com- 
pression of the nylon pellet, called 
Nylock, creates a spring-like wedg- 
ing action which locks the mated 
threads together. This is said to 
eliminate the need for set screws. 

ok ok * 


Leak Stopper 


Flextite, a liquid, chemical ad- 
ditive that is said to make a fast- 
acting leak-stopper out of ordinary 
cement, is available from Flexrock 
Co., 3601 S. Filbert St., Philadel- 
phia, Pa. 


* * * 


Power-Steering Hose 


A universal] type of hose for 
power-steering application is of- 
fered by Everhot Products Co., 2009 
W. Carroll Ave., Chicago, Il. 

* * * 


Solex Tuneup Kit 
Solex Vit-Kit, a factory approved 
replacement kit for Solex carbure- 
tor tuning, has been announced by 
Arnolt Corp., Argonne Rd., War- 
saw, Ind. 





WINDOW SCREEN—The Swing-Away 
auto shade screen, introduced by Mitchell 
Mfg. Co., Fort Smith, Ark., is now applied 


with two mounting clips for each unit. 
By adding another clip, the company 
says, vibration of the screen has been 
almost eliminated and the screen is held 
firmly in the up position. The Swing-Away 
mounts to the door frame rather than 
the door. 
ee 

Warner-Lewis Says Filter 


Produces Jet-Clean Fuels 
Warner Lewis Co., Tulsa, a divi- 
sion of Fram Corp., is marketing a 
product that is said to clean auto- 
motive, aircraft and boat fuels to 
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NEW PRODUCTS 


the same standards required for 
jet fuels. 

The product is called Fuel-Gard. 
It is attached to the standard fuel 
dispensing pump between the hose 
and the pump to filter out all free 
water, scale and microscopic dirt 
particles accumulated from storage 
tanks and fuel lines. 

ok « * 


Liquid Auto Wax 


Hi-Gloss, a new liquid wax based 
on a synthetic wax, is offered by 
Penray Co., 1532 W. Fulton St., 
Chicago 7, Ill, 


* * * 


Anti-Corrosion Oil 


Morse Anti-Corrosion Oil is a 
combined lubricant corrosion re- 
sisting oil. It is available from 
Morse Instrument Co., Hudson, O. 

* + a 


Graphite Coating 


Slip-Plate, a bonded graphite 
coating said to outwear other lu- 
bricants, has been introduced by 
Superior Graphite Co., 33 S. Clark 
St., Chicago 3, Ill. 


* * * 


All-Weather Plastic Cover 


Introduced for Go-Karts 


A heavy-duty, plastic cover offers 
all-weather protection for go-karts, 
according to Seal-Dri Sportswear 
Co., 216 Mill St., Rockford, Il, 

The cover, equipped with rein- 
forced tiedowns consisting of metal 
eyelets and plenty of rope, is rug- 
ged and durable, assuring kart pro- 
tection both in transport and stor- 
age, the firm said. 

ok * ok 


Newspaper Mats Offered 


Nationa] Brake Block Corp., 
37-17 57th St., Woodside, 77, N. Y., 
has prepared a series of advertis- 
ing mats for service stations and 
repair shops to use in local news- 
papers. The mats are two newspa- 
per columns wide and six inches 
deep. Space is provided for includ- 
ing the name of the service facility 
using the ad. 

ok * + 


Redesigned Radar-Lites 


Announced by Burgess 


A redesigned line of Radar-Lite 
battery-operated lanterns has been 
introduced by Burgess Battery Co., 
ee of Servel, Inc., Freeport, 

Engineering improvements are 
said to include gun-type switch- 
lock, a nonbreakable red polysty- 
rene shield which safeguards the 
lighthead against impact damage; 
and oversize thumb switch for easy 
operation even when wearing heavy 
mittens. 

Oo * * 
Lifting Ramps 

Allied Automotive Equipment Co., 
6818 5ist St., San Diego 20, Calif., 
has introduced the Porta-Lift util- 
ity ramp for lifting cars and trucks. 

* * * 


Trouble Lights 


Trouble lights with three-wire 
grounded-lead cords and plugs are 
being sold by Crescent Co., Paw- 
tucket, R. I. The “Wirey Joe” trou- 
ble lights are available in 25 or 50- 
foot lengths. 

* * * 


Rocker Arm Lube Kits 


Three rocker arm lubricator kits 
have been announced by Wohlert 
Corp., Lansing 5, Mich. Wohlert’s 
kits come with oil valve regulator, 
and adapter setup to eliminate any 
drilling or machining. 

* * * 


Miniature Tool Kit 


A tool kit featuring 10 tools, each 
smaller than a paper clip, has been 
introduced by A. Lawrence Karp, 
125 Sawmill Rd., Stamford, Conn. 

ed * * 


Mirror-Penlight 


A magnifying dental mirror and 
penlight combination that enables 
mechanics, electricians and service 
men to see into small cylinders, 
behind tubing and wires, and around 
corners is being produced by Jones 
Auto Equipment Co., 1023 Willora 
Rd., Stockton, Calif. The device, 
called a Joneslite, is said to be 
valuable for inspection of ignition 
points for cavities and color. 








SUN VISOR—Visionade Mfg. Co., Inc., 
200 Kosciusko St., Brooklyn 16, N. Y., 
has introduced the ‘“See-Thru” sun visor. 
Molded of transparent, tinted plastic, the 
unit is said to give glare protection to 
the driver and passengers when riding 
into the sun. The visor attaches to all 
opaque car visors by means of two clamps. 

es 


Engine Cleaner 


Motor-Medic No. 2, a blend of 
solvents, lubricants and inhibitors, 
has been announced by Radiator 
Specialty Co., 1400 W. Independence 
Blvd., Charlotte 8, N. C. It is de- 
signed to clean carburetors, free 
sticky valves, rings and parts, pre- 
vent corrosion and to provide lubri- 
cation for upper cylinder valves. 

ok * * 


Low-Cost Body Filler 


Introduced by Marson 


A plastic truck and auto body 
filler, called Black-Smith, hag been 
announced by Marson Corp., Revere 
51, Mass. 

Said to incorporate all the desir- 
able features of more expensive 
body fillers, Black-Smith is non- 
toxic; utilizes the cream-type hard- 
ener; will not shrink, crack, or 
corrode; resists acids, alkalies, gas- 
oline and water, and conforms and 
gives with the metal, even under 
severe impact, it is said. 

* * * 


Wall Rack Display 


A display rack to hold air, oil and 
fuel filters has been announced by 
Fram Corp., Providence 16, R. I. 
Available at wholesalers, the Fram 
rack can be used as a wall rack, 
floor display or counter rack and 
holds up to 48 oil filter cartridges 


and up to 12 air filter cartridges. 
* * * 





WASH UNIT—National Equipment and 
Leasing Co., 124 Lombrano, San Antonio, 
Tex., has introduced the Nelco car and 
truck wash unit. The unit, light and com- 
pact, features continuous 400-pound pres- 
sure. The unit, it is said, can be used 
on any size drum. A self-contained elec- 
tric motor powers a two-cylinder pressure 
pump. All components are said to be 
corrosion-resistant. A 35-foot hose and 
spray comes with unit. 


Metal Cleaner, Conditioner 


Developed by Turco 


Turco W. O. No. 1 is designed 
to simplify the prepaint treatment 
of metal surfaces. It cleans, passi- 
vates and removes corrosion—all in 
one step, it is said. 

W. O. No. 1 removes and pre- 
vents light oxides and corrosion, 
and, in the same operation, pro- 
duces a slightly porous surface 
which absorbs primer, providing a 
firm base for paint, it is said. Turco 
Products, Inc., 24600 S. Main S&t., 
Wilmington, Calif. 

* * * 


Oil, Grease Cleaner 


“Clean Sweep,” designed to fight 
the oil and grease problem on con- 
crete floors, has been introduced by 
Acme Absorbent Co., Albuquerque, 
N. M. 


* * * 


Chromalloy Road-Tests 


Exhaust-Burning Device 


Chromalloy Corp., 120 Broadway, 
New York 5, N. Y., is road testing 
its Smog Burner which the com- 
pany said burns most objectionable 
exhaust gases and all crankcase 
blowby. 

The company said the device, 


which uses a spark plug to burn 
the gases, promises to be inexpen- 
sive to use because it requires no 
adjustments, catalyst, extra fuel 
and no periodic replacement. 

* * * 


Carpet-Shampoo Machine 


A rug-and-carpet shampoo ma- 
chine that converts into a floor 
scrubbing-polishing-b uffing ma- 
chine has been introduced by 
Clarke Floor Machine Co., a divi- 
sion of Studebaker-Packard Corp., 
30 E. Clay Ave., Muskegon, Mich. 
The firm said the machine has a 
fingertip solution-metering control 
to avoid excessive moisture on car- 
pet or rug. 

* * 
Gasket Compound 

Seal-Last, an easy-to-apply gas- 
ket compound, can be effectively 
used to repair broken gaskets, for 
building up damaged, misaligned 
or warped flanged surfaces, or as 
a gasket substitute where surfaces 
permit, according to Crane Pack- 
ing Co., Dept. A-4, 6400 Oakton St., 
Morton Grove, IIl. 

* * * 


Radiator Tag 


A “form-fitting” radiator tag, de- 
signed for use with duPont’s Telar 
antifreeze and coolant, has been 
developed to last a “lifetime,” ac- 
cording to American Tag Co., 6200 
S. State St., Chicago 21, Ill. 


* * * 


Battery Hold Down 


An adjustable, plastic coated 
Grip-Tite battery hold down to fit 
all six-volt and 12-volt cases is of- 
fered by Superior Industries, 7260 
Atoll, North Hollywood, Calif. 

* * * 


Air-Operated End Lift 


An improved Sav-T-Jack air- 
operated end lift features a hycar 
cup made of a special neoprene and 
can raise all cars and flatbed 
trucks up to 5,000 pounds, accord- 
ing to Sav-T-Engineering Co., 316 
E. Beach Ave., Inglewood, Calif. 

bd Dd * 


Package for Mirrors 


Vu-Pak, a package designed to 
permit viewing of its automobile 
mirror from three sides, has been 
announced by Roberk Co., P. O. 
Box 940, Norwalk, Conn. 

* * * 


Neoprene Gutter 


Expand-O-flash, neoprene expan- 
sion joint with metal edges, is ideal 
for use as a ceiling gutter to drain 
off water, according to Lamont & 
Riley Co., Worcester 7, Mass. Ce- 
ment nails or ramset hold the 
metal edging, which is best laid in 
a bed of caulking up tight against 
the ceiling, the firm said. 

* * * 


Liquid Buffer 

H. B. Egan Mfg. Co., P. O. Box 
1406, Muskogee, Okla., is packaging 
its Camel Liquid Buffer and Cleaner 
in a 14-ounce aerosol can for easy 
application. It is also available in 
quart cans with screw top. 

* * 


Air Hose 


An air hose specifically designed 
for service-station use has been de- 
veloped by Swan Rubber Co., Bu- 
cyrus, O. With a cover of abrasion- 
resistant red rubber, double re- 
inforced with rayon, this hose is 
easier to handle and has more re- 
sistance to kinking, the firm said. 

* * ok 


Crankcase Additive 


A crankcase additive called Motor 
Honey, developed from a German 
formula for a 100 percent petroleum 
additive, has been announced by 
Casite Division of Hastings Mfg. 
Co., Hastings, Mich. The company 
said it increases the viscosity index 
and film strength of oil. 

oe * * 


Cabin-Boat Is Offered 


In Prefabricated Form 


A kit for constructing a cabin- 
boat is offered by Cabins, Inci,; Box 
122, Richmond, Ind. 

The “Shipshape” cabin is prefab- 
ricated and is shipped from the 
factory in crated sections, It is de- 
signed to be erected on a 26-foot 
pontoon float and to be powered 
by an outboard motor. 











AIR CONDITIONER—The Climatrol air 
conditioner has been added to the 1961 
line of five units offered by Climatic Air 
Sales, Inc., 3030 Canton, Dallas, Tex. The 
unit is said to have the advantages of 
the thermostat cooling control which regu- 
lates the cycling of the automatic clutch 


in most air conditioners. The Climatrol 
introduces a freon flow-control device 
which is said to get the unit the coldest 
the quickest. By controlling the amount 
of freon flowing through the evaporator 
coils, the unit is automatically regulated 
for keeping constant degree of tempera- 
ture regardless of the speed of the car, 
driving in traffic, or under all weather 
conditions, it is claimed. 
= ae 


Car, Truck Polish Produces 
‘Hard Coat’ Plastic Finish 


Plasticon, an automobile and 
truck polish, is said to produce a 
plastic “hard coat” on any type of 
paint or metal surface. 

Introduced by Wyner Associates, 
507 Fifth Ave., New York 17, N. Y., 
the product’s “hard coat” finish is 
said to guarantee a year’s protec- 
tion. 

* * * 


Brake System Devised 


For Mobile Homes 


A heavy-duty braking system for 
mobile homes has been developed 
by Owosso Division, Midland-Ross 
Corp., Owosso, Mich. 

Called the Midland Ultravac, it is 
a@ vacuum-over-hydraulic system 
that is said to be more efficient 
than electric brakes. 

ok * * 


Soap Dispenser 


An all-purpose soap dispenser 
that is said to hold up to 40 ounces 
of powder or 34 fluid ounces of 
liquid soap, with plunger valve for 
light, medium or heavy use, has 
been introduced by U.S. Borax, 630 
Shatto Place, Los Angeles 5, Calif. 

* * * 


Regulator ‘6-Pak’ 


American Motor Products Co., 
Fond du Lac, Wis., has introduced 
a “6-Pak” merchandiser of Ampco 
voltage regulators, The company 
said it provides greater stocking 
convenience and selection for deal- 
ers. 

* * * 


Lube Accessories Line 


Announced by Balcrank 

Balcrank, Inc., 10 Disney St., Cin- 
cinnati 9, O., has announced a line 
of grease guns and adaptors for 
use on 1961 model automobiles. 

The line includes both an air- 
primed gun and a heavy-duty lever 
gun with fitting adaptors for all 
major lube points, including steer- 
ing linkage, ball joints, universal 
joints and propeller shaft split 
spline. 





SHIFT CONVERSION UNIT—The Alm- 
quist ‘Straight H" Speed Shift features a 
straight-line design that is said to insure 
positive, fast shifting in all cars. Addi- 
tional features of the conversion unit are 
said to include adjustable dual spring 
loading for quicker shifting, shift-stick 
travel adjustment, self-aligning pivot box 
and special safety-pin to provide positive 
gear selection, Almquist Engineering Co., 
Milford, Pa. 

2 58 


Car Mat for Compacts 


A new “over-the-hump” car mat 
engineered to fit most compact cars 
and 1961 standard models of Olds- 
mobiles and Pontiacs is now offered 
by Monkey Grip Sales Co., P. O, Box 
6170, Dallas 22, Texas. 
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Dealers Subpenaed ... 


L.A. Grand Jury Sifts 
Discount-House Cutoff 


(Continued from Page 1) 


should be handled through discount 
houses, that’s the end of the fran- 
chised dealer. There’s no reason for 
him to invest in service and sales 
facilities to maintain the cars on 
the road if anyone with a desk and 
telephone can compete for new-car 


business.” ; 
* * of 


L. A. Market Brightens; 


Loan Rates Relaxed 
Se ANGELES reports indicate 

4 that auto sales in May moved 
upward in important measure. Do- 
mestics averaged a 20 percent in- 
crease, and imports varied from 
one to 300 percent increase. Used- 
car prices are still so high as to be 
a matter of concern. 

Major banks and finance com- 
panies revised their basic dis- 
count rate to help dealers move 
late-model used cars and offer 
better terms on the new. One 
thing is sure, in May business 
was better. 

Ford cars and trucks were up 
all along the line. Car sales were 
up nearly 30 percent over April. 
Trucks jumped 24 percent. A 
breakdown shows Thunderbirds up 
nearly 40 percent and Falcons 30 
percent. 

Lincoln-Mercury dealers (includ- 
ing English Ford and Comet) re- 
ported business up 18.8 percent in 
May. This increase is 6 percent 
higher than the average L-M deal- 
er. The 80 L-M dealers of the Los 
Angeles district are said to have 
sold 3,252 used cars in May, leaving 
a 16-day supply, Only 15 percent 
are 30 days or over. 

A factory executive told AUToMo- 
TivE News: “Our dealers had a 


helluva good month, We’re way 


Compacts Seizing 
World Markets, 


Romney Says 


DETROIT. — World automobile 
markets are moving toward domi- 
nation by the compact car, George 
Romney, American Motors Corp. 
president, said last week. 

“The effective combination of the 
best characteristics of the Ameri- 
can automobile and the virtues of 
the smaller foreign cars, which set 
off a new revolution in American 
car design, is being effectively felt 
abroad as world living standards 
improve,” he said. 

Speaking before members of the 
American Newspaper Publishers 
Assn., Romney said American Mo- 
tors is expanding its plans for 
world-market participation, with 
the latest step an agreement with 
Industrias Kaiser Argentina for the 
manufacture of Rambler cars at 
IKA’s Argentina plant. 

“More and more, foreign manu- 
facturers are becoming aware of 
the benefits of international part- 
nership arrangements,” Romney 
stated. “And because American Mo- 
tors believes in the partnership 
relation as opposed to wholly- 
owned plants under centralized 
control, we find many overseas au- 
tomobile companies eager to dis- 
cuss affiliations.” 

In another speech, Roy D. Chapin 
jr. AMC executive vice-president, 
said the company expects to boost 
its international auto and appliance 
sales by 20 percent in 1962. 

Chapin said the bulk of the boost 
increase will come from AMC’s ex- 
panding participation in world au- 
tomotive markets. He said the com- 
pany foresees a big demand for 
cars the size of the Rambler Clas- 
sic in Europe and South America. 

Chapin told a questioner he ex- 
pected the first American-built 
four-passenger car to be announced 
by a competitor in the fall of 1962. 
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ahead (of other districts) in prof- 
its per dealer.” 
* * * 

Bap Hageragl sales also were up, 

with car sales showing a 27 
percent increase over April. Trucks 
were up 55 percent, Dealers are 
reported holding a 17-day supply 
of used cars and a 28-day supply of 
used trucks. A check shows about 
half of Chevrolet sales were Cor- 
vairs, which prompted one dealer 
to comment: “We seem to be in- 
creasing total sales at the expense 
of our big cars.” 


Plymouth and Valiant are re- 
ported holding steady, with May 
sales running equal to April. 
Dodge and Lancer dropped 27 
percent in May. One dealer ex- 
plained it: “April was a boomer. 
We had a sales contest and in- 
centive setup, so we borrowed all 
the May sales we could steal. So 
the contest is over. Sales drop.” 

(Chrysler-line dealers are said to 
have about a 30-day supply of used 
cars, which dealers claim is the 
lowest in recent area history.) 

May was 20 percent better than 
April for Buick, with credit for the 
increase going to a massive adver- 
tising program and introduction of 
the Skylark. A factory representa- 
tive told Automotive News: “We've 
had a tremendous amount of pub- 
lic interest in the car. Lots of 
showroom traffic and sold orders. 
I’ve heard we're about 30 days be- 
hind in filling orders for the Sky- 
lark.” 

The “Have Fun in a Buick” pro- 
motion has another 30 days to run 
in Southern California, A _local- 
area-only program, it is designed 
around vacation travelling. A di- 
rect-mail campaign directed to the 
middle-income group of potential 
Buick buyers, has pulled better 
than 25 percent returns on an in- 
itial mailing. Buick dealers are re- 
ported holding a 28-day supply of 
used cars. 

+ a * 

IHOUGH Oldsmobile has no ad- 

vertising program like Buick’s, 

it is said that May was 20.7 percent 
better than April. The F-85 showed 
a 66.4 percent increase, and the 
Standards a 2.3 percent boost in 
May-April comparisons. Used-car 
inventory for Oldsmobile dealers is 
holding around the 20-day level. 


Lark dealers report their May 
was 15 percent better than April, 
with the last 10 days accounting 
for most of the increase. This is 
about 4 percent higher than the 
average gain reported by Lark 
dealers throughout the United 
States. 

Local S-P dealers are averaging 
a 25-day supply of used units. Rea- 
sons advanced for the improvement 
in S-P business was recent gov- 
ernment orders, improved dealer 
response, increased floor traffic and 
more people employed. 

Chrysler and Imperial are hold- 
ing well in the face of aggressive 
competitive promotional campaigns, 
with both retaining April levels 
during May. Effect of the Buick 
campaign, Ford and Chevrolet ad- 
vertising has pushed Chrysler-line 
sales slightly below averages for 
the U.S 

May-April figures were not avail- 
able for Pontiac, Rambler and Cad- 
illac, All three were registering 
fewer cars in California in Feb- 
ruary and March than in the com- 
parative months of 1960, 

* oe o 

port sales in Los Angeles are 

way up, with minor exceptions. 
Recent price cuts, free air-condi- 
tioning or automatic transmissions, 
better delivery and new models 
have done their bit to improve the 
lot of our major import market. 

Volkswagen people report 
Transporter sales were up (about 
one-half of one percent) in May, 
and also ahead of 1960’s average. 
(This is in the face of increased 
competition from Corvan and 
Econoline.) Passenger cars moved 
about 10 percent better in May 
than April, primarily because 
dealers had the cars, As a VW 

(Continued on Page 62, Col, 3) 


61 





Largest Stock 


BRITISH CAR PARTS 

HEPOLITE—Pistons & Rings 

WELLWORTHY—Pistons & Rings 

JAMES—Valves & Guides 

TERRY—Valve Springs 

PAYEN—Gaskets & Oil Seals 

BORG & BECK—Clutches 

LOCKHEED & GIRLING—Brake Parts 

FERODO—Brake Linings, Fan Belts 

LUCAS—Ignition, Lamps, etc. 

GLACIER—Engine Bearings 

VANDERVELL—Engine Bearings 

RANSOME & MARLES—Ball & Roller Bearings 

WHITELEY—Water Pumps, Tie Rods, Universals VARTA—Batteries 
e other top lines 


ITALIAN CAR PARTS 


ATE—Valves, Ring Sets 
F & S—Clutches 
REINZ—Gaskets 
SIMRIT—Oil Seals 


HELLA—Lamps, Horns 


SWF—Windshield Wipers & Motors 
FRESE—Bumpers & Mirrors 
GLYCO—Engine Bearings 


BOSCH—Spark Plugs & Ignition 
TEXTAR —Brake and Clutch Linings 


@ other top lines 


in the U.S.A. 


ERMAN CAR PARTS FRENCH CAR PARTS 
KOLBENSCHMIDT—Pistons 
ATE—Lockheed Brake Parts 


ONOPOLE-POISSY—Pistons, Rings, Valves 
CURTY & Cie.—Gaskets, Oil Seals 
ALLINQUANT—Shock Absorbers 
COUSSINETS MINCES—Engine Bearings 
SOCIETE FERODO—Brake Linings, Clutches, Ferlec 
DES FREINS LOCKHEED—Brake Parts 
SOCIETE S.E.V.—ignition, Fuel Pumps, Wipers 
MARCHAL—Lamps, Light Units, Spark Plugs 
PARIS—RHONE—Generators, Starters, Regulators 
$.N.R.—Ball and Roller Bearings 
JAEGER—S.N.A. —Speedometers, Instruments 
PECASEAUX—Lamps, Plastic Parts 


e other top lines 


MARELLI—Ignition, Spark Plugs SPESSO—Gaskets AKRON—Oil Seals, Rad. Hose R.I.V.—Ball and Roller Bearings @ other top lines 





Quick Service Available In All Parts of the U.S.A., Hawaii 
and Puerto Rico Through Authorized Beck Distributors. 


BECK DISTRIBUTING CORP. 
70 East 131st Street, New York 37, N. Y. 


WHOLESALE ONLY — Only Dealers may apply for catalog to nearest regional distributor listed below. 











Car Rental 
Franchise Opportunity 


HAVE YOU CONSIDERED 


THE CAR RENTAL FIELD 


AS A PROFITABLE ADJUNCT TO YOUR BUSINESS? 


x x 


National Car Rentals—the world’s most 
progressive car rental system—has a 
franchise open in one of the country’s 
primary markets. 


Your experience in the automotive in- 
dustry ... as a dealer, taxi fleet owner 
.++ gives you a big head start as a Na- 
tional licensee. (Ford dealers are espe- 
cially equipped to rent the car National 
features.) 


We will help you establish a profitable 
car rental operation. You will completely 
own your own business and equipment, 
and retain all profits. We provide you 
with promotion aids, a customer referral 
network, credit card business, national 
corporate accounts, a national advertis- 
ing program, many other benefits. 


NATIONAL CAR RENTALS e Dept. FD 


«x «x 


Because business travel is continually 
increasing, a National System fran- 
chise offers immediate volume plus 
tremendous potential for future growth 
and profits. 


Get more money-making mileage out of 
your automotive know-how. For full 
details, contact: 





e 1015 Locust Street e St. Louis 1, Missouri 
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Ballard Leaves 


New-Car Business 


LOUISVILLE. — Breaux Ballard 
Co., Inc., hag given up its Buick 
franchise and is going out of the 
new-car business, according to G. 
Breaux Ballard, president. He said 
the firm will continue in the used- 
car and auto-repair business. 


The Buick franchise has been ac- 


quired by a new company, Jim 
Cooke Buick, Inc., 845 S. Third. The 
firm is headed by James Cooke, 
who operated Jim Cooke Buick- 
Rambler, Inc., in New Albany until 
last February. 

Volkswagen of Louisville, which 
is headed by L, Allan Caperton, is 
moving from 2232 Bardstown Rd. to 
the main portion of the Ballard 
plant at 115 W. Broadway. 








inders 


Wheel 
4a ts ‘dog days, too! 












Go 7 j z 


when the heat is on... 

EIS Wheel Cylinders stand up 
because they’re equipped with 

'E’ Series HRC* Cups, 

Expanders and Springs! 


Smaller drums and faster braking create high temperature conditions 
that shorten wheel cylinder life. Beat the heat by installing EIS Wheel 
Cylinders with the built-in ‘“E" Series *HEAT-RESISTANT-COMPOUND Cups! 
These specially formulated EIS Cups provide a positive, longer-lasting 
seal. And, for extra insurance, the Expanders and Springs provide just 
the right pressure needed at the point of 

contact between cups and cylinder wall. 
















Every EIS Wheel Cylinder has this extra safety 
--} factor... and it doesn't cost a penny extra! 


“E"” Series *HRC Cups with Expanders 
and Springs are also available in Shop- 
Size Cabinet Assortments and in 

Standard-Ten-Paks. 


; “, Use them in ALL your 
AWE brake work... 
NS they work better! » 

The new. EIS Catalog Sup- ‘ 
plement 30H-11 is ready. 
Make sure you get your copy; it 
includes a complete, up-to-date 
listing of 1961 Model applica- 
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@ Highly efficient 
at —40°F., too! 





























Write for catalog 
EIS AUTOMOTIVE CORP., Middletown, Conn. 


The Broadest and Most Profitable * 


Consumer Credit Insurance 
Market Ever Developed 


NTA Ew ELL Ls 


Automobile 
Physical Damage Insurance 
(Comprehensive, Fire, Theft and Collision) 


Credit Life Insurance 


RESOLUTE 
INSURANCE 
ee 


Established 1926 


SPECIALISTS 
IN CONSUMER CREDIT INSURANCE 


Hartford 3, Connecticut 
* a 


AUTOMOTIVE NEWS, JUNE 19, 1961 


High U. C. Prices Persist .. . 





ing new cars at a discount, we'd 


be out of business in 60 days.” 
* * *” 


L.A. Market Brightens; p= 3)3:2, 20 
Loan Rate Relaxed 


(Continued from Page 61) 


executive said: “When we’ve got 
them, we sell them.” 

Renault is holding its ground, 
with May retail sales seven units 
under April. Factory distributors 
report only a 60-day stock of Dau- 
phines on hand, which they say is 
reasonable for a distributor. (Local 
dealers were happy when it was 
reported a trainload of “Mansfeld” 
Dauphines left the area for an 
Eastern city.) 

Peugeot put an incentive pro- 
gram on the desk in late April, 
which pays $50 to salesmen for 
each retail delivery plus an allow- 
ance to the dealer. Peugeot’s May 
was 29 percent better than April, 
but the number of units was less 


than 100. 
A ROOTES spokesman said: “In 
May we wholesaled more cars 
than in the previous 14 months.” 
On the basis of wholesale sales, 
Rootes’ May was 58 percent better 
than April. Dealer orders are run- 
ning about 80 percent for the free 
automatic transmission and 20 per- 
cent for the free air conditioning. 
Rootes has an advertising pro- 
gram offering a Hillman Special 
sedan with either free air or au- 
tomatic for $1,599, West Coast 
port of entry. There’s a $75 bonus 
payment to dealer salesmen for 
each unit retailed. 

Biggest gain was reported by 
Hambro Automotive, which recent- 
ly assumed BMC distribution from 
Gough Industries, A Hambro 
spokesman told AvuTomMoTivE NEws 
that May wholesale deliveries were 
641.9 percent over April, and 52.4 
percent better than May, 1960. 

Local stocks of BMC units have 
been cut more than half in the last 
45 days. In the last two weeks of 
April, BMC dealers are said to have 
registered 68 units, compared with 
236 in the first two weeks of May. 

Mercedes finds May 12 percent 
better than April. Dealers were of- 
fered a “Diamond Jubilee” trip to 
Stuttgart, Germany, in a sales con- 
test said to be responsible for the 
sales gain. DKW wholesale stocks 
are said to be zero, with the next 
shipment of 750s expected in late 
July or early August. 

Volvo’s $1,995 model, a change in 
distribution to factory owned, and 
aggressive advertising have moved 
May business to a 65 percent gain 
over April. In the same period, 
wholesale shipments have nearly 
tripled as dealers rebuilt their 
Volvo stocks. 

* cd * 

HE overall picture finds in- 

creased business done at the ex- 
pense of profits, Everything from 
Cadillacs to Monzas can be bought 
at a discount, with most dealers 
shooting for 10 percent over in- 
voice. Big Fords, Dodges, Mercury 
Sixes, big Oldsmobiles and Buicks, 
Imperials and Plymouths are slow. 
Hot itemg are Lincolns, Monzas, 
Falcons and Comets. Though al- 
most everyone reported gains, the 
increases seem neither impressive 
or unusual. Business was just im- 
proving to a profitable level after 
the nearly disastrous first four 
months of 1961. 

A major change took place in 
the money market the week of 
May 22nd. At that time, most 
banks and finance companies an- 
nounced a discount rate of 4 per- 
cent on all new-car contracts in 
which: The maximum advance 
was not more than 90 percent of 
dealer cost (including tax and li- 
cense), the purchaser was not 
charged more than 5% percent 
and had a preferred credit rating. 

Used cars were helped where 
they needed it most. Current and 
one-model-year-old cars had the 
maximum contract extended from 
30 to 36 months, The discount rate 
on such contracts was reduced 
from 5% to 4% percent. 

Cars two model years old are al- 
lowed contracts of 30 months, in- 
stead of the previous 24-month 
maximum. So far, few dealers have 
done much with the new rates as 
advertising or promotional mate- 
rial. 

A group analysis, of several 
year’s contracts, found that over 


* * * 





40 percent of contracts written 
would have qualified for the new 
rate, had it been previously avail- 
able, Dealers tell AUTomMoTive News 
they hope the new rates will help 
profit levels, and reduce the num- 
ber of credit-union deals. 


The ratio of cash to credit sales| 


has improved in the past few 
months. At the turn of the year, 
dealers found cash deals in the 
majority. Since April, the ratio has 
shifted to a point where most con- 
tract holders report a 40 percent 
cash, to 60 percent paper, ratio 
which is said to be normal] for the 
season. 
* * * 

Se. and repos are 

also back to normal] levels. 
There were about 30 percent fewer 
repos in April than March, with 
April and May holding to expected 
levels. Though used-car prices are 
high enough for finance people to 
get most of their money out of a 
repossession, a few finance man- 
agers report that cars are being 
turned back in worse condition 
than ever before. 

Dealers who “married” weak 


acre. A. E. Nugent (Chevrolet) 
pitched: “Our ads don’t work very 
hard, but we do! .. . Speaking of 
money ... Don’t expect us to save 
you $500 more than any other deal- 
. What we deliver is a deal 


OB. 
where you come out somewhere be- 
tween $50 and $125 better ... Not 


exactly a fortune, but not peanuts 
either.” 

Harry Apple (Chrysler) took 
space to say: “Three reasons to 
buy ... lower prices . .. higher 
trade . . . we need the money!” 
A San Fernando Valley Pontiac 
dealer (Wilkins) took a quarter 
page to list his used stock over 
“60” days old. His offer included 
a suggestion to other dealers that 
left-over cars would be disposed 
of after the sale closed. 

“No Cash Down! No Payments 
for 3 Months” was bannered by 
Van Nuys Motors (Lincoln-Mer- 
cury-Comet), which followed with 
a full explanation of the deal. 

“If your car equity is $500 or 
more, pay no cash down, and make 
no payments for three months. Our 
salesman will gladly explain this 
offer to you in full detail ... bring 
(Continued on Page 63, Col, 1) 








buyers in January, February and 
March are beginning to get cars 
back. In most cases, this was a 
case of taking weak deals when 
business was so bad that any deal 
was better than no deal. 


A highly qualified finance man 
told Automotive News: “May is a 
decided improvement over April. 
The dealers are moving more cars, 


but I’m not sure it means more|) 


profit. They’re lowering the inven- 
tory, but profit is just not in the 
deal.” 

Discount-store sales of new cars 
have simmered to a walk, with a 
few dealers handling referrals on 
a “back-door” basis. Most of them 
consider the business lucky that 
discount houses were sidelined 








from the auto field, since recent 
reports. indicate that F. W. Wool- 
worth Co, and S. S. Kresge, both 
dime-store chains, and May Co. 
(large department store operator) 
intend to open chains of discount 
houses. 

As one dealer put it: “If the big 
department stores ever began sell- 


Ad, Sales Code 
To Be Considered 
By N.Y. Dealers 


NEW YORK.—A mass meeting 
to present and adopt advertising 
and selling standards for the auto 
industry has been called for Thurs- 
day (June 22) by the Better Busi- 
ness Bureau of Metropolitan New 
York for new and used-car dealers 
in the five boroughs of New York 
City, Westchester, Nassau and Suf- 
folk Counties. 

Hugh R. Jackson, BBB president, 
will preside, and the speakers will 
be New York State Attorney Gen- 
eral Louis J. Lefkowitz and Eugene} 
Malice, president of the Greater 
New York, Long Island and West- 
chester Automobile Dealers Assn. 

According to the bureau, decep- 
tive and unfair advertising and sell- 
ing practices by a minority of deal- 
ers in the New York metropolitan 
area are causing serious damage 
to the entire industry. 

“These practices,” Jackson said, 
“have overstepped the bounds of 
fair competition, are deceptive and 
misleading to the public, and have 
brought discredit and loss of pub- 
lic confidence to all dealers—good 
and bad alike.” 

He said the new standards, devel- 
oped over a period of months by 
the BBB and a representative com- 
mittee of dealers, are aimed at 
curbing abuses such as low balling, 
high balling, deceptive advertising 
of a price alongside of an illustra- 
tion of a higher-priced model or 
one with equipment not included 
at the featured price, advertising 
used cars with the implication that 
they are new, and featuring guar- 
anties without disclosing their 
terms and duration. 








DUAL WHEEL 


ADAPTERS 





CUBLES TRACTION — 
ASSURES STABILITY 


SES SAME SIZE TIRES 
AND WHEELS 
DDS TO APPEARANCE— 
EASY TO INSTALL 
OADS AND TOWING TRAILERS 
MADE 100% SAFER 
ATISFACTION GUARANTEED 
OR MONEY REFUNDED 


Set No. Make and Size Dealer Cost 
CG556F Chev. ¥% Ton $37.50 
CG658F Chev. %-1 Ton 45.00 
D455F Dodge ¥% Ton 37.50 
D658F Dodge % Ton 45.00 
F555F Ford % Ton 37.50 
F658F Ford % Ton 45.00 
1455F IHC % Ton 37.50 
17256F IHC % Ton 45.00 
W555F Willys All 37.50 


Used by Sportsmen—Farmers—Contractors 
—Camper Haulers—Small Wreckers—Pull- 
ing Trailers—Utilities—Hauling Livestock— 
and others. Order from your jobber or 
truck equipment distributor. Write for 
Catalogues and Literature. 
Also Manufacturers of the World's 
Most Complete Line 


DUALMATIC 


WYTHE A 


7) 





at) ae Vas 
38 
yt 
TRUCKS 


Easy to Install 
Simple to Operate 
One Year Guarantee 
40 Models Available 
Dealer’s cost in lots of three, Willys and 
IHC Scout, $37.50 per set. Others to 1 ton, 
$42.50 per set. Stocked by over 5,000 
jobbers and 100 warehouses. Free chrome 
demonstrator available to dealer on 3 set 
order. Write for catalogue and price sheet. 


P.O. BOX 419 LONGMONT, COLORADO 


ANY 1%, 34, 1TON TRUCK 
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Loan Rates Eased on New, Used... 





L.A. Market Brightens in May 


(Continued from Page 62) 


in your ‘pink’ slip or payment 
book.” 

Classified advertising in Los An- 
geles runs from the ridiculous to 
the sublime. There’s no beating 
around the bush by Poor Man’s 
Lot, which advertises: “$50 Down, 
we don’t care who you are... no 
approved credit necessary ... all 
contracts carried on the spot.” 

ae * * 
NEW-CAR dealer made his 
moon shot with a “’60 Ford 
for $899” listing, which on close 
scrutiny turned out to be an Anglia 
made in England. 

“We Speak Your Language,” 
said Downtown Ford’s classified 
copy, which listed Spanish, Ori- 
ental, Italian, German, Austrian, 
Yiddish, Hebrew, Polish and Bo- 
hemian. 

Harger-Haldeman was advertis- 
ing new Renaults and Peugeots at 
$199 down. Some competition was 
given this offer by Earle C. An- 
thony, Inc. (Lincoln- Mercury- 
Comet), which is clearing the deck 
of Borgward, BMW 700 and NSU 
models in a “warehouse sale.” 

* * * 


OLKSWAGEN sales are moving 

along, but the slight surplus of 
cars has VW dealers on the air 
and in the papers. 

“VW, Brand New 1961s priced 
from $1,695” .. . “Special LOW 
prices during our 6th Anniver- 
sary Sale of the Nation’s No. 1 
Import Car.” . . . “Volkswagen, 
1961, each, $1,695, now at Euro- 
pa Motors.” 

Though dealers are skirting 
around the promise of immediate 
delivery, there’s little trouble for 
sedan buyers shopping to find the 
color or trim desired. 

Rambler dealers have gone all 
out to boost their sales and regain 
the sizzling pace set in previous 
months, Monarch Rambler offered 
a two-night, three-day vacation for 
two, $10 worth of chips and show 
tickets in Las Vegas to any pur- 
chaser of a 1961 Rambler. 

Bones Hamillton (Rambler) said 
he is “Discounting below Discount, 
Brand New 1961 Rambler,” with the 
additional advantage that purchas- 
ers may “charge” their downpay- 
ment. 

“Factory - Discount Sale Saves 
You $400 to $800” is the slant of 
Rube Tucker Rambler. Copy lists 
a 1961 Rambler wagon, delivered in 
California, at $1,945, without any 
service or delivery charge added. 

In the copy Tucker says: “$50 
Delivers a Rambler for the month 
of June . . . American Motors is 
giving us a special discount. We 
guarantee to sell you a car in June 
at year-end October prices.” 

EA * * 


RANK TAYLOR FORD used 

nearly a full page of classified 
to pitch his “Bonus” allowances. 
Included was an “Official Base 
Price List” of all Ford models. Ad 
copy read: “This offer good from 
May 30 through June ist. We are 
offering 10 important ‘extras’ free 
of extra charge with the purchase 
of a new 1961 Ford at our base list 
price below.” 

Free extras were: Fordomatic 
or overdrive, heater, radio, power 
steering, padded dash and visors, 
two side mirrors, wheel covers, 
white walls, safety belts and 
dealer-guarantee policies. 
Funniest collection of classified 
copy broke one Sunday when three 
Ford dealers found their advertise- 
ments next to each other. City Ford 
had a Falcon two-door at $2,029. 
Holmes Tuttle listed his ag $2,030, 
while Midway was quoting $2,036 
for a ’61 Ford. (Reason enough for 
the public to be confused about 
prices.) 

Factory advertising ranged from 
Buick spreads talking of “The fun 
of owning a Buick” through Chrys- 
ler’s comparison chart with other 
mediums, and Valiant “savings” in 
a list-price battle with other com- 
pacts. 

Imports were in the act with 
Renault’s “five doors” (a four-door 
sedan with sunroof) and Hillman’s 
$1,599, with free air cunditioning or 
automatic transmission. 

J Ey * 


Corvam and Falcon waged a 





paper war, which so far has 
decided nothing. When Falcon’s 


Futura was announced, much was 
made of the sporting flavor of 
bucket seats. Soon Corvair took 
space to picture a single bucket, 
and claim: “So much that can’t 
be copied. Let’s face it; bucket 
seats alone do not a sports car 
make.” 

Falcon snapped back with “Fu- 
tura’s the one that never cramps 
your style. Some luxury compacts 
make you choose between your 
friends and your luggage, But 
not the new Falcon Futura.” 

As far as sales go, both cars are 
hot items, with Corvair’s Monza 
accounting for a larger chunk of 
Corvair sales, than Futura’s piece 
of Falcon pie. 

Used cars are where the money’s 
made at most dealerships, but clean 
stock is simply not available. As 
one luxury-line dealer put it: “In 
the past 90 days I’ve looked at 
more ‘dogs,’ ‘rats,’ and ‘stove lids’ 
than in the previous year.” 

Used Chevrolets are hot, with 


General Tire Unit Unveils 
Vinyl Processing Machine 


(Continued from Page 4) 


warm-up mill to increase its plia- 
bility. 

From the mill, it is transferred 
by conveyor to the second mill. 
When the vinyl is of the correct 
pliability and consistency, it is 


Still in Charge, 


Colbert Declares 


Sees Chrysler Strength 
In Wake of Troubles 


(Continued from Page 2) 


did not say whether Chrysler would 
request that this be done. 

Colbert foresaw long-range bene- 
fits in the spate of negative pub- 
licity emerging from the conflict- 
of-interest scandals, 

“The way we met our problem 
—by tackling it head-on—by tak- 
ing direct action—may even help 

to strengthen the kind of pub- 
lic reputation that we have en- 
joyed as a company for more 
than a third of a century,” he 
said. 

“At every level of Chrysler man- 
agement today there is a new em- 
phasis upon factual objectivity, 
dispassionate logical analysis and, 
in short, realism ... 

“Today there isn’t a man in the 
management ranks at Chrysler who 
has any illusions whatever about 
the size of the job confronting 

) ee 

“We have sustained one of the 
most severe attacks ever sustained 
by a business organization on its 
public reputation and we have 

weathered it. Because of the trou- 
ble we have experienced we are 
not only a more realistic company 
—we are a more mature company.” 
* Ok * 


N SHARP contrast with Colbert’s 
forward look were Bacaloff’s 
jibe at “deterioration” of the com- 
pany and a quote attributed to an 
unnamed Chrysler Corp. dealer by 
the Miami News: 

“We're hurting because of the 
troubles the company is having in 
Detroit with Tex Colbert.” 

The Miami daily had prefaced 
the dealer’s quote with a report 
of sales declines from May of 
last year in all Chrysler Corp. 
makes. 

Another critic of Chrysler man- 
agement, Sol A. Dann, will go to 
Federal District Court in Detroit 
today (June 19) in an effort to 
quash a company motion to dis- 
miss his charges that proxy rules 
were violated at and preceding the 
shareholders meeting in April. 

Dann welcomed Bacaloff’s entry 
into the field of proxy fighters 
against Chrysler. He has expressed 
the hope that the anti-manage- 





ment battle would be led by some- 
one else this next year. 





































most recent models selling way 
over “book.” Fords are cool, with 
Plymouth activity depending on 
the dealer. Mediums are still suffer- 
ing from “compactitis,” while as 
one dealer told Automotive News: 
“A luxury car without air-condi- 
tioning is as hard to sell as a 
house without a toilet.” 

* * * 


1 prices seem just a 
few days past their peak. The 
auction (Los Angeles Dealers Auto 
Auction) was moving units at what 
seemed to be retail prices, with 
dealers happy to pay in order to 
have some sort of lot stock. 

At a used-car meeting, most 
dealers present agreed that high 
prices (for used stock) would re- 
main until the middle of July. 

“But,” commented one man, “if 
the new-car boys ever get off their 
can, used-car dealers are going to 

be in trouble with overpriced 
stock.” 


taken by belt conveyor to the cal- 
ender for application to the base 
fabric. As the vinyl fabric emerges 
from the calender, it is embossed 
and then threads its way through 
a series of cooling drums to the 
wind-up reel. 

Although Textileather does about 
50 percent of its business in the 
automotive industry, it also sup- 
plies Tolex in different formula- 
tions to manufacturers of shoes, 
luggage and leathergoods, sporting 
goods, office furniture, bookbind- 
ings and to the marine field. 

Further evidence of Texti- 
leather faith in the future is the 
construction of a two-story office 
building at the plant site which 
cost about $400,000. 

The building, which will be com- 
pleted in December, will centralize 
the division’s administrative and 
sales offices with the division’s pro- 
duction facilities. Present adminis- 
trative and sales offices are in 
downtown Toledo. 

Textileather was founded in 1911 
and moved to Toledo in 1930 when 
it was merged with Maumee Fin- 
ishing Co. It was merged with Gen- 
eral Tire & Rubber Co. in 1954. 

Since becoming a division of 
General Tire, Textileather has 
had incorporated into its produc- 
tion facilities the Forrest Process 
Co., and the Respro Division of 
General Tire. 

Attending the unveiling in addi- 
tion to Lippman were M. G. O’Neil, 
president of General Tire; J. E. 
Powers, plastics operations vice- 
president, and various department 
heads at Textileather. 


Mercury Pays 
Rebates; Ford 


Offers Vacations 


DETROIT.— Mercury is paying 
rebates on old cars and demon- 
strators, and Ford Division is of- 
fering vacation trips to dealers and 
sales managers. Both the Ford and 
Mercury programs began June 12 
and are scheduled to end July 31. 

Mercury dealers are receiving a 
bonus of $100 for sales of new cars 
built before Jan. 1, 1961. There is 
also a $250 rebate on demonstrators 
sold to salesmen and on company- 
owned demos sold and replaced. 
Ford Division has a similar setup 
on demos with a $200 payment. 

In Ford Division’s new contest, 
600 dealers will win five-day trips 
for two to Puerto Rico, and 375 
sales Managers will get three-day 
trips for two to Las Vegas. 

Dealerships have been assigned 
quotas and have been divided into 
groups in each district. The win- 
ning dealerships will be those 
which achieve the highest percent- 
age of their quotas. The program 
includes Falcon, Thunderbird and 
trucks, as well as standard-sized 
models, 
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What do they 


have in common? 








the uncommon 
motor oil! 





Motorists who care for their cars . . . and serv- 
icemen who care for their customers . . . agree 
that WoLF’s HEap Oil is truly the finest of the 
fine. There’s a reason—WOLF’s HEapD is 100% 
Pure Pennsylvania, Tri-Ex refined three impor- 
tant extra steps and scientifically fortified for 
the finest engine protection. The result is un- 
common lubrication . . . uncommonly low op- 
erating and upkeep costs .. . truly uncommon 
quality. That’s why motorists who care for their 
cars always insist on WOLF’s HEAD. Keep your 
customers coming back with WoLF’s HEAD... 
the motor oil that commands uncommon cus- 
tomer loyalty the country over. 


WOLF’S HEAD OIL REFINING CO. 
OIL CITY, PA. 





SOLVES 
YOUR PLATE 
PROBLEM! 


Af a HURRY! 


Now Available! New, Improved, Foolproof 


DEALER PLATE HOLDERS 


HERE’S WHY EVERY DEALER WILL WANT THEM: 


* PREVENTS LOSS OF PLATES, THEY ARE COMPLETELY SECURE! 
* CLIP ON AND OFF IN A JIFFY! * FIT ANY BUMPER! 

* STURDY! Made of heavy duty galvanized 
0 0 spring wire with aluminum clips. 


geese ees aer eee seer eeseyg 
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JOBBER INQUIRIES 












INVITED 
SHELAR CO, 714 65th Street, Brooklyn 20, N. Y. 
Enclosed herewith our check for ee 


id RGM cess 


IN LOTS OF 12 OR MORE PREPAID 4 pie 
$1.25 FOR SMALLER QUANTITIES : 
Address. — 


Send eheck with order. City State 
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Index Tops April by 103 Percent... 





May Service Business Spurts 


(Continued from Page 1) 
change, May’s customer labor sales 
were 3.3 percent, above the April 
report. 
- * * 
qs of parts for cars and 
trucks being repaired in deal- 
ers’ shops were up by 1.0 percent. 
Total parts and accessory sales, 
both wholesale and retail, were up 
by 4.9 percent. 
The May figures trail] those for 


May of last year but in every case 
the gap was not as great as it was 
in April. 

Repair orders written in May 
were down 4.3 percent from the 
year-earlier total, Orders written 
in April were 8.7 percent under 
the comparable total for 1960, 
May customer labor sales were 

4.9 percent under the year-earlier 


Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U. 8. PRODUCTION ONLY) 

















Week Week dan. 1 Jan. 1 
Ended Same Ended Output, To To 
June 17, Week, June 10, dune, June 18, June 17, 
_ 1961 1960* 1961* ToDate  1960* 1961 

AMERICAN MOTORS 
Rambler ........................ 9,800 11,664 9,366 23,098 257,066 163,387 
CHRYSLER CORP.**.. 15,700 24,513 15,606 36,142 569,276 266,113 
Chrysler Division ...... 2,200 1,796 2,182 5,322 58,414 46,091 
Chrysler .................... 2,050 1,796 2,034 4,976 45,474 42,743 
Imperial .................... a, “secenltanis 148 346 7,940 3,348 
Dodge Division .......... 5,300 11,185 5,280 12,495 219,786 83,829 
Dart-Polara ............ 4,150 11,185 4,150 9,831 219,786 63,794 
NE Stina cecersevesisioriee Be”  scvcitions 1,130 a 20,035 
Plymouth Division .... 8,200 11,311 8,144 18,325 280,708 136,193 
IE Ge cccsnsevsccssees 4,904 10,632 139,402 80,568 
PII: icdyssihdvorceovactes 3,240 7,693 141,306 55,625 
FORD MOTOR 37,219 94,722 948,433 756,099 
Ford Division 30,017 76,336 782,815 615,242 
ERIE ccieceiksesscoesvoessva 11,836 28,870 247,231 228,600 
Ford (Std.) 16,581 43,406 488,604 342,755 
Thunderbird. ............ 1,628 2,257 1,600 4,057 46,980 43,887 
L-M Division .............. 8,010 7,126 7,202 18,386 165,618 140,857 
IIE <a sotevevacedeteesitvan’ 4,670 4,097 4,691 11,159 68,234 79,510 
SEE Uaditvinseerseveveth 500 250 494 1,236 10,743 14,426 
EE scorsvcvecccsnyoses 2,840 2,779 2,017 5,991 86,641 46,921 
GENERAL MOTORS .. 63,225 63,634 63,394 149,912 1,726,700 1,271,564 
Buick Division .......... 6,340 5,615 6,350 15,152 152,643 120,795 
Buick (Std.) ............ 3,935 5,615 3,940 9,369 152,643 82,245 
RNs. “Rxcassuieshischeniives BEN cts 2,410 Glee wanes 38,550 
INTE occd.sidoia ccsasvo tose tib 3,360 3,432 3,386 8,103 84,423 77,703 
Chevrolet Division .... 38,100 38,779 38,190 90,591 1,049,672 766,471 
RIED sc cstasbadbicssarsiobes 7,900 4,087 7,885 17,986 140,026 168,602 
Chevrolet (Std.) ...... 30,200 34,692 30,305 72,605 909,646 597,869 
Oldsmobile Division .. 6,825 6,610 6,347 16,180 200,168 140,056 
MY gccansrsvcsscccivnasetersce ee 1,411 | an 30,302 
Oldsmobile (Std.) .. 5,525 6,610 5,436 13,021 200,168 109,754 
Pontiac Division ........ 8,600 9,198 8,621 19,886 239,794 166,539 
Pontiac (Std.) ......... 5,700 9,198 5,688 13,347 239,794 108,860 
OIOE  o.csecccrscccceesee o> sancenxeens 2,933 ee. - “<steaans 57,679 

S-P CORP. 

NEN occ issubcvecuhs tosnssvoccobsees 1,640 2,584 1,671 4,018 60,894 28,882 
CHECKER ...............:::000 125 113 127 303 3,881 2,806 
Total Cars, U. S.** ....131,703 137,754 127,383 308,195 3,566,250 2,488,851 





**Totals for 1960 include DeSoto production. 


COMMERCIAL CARS 
(U. 8. PRODUCTION ONLY) 









































Week Week dan. 1 Jan. 1 
Ended Same Ended Output, To To 
June 17, Week, June 10, dune, June 18, June 17, 
1961 1960* 1961* To Date 1960* 1961 
7,407 7,210 17,798 226,773 158,485 
48 37 107 1,449 828 
Me “aise <=. Meher 2,007 1,012 
1,915 1,506 3,624 38,386 30,996 
6,619 7,210 16,564 186,741 159,129 
2,362 1,361 3,283 56,462 31,785 
2,712 3,158 71,663 65,949 69,060 
361 239 1,570 7,186 4,682 
397 145 343 8,023 3,646 
374 359 890 9,114 8,243 
3,277 3,988 8,104 72,975 52,845 
97 89 244 2,145 2,185 
Total Trucks, U. S. .... 24,042 25,63 25,302 60,190 677,210 522,896 
Total Cars, Trucks, 
MNT ccacicocs¥secesctistnsointiy 155,745 163,391 152,685 368,385 4,243,460 3,011,747 
CANADIAN PRODUCTION—CARS 
Week Week dan, 1 Jan. 1 
Ended Same Ended Output, Te To 
June 17, Week, June 10, June, June 18, June 17, 
1961 1960* 1961* To Date 1960* 1961 
CHRYSLER CORP. .... 1,225 1,338 1,216 2,928 29,401 23,132 
FORD MOTOR .............. 2,050 2,725 2,029 4,889 56,682 48,014 
GENERAL MOTORS .. 4,100 4,215 4,092 13,872 107,156 90,484 
AMERICAN MOTORS Be". Ssgatinas 180 Mee Gane 3,140 
Be IE, vscscesveccccccccasesee 160 160 160 416 2,845 2,896 
Total Cars, Canada.... 7,715 8,438 7,677 22,537 196,084 167,666 
CANADIAN PRODUCTION—TRUCKS 
Week Week dan. 1 dan. 1 
Ended Same Endeq Output, To To 
June 17, Week, June 10, dune, June 18, June 17, 
1961 1960* 1961* To Date 1960* 1961 
CHRYSLER CORP. ..... 160 141 163 384 3,510 3,659 
FORD MOTOR. .............. 350 539 331 804 10,698 9,079 
GENERAL MOTORS .. 800 858 810 1,919 22,040 16,099 
INTERNATIONAL ....... 260 237 262 631 6,179 5,900 
Total Trucks,Canada _ 1,570 1,775 1,566 3,738 42,427 34,737 
Total Cars, Trucks, 
IES 5 sccissescagecccacese 9,285 10,213 9,243 26,275 238,511 202,403 
Grand Total, 


Cars and Trucks, 


U. S. and Canada....165,030 173,604 161,928 394,660 4,481,971 3,214,150 
*Revised. 


total. In April, the gap was 6.8 per- 
cent. 

* aX * 
GHOP parts sales in May were 5.9 

percent under the May, 1960, 

total. The April report showed shop 
parts sales 7.4 percent under the 
year-ago figure. 

Sales of all parts and accessories 
in May were 3.8 percent under the 
May, 1960, figure. In April, the 
year-to-year comparison showed a 
drop of 11.5 percent. 

Methods of compiling the service 
index have been under study at 
AvuTOoMoTIvVE News since late in 1959. 
The process starts with a survey 
of a large cross section of dealers, 
handling all lines, located in all 
parts of the country and in com- 
munities of all sizes. 

Each dealers’ figures on parts 
and service business in the month 
under study, the previous month 
and the year-ago month are com- 
piled and figures showing how 
the various aspect of the typical 
dealer’s service and parts opera- 
tion have changed are computed. 

The service index is a single fig- 
ure which shows how the average 


Chevrolet Marks 
Two Milestones at 


Framingham Plant 


FRAMINGHAM, Mass.—The 100,- 
000th Chevrolet to be produced here 
since the plant was opened in 1959 
was rolled from the assembly lines 
last Tuesday (June 13). 


The car, a white Impala con- 
vertible ordered by J. G. Vieno & 
Son, Inc., Framingham, also mark- 
ed the 45 millionth vehicle to be 
built by Chevrolet since 1911. 

The car was driven from the as- 
sembly line by Lieut. Gov. Edward 
F. McLaughlin jr. Edward H. Kel- 
ley, general manufacturing man- 
ager in charge of Chevrolet’s 34 
plants across the nation, was the 
principal speaker at a luncheon 
commemorating the milestones. 








Seat-Belt Sales Increase 
Sixfold, Chrysler Says 

DETROIT. — Chrysler Corp. 
seat belt sales have increased to 
over 1,500 a week, R. C, Haeusler, 
the company’s automotive safety 
engineer, said. 

The rise in seat belt sales start- 
ed immediately after the an- 
nouncement on Jan. 30 by L. L. 
Colbert, board chairman and 
president, that Chrysler would 
offer seat belts on a nonprofit 
basis to its dealers and urge them 
to offer the belts to car owners 
on the same basis with a nominal 
charge for installation. Haeusler 
said the belts were selling at a 
rate of less than 250 a week prior 
to Colbert’s announcement. 





dealer’s overall parts and service 
Lusiness is doing. 
* od * 

HE current service index shows 

that May business was 103.1 
percent of April business. This 
means that, when al] factors are 
considered, the average dealer's 
service and parts business in May 
was 3.1 percent above the April 
showing. 

An added feature of the service 
index program is a series of deal- 
er discussions of questions relat- 
ed to service. Each month when 
the service index survey is made, 
a large group of dealers is asked 
to comment on some topic re- 
lated to service. 

These dealer comments make up 
the second part of a monthly story 
on parts and service business, This 
month’s service questions dealt 
with the role of customer credit in 


the service business. 
o o* * 


7S survey showed that service 
business is credit business and, 
like all credit business, it has its 
problems, 

The dealers surveyed were 
asked how much of their service 
work was charged by their cus- 
tomers and 78.3 percent of those 
replying said one-half or more of 
service bills were charged. 

In fact, there is good reason to 
believe that auto service is more 
of a credit business than sales of 
new cars. The Federal Reserve 
Board reported that 55 percent of 
new-car sales in April were credit 


Renault Seeks Stability 
In Dealer Organization 


(Continued from Page 2) 


ports should follow economic con- 
ditions.” 
* * *@ 
i is looking for 60,000 to 
70,000 Renault sales in the 
U. S. in “normal” years, but he 
acknowledges that the total won't 


Car Output Rises 
To Year’s Peak 


(Continued from Page 1) 


hicles produced during the week 
ended June 18 a year ago. 

Canadian auto assemblies 
edged up slightly last week with 
an estimated 9,285 cars and 
trucks being produced, That 
compared with 9,243 vehicles pro- 
duced a week earlier, and 10,213 
cars and trucks assembled dur- 
ing the week ended June 18 last 
year. y 

A breakdown of Canadian opera- 
tions showed the industry turning 
out 7,715 cars and 1,570 trucks last 
week, compared with 7,677 cars and 
1,566 trucks produced a week ear- 
lier. During the week ended June 
18 last year, the Canadians built 
8,438 cars and 1,775 trucks. 


Fisher Body to Enlarge 


Hamilton (O.) Plant 


HAMILTON, O. — A 214,000- 
square-foot addition is being added 
to the Fisher Body plants here, 
bringing the total to 1,402,400 
square feet of office, employe ac- 
commodation and manufacturing 
space under nearly 30 acres of roof. 
It is scheduled to be completed this 
fall. 

The plant is used to stamp out 
body components for Chevrolet, 
Pontiac, Oldsmobile, Buick and 
Cadillac cars. 


reach that level in 1961, (Renault 
registered about 12,000 cars in the 
first four months of this year.) 

The long-range goal, he said, is 
20 percent of the U.S. import mar- 
ket which, by his figures, could be 
80,000 to 100,000 sales a year. 

Asked about the anticipated 

Ford Cardinal, Grob replied: “I 
think the Cardinal will pass over 
our head because of its greater 
engine size and, therefore, lower 

economy. 

“However, I can’t say whether 
the Cardinal will be over our head 
in price. If it is sold in our price 
class, it could cause trouble for us. 
But I don’t believe the Cardinal 
will answer the same needs as the 
Dauphine.” 

De Balan said he feels the Car- 
dinal may be stiffer competition in 
Europe and other countries than 
it will in the U.S. 


Suit Challenges 


Ind. Excise Tax 


INDIANAPOLIS, — Four resi- 
dents of Wayne Township have 
filed a suit challenging the legality 
of a new state law calling for a 2 
percent excise tax on all motor ve- 
hicles. 

The law replaces the present per- 
sonal property tax on motor ve- 
hicles and mobile homes, and al- 
though it does not become effective 
until Jan. 1, 1963, it will force as- 
sessors to start taking vehicles off 
the assessment rolls next year. 

Alleging that the law is in viola- 
tion of both the Federal and state 
constitutions, the suit requests an 
injunction to prevent collection of 
the tax until the law’s legality has 
been decided. 


sales. It appears that something 
like two-thirds of all auto service 
work is put on the cuff. 

No dealer reported that more 
than 85 percent of his service work 
was charged. However, better than 
4 percent of dealers said that 85 
percent of service bills went on the 
books. 

* * 


* 
A* THE other extreme, one deal- 
er said that only 5 percent of 
his service work was charged. 

Dealers who give credit for from 
70 to 85 percent of service work 
amount to 31.9 percent of the dealer 
body. Another 29.0 percent gives 
credit for from 55 to 69 percent of 
service work. 

There are 23.2 percent of deal- 
ers who carry from 40 to 54 per- 
cent of service work on their 
books, The final 15.9 percent of 
dealers extend credit on less than 
40 percent of their service work. 

As might be expected, the biggest 
problem in service credit is getting 
the payments in—speeding up col- 
lections from the slow pays and 
getting something out of those who 
won’t pay. 

But there are other problems in 
the field of service credit. Probably 
the biggest of these problems is the 
customer who is something less 
than honest in the way he handles 
his service credit. 

* * + 
ya the list could go on for- 
ever, here are some of the 
most-frequent complaints about 
service customers who want credit: 

They have the work done and 
then ask for credit, putting the 
dealer in the position where he 
has to extend credit. 

They get their credit approved 
for a small service job and then 
bring in a car which needs major 
work. 

They come in to complain about 
service work, sometimes long after 
the work has been completed, in 
order to have the bill reduced, es- 
cape payment of the bill or to 
obtain a delay in paying for the 
work, 

* * * 
6 haw dealers surveyed said they 
have come upon some other 
credit problems, although not too 
often, Customer who move before 
paying service bills are a headache 
in some areas. 

A Massachusetts dealer said his 
biggest problem wag collecting 
from insurance companies. A deal- 
er in New Jersey said he had found 
it difficult to make collections on 
service credit for cars sold under 
a 50-50 warranty. 

A number of dealers said their 
biggest credit problems were 
right in the dealership — main- 
taining proper control over the 
granting of credit is the biggest 
headache. An Ohio dealer pointed 
out a matter that is a factor in 
all credit operations—the high 
cost of keeping proper records. 

Since most dealers do not make 
a practice of charging interest on 
service credit, the current survey 
did not go into this question. 

Ok * ES 


Tes dealers surveyed had noth- 
ing much to add to the usual 
methods of getting payments from 
the slow pays and the no Pays. 

The collection system works this 
way in a typical dealership with a 
well-organized program: 

If the customer ignores the 
first bill, he is billed again. If the 
bill is still unpaid, the customer 
receives a series of letters and 
Phone calls asking for payment. 
If the dealership’s efforts fail, the 
account is turned over to a col- 
lection agency. If that fails, the 
matter is taken to legal] authori- 
ties. 

Many dealers stressed the impor- 
tance of prompt action, once it 
becomes apparent that a _ given 
customer is a credit problem. The 
need for constant vigilance over 
accounts was also stressed. 

* af * 

THERE are many dealerships 

which check credit ratings of 
prospective credit customers and 
turn down those with bad records. 
Most dealerships refuse to do any 
more credit work for a customer 
who has failed to pay a bill. 

The limited number of dealers 
who charge interest on overdue 
bills report that this has made 
payments more prompt, A Cali- 
fornia dealer said he adds 10 per- 
cent to overdue bills and has few 
bills that stay overdue, 

While it is not common, there are 
some dealerships which have a 

(Continued on Page 65, Col, 1) 
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May Service Business 
In-Major Comeback 


(Continued from Page 64) 


credit manager or some one person 
who is in charge of all credit mat- 
ters, This centralizes responsibility 
for credit in one place. 

A Maryland dealer said he uses 
this technique on those who abuse 
credit. When the customer next 
brings his car_in for service, all 
money owed is collected before the 
car is released and the customer 
is denied credit in the future. 


* * * 
A TENNESSEE dealer gave this 
explanation of why he thinks 
some customers feel that they do 
not have to hurry about paying 
service bills: 

“Many of our service customers 
are people we sold new cars to at 
prices ranging from $2,500 to $5,000. 
A great many of these take the 
attitude that, by reason of such a 
large purchase and the big profit 
we made, they should be allowed 
to charge their service bills and 
take their own time about paying 
us.” 

Carrying service bills on the 
books of the dealership can be 
expensive. Of the dealers sur- 
veyed, 14.9 percent said that more 
than 30 percent of their working 
capital was tied up in service 
credit. 

On the other hand, 42.5 percent 
of dealers have 10 percent or less 
of their working capital tied up in 
service credit. Another 27.7 percent 
have from 11 to 20 percent of 
working capital in this class of 
credit and the final 14.9 percent 
have from 21 to 30 percent of work- 
ing capital tied up in service credit. 

Many dealerships hold the 
amount of service credit outstand- 
ing to from 2 to 4 percent of work- 
ing capital. At the other extreme, 
there are dealerships with 50 per- 


Ford, Chrysler 
Double Rebates 


On Training Cars 


DETROIT.—Ford Motor Co. and 
Chrysler Corp. are making it easier 
for schools to obtain new cars for 
use in teaching students to drive. 

Both companies announced that 
they are increasing the rebate to 
dealers from $125 to $250 per unit 
on vehicles supplied to schools for 
driver training programs, General 
Motors already has taken this step. 

James O. Wright, Ford vice-pres- 
ident—car and truck group, said the 
increase will be retroactive to the 
beginning of the 1960-61 school 
year. He said the rebate applies to 
all cars loaned to schools by Ford 
and Lincoln-Mercury dealers. 

E. C. Quinn, Chrysler sales divi- 
sions vice-president, said the new 
rebate is effective immediately and 
applies to all cars sold, leased or 
loaned to high schools, It also ap- 
plies to Dodge Truck D-100 and 
D-200 Series pickups. 

Both Ford and Chrysler will con- 
tinue to supply seat belts without 
charge on all driver-training units. 


White Increases 


Truck Production 


CLEVELAND.—White Motor Co. 
has announced its fourth increase 
in production schedules for the 
White Division since the beginning 
of the year. This represents a 50 
percent production increase since 
gan; 1. 

According to H. J. Nave, White 
executive vice-president, produc- 
tion schedules are being increased 
immediately by 10 percent. He said 
the order backlog for the com- 
pany’s compact trucks and trac- 
tors and other White models was 
sufficient to warrant the increase 
at this time. 


Ellis Heads Association 


WASHINGTON.—James G, Ellis, 
Washington public relations coun- 
sel for the Automobile Manufactur- 
ers Assn., has been elected presi- 
dent of the Washington Trade 
Association Executives, 


cent of working capital tied up in 
service credit. 
* * * 
mest dealerships offer a formal 
finance plan from an outside 
source for service work, although 
the use of these plans seem to be 
limited. Of the dealers surveyed, 
only 11.8 percent said that they 
offered no formal financing plan. 
Of the total dealerships, 63.2 
percent offer finance-company 
plans, 41.2 percent offer bank fi- 
nancing and 39.7 percent honor 
credit cards for service work. 

(The figures total to more than 

100 percent because many dealer- 
ships offer more than one finan- 
cing plan.) 

The volume of service credit that 
is being carried by dealers indicates 
that these finance plans are not 
being used as widely as they might. 
While the plans could take the 





credit worries and expense off the 
dealer’s shoulders, it appears to be 
a case of free credit looking better 
to customers than credit that they 
must pay for. Dealers have appar- 
ently failed to convince customers 
that they should pay for service 
credit. 
* kK * 

EN asked what were the 

drawbacks in the finance plans 
for service credit, one reply drowned 
out all others: Customers object to 
the charge for service credit. 

Most dealers appear to be pleased 
personally with the finance plans. 
An Ohio dealer said his bank 
screens prospects for service credit 
too closely, A number of dealers 
pointed out that the customer who 
has a lien on his car sometimes 
cannot get a second loan for re- 
pairs. 

The big objection to credit 
cards is the fact that relatively 
few people have them. As an 
Idaho dealer put it: “We have 
had very, very few requests for 
this service.” 


The charge for credit-card credit 
is generally paid by the retailer. 
An Oregon dealer said he felt this 
added expense was “too high.” An 
Oklahoma dealer said he adds the 
charge to cutomer’s bills but “they 
don’t like it.” 





Buick Council Meets in Flint— 


Buick's National Dealer Council, composed of two dealer representatives from each 
of six sales regions, met with top Buick executives in Flint. As elected representatives 
of the entire Buick dealer organization, council members presented a cross section 
of national opinion to facilitate the formulation of plans and policies of mutual benefit 
to the consumer and dealer and factory management. First row, from left, are James 
E. Fowler, Jackson, Miss.; George A. De Montrond jr., Houston; Edward D. Rollert, 
Buick general manager; Thomas O. Jennings, Cincinnati, and Walter W. Stillman, 
Englewood, N. J. Middle row: A. H. Gehris, Ardmore, Pa.; Rex Garrison, Vancouver, 
Wash.; Roland S. Withers, Buick general sales manager; C. W. Burns, Phoenix, and 
Richard A. Bauer, Harvey, Ill. Top row: W. L. Morrison jr., New Castle, Pa.; Douglas 
A. Graham, Monterey, Calif.; Lowell A. Kintigh, Buick chief engineer; C. C. Goodwin, 
Sumter, S. C., and W. R. Stephens jr., Minneapolis. 





Less Dazzle 4 shaded K-Z-EyE Safety Plate Glass windshield 
helps protect eyes from blinding sky glare. It’s a real eye-opener. 





Less Frizzle £-2-Eyvz in the rear and other windows rejects 
hot sunrays. It’s the next best thing to air conditioning. 


Money-Maker E-Z-EyYE Safety Plate Glass is an easy-to- 
sell, low-cost option. Specify it on more cars for your floor stock, and 
recommend it to customers on special factory orders. 
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NIADA Endorses Divestiture .. . 


Dealers Urged to Back Celler Bill 


(Continued from Page 3) 


dealers, but that other dealers 
might testify if they wished. 
Charles Stradella, GMAC chair- 
man, was questioned at length 
about GMAC’s arrangement for 
refunds from Prudential Life In- 
surance Co. (GMAC holds a 
group contract for credit life in- 
surance with Prudential. GMAC 
issues certificates to car buyers.) 
Stradella explained that the 
amount of refunds varies from year 
to year and that if it becomes too 
high, GMAC asks Prudential to ad- 
just the rates downward. Since 
1942, Stradella said, GMAC has col- 


contracts went to GMAC and 77 
percent of used-car contracts. 


Stradella said the car is usually 
in the shop before GMAC hears of 
it. However, he said that when 
GMAC was asked, it referred claim- 
ants to dealers because it was in 
the interest of the “purchaser’s 
happiness.” 

He added that there was no pro- 
hibition against repair shops so 
long as their prices were reason- 
able. Stradella cited a study made 
by GMAC of 10,000 cars. It showed 
that 63 percent go automatically 
to the dealer; 15 percent eventually 
go to the dealer, and 20 percent go 















by making statements, adding that, 
| “your slip is showing.” 

He noted that the climate had 
now changed and that GM had 
better be aware of it. 

* * + 


M GENERAL Counsel A, F. 

Power pointed out that al- 
though GM and GMAC were found 
guilty of criminal activities, all 17 
defendants were acquitted. More- 
over, in the eight treble-damage 
suits, he said, GM paid no damages 
either because it won its case or 
the cases were dismuissed. 


Donner protested that in the 
GMAC case, GM is operating 





lected from Prudential about $21 
million in refunds on a $136 mil- 


lion premium value. 


For 1960, he said, the figure was 
$974,000, but part of this was an 
interest adjustment because GMAC 
paid premiums in advance. (The 
1960 refund figure was $659,000.) 

Celler said this looked like a 
15 percent profit for GMAC, but 
Stradella explained that the money 
goes into the general treasury and 
expenses are not charged against 
it, but absorbed by GMAC. 

It was contended that GMAC’s 
expenses are negligible since the 
dealer writes the insurance. Stra- 
della replied that GMAC issues 
certificates and settles claims as 
well as makes the initial arrange- 
ment with Prudential. He said 
GMAC would write this insurance 
whether or not it got refunds from 
Prudential. He explained the com- 
pany could not allocate costs be- 
cause there were too many ex- 
penses involved in car contracts. 

*~ * Ba 

TRADELLA estimated that 90 

percent of customers take credit 
life insurance. Premiums for 1960 
amounted to $18.7 million, he added, 
and GMAC’s rate is 37% cents per 
$100—well below any state ceiling 
and usually below other insurance 
companies which often operate on 
an individual—not group—basis. 

It was Celler’s feeling that the 
car buyer got “a pig in a poke,” 
but Stradella pointed out that 
that was the way all group poli- 
cies worked. A subcommittee aide 
said that if the car purchaser 
were a policyholder, he could col- 
lect a refund from Prudential, 
which is a mutual company. 

Stradella made it clear that Mo- 
tors Insurance Corp. will write 
insurance for its dealers on all 
kinds of business—both GM and 
non-GM new and used cars. He 
also noted that if a GM dealer 
changed his franchise, he can still 
take his status as MIC insurance 
agent with him. In 1960, according 
to Stradella, 49 percent of new-car 


Obituaries 


Samuel L. Benjamin 

NEW YORK.—Samuel L. Benjamin, 66, 
president of Benjamin Chevrolet, Inc.. 
Brooklyn, and Bay Chevrolet, Inc.. 
Queens, died of a heart attack June 7. 
He also was president of Vehicle Rentals, 
Great Neck, L. I., an auto leasing firm. 

* * 


L. E. McGraw 
EASTLAND, Tex.—L. E. McGraw, a 
former auto dealer in Eastland, died 
June 2. 
* * + 


William G. Tunis 

INDIANAPOLIS.—William G. Tunis, 69, 
retired operations manager of Chrysler 
Corp.’s Indianapolis plant, died June 4. 
Prior to coming to Indianapolis, he was 
manager of Chrysler’s Kokomo (Ind.) op- 
erations. 

* * * 


Ray W. Gage 
LAGRANGE, Ind.—Ray W. Gage, 60, a 
Dodge-Plymouth dealer here since 1936, 
died of a heart attack June 3 in a physi- 
cian’s office. 
* * * 


Elmer C. Bagby 
MARYVILLE, Mo. — Elmer C. Bagby, 
68, owner of Bagby Motor Co., died June 
7. In 1947 he was president of the Missouri 
Automobile Dealers Assn. 
* cf * 


Murray McLeish 
COLUMBUS, O.—Murray McLeish, 68, a 
former Columbus auto dealer, died June 
6 in Orlando, Fla. 
* * * 


James L. Hill 
SEATTLE.—James L. Hill, 50, auto 
editor of the Seattle Post-Intelligencer, died 
recently. He also worked for the Hearst 
Advertising Service. 
* * * 


Oscar E. Johnson 
WAYNE, Mich.—Oscar E, Johnson, 61, 
director of diversification for Willys Mo- 
tors, Inc., died June 13, He previously was 
with Kaiser-Frazer Corp. and Ford Motor 
Co. 


to independent repair shops. 
* + * 






































loan companies. 

Proponents of the bill feel that 
only figures showing commercial 
paper should be used. They argue 
that the battle lines are drawn 
over dealer paper, not consumer 
loans. (GMAC, sales finance com- 
panies and some commercial 
banks handle commercial paper 
from the dealer but do not loan 
directly to the car buyer.) 


Frederic C. Donner, GM chair- 
man, said that if the Justice De- 
partment wanted to achieve divesti- 
ture and could not, it “reflects on 
the ability of the Department of 
Justice to administer the antitrust 
laws.” All that Antitrust Chief Lee 
Loevinger’s views mean, he attest- 
ed, is that the judicial processes 
are not set up to do the job. 


Celler used some fairly sharp 
language on Donner. Celler cited 
a list of GM’s antitrust problems 
and said: “We must strain all the 
statements you make through the 
mesh of the past.” He said GM 
could not exculpate itself merely 


House Approves 


Another Year of 


Excise Taxes 


WASHINGTON.—The House has 
voted to extend for another year 
the present rates of excise taxes 
and corporate income taxes. The 
Senate also is expected to approve 
the extension before the June 30 
deadline, following assent last week 
by its Finance Committee. 


Michigan congressmen sought 
vainly to have the automotive ex- 
cises repealed or reduced. 


Rep. James G. O’Hara, Michigan 
Democrat, offered a bill that would 
give the President authority to re- 
bate to the ultimate purchaser the 
excise tax on a car bought during 
a period of high unemployment in 
the auto industry. 

He defined “high unemployment” 
as 8 percent or more for four con- 
secutive months. O’Hara said his 
bill was a model which might be 
uSed as a starting point for excise 
tax relief. 


Dealer Ads Focus 
On Payments 


And ‘Difference’ 


(Continued from Page 2) 


Falcons at $1,456 and Fairlanes 
at $1,661, also with a $400 trade. 
Falcons were $1,598 “and your 
old car worth $195” at Duval Mo- 
tors, Jacksonville, Fla. 

In Cumberland, Md., McIntyre 
Chevrolet offered a new Biscayne 
for $910 and a ’57 model. At Schil- 
ling-on-U nion, Memphis, Comets 
were $1,579 with a ’55 Ford or 
Chevrolet, and Mercurys were $1,995 


with a ’56 Ford or Chevy. 


Discounts up to $1,000 on loaded 
models were advertised by Murray 


Oldsmobile, Richmond, Va., and 
Uzzle Motor Co. (Oldsmobile), Dur- 
ham, N. C. McKinnie Motor Co., 
Richmond, invited buyers to “save 
$200 to $1,200 on Plymouths, Val- 
iants, Chryslers and Imperials.” 


—JOHN K. TEAHEN JR. 


HERE was tremendous dis- 
agreement over GMAC’s share 
of the market. GM’s figures take 
in the total market, which includes 
direct loans to car buyers made 
by banks, credit unions and small 


under a consent decree; in the 
FTC auto-parts case, GM is op- 
erating under a cease-and-desist 
order. 

As for the three pending cases, 
GM is unwilling to admit guilt 


Sales Management 
OEM 


If you have been successfully selling the 
automotive OEM market and are looking 
for new challenges and opportunities .. . 
If you are looking for growth into man- 
agement level . . . If you are a self-starter 
with ideas and ability to back them up 

. If you can head up the OEM sales 
function in an aggressive automotive light- 
ing firm . . . you may be looking for us. 
We are located in Northeastern U. S. A. 
Our goods are sold nationally . . . We 
have liberal company benefits and bonus 
program ... We are looking for a go- 
getter and are leaving the salary open. 
Reply in confidence (our people know of 
this ad) and give complete details in 


first letter. 
Box 2579, c/o Automotive News, Detroit 7. 
“BIG 2’? DEALERSHIP in_ southeast 


United States is interviewing applicants 
for general manager. Dealership is lo- 
cated in metropolitan trade area of one 
million people, dealership has new car 
potential of 800-900 units per year. De- 
sired age 35-45, must be conscientious, 
sober family man, expense control and 
sales aggressiveness a must. Have no ob- 
jection to offering buy-out proposition to 
right man. We want a man who can go 
no further with present employer and 
who has the recommendation and bles- 
sing of present employer. This dealership 
in second fastest growing county in state 
and is presently planning all new build- 
ing and facilities. Reply in confidence to 
Box 2571, c/o Automotive News, Detroit 
7. Would like photograph. 


LARGE ARIZONA FORD DEALER in 
metropolitan Phoenix area has challeng- 
ing opportunity for controller with heavy 
business management experience. Box 


2593, c/o Automotive News, Detroit 7. 























OFFICE MANAGER- 
BUSINESS MANAGER 
Salary $8,000-$11,000 
Must have proven ability. 


BISHOP MOTORS, SANTA ROSA, CALIF. 
Ford dealer, 600 cars per year, 17 years in 
business. Apply Walter C. Hansel, president 
and general manager. 
























SERVICE MANAGER—Southern Chevro- 
let dealer has excellent opportunity for 
sober and experienced service manager. 
$500 monthly salary plus commission 
and group insurance benefits. Five gen- 


eral mechanics and two body repairmen. 
Must be an excellent diagnostician, Send 
complete résumé to Box 2581, c/o Auto- 
motive News, Detroit 7. 





SALES MANAGER—25 years’ 
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while court action is proceeding, 
Donner added. “We don’t want to 
make the point we’re unduly pure 
but we’ve been working at it very 
hard,” he said. 


In a discussion of wholesale fi- 
nancing, Donner explained that if 
the company did not require the 
dealer to pay cash or its equiv- 
alent when he received the car, it 
would penalize the efficient dealer 
because of the inefficient one. That 
is, one dealer might sell the car 
promptly but the other take 90 
days, and the carrying time would 
have to go into the cost of the car. 
He said that if GM had to carry a 
Chevrolet for 90 days without pay, 
it would add about $30 to the price 
of the car. 


Donner said he had “been in the 
field” and that he is sure that the 
dealer “is free and easy in his 
mind” about what he does with his 
financing. That the dealer usually 
uses one company for his wholesale 
paper is a matter of convenience, 
he added, but he can easily shop 
with his retail paper and often 
does. 


HELP WANTED 


FORD PARTS COUNTERMAN, Fast, ac- 


curate, experienced. $450 per month plus 
incentive and benefits. Parts volume 
$20,000 a month. Will wait for top-qual- 
ity man. Bishop Ford, Santa Rosa, Cal- 
ifornia ‘‘the city designed for living.’’ 





GENERAL MANAGER (500-1,500 car 
Chevrolet or Ford dealership), 17 years’ 


successful experience in all phases of 
profitable dealership operation. Will lo- 
cate anywhere. Forty-nine years old, 
married, one son. Last five years man- 
aged one of largest Chevrolet deals in 
State, always led used-car retail sales 
registrations for area, Would like well- 
financed deal where owner is looking for 
honest, energetic and capable man to 
manage dealership at a profit. Box 2582, 
c/o Automotive News, Detroit 7. 


GENERAL MANAGER-SALES MANAGER 


—Extensive background in Southwest in 
finance, new and used cars, service and 
parts merchandising. Can provide com- 
petent personnel to improve sales pene- 
tration and profit. Best dealer and fac- 
tory references, Résumé on request. Box 
2583, c/o Automotive News, Detroit 7. 


CONNECTION DEALERSHIP as sales 


manager that likes action without sacri- 
ficing profit. Fast closer, deal top of 
table. Double sales, increase profits using 
birddog system along with twenty other 
proven and tried techniques following 
Peck’s Automobile Dealers’ Sales Manual 
published by me few months ago, Top 
sales honors Oldsmobile, Nash and Ram- 
bler, state, national, Might even con- 
sider 60-day contracts—put dealership 
in black. Glenn Peck, Box 205, Burle- 
son, Texas. 


GENERAL MANAGER, southern Chicago 


area resident, available after July 15th. 
Seventeen years’ experience including 
business administration, used-car man- 
agement and general management. Both 
GM and import car experience, Excellent 
references, Salary and profit sharing. 
Résumé upon request, Write Box 2576, 
c/o Automotive News, Detroit 7. 


experience, 
wants position with Chevrolet or Ford 
dealer located in New England, Prefer 
seacoast. Best of dealer and factory 
references, Can produce volume sales at 
a profit, Used-car specialist. Box 2577, 
c/o Automotive News, Detroit 7, 
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Third S-P Outlet 
Schedules July 
Opening in Toledo 


TOLEDO. — Studebaker-Packarg 
Corp. will officially open its new 
retail store here about July 1. | 
will mark the third factory outlet 
to be opened by the corporation 
since the beginning of the year— 
the others being in New York and 
Kansas City. 

Located at Eleventh St. and Mad- 
ison Ave., the store will be known 
as Studebaker-Toledo and will of- 
fer sales and service for both Stu- 
debaker and Mercedes-Benz cars, 
the factory said. 

The store, which will be man- 
aged by Cleve Foster, former De- 
troit zone saies Manager, replaces 
Downtown Motors, owned by Don- 
ald Caufield. W. C. Nelson has tak- 
en Foster’s position in Detroit. 

Several more retail outlets are 
expected to be opened in the near 
future, officials said. 








POSITION WANTED 


GENERAL MANAGER or general sales 
manager, Young, aggressive family man 
seeks challenge with dealer who wants 
to go from red to black in thirty days! 
Proven method of controlled selling can 
get the job done for you, Seven years’ 
experience with one of the nation’s larg- 
est volume Chevrolet dealers, also Ford 
and import line. Background of no red 
ink management, Have new car manager 
who is powerful closer and finance man 
also ready to go. Willing to work hard, 
long hours, and accept compensation 
based on performance, Excellent char- 
acter references and recent photo upon 


request. If you need help fast contact 
Box 2556, c/o Automotive News, De- 
troit 7. 

SOUTHERN CONNECTICUT — Sales or 


general manager. Ten years’ automotive 
sales experience plus five years’ manage- 
ment experience. Presently employed, but 
interested in relocating. Also interested 
in purchasing. Box 2573, c/o Automotive 
News, Detroit 7. - 


AUTOMOTIVE SERVICE MANAGER, ex- 
perienced, interested in a responsible po- 
sition with an aggressive, absorption- 
minded dealer requiring personnel with 
ability to think at executive or shirt- 
sleeve level. Growth assignment preferred 
with potential based on results in terms 
of service profit, Box 2572, c/o Automo- 
tive News, Detroit 7. 


EXECUTIVE-TYPE SALESMAN, 
eight years’ as district manager K-F, 
Willys, American Motors; seven years’ 
industrial selling: Truck bodies, trailers, 
heavy equipment, at regional and na- 
tional levels, Desire permanent, chal- 
lenging opportunity with progressive 
firm, Highest references. Under 40, At- 
lanta headquarters. Box 2588, c/o Auto- 
motive News, Detroit 7. 


over 


TWO GOOD AUTOMOBILE MEN, pres- 


ently employed in management with 
thorough knowledge of entire operation, 
would be interested in opportunity to 
assist owner with possibility of buying 
into business. Only interested in quality 
dealership with an eye to the future. 
Prefer central Florida location but would 
consider other Southern locations, Box 
2589, c/o Automotive News, Detroit 7. 


AUTOMOTIVE TECHNICAL EDITOR — 


Experience includes sound background of 
automotive engineering, 23 years’ as 
technical writer, editor and director of 
product information for leading automo- 
bile and truck manufacturer and eight 
years’ as technical editor for its adver- 
tising agency, Excellent references, Box 
2590, c/o Automotive News, Detroit 7. 





DEALERSHIPS AVAILABLE 


DEALERSHIP HANDLING OLDSMO- 


BILE-CADILLAC. Town of 17,000 in 
Illinois, No buildings or real estate, 
modern, well-equipped building and used- 
car lot, Box 2586, c/o Automotive News, 
Detroit 7. 


HELP WANTED 


















'! $40-$50 DAILY !! 
SALESMEN: Take easy orders for bump- 
er strips, chrome nameplates, dealer 
decals, pennants, flags, signs, banners, 
spinners, advertising specialties, calen- 
dars, pens, key tags. 

AASH SPECIALTIES, 3011 Greenmount, 
Baltimore 18, Md. Write for FREE sam- 
ple kit. 





SALES MANAGER 


High Volume Ford Dealership 
in Suburban Detroit 


Requires individual with general manager po- 
tential to build a solid, dependable sales 
force. Submit brief resume and references to 
Box 2565, c/o Automotive News, Detroit 7. 








SALES MANAGER AND 
ASSISTANT TO DEALER 


Should be handling monthly sales of 100 


ing for a young man in 30's who wants to advance to partnership in dealership. 
Salary $1,200 per month to start—increased to $1,500 per month at end of 6 


months, plus 10% of the profit. Large ‘ 


Potential 2,000 new cars and 2,000 used cars retail. Applicant must have proven 
record of profit performance and be able to train and supervise sales depart- 
ment. Send complete resume with recent photograph. All replies held con- 


fidential. 





Reply Box 2580, c/o Automotive News, Detroit 7. 


to 200 new cars profitably now. Look- 


‘Big 2" deal in the Delaware Valley. 
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DEALERSHIPS AVAILABLE 


CHECKER 
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DEALERSHIP WANTED 


50 TO 250 CAR Chevrolet or Chevrolet dual 
wanted in Southwest. Prefer Arizona or 
New Mexico, Lease facilities—Will also 
consider buy-in arrangement, All replies 
held in strict confidence, Box 2584, c/o 














Automotive News, Detroit 7. 
New Car Franchise 
i WANTED: General Motors deal in Colo- 
Opportunity rado, preferably Chevrolet. Will consider 
: any good money maker. Box 2562, c/o 
Checker Motors Corporation of Kala- Automotive News, Detroit 7. 
mazoo, Michigan, builders of the - — 
Checker Marathon and Superba sedans DISTRIBUTORS WANTED 
and station wagons, are expanding fj | Sitti. 
their dealer program and are seeking 
profit-conscious new car dealers for 
lopen territories. AUTOMOTIVE 
Checker dealers are currently en- 
joying a very high gross and at the DISTRIBUTOR 
same time offering their customers a 
unique product with many highly dem- WANTED 
onstrable features. Nationally known manufacturer of funeral 


Dealers interested please 
call or write: 
R. G. Hudson, Vice President, Sales 
Checker Motors Corporation 
2142 N. Pitcher Street 
Kalamazoo, Michigan 
Tel: Fireside 3-6121 


EALERSHIP HANDLING PONTIAC, 


Tempest and International truck in 
north central Indiana, doing $1,000,000 
worth of business annually, Four car 
showroom located on U, 8S, highway in 
thriving community, Ill health reason 
for retirement, Box 2591, c/o Automo- 
tive News, Detroit 7. 

PEALERSHIP TO HANDLE largest ex- 
clusive motor truck franchise, located in 
southern tier of New York State on di- 
rect route to metropolitan area. Truck 
potential 100 to 150 trucks per year. Ex- 
cellent opportunity in growing commu- 
nity, Correspond in strict confidence, Box 
2513, c/o Automotive News, Detroit 7. 


‘*EALERSHIP HANDLING DODGE, Long 
Island, New York region. No real estate 
to buy, just inventory and equipment. 
Established for many years. Box 2575, 
c/o Automotive News, Detroit 7. 





AUTO DEALERSHIP 


tctablished 15 years, handling Chrysler line, 
‘deal location. Operating, completely equip- 
ead and manned, 65 personnel. Annual gross 
‘ve million—never in the red. Always profit- 
sole and a real money-maker, Real oppor- 
unity for proper group. Owners desire to re- 
“ce, Only interested apply. Box 2592, c/o 
\utomotive News, Detroit 7. 


a 


~ ean 


DEALER HANDLING OLDSMOBILE must 
slow down because of health, Will sell 
to young man on buy-out basis. Reason- 
able money down, long-term finance. No 
real estate, reasonable lease, New dealer 
receive full benefit of profits of agency. 
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coaches and ambulances has excellent op- 
portunity for progressive, aggressive Distrib- 
utor with successful sales organization. Top 
quality vehicles are acknowledged leaders in 
their field. Market is permanent and profit- 
able for right sales team. Send complete de- 
tails of your organization to Box 2585, c/o 
Automotive News, Detroit 7. 








DEALER SERVICES 


Auto Bluebook 
for 


1961 & 1962 


Gives you the wholesale costs 
of all Autos and Accessories 
in one 96 page book. 


Sent to you Quarterly 
for only 


Why pay $25-$50 for this same 
information. 
Keeps you up to date all year long. 


PLUS USED CAR VALUES 
And a Gold Mine of Selling Help 


Enclosed is [| Check 
MONEY BACK GUARANTEED 
Mail to: AUTO BLUE BOOK 

161 Tehama, San Francisco 3, Calif. 
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aoe _ c/o Automotive News, De- TWO ESSENTIAL SERVICES 
k : h h i : 

OR SALE: 150, cor  deatecsnip hanaine| [INVENTORY SERVICE 
bad health. For ge iniiane’s | saan Parts, accessories and similar goods. 
Saar indteds “canieuneet, Seaeaaeeeee APPRAISAL SERVICE 


home, etc. $165,000. Earl Jennings, Real- 
tor, Monticello, Indiana, 

)EALERSHIP HANDLING CHEVROLET 
located in central Michigan near state 
capitol. Has been a very profitable deal- 
ership throughout the years. Will sell on 
a five-year buy-out from profits, Reason 
for selling, buying a much larger dealer- 


Furniture—Equipment—Machiner y—Tools 
For Buy/Sell Agreements, Annual Fiscal 
Reports, Tax, Banking and Insurance 
Write for free 
“Hidden Earning Power" booklet. 


AUTOMOTIVE INVENTORY & APPRAISAL CO. 
10040 Freeland Ave. Detroit 27, Michigan 





ship, Must have factory approval, Box WeEbster 3-6445 
2558, c/o Automotive News, Detroit 7. 
OR SALE—Dual handling General Mo- es 


tors with four contracts, Potential 100 
to 150 new per year. Terms may be ar- 
ranged. Write: Box 2561, c/o Automo- 
tive News, Detroit 7. 





DISTRESS SALE 


BE OUR GUEST 


Free copies of Detroit's most valued news- 
letters from Box 4812, Detroit 19. Trade letter- 
head or business card requests only. 


(may lease) SALES MEETING: A letely fresh program 
: A completely fres 
aati. 7s ae acaba for your sales meetings, airmailed weekly. 


3208 W. Jackson—Chicago 


VAN C. ARGIRIS & CO. 
Fi 6-9090 11S. La Salle 


Chicago 





DEALERSHIPS WANTED 


YOUNG (32), ambitious university business 
graduate, long on experience and with 
ample capital, looking for GM deal, 400- 
600 PP. Location important, Prefer Mid- 
west but open to any good, progressive 
area. Confidential. Box 2570, c/o Auto- 
motive News, Detroit 7. 

HEVROLET, FORD, OR CADILLAC 
dual in Midwest, 300-700 new unit poten- 
tial. Have required operating capital and 
am ready to buy now. Your reply will be 
kept strictly confidential, Box 2564, c/o 
Automotive News, Detroit 7. 
XPERIENCED VW MAN seeks author- 
ized Volkswagen agency or opportunity 
to buy half interest, Factory approval 


——KMKRrRr 


Inspires salesmen, saves management time. 


DETROIT SALES NEWSLETTER: Import and 
domestic forecasts with behind the scenes 
news for profitable management decisions. 


Mail your business card today! 
Box 4812, Detroit 19, Michigan 
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1961 Auto Costs! 


Discover how much your Deal's cars really 
cost. The book, "AUTO COSTS," gives you 
the factory invoice prices of all 1961 American 
cars, 25 foreign cars, 4 American trucks, and 
all their equipment. Used by dealers and 
banks nationwide. Order your ‘6! edition 
today for only $10—three year subscription $18 


assured—cash waiting—excellent refer- 
i Box 2587, c/o Automotive News, (including all supplements). 
etroit 7, 


HEVROLET OR DUAL—7 mile radius 
New York City. 250-400 potential. Box 
2578, c/o Automotive News, Detroit 7. 





AUTO COSTS, Spencer Publishing Company, 
Libe We 








MISCELLANEOUS 


PHYSICAL DAMAGE MANUAL 


A ready reference for the experienced ADJUSTER. 
A text book for the TRAINEE. 
Complete explanation and interpretation of the policy, its coverages, conditions 
and exclusions. 
Physical Damage adjusting procedure and diplomacy. 
The automobile, its major assemblies and how to determine damage. 
Sheet metal construction and straightening procedures. 
Estimating collision, fire or vandalism damage. 
How to handle the problems of depreciation, excessive charges and financed 
automobiles. 


If you are an adjuster or plan to enter this field, this manual is a must!! 


Annual subscription rate $22.50 
PHYSICAL DAMAGE DIGEST 


P. ©. BOX 101, ISLINGTON, MASS. 


- 
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BUSINESS OPPORTUNITIES 








A BANK FINANCE PLAN 
FOR EUROPEAN DELIVERIES 
OF AUTOMOBILES TO 
U. S. TOURISTS OR MILITARY 


Write to: 
The Monmouth County National Bank 
P. O. Box 151 
Red Bank, New Jersey 





28 YEARS’ SUCCESSFUL USED-CAR 
OPERATION, located auto row block 
from downtown, Brilliantly lighted, na- 
tural gas heat, brick office. Good lease. 
Wonderful opportunity, Asking $3,500. 
Reason health, Cartwright Motors, Elgin, 
Illinois. 


BUSINESS OPPORTUNITIES WANTED 


TWO YOUNG MEN with ten years’ of bus- 
iness experience in most competitive field, 
are desirous of either buying a going 
business or investing money in business 
where positions might be acquired. Have 
available at our disposal ready cash to 
invest, If interested please write: Partee 
Chevrolet, Edmore, Michigan, stating 

location, amount of 








nature of business, 
cash necessary. 





$50.00 REWARD for the location of the 
following person and automobile: Man 
known as Steven O. Scott (auto sales- 
man), 1961 red Ford Thunderbird, Texas 
License #CH 907, Motor #1Y71Z 
122776. Write or call: Harold Ensey, 
Northgate National Bank, El Paso, 
‘Texas. 


CARS FOR SALE 


IMPORTANT NOTICE 


Dealers are cautioned that before 
purchasing any import automobiles 
or trucks, they should be sure to 


check the seller as to what, if any, 
excise taxes and duties have not 
been paid on the vehicles. 





Ample Supply of 


CLEAN 
USED 


CARS 
1960 - 1959 - 1958 


MOST MAKES 


CURRY 


CHEVROLET 


B'way & 133rd St., N. Y. C. 
Ed Hogan AD 4-6000 











’57 TO ’60 CORVETTE hardtop, $200. Car 
City Corp., 245 State Rd., Westport, 
Massachusetts. 


CARS WANTED 

CADILLAC LIMOUSINES and hearses — 
sharp, late models only, Franz Ridgway, 
BE 4-6611, 2836 N, E, Sandy, Portland 
12, Oregon. 

WANTED: UNUSUALLY CLEAN CARS, 
import and dcmestics, one or one hun- 
dred, Highest prices paid, Write P, O. 
Box 1749, Daytona Beach, Florida. 





Wanted by Private Party 
1960 LINCOLN CONTINENTAL 
MARK V TOWN CAR 
Model 23B. Cash. 
Call or write 
William Johnson, 11616 W. North Ave. 
Wilwaukee, Wisconsin SPring 4-5040 





LEASING COMPANIES WANTED 


WANT TO PURCHASE 
LEASING COMPANIES 


New York Area 
Replies held in confidence. 


KONNER RENTALS CORP. 


375 GREAT NECK RD. . 
GREAT NECK, N. Y. 





CLASSIFIED WANT ADS 
BRING RESULTS 





NEW LINES WANTED 


DISTRIBUTOR located in Salt Lake City, 
now travelling three men through Utah, 
Idaho, Wyoming and Montana, wants 
line sold through franchised dealers in 
hardware, sporting goods or service sta- 
tions. Honest, hardworking representa- 
tion, Adequately financed, Send informa- 
tion to Bond Bonham, P.O. Box 642, 
Provo, Utah. 


PARTS FOR SALE 
LLOYD PARTS for all models. Complete 
stock, Fast service, Foreign Cars Corpo- 











ration, 1812 South Andrews Ave., Fort 
Lauderdale, Florida. JA 2-7491. 

LLOYD PARTS—complete stock. Prompt 
shipment, Green County Motors, Cats- 
kill, New York, Phone: 2000. 





NSU PRINZ and SPORT PRINZ PARTS 
and accessories, Contact nearest distribu- 
tor or national parts center, Ludwig 
Motor Corp., 421 E. 91st St., New York 
28. TRafalgar 6-7010 (Sole U, 8S, im- 
porter for NSU cars and parts, Trans- 
continental Motors, Inec., 230 Park Ave., 
New York 17, MUrray Hill 9-2710), 

NEED PARTS for a Chevrolet heavy duty 
truck? Try Bill White Chevrolet, Tulsa. 
$250,000 inventory perpetually controlled. 

NEW 1937 OLDSMOBILE right front fend- 
er Model F, and other new GM parts for 
*28 Chevrolet-Olds and up, James S. 
Finn, 65 Dayan St., Lowville, N. Y. 

PARTS WANTED 

WANTED—pair of running boards for 1935 
Chevrolet coupe, standard model, Con- 
tact Joslin Chevrolet, Inc., 436 W. Front 














St., Traverse City, Michigan. 
TRUCKS FOR SALE 
NEW 1961 CHEVROLET 4-wheel drive 


dump truck with snow plow. Model 
#C6203, V-8 engine, 5-speed transmis- 
sion, 8:25 x 20 tires, 9’ x 7’ body, Napco 
front wheel drive, Good Roads #112 
plow, lights, mirors, etc. Must sell im- 
mediately—below dealer cost. Complete 


specifications write: E. F,. Moore, Inc., 
Conshohocken, Pa. 
(1) 1957 Model B 42 tandem, 14 yard 


dump Mack truck, Good condition, 
$4,500. Apply John R, Clark, Jr., Clark 
Auto Parts Co., 1409 West Broad S8t., 
Savannah, Ga., phone AD 6-1503. 


FUEL OIL TRUCK, 3,000g, Autocar, 1952, 





original 13,000 miles, pump meter. J. 
Steinhardt, 7815 Fowler St., Miami 
Beach, Fla. 


BUSES FOR SALE 


1958 INTERNATIONAL-CARPENTER 60- 
passenger school buses; 1957 Marmon- 
Herrington 61-passenger school coach; 
and many other school buses, 8 to 60- 
passenger, Also transit-type coaches up 
to 41-passenger. Babcox Bus Sales, 
Twinsburg, Ohio. 


SCHOOL BUSES 


150 — USED 
Ford, Chev., Dodge, Int'l., GMC 
1955-1961 — Capacity 54-66 
Good Mechanically — Clean Bodies 
Good Paint — Tires 
From $1,200 up, Terms 
Immediate Delivery 
COUNTY SCHOOL SERVICE, INC. 


23 South St., Danbury, Conn. 
J. Egan— Tel: Pl 3-4437 








BUS—1941 FLXIBLE, 29-passenger. Priv- 
ately owned past 12 years. 4-speed trans- 
mission, straight eight Buick Roadmas- 
ter engine, Fine mechanical condition 


throughout, Real good tires front and 
rear. Priced to sell quick, Bill Allen 
Chevrolet, Inc., 101 Armour Rd., No. 


Kansas City, Missouri. 


ANTIQUE, CLASSIC CARS FOR SALE 


1929 CHEVROLET 4-door sedan in almost 
original condition for sale, This car was 
purchased new from our dealership and 
we acquired it about a year ago in trade 
from the original owner, Since then we 
have secured five new tires and had a 
complete new top installed, The mechani- 
cal and body parts are perfect, Ulmer 
Chevrolet Co., Inc., Allendale, South 
Carolina. 


1930 CHEVROLET Model AD series 4-door 
sedan, 30,000 actual miles. Runs and 
looks like new. Mohair trim real good. 
Pictures available upon request. Main 
Street Garage, Chevrolet and Corvair, 
Carrolltown, Pa 





SEE PAGE 46 
for the nation's 
TOP AUTO AUCTIONS 
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MISCELLANEOUS 


AmanaReNaRIN HSN TENTION NO 
WHY SETTLE FOR LESS... 


No Other Tow Bar 
Can Give You These 
Outstanding Engineering Features 


*CADALLOY STEEL CAST 
COUPLING HEADS LINED 
TO PROTECT CAR BUMPERS. 


@ 
*CADALLOY STEEL CAST 
YOKES WITH HEAVY DUTY 
TUBULAR STEEL "Vv" 
SECTIONS TO RESIST 
STRAIN & STRESS. 


*Cadalloy Steel Castings 
Minimum Yield Point: 
46,000 Lbs. Per Square Inch 





* 
UNIVERSAL SWIVEL ACTION 
ON COUPLERS FUNCTIONS 
IN UNISON WITH SPRING 
SUSPENSION ON ALL CARS 

FOR SMOOTH & SAFE 
TOWING. 
® 


BOLTS, NUTS & WASHERS 
ARE USED TO MAINTAIN 
SNUG FIT OF ALL CONNECTIONS 


NO RIVETS TO LOOSEN AND 
CAUSE PREMATURE WEAR 


* 
THE SUPERIOR 
BLUE CHIP 


TOW PILOT 


With Lubricated Automatic Brake 
and Brake Cable 


Dealers’ List Price, F.O.B. Factory. . . $69.80 


Dealers’ 25% Discount ......... . 17.45 
Dealers Mer with # «$52.35 
Adapter Clamps Fed. Tax. Inc. 
THE FAMOUS 
MOTO-MATIC 


TOW GUIDE 


With Universal Swivel Action! 
Four Clamp Hook-Up 


Dealers’ List F.0.B. Factory 
Dealers’ 25% Discount 





“ON THE BALL” 


TOW PILOT 


with *Cadalloy Steel Safety Coupler 


Dealers’ List F.0.B. Factory ................ $51.00 
Dealers’ 25% Discount .................. wee 12.75 
Stonderd plus 2 & See $38.25 
Adapter Clamps Fed. Tax. Inc. 


Substantial Discounts 
To Distributors 
Write for Illustrated Catalog 
PILOT DISTRIBUTING CO. 
Factory Sales Division 
BATTLE CREEK 9, MICH. 
Phone WO 2-5257 All Depts. 


“Leaders in the Indus 
since 1939" a" 
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New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $9 [] or Two Years $16 [] 


All Other Countries — One Year $13 [] or Two Years $22 [] 


AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. 
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HOW TO MATCH CAR COLORS 
TO THE ORIGINAL FINISH 


1. STIR paint thoroughly. (Remember how dear 
old mother used to stir a cake batter. ) 


2. REDUCE and apply according to directions. 
(Why try to improve on a proven recipe?) 


3 e APPLY the same amount of paint to the 
repaired surface as exists on the rest of the car. 





Ilf—when compared to the original finish—the repaired color is too dark, 
MORE paint is required. If too light, TOO MUCH paint has been applied. 





Too Dark Just Right Too Light 


Write for R-M Refinishers Guide 





RINSHED-MASON COMPANY. Detrgit 10, Michigan + Anaheim, Calif. +» Windsor, Ontario, Canada 
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